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Compact Volume 
Sets New Record 
As 40,900 Roll 


Car Production Up 
More Than 7 Pct. 
From Year’s Low 


By Martin L. Whitmyer 
Staff Writer 

A RECORD production of 40,981 

comppets helped boost United 
States car output to an estimated 
143,685 units last week—a 7.8 per- 
cent rise from the year’s low of 
133,299 assemblies a week earlier. 


Last week’s compact output 
was good for 28.5 percent of total 
industry output and topped the 
former of 40,673 Comets, 
Corvairs, Ram- 

blers and 
two weeks earlier. 

The 28.5 percent of total indus- 
try output taken by the compacts 
last week, however, failed to set a 
new high for percent-of-industry 
penetration. The alltime high of 
29.6 percent was taken the previous 
week with 39,408 assemblies, 

Last week’s total output of an 
estimated 143,685 cars also compar- 
ed with the 136,101 units turned out 
during the week ended April 18 a 


year ago. 
* * ~ 


gy ad operations were 
pretty well split among the 
compacts and standard-sized cars 
last week. 

Among the compacts, Ford divi- 
sion worked its Falcon lines six 
days at Lorain, O.; Kansas City, 
Metuchen, N. J., and San Jose, 
Calif. Lincoln-Mercury worked its 
Comet lines at Lorain on Saturday, 
and Rambler worked six days at 


Several makers worked short 
workweeks last week. Ford divi- 
sion worked five of its “big-car” 
plants only four days, while Stude- 
baker was on four days at South 
Bend. 

Chevrolet’s Willow Run (Corvair) 
plants operated only three days 
and. the Lincoln-Thunderbird lines 
at Wixom, Mich., were down Fri- 
day. The ‘Newark (Del.) plant of 
Chrysler Corp., worked four days, 
while Mercury plants in Wayne, 
Mich., and Los Angeles were closed 
a half day Friday in observance of 
Good Friday. The Mercury plant at 
St. Louis was down the entire week. 

* * * 


a working of the: Falcon 

plants six full days sent output 

of that car soaring to an alltime 
(Continued on Page 77, Col, 3) 
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New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


1,007,736 
939,334 


Sfonth TMoath. 


Current Records 
High (1,007,736) - - April 1, 1960 
Low (157,607) - - - Now. 1, 1954 

© 1960, by Automotive News 
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DETROIT, APRIL 18, 1960 


By Robert M, Lienert 
Associate Bditor 
[DPALER reports: from the field 
indicate that. 
have started to improve although 
the market still rides below the 
level that retailers feél could be ex- 
pected in springtime, 
Interestingly, retailers and 
wholesalers appear to differ in 
their views of: the short-term 
future for used cars. 
A certain uneasinéss about the 
market is discernible. among retail 
dealers discussing thé outlook. Most 





NADA Fights 
As Unneeded 


By William Ullman 

Washington Bureau Chief 
ASHINGTON. — The National 
Automobile Dealers Assn. has 
found four reasons to oppose. the 
Senate truth-in-lending bill, which 


Loan Bill 
‘Burden’ 


warranted burden upon the mer- 
chandising of automobiles,” he 
argued, adding thaf the results 
produced would not justify the 
expense and effort. — 

Abbott also pointed: out that the 


would require lenders to disclose Federal Trade Commiission issued 


financing charges to consumers in 
terms of simple annual interest. 

Thomas F. Abbott jr., chair- 
man of NADA’s National. Affairs 
Committee, submitted his state- 
ment last week to the Senate 
Banking Subcommittee on Pro- 
duction and Stabilization, 

The subcommittee had ‘scheduled 
a hearing for last Tuesday, but it 
was put off until Thursday 
(April 21). 

First, said Abbott, there has been 
no demonstrated need for truth-in- 


TRUTH-BILL. TEXT 
Text of NADA statement is on 
Page 68. 


lending legislation as it applies to 
the retail car business. 

Second, he said, “if we concede, 
solely for the sake of argument, 
that there is an unmet need, then 
we contend that this need can and 
should be met by the individual 
states and not the federal govern- 
ment.” 

Third, Abbott argued, the bill 
would not promote “economic sta- 
bilization” in the auto business, as 
the bill purports to do. 

Finally, he said, the requirements 
of the bill “are contrary to estab- 
lished business practice in the sale 
of automobiles and would impose 
artificial features which would be 
chaotic to the industry.” 

ca * oe 








ERE the bill to become law, 
the NADA spokesman insisted, 
“each one of the 114,000 new-auto- 
mobile and truck salesmen in this 
country would be required to ac- 
quire, transport, and maintain for 
use in conjunction with each sales 
transaction, a book of charts or 
tables which would run into thou- 
sands and thousands of pages.” 
This would constitute “an un- 
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rules and regulations in the early 
50s governing the sale of automo- 
biles, including what should be dis- 
closed to the customer and _ how. 


Abbott failed to comment on the 
fact that FTC supports the prin- 
ciple of the truth-in-lending bill. 


* * * 


[ae National Independent Auto- 
mobile Dealers Assn. also filed 
a statement last weekin opposition. 

Two of its leaders, President 
John Kinnaird, Fort Worth, and 
Tom Blundell, general manager 
of the Texas "Independent Auto- 
mobile Dealers Assnh., will appear 
Thursday to — earthen the task 
of regulating finance charges is 
primarily one for the individual 
states to solve. 

Federal intervention in this field, 

(Continued on Page 4, Col. 1) 


Price Gap Thins 
Between Compacts, 
Standard Sizes 


By John K. Teahen Jr. 
Associate Editor 

UTO owners who bemoan the 

passing of thé $2,000 car should 
take another look at the ads. De- 
spite the prices on. the window 
stickers, there’s plenty of merchan- 
dise available below that figure. 

They’re not all compacts, either, 
although the popularity of the 
Big Three small cars has had 
much to do with pulling down the 
prices of full-sized models, 

The Ford-Chevrolet-P lymouth 
dealer who lists his lowegt-priced 
series above $2,000 seemg destined 
to wind up with a housefu] bf dusty 





‘/ Cars. 


Prices of these models afe drop- 
ping toward ‘the $1,900 levél in al- 
most every area, and.some dealers 
already are below. that re, In 
San Antonio, Mike- Persia 'Chevro- 
let advertised a Bisgayne at 
$1,792.50. 

* *¢ * 
ye compacts, of course, are 
keeping pace with the _big-car 
discounting. Falcons, and Corvairs 
at $1,795 are-no jonger a novelty. 
Valiants generally are higher, but 
the Chrysler co’ a carries a 


higher sta P 
Chevrolet-: or d-Plymouth re- 
tailers appear to’ be caught in a 


(Continued on Page 77, Gol, 1) 
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Wholesale Index Rises; Retailers Wary 


Used Cars Picking Up 


feel that things will eventually turn 
out all right, although, thére may 


be some painful interludes. 


They tend to speak in terms of re- 
duced. prices and shortened» profits. 


eae on. the other 
hand, are buying more cars at 
better prices. And wholesalers don’t 
usually make mistakes. According 
to AuTomMoTive News’ used-car price 
index, average prices paid last week 
$18 over the previous 
week. This was the first upward 
movement in two months’ time and 
was the biggest price gain since 


increased 


the index of last July 20. 

It is hard to find such confi- 
dence among retailers despite 
the upward movement in sales. 


Their feelings were perhaps best 
summed up by-a West Coast dealer 


who said, “The used-car market 
has turned peculiar. Where it’s 
going, I don’t know.” 

ok *” * 


Ca growth in new-car 


sales in recent. weeks has far 
outdistanced the rate of gain in 
used-car transactions. 

Despite this merchandising im- 
balance; used-car inventories 
have shown no growth. 

Gains in used-car stocks might 


have come about were it not for 


the facts that a large percentage 
of compact-car sales are clean deals 
and that dealers are wholesaling 
more tradeins than usual, 


As a matter of fact, inventories. 


of unsold used cars: held by fran- 
chised dealers showed no change 
whatever in a month’s time. . 

Stocks were good for 35.5 days of 
selling as of April 1, according. to 
Automotive News’ estimates, an 
exact duplicate of supplies: com- 
puted a month earlier. 

CJ * * 
Mest: dealers contacted by AuTo- 
MOTIVE News freely admitted to 
a used-car “problem,” although 
more than 75 percent said sales 
were improving. 

When asked. for possible solu- 
tions to used-car difficulties, deal- 
ers ‘came.up with a variety of 
answers: Most comments, .how- 
ever, could be boiled down to re- 
volve around matters. of price. 
The consensus was that dealers 
must keep their used cars mov- 
ing at whatever price. it takes to 
move them. 

Carefully controlled trading and 
good reconditioning were also men- 
tioned as roads to used-car sur- 
vival. 

Pressure from new compacts was 
blamed in most instances for used- 
car difficulties. 

ak * *€ 

HE fact that dealers are whole- 

saling more used cars is re- 
flected in wholesale auction reports, 

which show consignments running 
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up to 20 percent greater in number 
than they have been over the past 
several years. 


Bigger selections have not 
buyers’ 


ratios are 
up. Moré than 70 percent of the 
cars that are taken to the auc- 
tions these days go home with 
new owners. And, as mentioned 
above, prices also spurted upward 
last week. 

Whether retailers are too con- 
servative and pessimistic in their 
used-car views remains to be seen. 

* 
Auteovca the average used-car 
inventory on April 1 remained 
unchanged from the previous 
month’s count of 35.5 days, there 
(Continued on Page 4, Col, 3) 


Nearly 70 Percent 
Now Sell Compacts 


U.S. Makes Handled 
By 22,868 Dealers 


B* THIS time next year, it ap- 
pears that 95 percent of the 
nation’s auto dealers will be han- 
dling a United States-built compact 
car. The compact-car-dealership 
population is expected to top 31,000 
for the 1961 season. 





the dealership total, The 
Oldsmobile, Pontiac 


In the spring of 1961, it is likely 
that the only domestic dealerships 
that will not have a. compact on 
display will be the Cadillac and 
Chrysler-Imperial. exclusives (about 
200) and the Mercury and Chrysler 


Corp. outlets that have not been 


favored with Comet or Valiant 
franchises. 
* * * 

Wirr a compact. headed for al- 

most every showroom, severe 
distribution headaches seem to be 
in store for the importers who have 
been retailing their cars through 
domestic dealerships, 

More than 12,000 dealers cur- 
rently handle imported cars along 
with their U. S, products, 
of them are likely to decide that 
the import is no longer a neces- 
sary sideline, 

Captive imports: will be affected 
along with the noncaptive lines. 
For example, Opel and Vauxhall, 
both selling in the $2,000 range, 
could lose much of their appeal 
when Buick and Pontiac dealers 
get a domestic car that can be sold 
profitably in that price bracket. 

The Avutomotive News census 


shows that 9,049 U. S, dealers were 


handling captive imports at the be- 
ginning of this year, and another 
3,322 were stocking noncaptive 
lines, Both totals seem destined to 
drop as compact outlets increase. 

* * a‘ 


wo years ago, the U. S. compact 
field was limited to Rambler’s 
2,200 dealers. Lark entered the race 
for the '59 model run, and the deal- 
ership count rose to 5,322 by April 
1, 1959. 

Corvair and Falcon brought the 
huge Chevrolet and Ford dealer 


establishmen picture 

last fall, and Valiant and Comet 

have moved into about 3,765 deals, 
(Continued on Page-4, Col. 3) 





2 
As Sales Rise, Output Eases... 


60 Car Stockpile Levelling Off 


though import dealers are counting 
on a solid burst of sunny weather 
to rekindle the dormant fires of 
consumer demand. 

* * 


estimated 1,007,736 domestics 
and 90,500 imports in dealer sup- 
plies or in transit as of April 1 
represented alltime peaks for both 
categories. The domestic figure was 
up 7 percent and the import total 
20 percent from March 1 levels. 
Compared with the same period a 
year ago, domestics were running 
about 230,000 units ahead and im- 
ports were approximately double 


By Maynard M. Gordon 
News Editor 
7s marching rate for dealer 
new-car inventories has slowed 
up from a gallop to a crawl, AuTo- 
motive News’ monthly compilation 
showed last week. 

After surging past the one-mil- 
lion level this month for the first 
time in history, the domestic stock- 
Pile appears likely to level off at 
its lofty crest by May 1, 












troit. This prompted better than | their United States inventory. 

60 percent in a dealer poll to No April ever has ar- 
predict lower inventories before | rived with 900,000 domestic cars 
the end of the month. in stock, much less a million. The 


Import inventories, on the other 
hand, have now pushed beyond the 
100,000 level, Shipments from Eu- 
rope and Japan have continued to 
outstrip United States retails, al- 


Fool’s Day caught dealers with 
oe cars just four years ago, 
the wake of the 1955 sales 
om 
At the outset of the 1955 spurt, 
by contrast with the situation pre- 
vailing currently, March and April 
inventories were only 562,655 and 
643,538, respectively. e factories 
then were compelled to work 
around the clock to accommodate 


Nation’s Economy 


Briskly Ahead 


ct al nee 
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Pontiac, and—among the imports 
—Volkswagen and Mercedes. 
Ford was far out front volume- 
wise in an Eastern market’s break- 
down of dealer inventories near the 
end of March. The total inventory 
of 7,273 in this territory was divided 
as follows: 
Falcon-Ford, 1,665; Chevrolet- 
Corvair, 921; Plymouth, 669; Ram- 
bler, 621; Oldsmobile, 491; Mercury, 
305; Dodge and Dart, 289; Lark, 
275; Buick, 268; Pontiac, 234; Val- 
iant, 210; Chrysler, 148; Renault, 
122; DeSoto, 111; Cadillac, 85; Wil- 
lys, 66; Lincoln, 50; Imperial, 47; 
Opel, 47; Vauxhall, 39; Comet, 18; 
Volkswagen, 11; Mercedes, 9, and 
other imports, 569. 
Chevrolet’s total included 106 
Corvairs; Dodge’s, 150 Darts, and 
Ford’s, 102 Falcons, although not 
all dealers listed their economy- 
series inventories. 
* + 
same market showed that 
while Ford-Falcon accounted 
for 23 percent of the inventories, 
(Continued on Page 8, Col, 1) 


Citroen Prestige Offers Just That— 


Citroen used the International Auto Show in New York for the American debut of its 
DS-19 Prestige model. The Prestige, a chauffeur-driven car, has the driver's compart- 
ment finished in black leather while the fully carpeted rear is fitted with nylon uphol- 
stery and foam-rubber seats. A glass partition provides privacy. The rear section also 
has an electric clock, radio controls and an intercom system. Provision is made for 
telephone installation. 











Of Last Year 


By Kenneth C, Kelley dr. 
Staff Writer 


economy of the United 


I States got off to a good start in 


1960 with a first quarter which, in 
most respects, was better than the 


first quarter of 1959, according to 


current reports from the Federal 
Reserve banks around the nation. 


inventory in preparatio 
for the steel strike. In short, it 
was a hard quarter to beat. 

Another encouraging sign in the 
first quarter was the hint that some 
of the tightness is being eased out 
of the money market. While. hardly 
anyone sees an easy-money period 
ahead, there igs no doubt that the 
money market hag lost a bit of its 
tightness in the last three months. 

Here is a roundup of what the 
Federal Reserve banks have been 
saying about business conditions at 
the district level. 

* * * 


New England 


ENGLAND is one district 
which saw business conditions 
better in the first quarter of 1960 


the upsurge in consumer demand. 
* * * 










standard a ee ee 
eee ae eee Saree 
selling rates since 


proportion to 

the first of none Laggards 
in this respect have included 
standard Chevrolet, Falcon, Dart, 


Eprror’s Note: The following 
telegram of opposition to permis- 
sive legislation on territory se- 
curity was sent by the Puyallup 
(Wash.) Automobile Dealers 
Assn. to United States Senators 
Warren Magnuson and Henry 
Jackson, Washington Democrats, 
and Mike Monroney, Oklahoma 
Democrat: 


[pata not to be caught 
napping by any spring breakout 
this year, the auto plants contribut- 
ed to a pre-spring buildup of dealer 
stocks, Choosier shoppers, prefer- 
ring to buy out of full inventories, 
added to the pressure for higher 
stockpiles than dealers needed back 
in 1955, 


than they were a year earlier, ac- 
cording to the Boston ; 

Early this year, the index of 
manufacturing output for the en- 
tire district was 10 percentage 
points above the 1959 figure. 
Three of the four key industries 
shared in the pickup—primary 
metals, textiles and paper. Shoe 

(Continued on Page 75, Col, 1) 





We are a group of auto dealer 
members of the National Automo- 
bile Dealers Assn., who wish to 
voice bitter opposition to proposed 
legislation to be introduced in the 
Senate for permissive laws in favor 
of dealer territory security. 

Any such legislation would not 


Business Barometer 


Automotive News Economic Index — 


98.5 Percent of Last Week 
102.7 Percent of Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 





















Auto Production ........... cece 133,299 89.7 100.0 
Truck Production .............. 27,740 95.6 107.1 
Auto Registrations—Year to date. . 924,294 ery 109.3 
Truck Registrations—yYear to date. 127,822 beh 100.9 
Steel Production—Tons ......... 2,417,000 95.6 91.5 
Lumber Production—Board feet 254,822,000 96.8 102.2 
Pa Production—tTons.... 316,815 104.0 101.3 
Coal Output—tons ....... . 7,505,000 86.1 105.3 
Oll Refinery Output—Barrels ..... 50,284,000 99.1 98.3 
Out ilowatt hours. 13,494,000,000 99.6 107.1 
Barometer ht Cer Loadings 366,646 103.0 97.0 
Stere Sales in ‘ 143 109.2 122.2 
Stock Market Price Index..... as 404.3 101.5 98.0 
U.S. Gevernment Spending 
—fiscal year to date . . $72,482,592,000 ee 99.8 
omnes and Industrial Loans tote ateee 99.9 wate 
——— Saxena naleas sees 4 100.1 100.3 
Ueod-be ices-—Average........ $1,053 101.7 96.4 
Business Failures ................ 333 93.5 98.8 
Common 
Stocks April 13 April é 1960 Range Stocks April 13 Aprilé 1960 Range 
AMC....... 28 27% 28%-22% Mls kéaeeaen 45Y%, 45 50% -43 
Chrysler... 52% 554%, 71%-50% Mack...... 43%, 44% 52%-39% 
Ford....... 72Y%_ 74% 92%-69% Oi Sc ice es 14 15 24%-12% 
GM........ 45Y, 47%, 55%-43% White...... 52 54% 67%-50% 






(April 18, 1960) 






Nation’s First Smog Law 


Adopted in California 


LOS ANGELES.—Gov. Edmund 
G. Brown last week signed into 
law the first statewide antismog 
legislation in the United States. 
Brown described the bill, which 
eventually requires a smog-con- 
trol device on every new car sold 
in California, “the most historic 
achievement” of the Legislature. 

The law creates a state motor 
vehicle pollution control board to 
test and approve smog-control 
devices. Within a year after ap- 
proval by the board of such units, 
no new motor vehicle may be sold 
in California unless it has such a 
unit. 





Territory Bonus Is Termed 
Windfall for Large Dealer 


be in the public interest and could 
soon eliminate the small dealer. 

NADA’s own business manage- 
ment figures for 1959 show these 
facts. The 750-car-per-year dealer 
has $222 less expense per new car 
sold than the dealer selling under 
150 new Cars. 

This lower cost enabled the large 
dealer to undersell his country 
cousin by $81 per car in 1959, again 
quoting NADA figures. 

It is easily discernible that any 
damages, service bonus or fine 
awarded for selling in the smaller 
dealer’s territory could be readily 
absorbed by the large dealer due 
to his lower selling expense, while 
the small dealer would be unable 
to retaliate. 

Proof that the large dealer is 
more interested in volume car sales 
than service again is shown by the 
NADA figures for 1959. Contrary to 
the impression the territory secur- 
ity advocates tend to convey, the 
small dealer evidently renders the 
best service, as his parts and labor 
sales are nearly double that of the 
large dealer per new car sold, or 
$1,053 against $538 for the large 750- 
car dealer. 

This lack of service facilities 
in relation to the large volume 
they do is evidently one reason 
for their lower selling costs. 
NADA with its slanted poll of 

membership, still found over 7,000 
opposing territory security. 

Why was not a poll taken of the 
15,000 or more franchised dealers 
not members of NADA? 

Are they not entitled to vote in 
America on matters that concern 
their own economic life or death 
just because they are not members 
of NADA? 

In conclusion we wish to say that 
we need less laws that stifle free- 
dom of enterprise, not more that 
only favor a chosen few. (Signed). 
Harold Wilen (Buick-Pontiac), 
Harold Milam (Oldsmobile), Hugh 
Moreland (Ford), Lloyd Grant 
(Chevrolet), Webb Gifford (Ram- 
bler), Willis Pence (Plymouth), 
D. J. Ivory (Studebaker). 


All Ashore Who's Going Ashore— 

The Amphicar, described as 85 percent automobile and 15 percent boat, heads for 
the beach after a brief cruise. The West German import is powered by an Austin four- 
cylinder engine. On land, it operates with a four-speed transmission. For on-water 
drive, a switch lever operates two special propellers for forward or reverse. The ve- 
hicle has an 10-inch wheelbase and is 13.5 feet long. It is being shown for the first time 
at the International Automobile Show in New York. 





Here's One for the Road— 
The Travelcar, introduced at the International Automobile Show in New York, in- 
sures that its owner can be at home while travelling. Custom-built on either a Chevrolet 
or Ford forward-control truck chassis, the Travelcar can sleep four and is equipped 
with stove, sink and refrigerator. Water, gas and electricity are self-contained. It is 
slightly narrower and shorter, but much higher, than the average family sedan. 


* * 


Auto Variety at Coliseum... 











* * * 


Many-Splendored Show 


By Robert M. Lienert 
Associate Editor 

NEW YORK.—AIl the cards were 
on the table for this year’s high- 
stakes auto game when the Inter- 
national Automobile Show opened 
here at the Coliseum last Saturday 
(April 16), 

Joining the biggest array of 
imports ever assembled under 
one roof in the United States 
were a full crop of American 
compacts and other U.S.-built 
standard autos, 

No prospect visiting the show 

could say he didn’t have a selection 


If We're Late 

Because of mailing problems, 
the April 25 issue of Automotive 
News (which includes the 1960 
Almanac) may not reach readers 
on schedule, The issue will be in- 
serted inside the front cover of 
the Almanac. 








to choose from in making up his 
mind. 

The show contained just about 
every type of car produced in the 
world in a range and variety that 
bordered on the ridiculous, 

There were baby cars, small cars, | 
compacts, standards, super-luxury | 
jobs, do-it-yourself kit cars, sports 
cars, station wagons, coupes, se- 
dans, limousines, roadsters, racers, 
camping cars, amphibious cars, 
cross-country cars, trucks, cars 
with front engines, cars with rear 
engines, cars that had long been on 
the scene, cars making their world- 
wide debuts. 

There were cars mounting 
transmissions with three, four or 
five speeds; engines with one, 
two, three, four, six, eight or 12 
cylinders, There were cars of 
Spartan simplicity and those 
sleek cruisers with every conceiv- 
able type of extra equipment. 
More than 250,000 persons are ex- 

(Continued on Page 74, Col, 3) 
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But Judge Confines Area... 


Dealer Forum 


by Robert M. Finlay 





R. (RUSS) BAILEY, Hamil- 

* ton, Ont., dropped in the other 
day to say that he had joined the 

voices in the wilderness who are 
calling for an upgrading of auto- 
motive salesmen. 

Bailey’s plan is a simple one. He 
has stripped away the mystery of 
selling and wrapped a salesman’s 
self-management plan into a pack- 
age. 

“Look at it from the sales man- 
agers’ viewpoint,” Bailey said. 

“He’s got a hundred things to do 
and one new salesman to train. 
The factory material gathers 
dust. 

“‘I’m darned if I’m going to haul 
out that material and run through 
it for one man,’ he says.” x 

So Bailey designed his material 
to the end that the sales manager 
could hand the new salesman 
Bailey’s record and say: 

“I want you to listen to what that 
record says and then go out and 
do it. That’s how to sell cars.” 

* + * 

AILEY has a manual which says 

pretty much the same thing, so 

that a salesman can see the mes- 
sage as well as hear it. We’ll go 
into the sales message, but perhaps 
you’d like to know a few facts 
about Bailey first. 

At 32, he’s a hustler with nine 
years of selling experience. He 
spent six years in wholesale sell- 
ing with Ford of Canada, and 
then left because he wanted to 
get retail experience. Three years 
ago he became a retail salesman 
for a Hamilton Ford dealer. 

In his first year he sold 200 new 


Ford Seeks Delay 
In Edsel Trial; 


Fears Jury Bias 


BURLINGTON, Vt.—Ford Motor 
Co, has asked for postponement of 
a former Edsel dealer’s suit on the 
ground that present jury panelists 
in Federal District Court here 
might be prejudiced against the 
company. 

Judge Ernest W. Gibson deferred 
his decision on the request, but said 
he might consider drawing of a 
special jury panel to try the case. 

John Dinse, local counsel for 
Ford, asked that the $35,000 suit of 
Robert G. Shearer, Burlington, be 
held over until the court’s May 
term, Dinse said that jurors had 
heard arguments in open court a 
month ago in a termination suit in- 
volving Pierce Motor Sales, Brattle- 
boro, Vt., which won a verdict of 
$23,850 from Ford. 
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and used cars. He was promoted to 
used-car sales Manager, then new- 
car sales manager, and then, con- 
vinced that there was a great need 
for his self-management plan, he 
went into business for himself as 
C. R. Bailey Promotions, 891 King 
Street East, Hamilton. 

That’s his story, and here’s his 
plan. To many it will have a famil- 
iar ring, but, for the dealer who 
wants to organize himself, the ma- 
terial is all there, 

Effective daily prospecting igs the 
key to your success, he says, and 
you can prospect effectively by 
making six personal calls, 10 phone 
calls, 10 trading invitations and 
sending out 20 mailing pieces each 
day. This is known as scattering 
upon the water the bread which 
will attract the prospects. 

* ok * 


A’ then Bailey explains what 
he means in some detail. He 
lists seven types of personal calls— 
on fleet accounts, small business 
firms, customers being worked, to a 
customer you have recently deliver- 
ed a car, a cold approach at some- 
one’s home, a cold approach on the 
street, at a shopping center and 
calls on bird-dogs. 

Bailey advises salesmen to list 
in a notebook every person with 
whom he comes in contact, infor- 
mation about him, with a couple 
of lines left for future informa- 
tion. 

In followup calls, the salesman 
makes sure everything is running 
well and then hands the customer 
a blank piece of paper and pencil 
and asks him to list names and ad- 
dresses of five people he knows who 
could use a better model. With 
proper preparation, this device is 
very effective, Bailey says. 

od * - 


How to Do It 


Cc approaches to homes might 
be made after calling on the 
new owner, If, says Bailey, the 
call is made when the man of the 
house is not home, the approach to 
the housewife would be: 

“I have just been over to the 
Jones’ to see how they like their 
new car and I thought I would 
call in and see if you and your 
husband are thinking of trading.” 

Leave literature at the home, and 
make a record; then follow up. 
Bailey accents the need to follow 
up. Many nonprofessional salesmen 
make contacts and then drop them. 
They pay off only through develop- 
ment, Bailey says, 

This is the point where the 
average salesman falls short. They 
fail to take the time needed to 
develop casual contacts into ac- 
quaintances and acquaintances 
into friends who know the sales- 
man will give him the honest 
benefit of his experience. 

This relationship is the goal to- 
ward which real pros direct their 


efforts. 


* * * 


The Buy-Now Prospect 
_—— igs another type of follow- 

up that also is vital and also is 
overlooked by the average sales- 
man, That concerns the hot pros- 
pect. Some salesmen will make a 
pitch at him, and then let him go, 
perhaps phoning him now and then 
until he finds out that someone else 
has sold him. 

The professional salesman will go 
to the prospect’s home to do a real 
selling job: 

1. On the quality of his product. 

2. On the advantages of doing 
business with his dealership. 

3. To the effect that he would 
like to become the prospects 
friend and counsel with him over 
the years on his transportation 





May Pre-Trial Slated 


In Leach vs. Ford 


SAN FRANCISCO—A 
trial conference has been set 
May 5 in the $4,843,500 Raleigh 
Leach vs. Ford case here, Leach, 
a terminated dealer across the 
bay in Oakland, has sued Ford 
for triple damages under the 
good-faith law. 

Federal District Judge George 
B. Harris scheduled the pre-trial 
conference after a preliminary 
hearing. Ford did not move to 
dismiss the Leach charges on 
grounds of unconstitutionality, 
although it raised this issue in a 
formal denial of the dealer’s com- 
plaint. 








~-|Kavoritism Is Ruled 


Good-Faith Issue 


By Maynard M. Gordon 
News Editor 
AVORING other dealers at the 
expense of an aggrieved dealer 
may constitute lack of good faith, 
in the opinion of Federal Judge 
Walter J. LaBuy. 

Judge LaBuy made this ruling 
|March 30 in Chicago Federal Dis- 
trict Court in the first definition 
by any Federal Court of the mean- 














Dealers Promote 'New Car Week'— 


New-car dealers in Pasadena, Calif., discuss plans for their “New Car Week" pro- 
motion. Back row, from left, are Dick Knight (Buick), Jim Bitner (Pontiac), Jack Milne 
(Renault), Jim Karl (Dodge), Bob Feverhelm (Dodge), Tom Frisbey (imports), Ted Picado 
(imports), Dick Fox (Pontiac). Front row: Ernie Porter (Chevrolet), Lloyd Pearson jr. (Stu- 
debaker), Bob Wegge (Dodge), Willard Karl sr. (Dodge), Peter Satori (imports), Ralph 
Baldwin, Lloyd Pearson sr. (Studebaker), Dan Clay (Chevrolet), and Bob Natzel (Olds- 
mobile). In foreground, Floyd Freel, automotive editor, Pasadena Independent and 


Star-News, displays promotional posters. 


507 Papers Back Dealers 
In National Sales Week 


NEW YORK.— First returns in 
the newspaper industry’s sales pro- 
motion, National New-Car Dealer 
Week, indicate there has been 
strong dealer cooperation and con- 
siderable tiein advertising on the 
part of banks, sporting goods deal- 
ers and others, according to the 
Bureau of Advertising of the Amer- 
ican Newspaper Publishers Assn. 

Only a scattered sprinkling of 
reports have come in, so it is 
too early to assess results of the 
campaign, a bureau spokesman 
said. 

Many of the promotional ads, 
placed by both newspapers and car 
dealers, are from the comprehensive 
kit provided by the Bureau of Ad- 
vertising to participating news- 
papers. 

A total of 507 dailies in 396 mar- 
kets were scheduled to participate 
in the promotion. A majority of 
these, the bureau said, have com- 
pleted their campaigns, in accord- 
ance with the official promotion 
period of March 28-April 9, Some, 
however, will hold their campaigns 
later this month, and a few ran 
theirs earlier. 

Boyce Tope, executive vice- 
president of the Detroit Auto 
Dealers Assn., said directors had 
endorsed the promotion and deal- 
ers in the metropolitan area had 
been urged to participate, 

In Nashville, Maxey & Donnelly 
Motor Co. (Studebaker) offered a 
“5 percent discount” on any new 
car during the campaign. 

E. P. Boyte, president of the 


Dealer Accused 


Nashville Automobile Trades Assn., 
expressed confidence that sales 
would spiral. 

“People have the cash and we 
have the cars,” he said. “Now the 
weather has turned for the better. 
There’s no reason why we shouldn't 
have a terrific sale.” 

During the promotion in Pasa- 
dena, Calif., the Independent and 
Star-News carried daily articles on 
special features at the community's 
18 participating dealerships, 

In Grand Rapids, Mich., 23 
dealers representing domestic 
‘and imported makes offered a 
$1,000 downpayment on a car as 
part of their two-week promotion 
which closed Saturday (April 16). 

A registration coupon was pub- 
lished once in the Grand Rapids 

(Continued on Page 75, Col, 2) 





Wemhoft 
the “soaring sixties” to keep pace with inflation... 

Here’s the usual spring warning: Watch out for flood cars ... 
Chrysler’s Bob Somerville, now retired, is heading Detroit public 


On the House... 


Should auto dealers stay in business? Yes, con- 
cludes Louis Milan, manager of the Wisconsin 
dealer association, following a “20-year industry 
comparison.” Milan found that 20 years ago the 
average Wisconsin dealer sold 35 new cars and 
realized $23.63 (before taxes) per new car sold, In 
1959, the average dealer sold 106 new cars and made 
a net profit (before taxes) of $70 per new car sold 
—both sales and profit increased threefold in 20 
years, and there were 23.5 percent fewer dealers 
in 1959. Milan points out, however, that the dealer’s 
greater profit only kept pace with increased costs 
and that still greater profits must be realized in 





relations for a Florida subdivision developer . 


ing of the Automobile Dealer Fran- 
chise Act of 1956. 

The favoritism ruling was con- 
tained in a Court memorandum 
in the $225,000 suit of Blenke 
Bros. Motors, Inc., Valparaiso, 
Ind., against Chrysler Corp. 
Blenke Bros. Motors was a 
Dodge-Plymouth dealer until it 
was terminated by the factory in 
January, 1959. 

Judge LaBuy, who presided in 
the Tucker Corp. and General Mo- 
tors-duPont trials in Chicago, broke 
legal ice with his good-faith law 
statement by ruling that coercion 
against a dealer may be implied 
from a course of conduct on the 
factory’s part. 

+ + +* 

a court is of the opinion,” he 

declared, “that if the alleged 
favorable treatment to other deal- 
ers did, in fact, result or directly 
cause the plaintiff to lose its fran- 
chise, then defendants alleged con- 
duct toward others, directed in such 
manner as to create a loss of busi- 
ness to the plaintiff, is relevant.” 

However, Judge LaBuy ruled that 
the geographical scope of Blenke’s 
charges of Chrysler favoritism 
should be confined to comparable 
dealers within 60 miles of Valpar- 
aiso, rather than 60 miles of down- 
town Chicago. 

“Information regarding conduct 
toward the five largest Dodge- 
Plymouth dealers within a 60- 
mile radius from downtown Chi- 
cago,” he said, “whose sales 
volume, investment and con- 
sumer demand are not compar- 
able, would have only a remote 
and speculative application.” 

Dealership President John W. 
Blenke had accused Chrysler of 
favoring other dealers with greater 
shipments of more popular models 
and through earlier delivery of new 
models. Blenke said he was forced 
to purchase cars and trucks refused 
by others and was denied model 
closeout price reductions available 
to competitors. 
* * * 
RUSNKE also charged that other 
dealers knew of his termination 
in advance of the effective date. 

Chrysler had sought to have dis- 
missed from the suit those charges 
which referred to its conduct to- 
ward other dealers. The good-faith 
law, Chrysler attorneys maintained, 
relates only to action between the 
parties to the franchise. 

This contention was rejected by 
Judge LaBuy in keeping with his 
overall ruling that “unfair and 
inequitable conduct may be of 
such nature as to constitute co- 
ercion and intimidation.” 

The good-faith law binds the par- 
ties to a franchise to guarantee 
each other freedom from coercion 
or intimidation or threats of co- 
ercion or intimidation. 

“Compulsion,” Judge LaBuy ex- 
plained, “is synonymous with co- 

(Continued on Page 74, Col, 1) 
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Of Altering Sticker 


SPARTANBURG, 8S. C.—Graham 
B. Biggerstaff jr., Biggerstaff Mo- 
tors, has been charged in a Federal 


needs. 
4, That he will work to see that 
the prospect gets a real fair deal. 
5. On how the salesman is in 
business to stay and will be with 


heads N. Y. C.’s automotive division to raise funds for sending 
U. 8. teams to this year’s Olympics in Rome . . . Chevrolet’s Larry 
Averill has been elected trustee of University of Vermont... 
Connecticut association is making wage-hour survey of its mem- 
bers’ shops . . . Detroit’s Cobo Hall, where makers will stage National 
Auto Show next October, features a $45,000 electric broiler of con- 










the customer all the way in getting 
good service. 

The real salesman knows the hot 
prospect is going to buy from some- 
one soon, and so he gives his pitch 
everything he’s got. 


complaint with altering the price 
sticker on a 1960 Chevrolet, 

The law prohibits a dealer from 
altering the sticker placed on a new 
car, Only the ultimate purchaser 
can alter or remove the sticker. 





tinuous conveyor type (naturally, in the Motor City), capable of cook- 
ing 4,000 steaks an hour in varying shades of pink. 








—Prrs Wemuorr, Editor, 
Automotive News 
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Battle Joined by NIADA... 





NADA Sees No Need 
For Loan Disclosure 


(Continued from Page 1) 


they claimed, would be “inappropri- 
ate.” 

They also said financing abuses 
involved only “a smal] fringe por- 
tion” of the auto retailing trade, 
too few dealers to justify federal 
action. 

Like the new-car dealers, the 
used and imported-car merchants 
pointed to the difficulty involved, in 
view of the “variables” which are 
part of every time sales contract, 

Blundell spoke for dealers in his 
Texas association, as well as for 
the, NIADA., barst tas 2 


N EARLIER witness, Herbert E. 

Cheever, vice-president of the 
First National Bank of Brookings, 
S. D., testified that when a client 
wants an installment loan, he is ad- 
vised that the rate is 8 percent sim- 
ple interest. 

The bank’s customer may pay 
this interest annually or include 
it in monthly payments, he said. 
If he chooses to pay it by the 
month, he is told the amount of 
the additional charge for han- 
dling. 

Cheever said he firmly believes 
that a borrower has a right to know 
what he is paying—in terms of sim- 
ple interest. 

The banker was sharply critical 
of dealer-reserve practices, which 
he termed “kickbacks.” 

“This item in itself is costing the 
people of our country untold mil- 
lions of dollars and is all being 
added in as a part of the cost of 
consumer credit to the purchaser,” 
he testified. 

“I am sure that I am safe in say- 
ing that with many originators of 
credit, the fees they are receiving 
for these ‘kickbacks’ will be a very 
substantial part of their net earn- 


ings.” 
* * * 


HEEVER went into the develop- 

ment of dealer reserves, but 

added that the “situation is getting 
completely out of control.” 

“Only a small part of the 
amounts credited to a dealer are 
a legitimate reserve,” he said. 
“The balance of it represents how 
much the dealer can get for sell- 
ing the paper. The situation has 
deteriorated so far that today if 
a dealer merely sends a customer 
to a financial institution, and they 
make a direct loan, that dealer is 
given a substantial check for 
sending someone a customer.” 


He added that 20 percent of the 
finance fee is “a perfectly normal 
payoff on that type of transaction. ” 

“I am frankly just as critical of 
banks as I am of finance companies 
for permitting this situation to get 
so far out of hand,” he testified. 

Cheever said he thought passage 
of the bill would have a “salutary 
effect” on kickbacks, since “no 
dealer is going to enjoy telling a 
customer that he is going to have 
to charge him 15 percent or 25 per- 
cent interest, particularly when 
that charge includes a substantial 
part of it for the dealer.” 

” * + 


NOTHER witness, Minnesota 

Gov. Orville L. Freeman, also 
attacked the idea that it would be 
next to impossible for dealers to 
explain finance charges in terms of 
simple interest. 

Freeman said he regarded the 
“difficulty-of-computation” argu- 
ment ag “pretty much of a smoke 
screen.” 

“It would seem as though some 
of the techniques of extending 
credit have been designed to con- 
ceal instead of disclose the true 
cost,” he said, “and that in such 
cases computation is intentionally 
difficult.” 

The governor not only supported 
the bill, but suggested amending it 
to require disclosure of finance 
charges in advertising as well as 
to individual customers. 

* * * 
| ey TESTIMONY prepared for the 
committee, Prof. George Katona, 
University of Michigan Survey Re- 
search Center, said enactment of 


the bill might temporarily curtail 





sales of new cars and other dur- 
able goods. 

Many consumers think credit 
costs much less than it actually 
does, he said. Therefore they may 
receive an “unexpected shock” if 
told the real cost of installment 
buying, he added. 

However, Katona admitted such a 
law could drive some high-priced 
lenders out of the market. 

“This would be most welcome, 
especially because these lenders 
probably find their customers 
among minority groups or the un- 
derprivileged,” he said. 

+ * + 


Ontario Finance Firms 


Ripped in Parliament 


TORONTO.—The Ontario govern- 
ment was urged to follow up its 
crackdown on mortgage brokers 
with measures to “end the plunder” 
by companies financing car pur- 
chases. 

In making the plea, G. W. Innes, 
Liberal Member of Provincial Par- 
liament, said some companies em- 
Ploy “completely usurious prac- 
tices.” 

He cited two cases: One man in 
his constituency was given a $240 
tradein on his old car when he 
bought a newer model valued at 
$795. 

Financing costs brought the 
amount still owing to $750 and four 
installments totalling $167 were 
paid before the man found he 
couldn’t keep up payments. 

He told the finance company to 
repossess his car, and was informed 
it had been bought by the company 
insuring it for only $200. Now, said 
Innes, the man has no car and still 
owes $357. Innes said there was a 
clear indication of collusion be- 
tween the finance and insurance 
companies. 

Another man bought a car for 
$550, had to refinance it when he 
lost his job, and although he al- 
ready had paid $130 in installments 
was told the cost, plus financing, 
had risen to $911. 

+ = * 


U. C. Buyer Gets $2,613 


In Suit Against Dealer 


WASHINGTON, — Thomas A. 
Swann, Camp Springs, Md., was 
awarded $2,613 in a suit against 
Bob Wilson, Inc. (used cars), He 
claimed the firm overcharged him 
$613. 

Swann said the used-car outlet 
agreed to payments of $41 per 
month on a car he purchased last 
October, but that his payment 
booklet from a finance company 
called for $66.55 per month, A jury 
awarded him $613 compensatory 
damages and $2,000 punitive dam- 
ages. 


on eg my 
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Dodge Dealers 'Size Up’ Prices— 


First three ads used in the Los Angeles Dodge Retail Selling Assn.’s current adver- 
tising campaign, based on the theme “Size ‘Em Up,” are shown here with members 
of the association's advertising committee. Front row, from left, are Tom Waters, 
Waters Co.; Kenny Parr, Claude Short Dodge, and Jess Myers, Myers Dodge. Back row: 
Bob Wegge, Wegge Motors; Larry Coffing, L. D. Coffing Dodge, and Steve Newton, San 
Fernando Dodge. All media are being used for the campaign with point-of-sale ma- 
terial and window paint tieing in with all other advertising and promotion. 





68 Percent of Dealerships 
Selling U.S. Compacts 


(Continued from Page 1) 
bringing the current franchise es- , 22,868 dealerships handling domes- 


timate to 23,738, 

Deducting compact duals such as 
Falcon-Comet and the Lark and 
Rambler combinations with each 
other and with other Big Three 
small cars leaves an estimated 


Used-Car Market 
Picks Up Some; 
Profits Shrink 


(Continued from Page 1) 
were fewer dealers with small 
stocks. 

Only 6.3 percent of reporting 
dealers claimed stocks good for 
15 days or less of selling, as com- 
pared with 9.1 percent in this 
category a month earlier. 

An additional 37.5 percent were 
in the 16-to-30-day category, com- 
pared with 36.4 percent the previ- 
ous month. 

Holding stocks good for 30 days 
or more of selling were 56.2 percent 
of reporting dealers, compared with 
54.5 percent the previous month. 

A year ago on April 1 average 
stocks were good for 32.7 days of 
selling. This was a reduction from 
the previous month’s count of 36.8 
days. A year ago, dealers with 
stocks under 15 days amounted to 
11.1 percent; 16 to 30 days, 49.8 per- 
cent, and 30 days or more, 39.1 per- 
cent. 
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Chevrolet Expands Owner Relations— 
Members of Chevrolet's fourth Forward Development Board under an expanding pro- 


gram of owner relations are, from left, R. H. Kidd, Chevrolet El Paso district manager; 
G. H. Rose, Lubbock, Tex.; R. M. Cash, Pacific Coast regional manager; R. R. Sheehan, 
Detroit regional truck manager; R. E. Downing, Charleston zone truck manager; F. E. 
McGough, Montgomery, Ala.; K. E. Staley, Chevrolet general sales manager; C. M. 
Diebel, Jacksonville district manager; E. F. Hawkins, Boston district manager; W. J. 
King, Cincinnati city manager; M. W. Worden, manager owner relations; S. F. Fortner, 
Baltimore district manager; W. C. Clark, Harrisburg zone manager; W. R. Allen, North 
Kansas City, Mo.; M. W. Hallman, Rochester, N. Y., and L. C. Bachrodt, Rockford, Ill. 


tic compacts as of April 1, 1960. 
* * * 
O* THE six U. S, compacts now 
on the market, Valiant prob- 
ably will show the greatest dealer 
increase during the rest of this 
year. 

The Chrysler entry had an esti- 
mated 2,125 dealers on April 1, 
compared with 1,028 on Jan, 1. 
There may be 2,500 to 3,000 outlets 
by the end of the year, depending 
upon production and market condi- 
tions. 

If the compact market — and 
Valiant’s popularity—continue to 
grow, the dealer total could top 
3,000 next year, A possible yard- 
stick for Valiant dealer expan- 
sion ig the fact that there cur- 
rently are more than 3,900 Plym- 
outh dealers, 

Valiant, therefore, does not go 
automatically to every Plymouth 

outlet. Mercury uses the same sys- 
tem in dispensing Comet franchises. 

There now are about 1,640 Comet 
dealerships, up slightly from intro- 
duction day, March 17, Mercury has 

more than 2,600 dealers. 
eS 

[ Comet total is expected to 

rise steadily but slowly, with 
production being an important fac- 
tor. A range of 1,600 to 1,900 deal- 
erships was mentioned by Ben D. 
Mills, Lincoln-Mercury general 
manager, when the car was pre- 
viewed in February. 

All 1,640 Comet dealers also hold 
Mercury franchises, and about 200 
of them are Ford-Mercury duals, 
which means they also handle Fal- 
con. 

Both Ford and Chevrolet have 
exceptionally stable dealer organ- 
izations, thus little change is ex- 
pected in Falcon and Corvair 
totals. The April 1 estimates were 
6,825 dealers for Falcon and 7,240 
for Corvair. 

Rambler and Lark could lose a 
sizable number of dealers when the 
B-O-P compacts appear since each 
has several hundred duals with the 
General Motors medium-priced 
lines. 
am m * 

LY two U. S. auto divisions— 

Cadillac and Chrysler-Imperial 
—have stated flatly that they have 
no plans to invade the compact 
market. 

Clare E. Briggs, Chrysler-Im- 
perial general manager, noted re- 
cently that “lots of people will 
pay for cars in our price class” 
and added, “We’ve got a good 
name and we're not going to di- 
lute it.” 

And at Cadillac’s ’60-model pre- 
view last summer, General Man- 
ager James F. Roche squelched 
small-car talk with a smile and a 
firm, if facetious, comment, “With 
our sedans, coupes and convert- 
ibles,” he said, “we already have a 
full line of models to attract the 
two-car family.” 





April Extends 
Spring Upturn 


Rambler, Falcon Sales 
Break Period Highs 


DETROIT. — Considering that 
April’s first 10-day period had two 
fewer working days than the March 
21-31 period, new-car sales appear- 
ed to have held up strongly enough 
to warrant spring-upturn talk. 
Latest factory reports follow: 


Rambler 


American Motors reported that 
Rambler deliveries by dealers broke 
a record April 1-10 for the first 10 
days of any previous month, The 
April total of 13,271 was up 50 per- 
cent over the 8,852 retailed in the 
first 10 days of March, and 13 per- 
cent over the comparable period a 
year ago. 

Rambler’s old record for an in- 
itial 10-day period was registered 
last June, when 11,849 were sold by 


dealers. 
Dodge 


Dodge retail sales in the first 10 
days of April totalled 9,971, an in- 
crease of 138 percent over the 4,194 
during the comparable period a 
year ago, according to M. C, Patter- 
son, general manager. 

Total sales since introduction of 
’60 models amounted to 153,105, 
Patterson continued, a gain of 129 
percent over last year’s 66,809. 

He said Dart has accounted for 
about 82 percent of total sales, 


Lincoln-Mercury-Comet 


Comet sales in the April 1-10 pe- 
riod totalled 4,622 units, boosting 
the number delivered since its 
March 17 introduction to 15,015, ac- 
cording to Ben D. Mills, Lincoln- 
Mercury general manager. 

Mercury sales in the 10-day pe- 
riod totalled 4,283, an increase of 14 
percent over the 3,768 in the com- 
parable period in March, Mills said. 


The Lincoln Continental rate for 
the period was 70, he continued, up 
11 percent over the 63 for the first 
10 days in March. 


Ford 


Car and truck sales in first 10 
days of April averaged about 5,900 
for eight selling days, an increase 
of 20 percent over the comparable 
period in March, according to 
James O. Wright, general manager. 

He said Falcon sales averaged 
1,600 daily, the highest rate for the 
first 10-day period of any month 
since the car was introduced. 

Since Jan. 1, he added, Falcon 
sales have totalled 121,800. The total 
since the compact’s introduction 
last fall is nearly 195,000, he said. 

Car sales in the last 10 days of 
March averaged 5,450 and trucks, 
1,221, he said. 


Metropolitan 


New first-quarter and March 
sales records have been posted by 
American Motors’ imported Metro- 
politan, according to J. W. Watson, 
Metropolitan sales manager. 

Deliveries in the first quarter 
rose to 3,421, up 26 percent over the 
January-March period of 1959 when 
sales totalled 2,716, Watson said. 
March sales were put at 1,028 units, 
a gain of 12 percent over the 918 
sold last March. 


Buick 


Buick dealers delivered more 
cars during the final 10 days of 
March than in similar span since 
last October, with six zones re- 
porting sales more than double the 
previous period, according to Ed- 
ward D. Rollert, general manager. 

Rollert said Buick retail sales 
totalled 10,354 new cars during the 
final March period, a gain of 74.5 
percent over the previous 10 days. 


Dodge Truck 


Dodge truck sales in the last 10 
days of March were higher than 
for any comparable period in 31 
months, according to M, C. Patter- 
son, general manager. 

Patterson said 2,585 Dodge trucks 
were sold in the period, an increase 
of 17.2 percent over the same 10 
days in 1959 and the largest num- 
ber sold since the Aug. 21-31 period 
of 1957, when 2,901 trucks were re- 
tailed. 

Sales for March, 1960, totalled 

(Continued on Page 72, Col, 2) 
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*,..finance anything 


from repairs to new cars” 


says A. J. LaMastra, President, 
Great Lakes Motor Corp., 
Buffalo, New York 


“In 1934 we sold 150 cars. Today we are up to 550 new and 750 
used cars. We have CoMMERCIAL Creptr PLAN to thank for much 
of this progress. We have been able to reach more customers with 
















an adequate inventory thanks to the floor plan. COMMERCIAL 
Crepit’s willingness to go along with us on marginal risks as 
well as cream-of-the-crop prospects has often made the difference 
between a good and poor month. And, if we have a problem, 
their local man is on the job in a matter of minutes to straighten 
out any difficulties. With this one source, we can finance any- 
thing from repairs to new cars.” 





Commercial Credit dealers 
are successful dealers 













Write or call the nearest CoMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it, today? 








A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $240,000,000 .. . offices in principal 
cities of the United States and Canada. 
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Total Up 8 Percent Over Previous Year... 


Auto Shows Draw 2% Million 


DETROIT.—Auto-show attend- 
ance for the 1959-60 season in 22 
cities rose 165,665 to a total of 
2,229,971, an increase of 8 percent 
over last year’s count of 2,064,306. 

Turnouts were up in 15 of the 
cities, down in six and about the 
same in another. 

Increases were reported in Chi- 
cago, Los Angeles, St. Louis, De- 
troit, Milwaukee, Pittsburgh, 
Philadelphia, T ole do, Memphis, 
Indianapolis, Baltimore, Denver, 
Syracuse, Kansas City and Sioux 
Falls, S, D. 

Attendance was off in Washing- 
ton, Miami, Seattle, Minneapolis, 
Rochester, N. Y. and Albuquerque, 
N. M., while Phoenix, Ariz. reported 


Ford Convenes 
First Council of 


Service Managers 


DEARBORN.—Fourteen Ford 
dealership service managers, repre- 
senting each of the Division’s seven 
sales regions, gathered here last 
week for the first annual meeting 
of the newly formed Ford Service 
Managers’ Council. 

Carl T. Doman, Ford Division 
national service manager, intro- 
duced the council delegates to Divi- 
sion General Manager J. O. Wright, 
and other executives, to discuss 
matters relevant to servicing the 
Division’s products. 

Among the topics were training, 
warranty and policy, customer re- 
lations, service management, new- 
car preparations, used-car recondi- 
tioning, fleet service and service 
publications. 


The National Service Managers’ 
Council serves as an advisory group 
to the National Dealers’ Council on 
matters of service. Members are 
elected by dealers in their regions. 

Service Council members are: 
John Trainor, Harr Motors, Woost- 
er, Mass.; Ken Gower, Cartwright 
Sales & Service, Troy, N. Y.; Tom 
Coker, Commonwealth Motors, 
Richmond, Va.; James Edwards, 
Ernest G. Beaudry, Atlanta; Peter 
Block, Beasley Grove, Columbus, O.; 
Holland Atkinson, Hippodrome Mo- 
tors, Nashville; J. C. Blinkenberg, 
W. W. Wallwork, Fargo, N. D. 


John Voight, Al Shallock, Mil- 
waukee; Fred Recob, Price Auto 
Service, Wichita; Marion Lynch, 
Roper Ford, Maplewood, Mo.; Mar- 
ion Overstreet, Dallas; K. D. Huff- 
man, Wray Ford Co., Shreveport, 
La.; Henry Nolte, Guadin Motor 
Co., Las Vegas, and Robert Boss, 
S & C Motors, Inc., San Francisco. 

Trainor was elected council chair- 
man and Nolte, secretary. 

Al Shallock, of Milwaukee, a 
member of the Ford Division Deal- 
er Council, advised the service man- 
agers in their first meeting. 
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Versatile Wagon— 


The 1960 Dodge and Dodge Dart sta- 
tion wagon are demonstrating their versa- 
tility as ambulances and emergency ve- 
hicles. As an ambulance, above, the Dodge 
wagon can accommodate two cots, with 
plenty of headroom. The standard second 
seat, when split, provides a one-third sec- 
tion on the right which serves as an 
attendant’s seat when one cot is used. 
When used as a hearse, the wagon's cargo 
area is said to be large enough to accom- 
modate the longest state casket. 





crowds of about 40,000 for both this 
year and last. 


The decline in Washington and 
Miami, however, was due to shorter 
show runs. The Washington show 
was cut from nine days to five, 
and the Miami event from eight 
to five. In both cases, sponsors said 
they felt concentrated shows pro- 
duce better results. 

Maurice J. Murphy, manager of 
the Washington show, said it was 
the most successful ever staged in 
the nation’s capital. 

The Chicago show, as usual, 
had the biggest turnout. The 52nd 
annual event sponsored by the 
Chicago Automobile Trade Assn. 
drew 512,156 visitors and ac- 
counted for 23 percent of the 
grand total. 

The turnout this year was up 
30,798 over the ’59 mark of 481,358. 
Bad weather on seven of the nine 
days held down attendance at last 
year’s exposition. 

The biggest increase was 
achieved in St, Louis, where the 
annual event moved outdoors for 
the first time. About 160,000 per- 
sons viewed the exhibits at a shop- 
ping center, an increase of 112.5 
percent over the previous year’s 
crowd of 75,282. 

Contributing to the improved 
turnout was the fact that no admis- 
sion was charged for this year’s 
show. 

The 37th annual Los Angeles 
International Auto Show, the 
second-largest dealer show, drew 
212,026 visitors, an increase of 
10.3 percent over last year’s 192,- 
226. 

It was the first time in three 
years that the turnout passed the 
200,000 mark, 

The fifth annual Upper Midwest 
show in Minneapolis ranked third 
in attendance, even though the 
turnout was 4 percent under that 
in ’59. The show drew 175,149, com- 
pared with last year’s record 182,- 
468. 

The fifth-best attendance mark 
was chalked up in Detroit, where 
127,456 viewed the exhibits at the 








47th annual show, which also was 
the city’s largest. 


The turnout was an improvement 
of 9.7 percent over last year’s total 
of 116,141, which included only 86,- 
571 paid admissions, This year the 
number of paid admissions was up 
43 percent to 123,456. 

The second-largest gains, per- 
centagewise, were achieved in 
Philadelphia and Sioux Falls. 
Both reported increases of 40 per- 
cent, The Quaker City crowd 
totalled 86,214, an increase of 
24,124 over last year’s 62,000. 
Sioux Falls drew 14,000, up 4,000 
over the ’59 turnout. 


In Kansas City, the 42nd annual 





show was snowbound for three of| Deux Chevaux Headed for U. S.— 


its nine days, but attendance still 
was up 3.4 percent over the ’59 
crowd, The figure jumped from 
112,800 to 116,712, a gain of 3,912. 

The Pittsburgh show was attend- 
ed by 101,314, a boost of 28.7 percent 
over the ’59 mark of 78,712, Balti- 
more was up from 50,000 to 53,800, 
while Denver noted a 25 percent 
increase from 40,000 to 50,000. 

Other increases were: Milwaukee, 
98,022 to 111,022; Toledo, 64,843 to 
64,961; Indianapolis, 54,330 to 60,401; 
Syracuse, 43,000 to 44,753, and Mem- 
phis, 60,000 to 62,500. 

Washington drew 69,157 visitors 
in five days, compared with 109,- 
450 in nine days a year ago, How- 
ever, the daily average was up 
this year to 13,831, compared with 
12,060 a year ago, 

Daily attendance at the five-day 
Miami show averaged 15,470, com- 
pared with 11,349 for last year’s 
eight-day run. The total this year 
was 77,350, compared with 90,796 
last year. 

Other cities reporting declines 
were: Seattle, from 40,000 a year 
ago to 37,000; Albuquerque, 25,000 
to 17,500, and Rochester, 38,238 to 
36,500. 

Shows in Buffalo and Boston this 
year drew crowds of 87,338 and 
87,239, respectively, but no compar- 
able figures are available for last 
year since neither had a dealer 
show. 





Wilkie Views... 





They Called Him ‘Boss’ 


By DAVID J, WILKIE 


FABULOUS, fascinating and 
friendly . . That was the late 
Charles F. Kettering, the auto in- 
dustry’s all-time greatest scientist- 
engineer. 

Few persons 
called him “Dr.” 
or “Mr.” Ketter- 
ing. To his friends 
and most of his 
fellow workers, 
he was “Boss 
Ket.” One of his 
favorite quips 
was: 

“You’d do well 
to give a lot of 
thought to the 
future; you’re going to have to 
spend the rest of your life there.” 


When he died on Nov. 25, 1958, 
at 82, society in general and 
science and industry in particular 
lost one of the great intellects of 
his time, 

“Boss Ket” was a farmer’s son. 
He was born near Loudonville, O. 
At 19, he taught 30 children in a 
one-room country school, Later he 
worked as a telephone lineman to 
pay his tuition at Ohio State Uni- 
versity. When he died hig fortune 
was estimated at 200 million dol- 
lars. 


D. J. Wilkie 


* * *” 


WHEN IT was announced he 
would retire in 1947 as head of Gen- 
eral Motors Research Laboratories, 
I asked him: 

“Are we to take this seriously?” 

He replied: “Oh, I wouldn’t 
want to fool around with that 
sort of thing. There’s too much 
yet to be done.” 

He didn’t really retire. He kept 
busy virtually up to the day of his 
death—in cancer research, electro- 


therapy, advanced research in fields 
that aided medical] science and 
numerous other scientific areas. 

Motorists generally will recall 
Kettering as the man who perfect- 
ed the electric starter for the mod- 
ern automobile, developed an im- 
proved ignition system, figured in 
the development of ethyl gasoline 
and reduced from weeks to hours 
the task of painting an automo- 
bile. 


Ss ig «@ 


THE AVERAGE housewife will 
probably have forgotten it, but for 
her Kettering contributed refine- 
ment of the electric refrigerator 
coolant, a non-corrosive, non-flam- 
mable and non-toxic fluid. 

The average citizen owes him 
much in the perfection of the Ket- 
tering hypertherm, used in fever 
therapy work, and in other devices 
to facilitate medical and surgical 
efforts. 

I once asked him whether sci- 
ence didn’t present some very 
elusive facets. “Science isn’t dif- 

(Continued on Page 76, Col, 4) 


Late Report... 


Citroen of France has disclosed plans to enter the economy-car market in this 
country with a restyled, higher-powered version of its celebrated Deux Chevaux (2CV), 
shown above. Citroen President Pierre Bercot, visiting New York and Detroit last week, 
said the front-drive “ugly duckling” should reach the United States within two years 





and sell for less than $1,600. 
* * 


Citroen 


Is Restyling 2C V 


For American Market 


NEW YORK.—Citroen’s famed 
Deux Chevaux (2CV) will be on 
sale in the United States in a re- 
styled package within two years, 
Pierre Bercot, president of S, A. 
Andre Citroen, told a press con- 
ference here. 

The two-c ylinder Deux Che- 
vaux, one of France’s best-selling 
small cars, features a canvas top, 
sling seats and front drive, Cit- 
roen has been reluctant to send 
it to America because of its aus- 
tere styling. 

Bercot, visiting the U. S. for the 
first time, said his company’s ex- 
port philosophy is 
not to “conquer” 
the market. 

“We believe in 
exporting in limit- 
ed quantities only 
products which 
are different 
from those man- 
ufactured in the 
U. S.,” he said. 
“We feel that 

n there is no rea- 

Pisere Berest son why the U.S. 
should import large amounts of 
certain products which its efficient 
engineering and production tech- 
niques can produce. For this rea- 
son, U. S. imports should be con- 
fined to unique and different 
goods.” 

Citroen, which doubled its sales 
in the U. S. during 1959 over 1958, 
exports sedans and station wagons 
to this country. The cars include 
such features as front-wheel drive, 
air-oil suspension and disc brakes. 

Michel Koundadze, Citroen’s 
export vice-president, accompa- 
nied Bercot to Detroit and said 
it was planned to retail the new 
Deux Chevaux in this country for 
less than $1,600, Koundadze said 
the “ugly duckling’s” air-cooled 
two-cylinder engine would also 
have more than its present 12 
brake horsepower. 

In Detroit, Bercot and Koun- 
dadze conferred separately with 
Ford Chairman Ernest R, Breech 
and American Motors President 
George Romney. They were hosts 
at a reception attended by S. E. 
Skinner, General Motors executive 
vice-president, and three top execu- 
tives of Chrysler Corp.—President 
L. L. Colbert, Executive Vice-Presi- 
dent William C. Newberg and 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $18 to $1,053, according to Automotive News’ index. 

The upward movement was the first recorded in two months 
and was the largest since the index of last July 20. 

Only ’59s, which were down $6 to a new low, ran counter to the 
upward movement. Gains were recorded at $64 on ’60s, $32 on ’58s, 
$20 on ’55s, $12 on ’57s and ’56s, $5 on ’54s and $2 on ’53s. 

At a group of representative auctions last week, the sales ratio 
was 75.7 percent, compared with 74.6 percent the previous week. 


Auction reports begin on Page 50. 





Harry E, Chesebrough, general 
manager of Plymouth-DeSoto-Val- 
iant. 

The Citroen chief executive offi- 
cer also visited Los Angeles and 
Washington during his 10-day stay 
in this country, and came out 
strongly in support of the Euro- 
pean Common Market. 

“We believe that in the competi- 
tion arising in the European Com- 
mon Market, the manufacturer 
who will win out in a given field, 
is the one who not only has the 
best product, but also the best pro- 
duction methods, Citroen works in 
this economic atmosphere with 
confidence. 

“We have a great admiration 
for American automobile produc- 
tion,” Bercot said, “particularly 
the high quality of manufactur- 
ing techniques and the general 
excellence of the cars made avail- 
able to the public. The birth of 
the compact car has aroused a 
great interest in France and we 
admire the ingenuity of the auto- 
mobile manufacturers in meeting 
the task of producing such a car. 

“For we know that the cars you 
produced here are in answer to the 
public’s need: The style of living 
of America, the network of na- 
tional and local highways and the 
development of United States cities.” 

Bercot drew attention to what 
he termed the growing market 
throughout Latin America for auto- 
mobiles. He observed that South 
and Central America was entering 
“the automobile era” somewhat as 
it exists in the U. S. and Europe. 

Citroen will build cars and trucks 
in Argentina this year, with the 
program calling for some 2,000 
2CV’s to be assembled. Eventually 
it is expected that 80 percent of the 
total manufacture of Citroen cars 

will take place within the country 
itself. 
” * * 


Volvo 


yroLvo challenges all compact 
cars—Valiant, Corvair, Falcon, 
Lark!” 
Ernie Johnson, general sales 
(Continued on Page 73, Col, 2) 


No-Pact Dealer 
Sued by Renault 


DENVER.—A Denver used-car 
firm which sells Renault without 
a franchise has been taken to court 
by Renault, Inc., and Renault Dis- 
tributors Corp., both of New York. 

The suit seeks an injunction in 
Federal District Court against May- 
fair Imported Cars, Inc., 6161 E. 
Colfax Ave. It charges that Mayfair 
is attempting to “appropriate the 
trade and good will” of Renault by 
posing as a franchised dealer. 

Renault is seeking an injunction 
to prevent further alleged misrep- 
resentations, a court order to force 
Mayfair to remove signs on its 
buildings said to be copies of regis- 
tered Renault trademarks and an 
accounting of damages for the al- 
leged misrepresentations. 





There Is Still Only One Compact Luxury Car... 
The AMBASSADOR By Rambler... 


AND ONLY 
-RAMBLER DEALERS 
SELL IT: 









k, 
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THE AMBASSADOR IS A TRUE LUXURY CAR... 


Luxury performance—250 H.P., yet operates on standard gas. Quiet, too e Roominess—more headroom, legroom 
and hiproom .. . plenty of room for six e Interior appointments—luxurious throughout! Offers many standard 
features that are not available on much higher-priced cars e Finest Quality—Single-Unit* construction and 
Deep-Dip* rustproofing, meticulous care in interior and exterior details. *Pioneered by American Motors 


THE AMBASSADOR IS A TRUE COMPACT CAR... 


Over-all length—only 198.5” from bumper to bumper. Only 9 inches longer than the Rambler Six - Wheelbase— 
117.0’—shortest turning diameter of all cars in the medium-priced field. Only 39.5 feet e Width—only 72.2”—yet 
plenty of room inside for six six-footers! 





Rambler Prospects Can See, Feel and Appreciate the Difference That Rambler Quality Makes! 





MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Dear Sir: Will you please provide me with more com plete informa- 
no 


tion about the Rambler franchise. | understand that | am under 
obligation and my inqu viry will be held in the strictest confidenc 


We Have the Proved Product for the 
Exploding ‘Compact Car Market... 
YOU Have the opportunity! 






iia gihieiecrtcetalaentnenpseenhecnaticsiinbetokineinsal 


NAME 
Rambler Franchises Also Available in Caneda and Important Export Markets ADORESS 
in Canada Write to: American Motors (Caneda) Lid., 2951 Danforth Ave., Terente. city ZONE STATE 
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As Sales Rise, Output Eases... . 


60 Car Stockpile Levelling Off 


(Continued from Page 2) 


Chevrolet-Corvair led in sales pene- 
tration with 22 percent, Chevy-Cor- 
vair had less than 13 percent of in- 
ventories, while Ford-Falcon got 
only 19 percent of the market. The 
standard Chevrolet outsold Corvair 
6 to 1, while the regular Ford ex- 
ceeded Falcon 2 to 1. 

Other inventory and sales ratios, 
by makes, were as follows: 

Plymouth, 9.2 percent of stocks 
and 6.4 percent of sales; Rambler, 
8.5 percent and 7.7 percent; Olds- 
mobile, 6.8 and 4.8; Mercury, 5 and 
2.6; Dodge and Dart, 4 and 5.1 
(Dart outsold the big Dodge by 
more than 4 to 1). 

Lark, 3.8 percent of stocks and 
2.2 percent of sales; Buick, 3.7 
percent and 3 percent; Pontiac, 
3.2 and SA; Valiant, 2:0 and 3; 
Chrysler, 2 and 1.7; DeSoto, 15 
and 0.5; Cadillac, 12 and 2.6; 
Lincoln, 0.7 and 0.6, and Imperial, 
0.6 and 0.4. 

Imports collected 13% percent of 
sales in this market, higher than 
the national average, while com- 





LEAK Root PISTON RINGS 


NEW SLO-CHROME MEANS IMMEDIATE 


.. _ NEW 


prising 11 percent of the dealer 
stockpile. * * *& 
THE whole, the huge April 
inventory was conspicuous by 
its freedom from nagging model 
and option shortages, many dealers 
reported. The scattered references 
to shortages at the beginning of 
April were confined to larger Chev- 
rolet (“factory says it did not an- 


Black to Turn In 
One White Helmet 


CLEVELAND.—Robert F. Black, 
70, chairman of White Motor Co., 
plang to give up one of his titles— 
chief executive officer. 

Black said that he will recom- 
mend to the board that the title be 
given to President J. N. Bauman, 
61. 

The change is expected to have 
little effect on the Black-Bauman 
team with Black continuing as di- 
rector of policy and Bauman serv- 
ing as operating head. Black 
stressed that he was not retiring. 


rg 


AND PERMANENT OIL CONTROL 


SLO-CHROME—exclusive 
with McQUAY-NORRIS—is a 
special, unhurried plating 
process whereby dense, fine 





ticipate demand”) and the new, 


sold-out Comet, 

Chevrolet dealers, surprised by 
the buoyancy in demand for their 
facelifted regular series, seemed to 
agree that advent of the compacts 
had upgraded the status of the big- 
gies in consumer thinking. 

“Compacts have made the large 
Chevys and Fords more desir- 
able by giving them more pres- 
tige,” an Ohio dealer said. “This 
has hurt the medium class to the 
benefit of ‘low-priced-three’ deal- 
ers.” 

Included in his appraisal of ‘low- 
priced’ was the lively Dart, al- 
though Dodge dealers were be- 
moaning the sluggish appeal of 
the medium-bracketed Matador and 
Polara models. 

Medium dealers are hopeful of 
gaining compact initiative of their 
own this fall, when junior editions 
roll forth from Buick, Dodge, Olds- 
mobile and Pontiac. 

+ * * 


NS ere ae, the compacts 


have proved a mixed blessing. A| word “quality.” More than 60 per- 






McQUAY 


1960 


cent of the dealers acclaimed the 
quality of their new merchandise 
as superior. The rest reported 
workmanship about the same as 
@ year ago, while a Chrysler- 
Plymouth dealer said too much 
body work was required on his 
new pieces and the quality was 
the “worst in years.” 

Profits presented a mixed pat- 
tern. A third of the dealers were 
earning more, a third were netting 
less and the remainder were on 
balance with the spring of 1959. 
Many dealers showing reduced 
profit margins blamed the com- 
pacts, whose full-list dealer dis- 
count is only 21 percent, 

At least one dealer kept his sense 
of humor in the face of a 50-day in- 
ventory and a 27 percent sales 
slump last month, Said he: 

“Through an accidental (77) fac- 
tory error resulting in duplicating 
orders supposed to have been can- 
celled, we have had too many cars 
for 60 days!” 

* * + 





VW Stock Bill Goes 


To Conference Group 


BONN, West Germany.— By a 
majority vote, the Bundesrat (Up- 
per House) has sent the Volks- 
wagen stock sale bill to a confer- 
ence committee which will consider 
a number of adjustments involving 
differences of state and federal law. 

Although the adjustments are 
considered relatively insignificant, 
it is estimated that they will delay 
passage of the bill until mid-May. 
The bill would put Volkswagen 
stock on the market at about $60 
per share. 




























Ford dealer in Wisconsin said 
they “have taken more of the new- 
car market than they should have,” 
while a Dodge retailer in North 
Carolina complained both of their 
tiny profits and big-series inroads. 

“Compacts have slowed down 
late-model used-car sales and taken 
some standard-size buyers out of 
the market,” noted a Chevy dealer 
in Oregon. “Intense competition has 
befuddled buyers, and taken much 
new-car gross away.” 

A bright spot in the new-model 
picture was epitomized in the 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 






grain chrome is carefully applied to assure immediate and 
permanent oil control. SLO-CHROME is more expensive to 
produce than other types of plating, yet costs you no more. 
SLO-CHROME is used on all steel rails, and on top chrome 
rings. 


SEVEN 
WIPING 
EDGES 


The famous Leak-Proof 
piston ring set (including the 
outstanding ‘‘400"' oil ring) 
has seven (count 'em) wip- 
ing edges. No other ring set 
has so many wiping edges 
to save your customers gas 
and oil. 
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Dealers 
Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
dan, 1, '50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
daly 1, ’50.... 311,084 167,500 478,584 
Oct. 1, ’50.... 208,367 157,800 366,167 
Jan. 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’651.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 79,500 330,262 
dan, 1, ’52.... 224,968 31,000 255,968 
Apr. 1, ’62.... 213,391 83,000 296,391 
duly 1, ’62.... 193,462 84,500 277,962 
Oct. 1, ’52... 556 88,000 322,556 
dan. 1, ’53.... 291,671 83,300 374,971 
Apr. 1, ’63.... 445,882 89,300 535,182 
daly 1, ’53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
Jan. 1, ’54.... 428,125 36,600 464,725 
Apr. 1, ’S4.... 541,911 64,000 605,911 
duly 1, ’54.... 445,665 62,500 508,165 
Oct. 1, ’64.... 267,469 29,000 ’ 
Jan. 1, '55.... 203,881 68,500 362,381 
Apr. 1, ’56.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 000 848,498 
duly 1, '55.... 736,501 77,000 813,591 
Aug. 1, '55... 735,447 71,500 806,947 
Sept. 1, ’55.... 675,964 37,300 713,264 
Oct. 1, '66.... 489,475 48,300 538,375 
Nov. 1, ’56.... 481,735 87,600 569,335 
Dec, 1, '55.... 645,707 77,400 723,107 
dan, 1, '56.... 755,177 53,300 808,477 
Feb. 1, ’56.... 301,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, '56.... 561,081 53,026 688,172 
Sept. 1, °56.... 456,013 48,382 504,396 
Oct, 1, '56.... 288,103 25,900 314,003 
Nov, 1, '56.... 212,967 65,008 277,975 
Deo, 1, '56.... 318,587 79,656 398,243 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar. 1, ’57.... 664,608 68A00 ~ 733,008 
Apr. 1, '67.... 682,790 63,125 746,915 
May 1, ’57.... 677,706 59,500 737,206 
dune 1, ’57.... 724,329 63,420 787,749 
duly 1, ’57.... 682,121 63,000 746,211 
Aug. 1, ’57.... 645,4 59,300 704,745 
Sept. 1, '57.... 684,484 45,052 129,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov, 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
dan, 1, ’58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’68.... 821,566 44,000 865,566 
Apr. 1, °58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 176,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, '58.... 600,656 30,000 630,656 
Sept. 1, '58.... 455,984 7,700 463,684 
Oct. 1, °58.... 201,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286 ,482 
Dec, 1, '58.... 387,131 73,200 460,331 
dan, 1, '58.... 477,000 67,000 544,099 
Feb, 1, '50.... 608,525 58,200 666,725 
Mar, 1, '69.... 643,239 63,600 706,839 
Apr, 1, ’59.... 710,382 66,620 777,002 
May 1, ’58.... 766,185 68,000 834,185 
dune 1, ’59.... 845,920 63,300 900,220 
duly 1, '50.... 844,152 64,000 908,152 
Aug, 1, ’59.... 928,390 48,000 976,390 
Sept, 1, '50.... 688,035 15,000 703,035 
Oct, 1, '59.... 467,008 52,500 519,538 
Nov, 1, '5@.... 472,400 51,000 523,909 
Dec, 1, '58.... 387,972 20,000 407,972 
Jan, 1, '60.... 510,467 56,000 566,467 
Feb, 1, ’60....°687,153 85,200 *772,353 
Mar, 1, ’60....°862,334 77,000 *939,334 
Apr, 1, '60.... 935,736 72,000 1,007,736 





t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 


Bankston Charged 
After Collision 


DALLAS.—W. O. Bankston, who 
received the Saturday Hvening Post 
Ben Franklin dealer of the year 
award at the NADA convention in 
January, was charged last week 
with driving while intoxicated. 

Police said that Bankston’s auto, 
siren sounding, went through a red 
light at Lemmon and McKinney 
and hit a car driven by Maryadelia 
Morley, an airline hostess. Bankston 
was freed on $1,450 bond. 

Bankston’s hobby is cooperation 
with the law. In this connection, he 
is a deputy with the Dallas County 
sheriff's forces. 
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66The guys on your club car don’t read it? 

I couldn’t care less! We need volume, and the 

New York News has it—plus 2,200,000 exclusive 
readers we can’t reach in any other New York daily 
paper. And 65% of them are in families in the 
over-$5,000 bracket. That’s good enough for me.99 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


With the sun shining and contests galore, new-car sales 
during the final 10 days of March showed a sizable spurt, 
makers report. 


Will this momentum carry 1960 sales to the forecast 
seven million? 
* * * 
The honeymoon is virtually over for the imported cars, 
with sales and dealer totals declining, a survey of import- 
car centers reveals. 


But there is no need to give up the ship, veteran observ- 

ers declare, if the import makers “get out and sell.” 
* * * 

Strong opposition—from retailers, lending institutions 
and even one educational group—has arisen against Senator 
Douglas’ truth-in-lending bill. 

It’s too complicated, can’t be policed, the Senate is told. 

* * * 

California has passed legislation requiring anti-smog 
devices on all vehicles within one to three years after. 
devices have been approved. 

Now to find anti-smog devices that'll work. 

* * * 

Judge Walter J. LaBuy, the trial judge in the govern- 
ment’s suit against duPont stock ownership in General 
Motors, has upheld the good-faith law by ruling that an 
auto maker’s distribution conduct could be construed as 
coercion and intimidation aimed at dealers. 


This is the second court to uphold constitutionality of 
the 1956 act. 









Automotive Cartoon 


Of the Week 










Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 











Editorial Director—Robert M, Finlay. 






















time they are used. 


Dealer Conventions 


April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1|-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 


May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver. 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 


“a 1-3—Ohio Automobile Dealers Assn., 
etherland Hilton Hotel, Cincinnati. 


May 1|-3—Motor Dealers of British Colum- 
bia, Sasquatch Country, B. C. 

mor 5-46—Joint Convention of Kansas 

otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel“ Muehle- 
bach, Kansas City, Mo. 

May 5-6— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, Grand 
Canyon, Ariz. 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C, 

May 810—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss, 

May 8-10— Oregon Automobile 
Assn., Benson Hotel, Portland. 

May 10-11—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Boston. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 17—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles, 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. 

*% June 7—Delaware Automobile Dealers 
Assn., Brandywine Country Club, Wil- 
er: 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 8-9—Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
ichigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
% Aug. 7-9—Georgia Independent Auto- 
mobile Dealers Assn.. Henry Grady 

Hotel, Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur periage. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. 

Sept. i1-13-New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach . wh 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
ee ae The Concord, Kiamesha Lake, 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. | — Montana Automobile 
Dealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. : 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

oe ~@..8 


Auto Shows 


Apr. 14-17— Knoxville Auto Show, Chil- 
howee Park Administration Building, 
Knoxville, Tenn. 

April 25-27—Raleigh Auto Show, Cameron 
Village Shopping Center, Raleigh, N. C. 

April ay I—Tucson Auto Show, Muni- 
cipal Airport, Tucson, Ariz. 

May 8-l0—Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

(Continued on Page 53, Col, 5) 
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$20 billion . 



























The Big Stories 


34 Years Ago—1926 

In the past 25 years, the American public has increased its annual 
expenditure for transportation from $1.5 billion to between $18 and 
. . Sales of new cars in Michigan averaged between 900 
and 1,000 daily, while used-car sales totalled 300 a day. 


20 Years Ago—1940 
Buick’s first quarter sales totalled 46,753—an alltime high. Olds- 
mobile’s sales of 44,683 also set a record for the company. 


10 Years Ago—1950 

Total losses resulting from a 10 
passed the $1 billion mark. Workers walked out in a dispute over the 
company’s contribution into a pension. 


"Yes, it is getting warmer out and | hope it 
gets warmer in here .. .’ 



























































Letterbox 


Warning 

Man calling himself “Agnew” is 
calling on car dealers claiming he 
represents Edward Fiske Company 
of White Plains, N. Y. “Agnew” col- 
lects money fraudulently and has 
collected fees not turned into Ed- 
ward Fiske Co. We have no way of 
knowing how many dealers have 
been bilked, but if dealers will no- 
tify Fiske we will fulfill the service 
purchased, “Agnew” last reported 
operating in Pennsylvania, but may 
now be in other states. All dealers 
should be warned and “Agnew” ar- 
rested if apprehended. Reward of- 
fered for his apprehension and con- 
viction. Please acknowledge to Ed- 
ward Fiske Co., White Plains. — 
Epwarp R. Fiske. 

oe * * 


Nordhoff’s Views Disputed 


I cannot understand VW’s Heinz 
Nordhoff’s statement that he feels 
that the U. S. compacts are not 
in any way competitive to VW. I 
owned a 1958 VW, and the only con- 
tact I ever had from either the 
factory or the dealer organization 
was a telephone call when the car 
was ready for delivery stating: “If 
you want your car, bring a check 
and pick it up this afternoon.” 

I went back to the VW dealer 
when I decided that I was in the 
market for a 1960 model. His atti- 
tude led me to believe that if I 
played my cards right, he would do 





-week-old Chrysler Corp. strike 


‘Watch for Ag 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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me the favor of placing me on the 
waiting list. 

I then looked at the U. S. com- 
pacts, and was amazed at the en- 
thusiasm of the salesmen. After a 
demonstration ride and courteous 
treatment, I bought a Ford Falcon. 
The list-price difference is roughly 
$300, and operating expenses are 
generally the same as the VW. 

I have been contacted four times 
by the dealer and twice by the 
factory since taking delivery of the 
Falcon, making sure that I was 
satisfied. 

It is my opinion that Dr. Nord- 
hoff is underestimating the dealer 
organization and factory public re- 
lations behind the U. S. compacts. 
It could easily offset the $300-$500 
price difference.—-Rospert C. Youna. 

+ * + 


Sales Union’s View 


Your article about the Automo- 
bile Salesmen’s Union in New York, 
Local 868 of the Teamsters, con- 
tained many inaccurate, broad and 
totally misleading statements, As 
the house organ for the dealers, 
this is probably to be expected. 
Perhaps, in fairness, however, you 
will print this reply in its entirety; 
a union view of the situation. 

There is no question that prob- 
lems facing automobile dealers and 
their salesmen today are many, 
unique and serious, Distortion of 
the truth, however, is hardly the 
way to solve them, 

Your article says, “. . . incentive 
to work, build for the future and 
grow in the job leaves most sales- 
men the moment a union gains 
hold,” and, further, “. . . it is the 
salesman who doesn’t really know 
his job, who is the first to seek out 
union assistance in an effort to 
secure his job.” It is ourvexperience 
that the opposite of these state- 
ments is true, 

It is the successful and efficient 
salesman who wants to build for 
the future who joins the Union. 
He is the man who gets tired of 
new pay plans every other week, 
capricious discharges, threats, 
vilification and abuse at the 
hands of the dealer. He is the 

(Continued on Page 19, Col, 1) 
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anti-freeze and 


PATENTED FORMULA: 


e Prevents freezing in winter! 


e Maintains perfect cooling in summer! 


e Rust-proofs all cooling system metals all year round! 


e Contains Color Check which changes the solution's 
color if cooling system trouble contaminates it! 


Climaxing years of Du Pont research and 5 
years of car tests, Du Pont presents ‘“Telar” 
—the first and only anti-freeze and anti- 
rust coolant you can safely leave in year 
after year as long as the cooling system is 
functioning properly. You never need to 
drain ‘‘Telar’’—you merely add to it. 


NEVER NEEDS DRAINING 


Why doesn’t “Telar’” need draining? Al- 
though some motorists already leave their 
anti-freeze in, all authorities have ad- 
vised against it. The corrosion inhibitors 





‘Telar’’—a new contribution of Du Pont chemistry 


in most anti-freezes gradually break down 
through high mileage, air suction, exhaust 
leaks, hot spots, etc. Then rust clogging 
starts unless the anti-freeze is drained. The 
U. S. Bureau of Standards reports that in 
up to 50% of a series of tests to determine 
inhibitor life, inhibitors were exhausted at 
10,000 miles. 

But “Telar’ is a patented new formula, 
exclusive with Du Pont, that stands up and 
stays fresh where others break down. 





“Telar’ also prevents galvanic action 
(electrical currents), chief cause of rust and 
corrosion. It completely protects every cool- 
ing system metal, even aluminum. 

“Telar’ doesn’t just coat the metal with 
a film that can wear off. It reacts with the 
metal surfaces, changing their chemistry to 
form a chemical armor against rust and cor- 





Du Pont ‘‘Telar’’ has been proved! Auto expert 
Tom McCahill reports: ‘‘I've been testing ‘Telar’ 
in my own cars for 3 years, from 120° above to 20° 
below zero.‘Telar’ never broke down, so | never had 
to drain—and it keeps the entire cooling system 
clean as a tiger’s tooth. This ‘Telar’ is for keeps!”’ 


New DuPont Felar 


TRADEMARK 





rosion. It doesn’t harm hoses. And “‘Telar’’ 
maintains perfect cooling summer and win- 
ter by preventing rust formation. 


“TELAR” IS FULL STRENGTH 


“Telar” is a full-strength coolant, not di- 
luted, that works in any water. You install 
“Telar” like ordinary anti-freeze—just add 
it to water to give the degree of anti-freeze 
protection desired. 


CHEMICAL ARMOR 


e 


ALUMINUM CROSS SECTION 





‘‘Telar” protects against rust by reacting with 
metal surfaces toform a chemical armor, as photo- 
micrograph shows! 


For the past 5 years, following years of 
laboratory tests, ‘“Telar’’ anti-freeze and 
anti-rust coolant has been tested in actual 
use in year-round driving in Du Pont’s 
test-car fleet. A test run was even made to 
the Arctic Circle! Year after year, solutions 
of “‘Telar” have stayed fresh and new-car 
clean! Positive proof that you can leave 
“Telar” in your customers’ cars with com- 
plete confidence. 





Patented Color Check watches cooling system for 
youl This demonstration shows how Color Check 
works. Plastic bag, left, contains solution of 
‘'Telar’’ and a small capsule of the same kind of 
acid that could be formed in a faulty cooling sys- 
tem. When capsule is broken, releasing acid, 
“Telar’ turns from red to yellow, as at right! 


Commands installed price of *5°° per gallon! 
Pays premium profit on every sale! 


Sold exclusively through servicing dealers! 


REG. U.S. PAT.OFF 
BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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Introducing new ‘‘Telar'’— for the protection car owners want —the profits you want! 


CONTAINS COLOR CHECK 


To guarantee peace of mind, Du Pont has 
added Color Check to ‘‘Telar’’. If anything 
should go wrong with the cooling system 
to contaminate the coolant and cause rust, 
like a leaky water pump or gasket, the solu- 
tion’s color changes from red to yellow to 
warn you before further trouble develops. 
As long as the “‘Telar’’ solution stays red, 


you know it’s giving complete protection 
against rust and corrosion. If the solution 
turns yellow, it of course should be drained 
and discarded and the system repaired be- 
fore costly damage develops. 


MORE SALES, MORE PROFITS 


You make $1.65 on every gallon you sell, 
and every “Telar’’ sale builds repeat busi- 


ness. Inevitable mechanical losses mean 
make-up is necessary from time to time to 
maintain anti-freeze protection. Only 
“Telar” can be added to “‘Telar’’—the cus- 
tomer comes back to you! “Telar’’ will be 
sold only through servicing dealers because 
of the importance of proper servicing of the 
cooling system at the time of installation. 

Nobody wants to drain anti-freeze. At 
best, it’s a messy job. That’s why all your 
customers are prospects for “Telar’’, not 





Ammeters show how ‘‘Telar’’ stops galvanic action 
(electrical current) that causes corrosion and rust 
in cooling system. Ammeter, right, shows no cur- 
rent flow in‘‘Telar’’, compared with strong current 
flow in water, left. 

just a select few. Because “Telar’”’ protects 
in all 4 seasons, not just in winter, the cus- 
tomer gets more protection for his money. 
And he saves money in the long run—actu- 
ally in just 2 years of use. Anyone with a 


radiator is a prospect for ‘‘Telar’’. 





‘‘Telar’”’ will be sold only through servicing dealers 
because of the importance of proper servicing of 
the cooling system at the time of installation. 


‘ a i>) ...the ultimate anti-freeze and anti-rust coo/lant/ 
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AUTOMOTIVE WASHINGTON 
Further Export Curbs 
Seen for U.S. Vehicles 








AUTOMOTIVE NEWS, APRIL 18, 1960 


By William Ullman 


Washington Bureau Chief 


ae industry spokesmen have told the Department of | 


Commerce that they cannot sell more American vehicles 
abroad unless there is relief from high tariffs, special taxes 


and other charges imposed by?- 


foreign governments. 


In fact, our industry warned, 
things will get even worse if two 
new trade blocs 
in Europe remove 
the barriers to 
trade among 
themselves, while 
keeping the bar- 
riers up against 
imports from 
nonmember coun- 
tries like the 
United States. 





views were ex- 
pressed this 


The industry) 








month during the sixth of a series 
of talks held by the Commerce De- 
partment to explore ways to ease 
world trade restrictions, Eleven 
representatives of the auto indus- 
try attended the conference on au-| 
tomotive exports. 

Auto spokesmen pointed out 
that United States tariffs on 
motor vehicles have been low for 
years, At present, the duty on 


imports is 8% percent on pas- | 
senger cars and 10% percent on | 


trucks. Moreover, there are no 
discriminatory tax provisions or 
restrictive import quotas. 









to sell its own cars abroad, they 
said, it runs into tight import quota 
controls, high tariffs and other 
charges, and high internal charges. 

They charged that during 1956 
negotiations under the General 
Agreement on Tariffs and Trade, 
the United Kingdom granted only 
a smal] tariff concession on vehi- 
cles, the Swedish vehicle tariff re- 
mained unchanged and France and 
Italy made no concessions, while 
continuing to apply highly discrim- 
inatory new-car ownership and 
registration charges on American- 
type cars. 


* * 


Americans Worried 

To American spokesmen were 
particularly worried about what 

might happen when the new trade 

blocs—the European Economic 


Community and the European Free | 


| Trade Association—removes tariffs | 
|and other charges on the move- 
ment of goods to each other. 
They feared that Italy, for ex- 
ample, might lower barriers to 
imported cars from Germany, 


while leaving the tariff high on | 


United States-made cars, Such a 


move might effectively halt all | 


United States car sales in Italy. 
All that the United States indus- | 
try expects, said the spokesman, is 


But when the United States tries! that European bloc countries re-! 





A Sales Record?— 


Floyd A. Doust, 73-year-old Cadillac 
| salesman, bubbled with enthusiasm when 
ihe was presented with a sterling silver 
| bowl as he started his 55th year of Cad- 
| iMac salesmanship. Doust, who sells at 
the Detroit factory branch, started with 
the organization when Cadillac was four 
| years old. 
duce their tariffs on United States 
| goods to a point equal to the Amer- 
,ican tariffs. 


Levies on United States-made 





AUSCD 


With BIG 10” RUBBER WHEELS AT NO EXTRA COST! 


Lifts all 1960 and earlier cars and light trucks for 
easy access to both front or both rear wheels. 





The most versatile 


service jack made! 


The Ausco A 10-8 Hydraulic End Lift has been proven in use as an efficient all-around 
performer that will speed up dozens of different jobs in your shop. 


NOW, AT NO EXTRA COST, big 10” semi-pneumatic tires make it easy to move any- 
where, even on rough-surfaced work areas, broken concrete, etc. Positions faster on 


rubber tires and ball bearing front casters. 


Use it for changing tires, brake and shock absorber service, front end jobs, washing and 
body work. With the inexpensive transmission adapter, you can remove and replace all 
car and light truck transmissions. A quick change gives you a high lift jack for making 
extra working room on suspension, spring, tail pipe, muffler, oil filter and brake jobs. 


Ask your Ausco jobber for a demonstration and complete details. 


AUTO SPECIALTIES MANUFACTURING CO. 





With DP-160 Adapter in place it raises, lowers and 
positions car and light truck transmissions easily. 





A 
‘ 


J 


Hydraulic 
END LIFT 











A quick change gives a high lift for extra working 
room on under-car jobs such as spring, tail pipe, 


muffler, oil filter and brake jobs. 


ST. JOSEPH, MICHIGAN 





cars presently run as high as 20 to 
30 percent in several] European 
countries, compared with the 
American tariff of 8% percent. 

Detroit spokesmen also criticized 
the special taxes in a number of 
nations which discriminate against 
the larger cars produced in the 
United States. In Denmark, for in- 
stance, a turnover tax favors small 
cars, while seriously handicapping 
cars selling for more than $2,169. 

In France, an annual use tax is 
moderate for cars under 16 fiscal 
horsepower, but it increases sharp- 
ly for cars over that amount. Italy 
still imposes a quota limitation on 
cars, depending on the country of 
origin. 

Wisely, the American auto indus- 
try does not ask that our Govern- 
ment place similar restrictions on 
foreign vehicles. Rather, they ask 
that Uncle Sam continue to negoti- 
ate strenuously to achieve relaxa- 
tion of the foreign restraints. 

ok * * 


Surplus Tough to Import 


oan excess property is 
property sold abroad by the 
United States Government, and it 
may be imported to this country 
only if needed to remedy a shortage 
or otherwise benefit our economy. 
During March, more import re- 
quests were turned down than 

were approved. Okayed were 5,083 
tires, for recapping and 249 ob- 
solescent truck parts. 

Disapproved were applications to 
import 50 tons of Jeep parts, 4,290 
truck parts, 94 tube testers, 74 
inner tubes and 2,000 tires. 

* * ok 


Payroll Paradise 


ILE both the Administration 

and Congress talked about 
tight budgeting and federal cut- 
backs last year, Uncle Sam kept 
right on adding workers, the Sen- 
ate Committee on Government Op- 
erations has disclosed. 

During 1959, the federal gov- 
ernment took on a total of 26,098 
additional employes, bringing the 
total number of nonuniformed 
personnel to 2,378,961 on Jan, 1, 
1966. All the increases were in 
the civilian departments and 
agencies, not in the military. 

The report also revealed that 
since 1947, Uncle Sam has added 63 
new agencies, commissions and 
boards, including one new Cabinet 
office. During the same period, 43 
agencies and boards have been 

abolished, for a net increase of 20 
agencies during the 13-year period. 
* * * 


Jousting with Uncle Sam 


ESS M. RITCHIE, whose battery 

additive AD-X2 ran afoul of the 
Federal Trade Commission and Na- 
tional Bureau of Standards four 
years ago, is fighting the Govern- 
ment once more, 

In 1956, Ritchie got FTC to dis- 
miss its charges against his prod- 
uct after witnesses testified that 
AD-X2 did indeed prolong the 
life of their batteries. 

But now FTC wants Ritchie to 
stop advertising that his product’s 
virtues have been “proved before 
the Federal Trade Commission” and 
are “government tested and ap- 
proved.” 

Ritchie, never at a loss for words 
when it comes to FTC, promptly re- 
plied that the new charges are “un- 
founded and a persecution of an 
American citizen that are beyond 
his comprehension and that of the 
average person.” 

ok * * 


First to Be Licensed 


HE first motor vehicle salesman 

licensed under Washington’s 
new dealer licensing law is Jerome 
Fanciulli, salesman since 1913 and 
a former auto editor of the Wash- 
ington Post here. Manager of truck 
sales for a local firm, Fanciulli 
commented that “it’s amazing to 
me that this wasn’t done years 
ago.” 

* * co 


Kirks Contributions 


MONG recent contributors to 

the Democratic and Republican 
campaign funds, as published in 
the Washington Post and Times- 
Herald, were NADA Legislative 
Counsel Rowland F. Kirks, reported 
as the donor of $2,000 to the Demo- 
cratic National Committee and of 
$3,000 to the Republican Testimon- 
ial Dinner, and Mrs. Rowland F. 
Kirks, donor of $1,000 to the Demo- 
cratic National Committee. 
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The Man Behind the Wheel .. . 





Sales Testing the DKW 750 


By Ed Brown 
Staff Correspondent 
Eprror’s Note: This is another 
in a series of reports on the sell- 
ing features of imported cars. 
+ * * 


¥ oper sprightly little DKW 750 is 
a nicely designed two-door 
sedan priced at $1,665 to fit specific- 
ally into the niche carved out by 
a host of other economy cars. 

The car has clean, jaunty lines 
and boasts a heater, outside rear- 
view mirror, pushbutton door 
handles and a two-cycle, three- 
cylinder engine with front-wheel 
drive. 

Torsion-bar suspension front and 
rear, the valveless engine (with 
only seven basic moving parts) in- 
board brakes and swing axles pro- 
vides an indication of the special- 
ties by which the DKW 750 will be- 
come known. 

Doors open wide, allowing easy | 





entrance to the front seats. Both 
front seats fold fully forward, to 


|The passenger door can be locked 


by pushing the door handle for- 
ward. 

The front seats are well uphols- 
tered bucket types, covered on seat 
and back with a durable cloth and 
bolstered with a washable plastic. 
They are comfortable, with a good 
thickness of foam rubber in both 
seat and back. Door panels and 
dash are also finished in washable 
plastic. Headlining is made of a 
soft cloth which is whisk-broom 
cleaned. 

The floor embodies a slight step- 
down and is covered with rubber 
matting. There is, of course, no 
shaft tunnel, since this is a front- 


wheel drive car. 
co ok * 


As IN most really small cars, the 
front-wheel housing intrudes 
into the interior and requires the 
driver to sit on the bias. This is not 
really a problem, since one easily 
adapts to the position, but the 


provide entrance to the rear seats.! salesman may run into a little cus- 
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Te aor eh ee 
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to most any 
requirement 


Pett kal fe 
ROTO-DRIVE 
compietery 
rotates the 
Lh ak eB 


engine 


sett pro ved 
Manze! 
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A) 


tomer resistance if the prospect has 
never encountered this before. 


The position of the driver's 
seat is easily selected by depress- 
ing a small extension arm under 
the seat. The passenger seat op- 
erates in similar fashion. 

The brake and clutch pedals 
seemed a little small, although they 
are not too close together. The ac- 
celerator pedal is large enough to 
suit even the most particular, and 
is well suited to women with high 
heels, All pedals are suspended, 

The hand brake is located be- 
tween the driver and passenger, 
easily reached in any emergency. 

oe a * 


Good Visibility 
ITTING in the drivers seat there 
is a full view all around, Lots of 
glass has been provided, There is a 
look-through steering wheel, with 
one large spoke running across the 
middle. The dash is very simple, 
with the headlight switch on the 








DKW 750 Aims at Economy Market— 


The DKW 750, distributed in the United States by Mercedes-Benz Sales, Inc., is a 


far left, next to which igs the dash 
light switch, the windshield wiper 
button and the choke, 


Directly in front of the driver 
is the speedometer, with a green 
ignition warning light in its cen- 
ter. Underneath the speedometer, 
on the left side of the dash is the 
directional warning signal, and 


Passenger Car Engines 


Imported Car Engines 
M Light Truck Engines 


Marine Engines 


M Industrial Engines 
Mm Rear Axles 


Transmissions 
Differentials 
M Power Take-Offs 


THIS NEW MANZEL STAND 


IT ELIMINATES THE NEED FOR USING 


ADAPTERS NOW OR IN THE FUTURE 





otha PM 213 


GET FULL DETAILS 


of the amazing Adjusta-Mount 
Repair Stand. For descriptive 


| 
| ~ 





folder and order form, write... 


an 








Typical engine block hole. pattern, showing 


how attachments are adjustable to fit prac- 
tically all possible mounting locations. 


Re ir 
ass | 


Sturdy holding arms adjust to any required 
position, for mounting differentials, axles, 
transmissions and other work, 


The rugged T-bar Mount has fully adjustable holding arms and movable 
blocks. You position these to pick up any series of bolt holes... 

on the bell-housing end of an engine, or on any other work piece. 

@ Complete Adjusta-Mount assembly will handle loads up to 900 lbs. 

@ Accessory holding arms have weight-carrying capacity up to 350 lbs. 
@ Adjusta-Mount can be rotated a full 360 degrees. 

@ Arms can be positioned inward or outward, upward or downward. 

@ Work can be mounted-on the “high” or “low” side; for convenience of 


meehanic plus maximum accessibility. 


315 Babcock Street 
Buffalo 10, New York 


Always FIRST with the 
BEST in automotive service 
tools and equipment ! 


two-door sedan tailored to the economy-car market. The car features a two-cycle en- 
gine, torsion-bar suspension, inboard brakes, swing axles and four-speed transmission. 
Price is $1,665, East Coast por of entry. 


* * * 


on the right the high-beam warn- 
ing light. 

Immediately beneath the speed- 
ometer are the fuel gauge, mileage 
recorder and temperature gauge. 

A talking gimmick igs a signal 
which lights up in the gas gauge 
| when the fuel supply in the reserve 
falls too low. An orange light starts 
to flash irregularly, and as the fuel 
level sinks still further, the orange 
light remains on continuously. 

Another gimmick is the two- 
pressure gas pedal. When the pedal 
is roughly half way down, it takes 
|}a considerable amount of extra 
pressure to get into higher speeds. 

* + * 

HREE buttons located to the 

right of the speedometer con- 
| trol the heating unit. One button 
controls the entrance of cool air, 
|}another warm or hot air and the 
;third turns on the entire unit. 
| There are Many variations of heat 
and cold available. Flaps beneath 
the dash panel control the direction 
of heat down around feet or up- 
ward through the defrosting equip- 
ment. 

The directional signal lever is 
| on the right side of the steering 
| wheel, just above the shift lever, 

while the high beam and “light 

hooter” is on the left of the 
| steering wheel. The directional 
signals are not self-cancelling. 

The high-beam lever is interest- 
ing. For “hooting” another car, the 
lever is pushed down. When releas- 
ed, a light spring returns it auto- 
matically to the dipped-beam posi- 
tion. This later arrangement will 
work during the day as well, for 
signaling purposes. 

Entrance and exit from the rear 
| Seat is relatively simple, although 
|the leg room provided is a little 
| stingy unless the front seats are 
| pulled far forward. 

* + * 


| Extra Features 

HE salesman will want to call 
attention to the courtesy light, 
(Continued on Page 22, Col. 3) 








Car Tested: 
DKW 750 


Body type: Two-door sedan. 

Dimensions: Overall length, 
154 inches; height, 54.6 inches; 
width, 60.6 inches; wheelbase, 
85 inches, and tread, 46 inches 
in front and 47 inches in rear. 

Suspension: Torsion bars front 
and rear, 

Tires: 5.20x12 tubeless. 

Accessories: Electric win d- 
shield wipers, sun visor, rear- 
view mirror outside, fuel warn- 
ing light, safety catch on front 
passenger seat and light “hoot- 





cycle. 
Carburetion: Solex downdraft. 
Displacement: 45 cubic inches; 
bore and stroke, 2.68 by 2.68 
inches; compression ratio, 8 to 
1; horsepower, 34 at 4,300 revo- 
lutions per minute; torque, 47 
pounds feet at 2,500 RPM, 
Running weight: 1,499 pounds. 
Transmission: Four speeds 
forward and reverse, all forward 
synchronized, forward gear ra- 
tios, 3.75, 2.23, 1.41 and 0.94; re- 
verse ratio, 3.37, 
Differential ratio: 3.88 to 1, 
Brakes: Foot brake hydraulic 
on all four wheels. Handbrake 
mechanical and cable-operated. 
Lining area is 88.6 square inches. 
Steering: Rack and pinion 
with 33-foot turning circle. 








TWo hRs\ “2 AWOr SwIILIING 
CARS 





put stock in your company 


When it comes to buying a car, the average man is like 
a kid with a new toy. When he makes up his mind he wants the 
car, he wants it now, not six to eight weeks later, but 
now. Nothing makes him break out in a cold 
sweat faster than the thought of having to wait for 
his shiny new ESSEX-SIX. The wise dealer caters to this 
quirk in the American male. He lays in a well-rounded stock of 
models so he can tell his customer, “Sign on the dotted line 
and drive home with your car.” This often means 
closing the deal on the spot rather than settling for that 
familiar line, “‘I’ll be back later.” 


sell those features 


Talk up your car’s big comfort features. SOLEX is a 
good example. Tell your prospect how this 
green tinted safety glass makes for more driving 
pleasure, both winter and summer. Point 
out how SOLEX absorbs over 50% of solar heat, making 
it a must for air-conditioned cars. An 
easily demonstrated feature like SOLEX will help sell 
cars for you. Order your cars with SOLEX. It’s a 
profitable decision for both you and 
your customers. 


Pittsburgh Plate Glass Company 


Paints * Glass * Chemicals * Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 





wil ’ 
Cp SOLEX® the best glass under the sun All PPG Automotive Safety Glass complies with every recognized safety code. 
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Motor Co.'s Economic Analysis Department 
for 12 years, left last week to become vice- 
president of American Airlines. 








Pp 





Economist Leaves Ford— 


George P. Hitchings, manager of Ford t 





G 


ized about the 
role of the pro- 
fessional econo- 
mist in the auto 
industry for Avu- 
TOMOTIVE News 
readers. 


most important 
function igs to ad- 
vise top manage- 





TURNINGS . 


Hitchings Looks Back 
On His Service at Ford 








By. Joseph M. Callahan 
Engineering Editor 


Hitchings, formerly an economist 


for the Federal Reserve Bank in 
New York City, 


hilosoph- 


Asserting that 
he economist’s 


Here’s an in-action photo of the new VizI-Disc. See how the 
operator can watch the very spot he’s working on. The unique 
shape of the disc gives it “see-through” like the blade of an 


electric fan or airplane propeller. 


NG 


new BENEFITS 


This new-shaped Vizi-Disc gives you important advan- 


tages besides seeing your work 


while you work. Because 


the grinding action is intermittent, the disc cools itself 
as it runs. It minimizes the danger of burning the work. 
“Dwell” time is reduced, and disc life extended greatly. 
Blending is easier. You can obtain Viz1-Paps to back-up 


Vizi-DIscs. 


Write for literature to Dept. AN-4, or see your jobber 


for a demonstration. 


co. 





EORGE P. HITCHINGS, one of the auto industry’s best 
known economists and manager of Ford’s Economic An- 
alysis Department for 12 years, left Ford Motor Co. last 
week to become vice-presi- 
dent of American Airlines. 


ment of general economic develop- 
ments and the business outlook, 
he said “any company is greatly af- 
fected by the economic climate in 
which it has to operate, and the 
larger the company, the more im- 
portant it is that the company tie 
into the economic climate, 

“Small companies make these 
judgments on their own, sometimes 
with outside help. If a company is 
large enough, it’s justified in hiring 
specialists to analyze and interpret 
the increasingly vast amount of 
economic data available.” 

The predictions of Hitchings 
and his staff of three professional 
economists and two girls are of 
two varieties—short-run (six 
months or less) and long-term 
forecasts. 

Things get much cloudier when 
the predictions are more than six 
months in advance, he said, and 
this visibility also varies depending 
on the stage of the cycle, As the 
boom or the recession gets older, 
it’s much more hazardous to pre- 
dict the turn. 

“For the longer-term view,” he 
continued, “we’re more concerned 
with the long-run economic growth. 
You have some opportunity in a 
five-to-10-year period to average 
out the ups and downs, and you try 
to look down the road as clearly as 
you can, If we don’t see anything, 
we say so, This is informal, liaison 
work.” 

Hitchings said his second major 
function was to interpret these 
trends in terms of their general 
impact on the auto industry and, to 
a lesser extent, on Ford Motor Co. 
Other people concentrate more on 
the Ford picture. 

* om 


"as auto industry has to be an- 
alyzed over a cycle, not just 
one particular year,” he said. “We 
should accept fluctuations from the 
normal market now of about 6.3 
million cars (foreign and domes- 
tic). 

“We determine what the nor- 
mal market is by looking at the 
long-run analysis which is based 
on the number of adults that will 
be in existence and what their 
buying power will be. 

“The number of adults is pretty 
well fixed, because they are chil- 
dren or babies right now. We know 
that the adult population is grow- 
ing 1.5 percent a year and we know 
that their real income is rising. 
Then, we figure out how the future 
society will be organized in terms 
of households or spending units 
that will exist.” 

(Hitchings and other economists 
contradict the conviction of most 
married men by claiming that 
wives are not spending units.) 

The next step in preparing this 
important forecast is to calculate, 
based on what’s happened in the 
past, the number of these spending 
units that will purchase one or two 
new cars, and the frequency of 
these purchases. ? 

7 


Basis for Predictions 


ETHER the period ahead will 

be normal, above-normal or be- 
low-normal is then predicted on the 
basis of the inherent factors then 
current in the auto industry and 
the direction and the degree of 
change in business generally, The 
inherent factors include the at- 
tractiveness of the new models, the 
competitive conditions, the stage 
the auto market is in relative to 
the economy and the credit situa- 
tion. 

In addition to forecasting gen- 
eral economic trends and car 
sales, Hitchings and his staff ad- 
vise Ford’s sales, production 
scheduling, industrial relations 
and finance people, perform pub- 
lic-relations activities and repre- 


functions, he said it’s the econo- 
mist’s job to assess the economic 
climate, but how a company in- 
terprets this assessment is another 
matter. He emphasized that no in- 
dividual dominated this work, It’s 
strictly a team effort, he added. 

Hitchings also said an econo- 
mist shouldn’t feel that manage- 
ment must take his advice, al- 
though he does have the right to 
expect management to listen to this 
advice. 

Asked whether company econo- 
mists are ever compelled to make 
only “rosy” forecasts, Hitchings 
said: 

“Some managements only want 
to hear what they want to hear, 
although my personal setup here 
required me only to supply my own 
views, letting management do what 
it wants to do with them, You-can’t 
function in this job, unless you're 
ag objective as possible. Nor do I 
take public positions I don’t believe 
in.” 

In response to other questions, 
he commented: 

1. The recent drop in stock 
prices was not primarily a reflec- 
tion of slow auto sales, because 
the economy igs much too large 
and complex to be “wagged” by 





the auto industry, The current 
stock-market situation is a reac- 
tion to excessive optimism. Too 
many people expected that infla- 
tion would bail them out, but in- 
fiation can squeeze profits, too, 

2. A major and complicating fac- 
tor for the auto company econo- 
mists is that the auto industry and 
the United States economy are in- 
teracting on each other. 

3. During the first two months of 
1960, the general economy has func- 
tioned as he anticipated, although 
auto sales generally were a little 
less than expected. The reasons for 
the latter development are not too 
clear, although a possibility is that 
many people, not affected directly 
by the steel strike, have been af- 
fected psychologically. 

4, The year 1960 still will be an 
above-average year, although a 
substantial spring pickup will be 
needed to make this come true. 

5. In the last couple of years, 
there’s been a major shift in the 
U. S. in regard to what the second 
car should be. Formerly, this was 
usually a used car, but perhaps 
more people now prefer a cheaper, 
new car for the second car. In this 
connection, compacts have done 
better than expected, 
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sent the company in various in- 
ter-industry and governmental 
groups when economists are 
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In the Letterbox 





(Continued from Page 10) 


man who is capable of selling 
cars and who wants to make a 
career of doing just that ,. . and 
who wants to stay at one dealer- 
ship so that he can build his fol- 
lowing and his future. The rec- 
ord shows that the top producers 
in almost every make of car be- 
long to the union. 

You say, on one hand, that union 
salesmen are encouraged to slow 
down because of the “scorn” of 
others and, on the other hand, they 
were making too much money and 
had a “tax problem.” These state- 
ments are ridiculous, Since a sales- 
man’s income depends on the cars 
he sells, he sells as many as he can, 
union or non-union, As for the “tax 
problem,” I don’t know a salesman 
in New York, union or non-union, 
who wouldn’t swap all his other 
problems for that one, 

You mention that some dealers 
have complained, “it is impossible 
to request that a salesman do the 
everyday chores that any good 
salesman must expect if he is to 
succeed.” At best, this is misleading. 

If you refer to chores relating to 
the sale of cars: followup of leads, 
phone calls, post cards and the like, 
it is not true. If you refer to chang- 
ing license plates, loss of floor time 
spent running errands for the deal- 
er, cleaning cars for delivery and 
like chores, then we are in agree- 
ment. It has long been our conten- 
tion that a salesman’s duty is to 
sell cars and not to serve as a me- 
chanic, porter, errand boy, car 
duster, and general catchall around 
the dealership, 

As for salesmen leaving the in- 
dustry because, “they wouldn’t 
put up with the regimentation in- 
volved in union membership,” I’ve 
never met them, and doubt they 
exist. I can, however, cite in- 
stances and name names of many 
salesmen who have gone to work 
in unionized dealerships specific- 
ally because they wanted the sta- 
bility and security that a con- 
tract provides, 

Further, let the dealer who com- 
plains of good salesmen leaving the 
industry ask himself: Who, but the 
dealers with their arbitrary man- 
ners, forced a lot of good men out 
of our industry? 

You really get to the nub of the 
dealers’ complaint about the Sales- 
men’s Union when you talk of the 
limitation on the dealer’s right to 
fire salesmen for any reason at 
all. Their complaint is short-sight- 
ed. We take the position that a dis- 
charge must be for just cause and 
that security is not a dirty word. 

We feel the man who is a hus- 
band, father, member of the com- 
munity, taxpayer, and who hap- 
pens also to be an automobile 
salesman, is not less nor more be- 
cause of his occupation. Just as a 
riveter must rivet and an automo- 
bile mechanic must repair cars, so 
must an automobile salesman sell 
cars. Just as these other workers 
are secure so long as they do their 
jobs, so must a salesman be secure. 

Our position on this problem has 
been proved many, many times, We 
have had instances where salesmen 
were fired and the action was not 
contested by the salesman or the 
union because it was reasonable 
and just. Contrarily, we have been 
successful with many improper dis- 
charges in reinstating a salesman 
by convincing the dealer that he 
had made a mistake. 

Beyond that, our record in the 
percentage of reinstatements as 
a result of impartial arbitration 
proves that we are often more 
realistic than the dealers. Many 
good salesmen have been preserv- 
ed for the dealer, despite the 
dealer. 

Perhaps when I take issue with 
some of the statements you’ve 
made, it seems that the Automobile 
Salesmen’s Union is in opposition 
to the dealers. While this may be 
so in a specific instance, it is not 
true for the overall picture, We 
recognize the welfare and future 
of the salesmen is bound up in the 
problems of the dealer, and the 
dealer is wracked by the problems 
of the industry. 

We know, and you indicate in 
your article that some dealers 
agree with us, that the unionization 
of automobile salesmen would have 
a stabilizing effect on our business. 


For proof of this contention, we 
need only point to those areas of 
the country where precisely this 
phenomenon has occurred, 

Of at least as much importance, 
to the dealers as well as the sales- 
men, is our goal of a fair deal and 
basic dignity for the salesmen, I 
have read many times in your 
paper of dealer complaints about 
their inability to find top notch 
men to become automobile sales- 
men. One wonders why they com- 
plain and, by what right. 

Do they honestly expect bright 
young men to flock to an indus- 
try where the 12-hour day is the 
rule rather than the exception— 
eo men are expected to dress 

e executives while doing a por- 
ter’s work—where they can ex- 
pect to be characterized as a 
cheat or worse, and where on 
pay day they find the pay plan 
has been changed .. . retroac- 
tively? 


that their salesmen are the heart 





19 
it receives. Mr. Craig is not as- 


and sinew of their organizations Canadian Dealer Count sociated with this or any other 
bureau. 


and that they must, therefore, at- 
tract good men. To attract good 


Hit 4,048 in February 


men, you have to offer good jobs. TORONTO.—There were 4,048 
Whether the dealers realize it, or| dealers in Canada in et 
want to admit it, the Automobile| according to statistics 


Salesmen’s Union in New York will 
eventually save the dealers from 
their self-inflicted cannibalism by 
insuring decent jobs and proper 
working conditions for the sales- 
men and thus attracting capable 
men to our industry. 

Before you take the position that 
this is just the opinion of an out- 
sider looking in, let me say that I 
spent 10 years making my liveli- 
hood as an automobile salesman 
and that I think it could be a won- 
derful profession.——Don Bruckner, 
Organizer, The Automobile Sales- 
men’s Union Local 868, Internation- 
al Brotherhood of Teamsters, New 
York. 


Miami’s BBB 

I am writing in regard to a story 
in the April 4 Automotive News 
which refers to the Miami Better 
Business Bureau and to Charles 
Craig as its manager. The story 
also states that his BBB published 


It is time the dealers realized! a bulletin called “Facts You Should 
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CLIP and MAIL 


by the Canadian iutouashite 
Chamber of Commerce. 

The number of employes with 
auto firms declined in the month, 
dropping from 36,754 in January 
to 36,241 in February, the CACC 
reported. 





Know About Used Cars.” Both ref- 
erences are incorrect. 

The only Better Business Bureau 
in the Miami area is the Better 
Business Bureau of Greater Miami, 
Inc., which igs managed by Saul A. 
Weingarten. This bureau was or- 
ganized in 1952, and has been an 
accredited member of this asssocia- 
tion since then and authorized to 
used the trademarked Better Busi- 
ness Bureau name which this as- 
sociation owns. 

Originally, the bureau was call- 
ed the Better Business Bureau of 
Miami Beach, but it recently 
adopted its present name which 
is more in keeping with its serv- 
ice area and the business support 


It is possible that your reporter 
intended to refer to the Miami 
Chamber of Commerce with which 
organization we believe Charles 
Craig is employed. The chamber 
has operated a division, commonly 
but improperly called a better busi- 
ness division, for some years. Some 
people have the idea such Chamber 
of Commerce operations are Better 
Business Bureaus, which is errone- 
ous. 

“Facts You Should Know About 
Used Cars” is a booklet which was 
published and copyrighted in 1939 
by the Better Business Bureau of 
Metropolitan Boston, Inc. It was 
revised last in 1956, under the title 
of “Facts You Should Know About 
New or Used Cars.” 


Mr. Craig’s organization may 
have published a bulletin by the 
former title on this subject. How- 
ever, the Miami Chamber of Com- 
merce is not authorized to use the 
copyrighted title, nor is it author- 
ized to quote or reprint from the 
above booklet.—THomas C. Roserts, 
Director of Public Relations, Assn. 
of Better Business Bureaus, Inc., 
New York. 
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Please send a free copy of your new 
Appearance Reconditioning Guide. 
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Now Alemite, long the recog- 
nized leader in lubrication 
equipment, goes beyond lubri- 
cation service alone! Now, 
with its rapidly expanding 
line, Alemite for 1960 can help 
you equip for even greater 
profits! 
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The Man Behind the Wheel... . 





Sales Testing the DAW 750 


(Continued from Page 16) 
which floods the interior with light 
when the left door is opened. It can 


also be turned on while doors are 


closed. 


telescopic absorbers, will give a 
pleasant ride, Even bumpy, cobble- 


stoned roads are taken without too 


much strain on the body. The 


DKW 750 will cruise at 60 with 


The customer is also entitled to/ ease. 

There are some ride objections, 
however, which the salesman 
face, On deceleration, par- 


a demonstration of the electric 
windshield wipers, which are stand- 
ard equipment, 

Before piling the customer into 
the car for a test drive, it is a 
good idea to complete the inter- 
ior and exterior examination of 
the to be certain he is 
familiar with all the details 
which enhance the value of the 
DKW 1750. 


He should be shown the high 


bumper protectors which are pro- 


vided both front and rear. The long 
warning lights provided on the 
rear, clearly visible lights at night, 
are another feature to be stressed. 

Behind the rear seat is a large 
shelf space, The pushbutton trunk 
opens to a good width, revealing a 
surprising amount of trunk space. 
The lid is secured open by a metal 
rod which hooks into place auto- 
matically and is quickly clicked out 


of its hold position by hand. The 
rod is a little delicate, and won’t 
take much rough handling, so be 


careful. 
7 . + 

7 spare is strapped upright on 

the right side of the trunk and 
the jack is secured to the right rear 
wheel housing to eliminate rattle. A 
small kit of tools ig provided for 
the tinkerer, The owner’s manual 
is a real gift to the tinkerer, giving 
fairly detailed instructions on com- 


pleting simple tasks like cleaning 


the spark plugs, the air cleaner, the 
carburetor, checking and setting 
clutch clearance, adjusting the 
handbrake, footbrake, etc. 

The four-speed transmission 


First experience with this proved 
rather difficult. However, as the car 
was used more frequently this 
problem eased. Some slight adjust- 
ment was made, however, which in- 
dicates that your demonstrator 
should be properly checked to elim- 
inate any objections about difficult 
shifting. 3 

* 


Fun to Demonstrate 


car can be a fun car to 
demonstrate, Get the prospect 
into the car and give him a dem- 
onstration before allowing him to 
drive. This can be quite important. 
As you become accustomed to driv- 
ing the vehicle you will understand 
its potential. A prospect could be 
unfavorably impressed if he drives 
it alone first because he is likely 
to baby it, taking his cue from its 
size. 


Driving away from a standing 
start can be quite an experience 
— there is a strong possibility 
that you will leave other cars in 
the same class behind you. Ac- 
celeration through all four gears 
should be an impressive demon- 
stration for the prospect, 

It will be up to 40 in second, 
over 50 in third and hit a top speed 
of about 68 in fourth. Pushing 
these little two-cycle engines does 
them no harm, 

Acceleration will be one of the 
selling points, 

On small hills, however, the car 
has a tendency to get breathless. 
Downshifting ig necessary. Once 
the technique of shifting has been 
learned, however, the challenge of 
driving does begin to infect one. 


This igs what the salesman must 


appeal to in selling such vehicles. 

Some practice may be useful in 
discovering the cornering possibil- 
ities of this car. Because it looks 
and feels so small, the tendency is 
to treat the car with greater re- 
spect than it demands. It will cor- 
ner well at relatively high speeds 
with no wheel fight or break-away. 
The center of gravity is conven- 
iently low, allowing cornering you 
wouldn’t consider in a larger ve- 
hicle. 





must 


DKW Power Package— 

The DKW 750's three-cylinder engine 
has fan mounted at rear on shaft of gen- 
erator, which sits atop the engine. The 
three ignition coils are mounted above the 
generator. At lower right is one of the 
inboard brakes on the front-drive setup. 

eS. % 

ticularly in high, bucking results. 
This is disturbing and even 
downshifting doesn’t cure it en- 
tirely 


In addition, the vehicle is noisy 
in low gears. This igs peculiar to 
the two-cycle design, which elim- 
inates noise the faster it goes, 

Interior noise, at low speeds, 
comes a roar when the heater 
booster fan is switched on. Switch- 


Associates Names 
Dr. Carmichael 


Board Chairman 


SOUTH BEND.—Directors of As- 
sociates Investment have an- 
nounced election of Dr. Oliver C. 
Carmichael jr. as new chairman of 
the board. A new vice-chairman 
and chairman of the Executive 
Committee, Joseph D. Barnette, 
also was named. 

The board elected C. J. Younger, 
former senior vice-president of the 
Chase Manhattan Bank, New York, 
to the board to fill the unexpired 
term of the late Robert L, Oare, 
who was killed in a recent airline 
crash. 

It was also announced that E. 
Douglas Campbell, president and 
treasurer, will continue to function 
as chief executive officer. 

Dr. Carmichael, a son-in-law of 
the late E. M. Morris, founder of 
Associates, is president of Converse 
College, Spartanburg, S. C. He 
worked for Associates from 1946 
to 1950 and has served as a direc- 
tor of Associates since 1954, 

Barnette is president of First 
Bank and Trust Co., South Bend. 
He has been a director of Associ- 
ates since 1951. 


Pollard Heads Dealer Group 

CARLSBAD, N. M.—Dick Pol- 
lard, Carlsbad Auto Co., has been 
elected president of the Carlsbad 
New Car Dealers Assn, He succeeds 


Tom Bush jr, Ray Thomas, Sam 
Thomas Motor Co., was reelected 


secretary-treasurer, 


Simplicity Is the Keynote— 


Bs + * 
"| Getting 28.7 MPG 





ing on the fan seems to open the 
interior of the car to the under- 
hood area, and noise flows through 
unobstructed. 

Front brakes are inboard turbo- 
drum types. They are sure and fast 
and did not heat nor was any fade 
apparent. Rear brakes are position- 
ed conventionally at the wheels. 

Front-wheel drive is always a 
new and enjoyable experience, We 
found ourselves riding over the top 


|| of heavy snow with no trouble; 


front-wheel drive pulled us along 


‘| in even the worst kind of rutted 


snow and ice. 
* 


URING the thousand miles we 

drove the car, in city-suburban 
and rural traffic conditions, we 
were able to chalk up 28.7 miles 
per gallon, although the manufac- 
turer claims up to 35, 

A fine sales feature of the car 
will be its simplicity of repair. 
Maintenance costs should be low, 
with any necessary repair ac- 
— in rapid order. Once 

the hood is up (it ig released by 

an outside catch), the entire en- 
ie and all its components are 
readily accessible. 

Motor is located far forward, 
with the fan and radiator behind. 
The generator sits on top of the 
engine, with the ignition coils on 
top of each cylinder, Carburetor 
and battery are easily reached. 

The three-cylinder, two-cycle en- 
gine is a sales point if you have a 
knowledgeable customer, Since 
there are no valves, moving parts 
are reduced to seven. The seven 
moving parts are the crankshaft, 
three connecting rods and three 
pistons. 

Independent suspension is used 
for the front wheels, which are 
attached to upper and lower wish- 
bones and sprung by means of a 
longitudinal torsion bar on each 
side. Road shocks are damped out 
by two double-acting hydraulic 
telescopic shock absorbers. 

In the rear, a new feature is the 
self-stabilizing, torsion-arm rear 
axle. The rear axle cross_ tube, 
which is split along its entire 
length, is also torsion resisting and 
plays its own part in eliminating 
any tendency of the chassis to roll. 
Telescopic shock absorbers work in 
conjunction with this laminated 
torsion bar to soak up road dis- 
turbances, 

~ * * 

[a frame is made up of box 

sections, the two side members 
being connected by five cross mem- 
bers, The body is well fabricated, 
with all joints nicely met. No water 
or air leaks developed during our 
test. Repairs should be relatively 
easy to the skin, since all parts are 
bolted to the box section frame on 
eight rubber mounting pads. 


The front passenger seat can 
be lifted off its track and re- 
moved from the car to provide 
extra carrying space. 

There is, of course, always the 
discussion about the procedure of 
adding oil to the gas tank. Actually 
we found in this area of the coun- 
try, gas station attendants are no 
longer surprised or amazed. 

Only demonstration will show 
what this DKW can do for a cus- 
tomer, This will be a difficult car 
to sell from the salesroom floor, 
but once on the road, your job be- 
comes relatively easy. 





Uncluttered dash layout of the DKW 750 has headlight switch, dash switch, wiper 








im ® control and choke at far left. Under the speedometer are fuel gauge, trip recorder and 
ON MOST roads the torsion-bar | temperature gauge. Three heater controls are clustered at right of speedometer. Glove 
suspension, combined with the! compartment has no door. 
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: It’s spring—and folks are thinking about new cars. 
. Part of the reason is General Motors advertising that continually tells 
. your prospects: ““‘There’s Nothing Like A New Car!’ 
You’ve seen these big, exciting colorful ads in leading national publications. 
They’ve appeared ever since last fall to supplement sales efforts of dealers. Each stresses 
the satisfaction of new car ownership—and pounds home the point that nothing 
returns so much in family fun for so long a time as does that new car investment. 
The millions of new car prospects who read these ads have more money ‘ 
| to spend than ever before, and more spare time in which to spend it. Yet authorities i 
| predict this unprecedented prosperity to be just the beginning! For the next few years it 
MY rncnes NOTHING : they foresee more families with higher incomes, a greater swing to the suburbs, 4 
| UKE ANEW CAR ros = and many more multiple-car families—all contributing to increased car sales. i 
ao Tor ‘ oe ot ee To help every GM dealer share in the prosperity of our expanding economy, General Motors 
ls is sponsoring this advertising effort—making it great to be a GM dealer in the Sixties! 
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Hig hest Quarter Since °57... 
Canada Builds 124.8 


By Martin L. Whitmyer June period of 1955, when 184,511 
Staff Writer cars and trucks were built. 
RODUCTION of cars and trucks| The 101,936 cars turned out dur- 
in Canada during the first three| ing the first three months of this 
months of this year stood at 124,-| Year represented an increase of 69.8 
883 units — highest level Canadian| Percent over the last quarter of 
vehicle output had reached since 
the second quarter of 1957. Whitney Heads Dealer Assn. 
Highest first-quarter vehicle ITHACA, N. Y.—Harry R. Whit- 
output on record was established | ney has succeeded James Walsh 
in 1954, when 131,509 cars and | as president of the Tompkins 
trucks were built. Highest all- | County Automobile Dealers Assn. 
time quarter was in the April- | Cy Ortin was elected secretary. 


Eggert Says 3-Month Sales 
Indicate 6.7-Million Total 


DETROIT.—Retail auto deliver-| companied by a more than normal 
ies in the first quarter help support | seasonal decline in used-car prices, 
the forecast that sales in 1960 will] and the recent rise in the cost of 
total about 6.7 million units, a 10) trading. 
percent increase over 1959 and the These factors are expected to be 
second highest total on record,| outweighed by the favorable fac- 
ess Eggert, Bape Motor oa tors, however, he said. 
marketing research manager, 
the Economic Club of Pittsburgh. | Garage \cnnpurtes tis ae 

Retail deliveries in the first | quarter car production since 1957. 
three months totalled about 1,640,- | By the end of March, the Windsor 
000, he said, and seasonally ad- | pant had shipped 16,142 autos of all 
justed, they equal a 67 million | makes, compared with 13,491 for 
annual rate, including an esti- | the like period in 1959 and 13,489 in 
mated 500,000 imported autos. In | i958 said R. D. Armstrong, execu- 

1959, retail deliveries totalled 6.1 | tiv. vice-president, He predicted 
we on, ail i Gin buoyant spring sales. 

ee oe ar oe | | saRot only are we leading 


*estimated over 50 million dollars for 1960 


Join the International Team of 
MOSS DEALERS 
You get FAST SALES 
and QUICK PROFITS 

on a SMALL INVESTMENT 











to expectations, settlement of the , 
steel strike created a new wave of|¥@@r’s figure by more than 10 per- 
optimism in plans to buy new cars,|Ce™t in car shipments,” said Arm- 
Eggert said. Such plans now are| Strong, “but our vehicle production 
running substantially higher than|!* @head of the increase recorded 
a year ago, he asserted, by the Canadian automotive indus- 
Among the favorable factors in 
the auto outlook, Eggert explained, 
are rising consumer incomes and 
the stimulation provided by the new 


try as a whole. 

“Everything considered,” he 
added, “we are looking forward to 
an excellent year.” 





Designed by Top Race Talents 


Bill Moss & George Salih 


(Indy 9 builder) 
The Moss-Cart will bring you TRAFFIC 


economy cars, eee eee 
“A 5 percent increase in consum- 4 

ers’ after-tax incomes will continue Buick Defendants 

to provide new purchasing power 


for big-ticket items, especially au- Acecuse Plaintiff 















PROFIT tomobiles,” he said. 
.. 80 get the complete story on the “ + . ' ; 
Quality Moss Products for Rac- PUBLICITY satgueangh-oamealr tor Toi rs s In Sp litup Suit 





ing Airmail your inquiry TODAY to 


MOSS ENGINEERING 


chasing used cars, Also, more used-| Stewart and B. L. Watkins, of 
car buyers have been able to up-| Stewart Buick Co., Winston-Salem, 
grade to the new-car market.” answering a suit in United States 

Eggert estimated that the num- | District Court by Jack P. Leigh, 
ber of households owning more | said March 31 that Leigh submitted 
than one car may rise to 7.8 {his resignation as vice-president 
million this year, about 15 per- |and it was accepted by the direc- 
cent of all households. This would | tors, and that even if he had not 


be an increase of 850,000 over | resigned he would have been fired. 
1959 two-car ownership and 3,750,- Denying any wrong-doings, they 
000 more than in 1953, he added. | alleged also that Leigh wrongfully 

company. They asked that the court 





2a: ee A: EWOOD. CALIFORNIA 











heretofore not interested in pur-| GREENSBORO, N. C.—Carl : 


Unfavorable factors in the out-| charged $235.07 in expenses to the 
h 2 t pD 2 look, according to Eggert, are the 
etroc emis S 1SCO V eY high levels of used-car stocks ac-|order him to repay this amount 
oes | ite @ percent interest. 
In his suit, Leigh charged that 


Ne W TL wubricant I ‘or Colored Stainless Stewart and Watkins attempted to 
oust him as vice-president of the 
Due Soon, Say Ss company and paid themselves ex- 


° S cessive bonuses as president an 
Ball = oints and Torsion Alle gheny Ludlum secretary-treasuret, respectively. " 


H. l $25,000 and Watkins’ bonus of $3,000 
PITTSBURGH.—Stainless stee be refunded and that at least $15,- 


L Bar Suspensions rng ettighin't sieber 5 rtied an Gat a i 


Ludlum Steel Corp. stockholders. 
—_ 
4 , 
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W. B. Pierce, sales vice-president, 


first in shades of brown and black, 
which have already been thorough- 





$3 Units 


1959, and 69 percent over the 
95,373 cars turned out during the 
January-March period of a year 
ago. 

The 22,947 trucks produced dur- 
ing the first quarter this year rep- 
resented a boost of 82.9 percent 
over the 12,545 commercial cars 
built in the fourth quarter of 1959, 
and 28.3 percent above the 17,884 
trucks turned out during the first 
three months of last year. 

* + 


LY car makers to increase 

their share of total output, as 
compared with last year, were 
Chrysler Corp., up 1.38 percentage 
points, and General Motors Corp., 
up 0.42 points. 

Studebaker-Packard, which also 
declined in numerical output, 
dropped 0.98 points from a year 
ago, and Ford Motor was off 0.82 
points from the first quarter of 
1959. 

GM was the only truck manufac- 
turer to pick up percent-of-indus- 
try ground, climbing 2.35 percent- 
age points from the first three 
months of 1959. 

Losing ground were International, 
off 1.15 points; Ford Motor, off 1.00 
points, and Chrysler, off 0.20 
points. 

* a * 
;* PICKED up 55.96 percent of 
total industry car assemblies on 
57,044 units during the first three 
months of this year. A year ago, 
the corporation garnered only 55.54 
percent on 52,973 assemblies. 

Ford Motor was the country’s 
second largest car producer with 
28,157 assemblies for 27.62 percent 
of total output in the first quarter 
of this year. A year ago, Ford 
picked up 28.44 percent on 27,126 


cars. 

Chrysler turned out 15,358 cars, 
good for 15.07 percent of total in- 
dustry assemblies, during the first 
quarter of this year, compared with 
13.69 percent gained on 13,055 cars 
a year ago. 

Studebaker dipped from 2.33 per- 
cent on 2,219 cars during the first 
three months a year ago to 1.35 
percent on 1,377 this year. 

*~ * * 
M ALSO boosted its truck pro- 
duction from 9,018 assemblies 
good for 50.42 percent of total] in- 
dustry output a year ago to 52.77 
percent on 12,110 this year. 

Ford’s truck penetration fell 
even more than its cars, drop- 
ping from 24.01 percent on 4,294 
commercial-car assemblies a year 
ago to 23.01 percent on 5,280 units 
this year. 

International was the third larg- 
est truck producer during the first 
quarter, turning out 3,487 commer- 
cial vehicles good for 15.20 percent 
of total industry output. A year 
ago, International picked up 16.35 
percent of total output on’ 2,924 
truck assemblies. 

Chrysler turned out 2,070 trucks 
for 9.02 percent of total industry 
commercial-car output during the 
first three months of this year, 
compared with 9.22 percent gained 
on 1,648 truck assemblies a year 
ago. 


said colored stainless will be offered 
: How Each Maker Fared in First Quarter . . . 


ly tested. ° ‘ * 
Soon afterwards, he added, the Canadian Assembly Operations 
metal will be available in a wide ; , 
range of colors as the development 
A ou know, ‘the. tremendous work continues, A number of addi- 60 vs. 59 
sy : . eee : tional colors are being intensively (Cars) 
pressure in a ball joint or torsion field-tested, including various ons Pet. of ‘ 
bar forces ordinary greases out shades of blue, green, red and gray. oe) 
of the socket causing annoying The first commercial uses of col- 1960 Output 1959 
trent ud cliche ored stainless from Allegheny Lud-|| Chrysler Corp. ................ 15,358 15.07 13,055 
: oa lum will be in architectural panels|| Ford Motor Co. ............... 28,157 27.62 27,126 
Amalie Engineers have found for curtain-wall buildings, Pierce|| General Motors 55.96 52,973 
a combination lubricant with an said. 1.35 2,219 
extraordinarily high viscosity. In “The development of a new, eco- care 
test after test this grease re- nomical method for coating stain- 100.00 95,373 
: ; phy ‘. less steel enables us to offer the a) ee 
mained in the ball joint or torsion metal in a variety of permanent 
bar socket, lubricated it, despite § colors that will be pleasing and (Trucks) 
the toughest driving conditions. WY useful to architects, builders and Ist Quarter Pct.of ist Quarter Pet. of 
manufacturers,” Pierce said. Output, Total Output, Total 
1960 Output 1959 Output 


Because of this quieting action 
and its jet black color, we called 
it Black Velvet. 

Next time you have a tough 
ball joint or torsion bar lubrica- 
tion problem, try Amalie’s Black 
Velvet. 


Color in stainless steel is achieved 
through the application of a chro- 
mate-base coating similar to that 
used on the inner lining of metal 
containers, he revealed. The coat- 
ing is applied by spraying, brushing 
or rolling. After that is done, the 
coated stainless is “cured” at tem- 


Chrysler Corp. ................ 2,070 





Oe" Soin Suspension 070” 





International 





AMALIE DIVISION £-2 Sonneborn Chemical and Refining Corp., Franklin Pa. | Fahrenheit. 





9.02 1,648 9.22 


Ford Motor Co, .............. 23.01 4,294 24.01 
General Motors 52.77 9,018 50.42 


15.20 2,924 16.35 


100.00 17,884 100.00 
oe. @ 


peratures of about 350 degrees 124,883 Grand Total 113,257 
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in the suburbs The Philadelphia Inquirer reaches 


706,000 adult readers. More suburban readers than any other Philadelphia daily! 


In Delaware Valley, U.S.A., The Inquirer’s greatest readership 
is in the “buyingest” part of the market—the suburbs.* That’s 
where 58% of the population lives. That’s where 60% of the 





The Philadelphia Inquirer 


Good Mornings begin with The INQUIRER 
for 1,406,000 adult daily readers 







NEW YORK 


342 Madison Ave. 
Murray Hill 2-5838 


ROBERT T. DEVLIN, JR. 





market’s buying-power comes from. That’s where The Inquirer 


reaches 30% more adult readers (164,000) than the other major 


daily. That’s why your advertising belongs in The Inquirer! 


*Source: “Philadelphia Newspaper Analysis” by Sindlinger & Company, Inc. 







LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 
Dunkirk 5-3557 










SAN FRANCISCO 
FITZPATRICK ASSOCIATES 
155 Montgomery St. 
Garfield 1-7946 


DETROIT 
RICHARD |. KRUG 
Penobscot Bidg. 
Woodward 5-7260 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 
Andover 3-6270 
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Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 
] 5 ig veranda safety, a top-level issue in current state legis- 
lative sessions, also is receiving increasing administra- 
tive attention under existing laws, and is the subject of 


interim study and discussion 
in many states in preparation 
for legislative action next year. 
Under an executive order by Gov. 
David Lawrence, 
Pennsylvania has 
launched a high- 


“toughest” in the 
nation. It includes 
provisions, effec- 
tive next year, for 
periodic re-exam- 
ination of all 
drivers in the 
“a state. 

Bethune Jones Lawrence, who 
hailed the program as the nation’s 
“fairest and most equitable” despite 
its severity, said that next year 
some 200,000 drivers who received 
Pennsylvania licenses prior to 1924 
will have to submit a certificate 
from a physician and a State Police 
examiner testifying that they meet 
minimum physical standards. 





In 1962, all Pennsylvania drivers, 


will be required to submit to a 
physical re-examination every 10 
years up to the age of 60 and every 
five years after 60. Starting about 
June of this year, all new drivers 
in the state will be required to sub- 
mit health certificates. 


* * * 


‘Foolproof Traffic Ticket 
7Ss p program was started with 

State Police issuance of a new 
type of “foolproof” traffic ticket. 
Other features which have been put 
into effect include a revised system 
of suspensions for motor-vehicle 
violations calling for continuation 
of “no restricted licenses except for 
compelling medical reasons,” and a 
15-to-90 day suspension of opera- 
tor’s permits for the first speeding 
offense in excess of 50 miles an 
hour. 


persons suspected of drunk driv- 
ing. 

Other phases include: 

Use of radar units for educational 
purposes, in which motorists ex- 
ceeding speed limits will be warn- 
ed by State Police as a “psychologi- 
cal deterrent” to fast driving (no 
arrests will be based on radar evi- 
dence because of the absence of 
such state enabling legislation); ex- 
pansion of the State Police “safe- 
driving clinic” to remove the threat 
of unfit drivers from the highways; 
expansion of the activities of the 
Traffic Engineering Bureau of the 
State Highways Department. 

Creation of an interdepartmental 
safety council committee to pro- 
mote safe operation of the 7,400 
state-operated autos; establishment 
of traffic training schools in every 
county, and promotion of safety 
seminars for community leaders. 

7 * * 


Stiffer Penalties Asked 


OV. PAUL FANNIN has asked 
the Arizona Legislature to 
enact more stringent penalties for 


Cadillac to Tread 
Same Path-Roche 


SALT LAKE CITY.—J. M. Roche, 
general manager of Cadillac, told 
a western area dealer sales meeting 
that Cadillac will continue to do in 
1960 what it has always done: “Em- 
phasize comfort, style, safety, qual- 
ity performance on the road and 
service.” 

Cadillac has been completely un- 
affected by compact or foreign-car 
competition, he told the group. 
More Cadillacs have been sold in 








traffic violations, including a pro- 
vision making it a felony to oper- 
ate a motor vehicle with a revoked 
or suspended license. 


Bills introduced in the Hawaii 
Legislature would provide for per- 
iodic re-examination of drivers, in- 
stitution of a point system on mo- 
tor-vehicle violations, and a driver- 
education program in high schools. 

Iowa Safety Commissioner Don- 
and M. Statton is considering re- 
vision of the state’s point system 
so that penalties for traffic viola- 
tions would reflect the accident fre- 
quency. He said violations causing 
most accidents ought to carry a 
higher point penalty than those 
which cause few accidents, 

Maryland Motor Vehicles Com- 
missioner John R. Jewell said a 
new law calling for re-registration 
of licensed drivers will lead to the 
establishment of driver-rehabilita- 
tion clinics, He explained the clinics 
will be financed by funds left over 
from a $2 registration fee after his 
department prints, processes and 
mails the licenses, 

The law requires drivers to re- 
register every two years in the 
month of their birth. Drivers who 
already have registered within the 
last year can wait until] 1963 before 
registering again. 

* 7 


Bid to Lift Driving Age Beaten 


EJECTED by the Massachusetts 
Senate was a bill to raise the 
minimum age for obtaining a driv- 
er’s license from 16 to 18. Oppon- 
ents protested that the measure 
would wreck driver-education 
courses in high schools, since most 
pupils graduate before they are 18, 
The Massachusetts House de- 


for that offense from the present 
minimum of $35 to $200. 

The Michigan State Safety Com- 
mission has called for | ization 
of chemical intoxication tests; clar- 
ification of the state school-bus 
law; a study by the Michigan State 
University traffic safety center on 
the advisability of shifting juvenile 
traffic violators from probate to 
adult courts; amendment of the 
Michigan stop law to conform to 
the national uniform traffic code; 
support of driver-education pro- 
grams, and retention of the present 
65-55 mile-an-hour speed law. 

The New Jersey Assembly passed 
and sent to the Senate a bill to re- 
quire trucks to travel at slower 
Speeds than autos on state high- 
ways of four or more lanes, The 
measure would permit the state 
highway commissioner to set a 
maximum speed for trucks as much 
as 10 miles per hour lower than 
that for cars. On open stretches of 
state highways, the limit is 50 miles 


an hour. 
+ + 


N. Y. Tightens Drinking Curb 


ve New York Legislature, 

carrying out a recommendation 
by Gov, Nelson Rockefeller, has en- 
acted a bill setting a new measure- 
ment of a driver’s safe-drinking 
capacity. The bill will make it eas- 
ier to obtain convictions of persons 
who drive while under the influ- 
ence of alcohol, 

The law now makes 0.15 per- 


the first two months of 1960 than| cent alcohol in the bloodstream 


ever before in history, he added. 


evidence of drunken driving. The 


new measure will hold a person 

guilty of a traffic infraction if 
found to be driving with 0.10 per- 
cent alcohol in the bloodstream. 

Also enacted in New York was a 
bill abolishing a requirement that 
police pursue speeding drivers for 
a@ quarter of a mile. The measure 
is designed to permit law-enforce- 
ment officials to use radar equip- 
ment. 

Another new law will prohibit a 
junior operator from driving a car 
to school at night unless accom- 
panied by a parent or guardian. 
Such operators heretofore were 
permitted to drive to school at 
night if accompanied by a licensed 
operator more than 18 years old. 
The junior operator’s licenses are 
issued to persons between 16 
and 18. 

The Legislature also enacted a 
bill to authorize the state motor 
vehicle commissioner to require re- 


examination of drivers to retain 
their licenses, Under the measure, 
the commissioner can order re-ex- 
amination on the basis of a driv- 
er’s age, the length of time since 
his last examination, or his involve- 
ment in a number of accidents. 
Failure to pass the re-examination 
could result in restrictions on the 
license or its suspension or revoca- 


tion. 
* oe oa 


Wider Training Sought 


ees New York legislative 
proposals include a bill to make 
driver training available to every 
student in every public or private 
school, Under this measure the 
state, rather than the local school 
district, would finance the driver- 
education program, 

The proposal would eliminate 
junior-operator’s licenses and 
would make of a driv- 
er-education class eligible for a 
full operator’s license at the age 
of 17. Motor-vehicle registration 
fees would be boosted $2 a year to 
finance the cost of the proposed 
expanded education program. 

A bill introduced in the Rhode 
Island Legislature would make 


driver - education courses available 


(Continued on Page 27, Col, 3) 








Dealers Honor Parr— 


Kenny Parr, center, Santa Monica, Calif., 
outgoing president of the Dodge Retail 
Selling Assn., receives the President's 
Plaque from Tom Waters, left, Los An- 
geles, the new president, and R. K. Brown, 
right, Dodge regional manager. Parr head- 
ed the Los Angeles and Orange Counties 
dealer group for the past year. He made 
advertising and media decisions for all 
Dodge dealers in the area. 


Don’t miss the Auto Dealer Changes col- 
umns, They’ll keep you abreast of what 
is happening in the field. 
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Rhode Island Dealers Elect— 
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to any eligible state resident be- 
tween 15 and 17 years of age, and 
provide that after July 1, 1963, no 
original operator’s license could be 
issued to anyone under 18 unless 
he had successfully completed the 
course. 

The courses would be provided 
for public high school students, ap- 
proved private schools and “for 
other eligible applicants in accord- 
ance with regulations established 
by the State Board of Education.” 

Bills enacted by the Virginia 
Legislature included a measure to 
permit Arlington and Fairfax coun- 
ties to raise the minimum age for 
licensing of drivers from 15 to 18. 
It removes the two counties from 


'| provisions of a Virginia law per- 


mitting rural counties to license 
drivers at the age of 15. 
* * * 


New officers of the Rhode Island Automobile Dealers Assn. for the group's 51st year Data Exchange Pr oposed 
are, from left, Julius L. Abrams, vice-president; Joseph C. Scuncio, president, and Alice 


C. Cummings, treasurer. 
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of extra dollars per year! Dr 


Yours for the asking...Sun’s new 
catalog! Displays for you all the 
ways you can cash in on Sun’s big 
nationally advertised “Satisfaction 
Guaranteed” program, that’s scoop- 
ing the industry. 

And it’s right in time for those who 
see the 60's as the biggest boom 
period ever for motor tune-up and 
engine service volume. 

For the man who is just getting 
started, or the man who wants to 
up-date his Test equipment. . . this 
new, colorful 48-page “catalog” is 
a treasure chest of money making 
ideas for you! You'll see the greatest 
line of equipment displayed — to 
fit any price range budget without 
sacrificing quality. 


Sun's Famous 


EQUIPMENT SELECTION HELP—Your Sun rep- 
resentative will analyze your business and 
your present equipment to heip you determine 
which models best suit your needs, 





EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATELY get the 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 


mation that will make you a real expert. 





Yes sir, this new encyclopedia of 
equipment really helps you take 
the guesswork out of equipment 
selection ... tells you what you need 
to do the job right. And we dare 
you to read it and not agreé— 
there's nothing like Sun's “Satis- 
faction Guaranteed” equipment 
and program for making money! 


But seeing is believing! Here's 
your big opportunity to cash in on 
the 60's by getting a flying start 
with the right equipment. Before 
you buy amy new equipment—see 
the new Sun catalog first! Then 
have the items you're interested in 
demonstrated for you FREE on 
Sun's famous ‘Try Before You Buy” 
plan. You'll be glad you did! 


6-point program puts you 


EASY PAYMENT PLAN—Your Sun man has a 
tailor-made purchase plan for you. He’ll be able 
to set you up in profitable business that will 
actually pay for your equipment as you use it. 


MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre- 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) wil 
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Get the details now on why 
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ELECTRIC CORPORATION 


6327 N. Avondale Avenue * Chicago 31, Iilinois 


you're way ahead... 


and soon in the POST. 
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| Yes sir, I'd like a free copy of Sun’s new | 
| profit-making equipment catalog. Rush one | 


and six Canadian provinces recent- 
ly adopted a plan to exchange in- 
formation on convictions of out-of- 
state drivers. Information thus ex- 
changed could be used in all juris- 
dictions except New York State in 
considering the suspension or rev- 
ocation of driver’s licenses. 

It was explained that new leg- 
islation would have to be enacted 
before New York could act 
against its drivers for most out- 
of-state convictions, Such legis- 
lation was rejected by the 1960 
state legislative session, 

The Northeastern officials, from 
Region 1 of the American Assn, of 
Motor Vehicle Administrators, also 
agreed to make license suspensions 
co-terminus with suspensions of 
privileges in another state. 

Thus, if a Connecticut resident 
were convicted in Massachusetts 
for an offense that would warrant 
a suspension in both states, Massa- 
chusetts would notify Connecticut 
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so that the suspension would be in 
effect for the same period in both 
states. Different suspension periods 
have in the past imposed extra 
hardships on salesmen and others 
who travel extensively. 

The Region 1 officials further 
agreed to study a plan that would 
make it unnecessary for a motorist 
arrested away from home to post 
bail. Should he fail to appear for 
trial, the home state would sus- 
pend his license. 

* * * 


Kentucky Acts to Put 


Inspection Law in Force 


FRANKFORT, Ky.—A bill to put 
into operation a Kentucky law re- 
quiring inspection of motor vehicles 
before they. are licensed was given 
final passage by the Legislature and 
sent to the Governor for signature. 

The law requiring such inspec- 
tions went into effect Jan. 1, but no 
inspection fee was authorized and 
cars went uninspected. 

The new measure authorizes sher- 
iffs in counties with cities of the 
first or second class to charge a fee 
of $1 for inspections, In other coun- 
ties, any peace officer may do the 
inspecting and collect the fee. 

A bill which would have given the 
inspection fee to any peace officer 
or notary public had been 


‘earlier by the House, but was left 


to die in a Senate committee after 
enactment of the bill sought by the 


sheriffs. 
* os 


Ga. Weighs U. C. Bonds 


A bill now before the Georgia 
Legislature provides that used- 
car dealer licenses shall not be 
issued or renewed unless the ap- 
plicant gives bond or files with 
the board a prescribed bond or 
qualifies as a self insurer. 

+ + * 


N. Y. Bill Proposes Cut 
In Wagon Registration Fee 


Station-wagon registration fees 
would be reduced to the level of 
car fees in 1961, under legislation 
introduced in the New York Legis- 
lature. About 475,000 wagons cur- 
rently are registered in the state. 

Gov. Nelson A. Rockefeller said 
the change would result in a loss 
of $3.5 million in revenue. Wagon 
owners have been paying a higher 
fee for 30 years, he added. 

Wagon licenses now cost 75 cents 
for each 100 pounds. The auto rate 
is 50 cents for each 100 pounds up 
to 3,500 pounds, and 75 cents for 
each additional 100 pounds, 


Scunzio Heads 
Dealer Group 
In Rhode Island 


PROVIDENCE.—Joseph C, Scun- 
zio, a Chevrolet dealer here since 
1926, was elected president of the 
Rhode Island Automobile Dealers 
Assn. at the group’s 50th anniver- 
sary meeting last week. 

Scunzio, who heads Eagle Park 
Chevrolet Co., succeeds Robert W. 
Pierce, Pierce Chevrolet, Paw- 
tucket, who has been elected editor 
of the association’s newsletter. 

Julius Abrams, a Buick dealer for 
43 years, was elected vice-president, 
He operates Main Street Garage in 
East Greenwich. 

Newly elected ‘treasurer is Alice 
C. Cummings (Lincoln-Mercury), 
Newport. She succeeds Phillip Des- 
rochers, Silvertown Chevrolet, who 
has recently retired from the auto 
business, 


Holden Joins Ford 
Dealer Policy Unit 


DEARBORN, — Appointment of 
Thomas H, Holden as a member of 
the Ford Motor 
Co, dealer policy 
board is announc- 
ed by Benson 
Ford, vice - presi- 
dent of the com- 
pany and chair- 
man of the dealer 
board. 

Holden, 49, join- 
ed Ford in 1933. 
He has been deal- 
er representation 

T. H. Holden and relations 
manager for Lincoln-Mercury since 
1958, prior to which he held several 
company and divisional executive 
positions in marketing and car and 
truck sales in Dearborn, Des 
Moines, Cleveland and Kansas City. 
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Now PRECISION-BUILT 


Seeing-Eyes— Nuclear energy activates these two detector heads to meas- Precision quality control like this provides you with a quieter, softer-riding, 
ure thickness of rubber compound as it is applied to Goodyear’s 3-T Cord. longer mileage Goodyear tire than ever before possible. 


MORE PEOPLE RIDE ON 
GOODYEAR TIRES THAN 


ON ANY OTHER KINDI 
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[| with ELECTRONIC CONTROLS 


..the world’s first 
TURNPIKE-PROVED TIRES 











Now electronic quality control—a new way 
of precision-building a tire—has been added 
to the superior materials Goodyear puts into 
a tire:new rubbers, new chemicals, new 
3-T Cords. 


This means that with these tires on the cars 
you sell, you can offer your customers: 


1. Up to 25% more safe mileage—any- 
where. Now, the mixing of Goodyear’s new 
chemicals and tread rubber—into a tougher, 
more ‘‘intimately mixed” compound—is con- 
trolled by electronics. And the other major 
reason for Goodyear’s Turnpike-Proved mile- 
age—exclusive, triple-tempered 3-T Cord 
(Rayon or Nylon)—is produced and built 
into tires with the precision control of elec- 
tronic eyes. 

2. New whisper-quiet, cushion-soft 
ride. We discovered certain new chemicals 
that permitted us to soften the tread of our 
tires without sacrificing mileage. You’ll hear 
alot about this in 1960, but it actually started 
with Goodyear some 30 months ago. 


In fact, because we’ve been able to pro- 

duce a rubber that’s softer, yet tougher, 
Goodyear tires now give up to 25% more 
mileage than before. 
3. New 3-way sureness on the road. 
Quicker starts—safer stops—better car con- 
trol on turns...most noticeable on wet pave- 
ments. Again, this 3-way Goodyear advance 
comes not only from design factors—tread 
design, and the rubber and 3-T Cords used 
—but also from the precision we get from 
electronic controls. 


The result is a tire that will do more than 
any other tire built today to give your cars a 
smoother, quieter ride. Goodyear, Akron 16, 
Ohio. 


LOTS OF GOOD THINGS COME FROM GOODYEAR 


FYEAR 





This year, the average motorist will do more \ 
than half his driving on modern throughways, 
freeways and turnpikes—at high legal speeds. 





Watch the award-winning “Goodyear Theater” on TV every other Monday evening. i 
f 














30 





AUTOMOTIVE NEWS, APRIL 18, 1960 





2,061.4 Miles from Los Angeles to Minneapolis . . . 
Day-by-Day Story of Economy Run 


MINNEAPOLIS.—T he ups and 
downs of entrants in the 1960 Mo- 
bilgas Economy Run from Los 
Angeles to Minneapolis are re- 
ported in a day-by-day account by 
William C. Carroll, Automotive 
News West Coast editor. 

The winners in each of the six 
classifications were: 


28.35 MPG; Class B (low price 6), 
Plymouth Savoy (Mary Hauser), 
24.86; Class C (low price 8), 

Belvedere (Mary 
Davis), 22.89; Class D (low me- 
dium ), Studebaker Hawk 
V-8 (Jim Peterson), 22.99; Class 
price), Chrys- 


20.87; 
perial (George Alsbury), 20.50. 
The day-by-day account of the 

2,061.4-mile trip: i 


First Day 


ape ete into the first leg from 
Los Angeles to Flagstaff, Ariz., 
56 cars pulled away from the 
Angeles Coliseum Saturday, April 
2. The first car was flagged off at 
6 a.m. by United States Auto Club 
starter, J, C. Agajanian. 

The start was without incident, 
except for over-eager drivers fail- 
ing to start on the first 
turn of the key. By the time the 
last cars had left the Coliseum, 
the first were passing 
Colton, Calif. nearly 50 miles 
away. 

All entrants were plagued by 
strong morning winds. Near On- 
tario, Calif., wind blowing across 
dusty grape vineyards reduced visi- 
bility to 50 yards. Small compact 
cars, offering less bulk, had an 
advantage in this area. 

Stiff mountain grades, curving 
roads and slow trucks in mountain- 
ous areas of California and Arizona 
slowed “featherfoots” in first-day 
attempts to demonstrate economy. 

Under the 1960 rules, each car’s 
passenger load was reduced to 
three persons—the driver, co-driver 
and an observer. Choice of pre- 
mium or regular grades of gasoline 

was up to the driver. 

As in previous years, backseat 
passengers suffered from sun burn- 
ing through expansive backlights. 


a of the first leg had a 
Rambler American Custom, 
driven by Les Viland, leading the 
compact class with 27.6091 miles 
per gallon. In second spot was & 
Corvair (Vince Piggins), with 
26.2424, and in third was a Valiant 
(Ginny Simms), with 26.2269. 
Among low-price six-cylinder 


Goodyear Opens 
2 Field Offices 
For Maker Sales 


AKRON.—Opening of two new 
field offices to serve vehicle manu- 
facturers at the original-equipment 
level has been announced by C. C. 
Gibson, vice-president of Goodyear. 

A new office of Goodyear’s manu- 
facturers’ sales division opened at 
Philadelphia Jan. 1. A similar fa- 
cility will open at Cincinnati Jan. 
18. 

Gibson also announced five staff 
changes brought about by the open- 
ing of the new offices. 

William A. Thomas, formerly au- 
tomotive products representative at 
Detroit, became account executive 
in charge of the new Cincinnati 
office. 

Charles T. Kaiser, until his ap- 
pointment manufacturers’ sales 
representative at Milwaukee, be- 
came account executive in charge 
of the Philadelphia office, 

Atlee Wise jr., formerly manager 
of mobile home and industrial tire 
sales on the Akron staff of manu- 
facturers’ sales, was named account 
executive at Milwaukee to fill the 
post vacated by Kaiser. 

D. W. Hardman has been ap- 
pointed to Wise’s former position 
from responsibilities as manager 
of off-the-road sales on the Akron 
staff of manufacturers’ sales. 

David B. Squibb jr. took over as 
manager of off-the-road sales. He 
formerly was a staffman in manu- 
facturers’ sales. 


cars, (Mary Hauser), 
was first with 24.0584 miles per 
gallon. In second spot was an- 
other Plymouth (Pierce Venable), 


Dart (Woody Bell), with 23.8909. 

Among low-price eight-cylinder 
cars, a Plymouth Belvedere (Mary 
Davis), was tops with 22.21 miles 
per gallon, followed by another Bel- 
vedere (Jim Fosdick), with 21.83, 
and a Dodge Dart (Lute Eldridge), 
with 21.38. 

In the low-medium-price group, 
a Studebaker Hawk V-8, with 22.08 
miles per gallon was the leader, Of 
upper-medium price cars, a Chrys- 
ler New Yorker (Mel Alsbury jr.), 
led the group with 20.14 miles per 
gallon, Of two high-price cars, an 
Imperial was tops with 19.6558 
miles per gallon. 

Surprises of the first day’s leg 
were the performances of Valiant 
and Corvair, far better than Falcon, 
which was a leader in recent Day- 
tona economy trials. 

Full-size cars, with economy six- 
cylinder engines and automatic 
transmissions, were showing mile- 
ages almost equal to those turned 
in by the compact cars, while low- 
priced V-8s were only slightly bet- 
ter than cars in the upper-medium 
and high-priced group. 

It seems that mountain driving 
and desert winds reduce size and 
horsepower differences. 

+ * a7 


Second Day 


HE cars arrived in Tucumcari, 
N. M. after dark on the second 
leg of the run. The distance of 
495.5 miles was the longest of the 
five-day event, and the driving time 
was-12 hours and five minutes, 
Dick Griffith, driver of a Lark 
V-8, was 52 seconds late arriving 
at the impounded area. His pen- 
alty, assessed by USAC stewards, 
was addition of .0475 of a gallon 
of gasoline. 

USAC penalties have the effect 
of lowering the gasoline mileage of 
offending cars. Penalties are asses- 
sed on the basis of reports from 
observers riding in each contest- 
ant’s car. Drivers are cited for 
traffic violations, following too 
close or other infractions of Econ- 
omy Run rules. 

Only one change was made in 
relative position of the cars when 
the second-day mileage figures 
were announced, A DeSoto Fireflite 
was bumped from third spot in 
Class D (low-medium price), by a 
Mercury Monterey. The difference 
in mileage between the cars was 
.0413 of a mile per gallon. 

Automotive engineers observing 
the run were impressed with the 
comparison between first-day mile- 
age figures and those turned in the 
second day. 

On the first leg drivers faced 
high winds and a number of moun- 
tain ranges, while on the second 
leg, from Flagstaff to Tucumcari, 
they travelled over flat prairie land 
without wind or heavy traffic. 

* * 


A COMPARISON of mileage 

figures from two such totally 

different days shows that the aver- 

age mileage for all cars in the run 

improved from 20.5887 for the first 
a 





Economy Run Gets Under Way— 


day to 21.9838 miles for the second 
day. The average improvement is 
1.3951 MPG. 

The greatest improvement was 
made by compact cars, which 
gained 1.7474 MPG. Least im- 
proved were cars in the upper- 
medium group, which averaged 
preg MPG better than the first 

y. 

Other comparisons find larger 
cars, such as the Dodge six, at 
25.2995 MPG, while a Valiant was 
in third place in recording 28.0217 
MPG. The difference in mileage 
between full-size and compact cars 
is far less than ordinarily antici- 

ted 


pated, 

At the other end of the line, 
Chrysler’s Imperial travelled 21.2679 
MPG on the second leg. 

Specialty cars, such as the Ram- 
bler American Custom whose 
29.7052 MPG was highest of all 
cars in the run, were showing the 
high mileages expected of them. 

The Rambler, with an overhead- 
valve engine, super economy rear- 
axle ratio and large 15-inch wheels, 
was more closely designed to win 
an economy run than any other car 
entered. 

Another oddball was the Stude- 
baker Hawk V-8, leading the low- 
medium classification with 23.7145 
MPG, The Hawk, using a stroker 
version of Lark’s economical V-8, 
was hundreds of pounds lighter 
than other cars in its class, accord- 
ing to run rules, cars are classified 
on the basis of prices published in 
the Nov. 16, 1959, issue of AuTomo- 


Tive News. 
* + * 


Third Day 

results of the third day 

were posted in Wichita, drivers 
found averages had dropped slight- 
ly during the 416.4 mile run from 
Tucumcari. The overall average 
eogerd from 21.9838 MPG to 21.9230 


Though road conditions were 
similar to those of the second 
day, gusty winds lowered mileage 
figures for all cars except a 
Dodge Dart, two Pontiac Cata- 
linas, Mercury Monterey, Olds- 
mobile 88 and a DeSoto Adven- 
turer, which made slight 
improvements. 

No changes in standings had 
been reported since the first day, 
except for the second-day shift in 
second and third place in the low- 

medium group. 

Third-day results showed a Val- 
iant (Simms) leading Corvair 
(Piggins), slightly more than a 
pint of gasoline. Dodge and Plym- 
outh sixes were separated by mere 
thimblesful of gasoline after 1,396 
miles of driving by some of the na- 
tion’s most skillful drivers. 

Even skill does not insure a 
wholly troublefree trip. A number 
of drivers sampled Mexican food 
in Tucumcari, only to find them- 
selves making unscheduled stops 
the next day. There is no penalty 
for such stops when, in the opinion 
of the USAC stewards, such stops 
are necessary. 

* 


QO=™ cars made wrong turns 

when drivers failed to spot di- 

rection signs. Cadillac driver Pete 
* * * 


AS. 
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Starter J. C. Agajanian waves off the first row of the 56 cars entered in the Mobilgas 


Economy Run. 








Novotny drove a half mile off 
course before a police car caught 
and led him back to the course, 

A Thunderbird was found to 
have a faulty economizer valve 
in Tucumcari when the engine 
flooded and could not be restart- 
ed in the impound area. Permis- 
sion was given by USAC stewards 
to replace the faulty part, The 
driver and co-driver completed 
the repair in 11 minutes, which 
they had to make up during the 
third day. 

In Los Angeles prior to beginning 
the run, three cars were involved 
in a chain collision when a car 
behind failed to stop and jammed 
them together. A Dodge six had to 
have its radiator repaired and grill 
straightened before starting the 
run. 

On the second day, a Studebaker 
Lark Six made a 25-minute stop 
for repairs to a transmission-shift 
linkage, which was malfunctioning 
as a result of being in the middle 
of the three-car squeeze. 

The only penalty assessed by 
USAC stewards during the second 
day was against Betty Shutes in a 
Buick LeSabre. Her official observ- 
er reported a missed stop sign. 
Betty’s penalty, paid on the third 
day, was to make a full stop from 
cruising speed and return to speed 
again. In effect, this made up for 
the stop sign she and her co-driver 
missed. 

+. * aa 

At THE end of the third day, no- 

tice was given drivers of one 
car that an inclinometer, used to 
measure percentage of highway 
grades, was considered an unfair 
advantage and should not be used 
for the balance of the run. 

Economy Run drivers are re- 
cruited from all areas of the au- 
tomotive industry. In the com- 
pact class, Rambler driver Les 
Viland is an American Motors 
Corp. engineer with three previ- 
ous wins, Valiant driver Ginny 
Simms has been on three previ- 
ous runs and is a talented sports- 
car driver. 

Vince Piggins (Corvair), is a 
Chevrolet engineer on his sixth 
economy run, Mary Hauser and 
Pierce Venable, in Plymouths, and 
Woody Bell in a Dodge Dart, third- 
day leaders in the low-price six 
class, all have placed high in pre- 
vious runs. 

Newcomers include Vicki Wood, 
Detroit, who holds a number of 
speed records at Daytona Beach, 
and Mickey Thompson, who set @ 
land-speed record of nearly 364 
MPH on the Bonneville (Utah) Salt 
Flats in 1959. 


* * * 


Fourth D 


pgctzars country and narrow 
roads loaded with hard-to-pass 
traffic spoiled drivers’ hopes of rais- 
ing their mileage averages on the 
fourth leg of the run from Wichita 
to Des Moines. 

the early hours of the 
run, the 56 contestants had some 
200 miles of expressway driving, 
providing maximum opportunity 
for high mileages. Balance of the 
trip was over narrow old-fashion- 
ed roads through small towns. 
Driving was complicated further 
by late-afternoon rush-hour traf- 
fic in Des Moines. 

According to automotive engi- 
neers, the greatest mileage losses 
were caused by rolling Iowa roads 
which made it difficult for drivers 
to adjust throttle setting properly 
for maximum economy, 

At Leon, Ia., a refueling point on 
the run, drivers were notified of an 
alternate route to miss flooded 
highways into Des Moines. The al- 
ternate added one-tenth of a mile 
to the course, but because it was 
loaded with city traffic and signals, 
drivers were given an additional 
six minutes to complete the fourth 
day’s run. : 

When results of the fourth leg 
were announced, drivers found 


'| fears realized. Not a single car had 


maintained averages from the pre- 
vious day. 

An Oldsmobile 98 driven by Larry 
Jann, parts manager for a Minne- 
apolis Olds dealership, dropped 
only .55 MPG from the previous 
day, the least of all cars. 

The greatest drop was suffered 
by a Mercury Monterey driven by 
performance specialist Bryron 
Froelich. His day’s average was off 
2.60 MPG from the previous day. 

* * ~ 


ONLY one shift showed. A Dodge 


Matador was nosed out by a 
DeSoto Fireflite and .0003 MPG for 





third spot in Class D (low- 


medium). 

To date drivers have averaged 
21.6319 MPG for a total of 1,802.9 
miles, Men were averaging 21.7006 
MPG, and women 21.5084, The 
difference was only .1922. 

A comparison between classifica- 
tions for first four days of the run 
showed the 10 compact cars of 
Class A averaging 26.03 MPG. Low- 
price six-cylinder full size sedans, 
Class B, over half of which use an 
engine similar to a compact, were 
averaging 23.83 MPG. 

Cars in Class C (low-priced eight- 
cylinder sedans) were averaging 
21.38 MPG; entrants in Class D 
were holding 20.08 MPG; those in 
Class E (upper medium), 18.90 
MPG, and luxury models in Class 
F, 20.03. 

Automotive News coverage of the 
run was in a Dodge 500 Matador, 
a four-door hardtop equipped with 
the twin four-barrel ram-injection 
engine, Each morning the press 
car was held until most run cars 
had left the impound area. 

Then, travelling at maximum 
speeds, it hammered over the econ- 
omy-run route, passed contestants 
and was on hand when they ar- 
rived at the end of the day’s run. 

Though the big V-8 had been 
driven constantly at 60 to 75 MPH, 
records show it had been averaging 
from 13 to 16 miles per gallon, de- 
pending on terrain and traffic con- 
ditions. A less powerful V-8 in the 
economy run was averaging 21.52 
MPG at speeds of 40 to 45 MPH. 

* * ok 
Fifth Day 
te final day of the run found 
drivers fighting heavy traffic and 
narrow roads on a 258.4-mile 
stretch from Des Moines to Min- 
neapolis. 

Drivers of four cars, cited dur- 
ing the fourth day for violating 
USAC rules, paid their penalty 
during this last leg. 

The penalty was to increase car 
speed to 60 miles an hour on open 
highway, bring the car to a full 
stop, then regain scheduled speed. 

Those penalized included Lute 
Eldridge (Dodge Dart) and Byron 
Froelich (Mercury Monterey), for 
sweeping wide over the center line 
on corners; Verne Houle (Thunder- 
bird) and Pierce Venable (Plym- 
outh Savoy Six) for failing to come 
to a full stop at a posted inter- 
section. 


Conrads Fold Up 
31-Year Shop, 

* a * 
Rip Distribution 

ON, Pa.—Blaming “un- 

sound distribution methods” preva- 
lent in industry today which lead 
to “cutthroat competition,” Lack- 
awanna Automobile Co. (Stude- 
baker), has announced it will close 
its doors after 51 years in the 
business, 

The decision was disclosed by 
Edward K. Conrad, president, and 
Arthur L. Conrad, treasurer. It was 
their father, Edward Conrad, who 
died in 1927, who founded the busi- 
ness April 1, 1909. 

In its early days, Lackawanna 
handled Hudson, Chalmers, and 
later Ford. However, in 1922, the 
Conrads took over the Packard 
dealership and handled the pres- 
tige car until its demise in 1956. 

The firm then turned to Stude- 
baker and for a brief time also 
handled Edsel before it, too, went 
by the wayside, During the heyday 
of its Packard dealership, the firm 
employed 48 salesmen and mechan- 
ics in its five-story showroom-serv- 
ice building. 

Edward Conrad said new-car 
gross had been a “must” with 
Lackawanna, while many dealers 
depended on used-car volume to 
take up the slack. 

The Conrad brothers contended 
that the “deal” is the controlling 
factor in car sales today, with few 
buyers even interested in features 
of “what’s under the hood.” 


Finger Lakes Thumbed 


AUBURN, N. Y.—Dodge took 
pains last week to report that 
Finger Lakes Motors, owned here 
by Raymond O. Carpenter, had 
given up Renault and Peugeot 
for a Dodge franchise, An Auto- 
motive News headline last week 
had read, “Renault dealer adds 
Dodge,” referring to Finger 
Lakes Motors. 
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Kintner Applauds Industry oa 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Although some promotions have 
been cited in the past, car and truck 
maker advertising on a national 
scale is on a pretty high plane, ac- 
cording to Earl W. Kintner, chair- 
man of the Federal Trade Commis- 
sion. 

In Detroit recently to address 
the Adcraft Club, Kintner, who 
currently is riding roughshod on 
false and unethical advertising, 
said the auto industry has done 
an “especially good job in creat- 
ing a good image of its products.” 

In the case of local car-dealer ad- 
vertising, the FTC has little right 
to act, as most cases do not involve 
interstate commerce, Kintner said. 
In these cases, the government is 
dependent upon the Better Business 
Bureaus, advertising clubs and es- 
pecially the consumer, to force cor- 
rective action. 

Kintner said he believes adver- 
tising in the United States has 
improved tremendously over the 
years, but there is so much more 
advertising now than ever before. 
“And it’s still the one percent that 
causes the trouble,” Kintner said. 


The question with which we are 
faced is whether advertising people 
are worthy of the public confidence 
that is entrusted in them under 
present law, Kintner said. 

Although some people in govern- 
ment believe more stringent laws 
should be made to put truth back 
in advertising, Kintner said he has 
steadfastly maintained and still 
feels that the- industry should be 
given every opportunity to prove 
itself worthy. 

Industry groups have done and 
are doing things to improve the 
situation, but “in the final analysis, 
it is the individual actions of those 
who create and pay for advertising 
that count,” Kintner said. 

“The federal government, state 
governments and industry groups 
have some programs designed to 
encourage or enforce truth in ad- 
vertising, and the fight has been 
successful in some measure. 

“We have come a long way, but 
we have a long way to go,” Kint- 
ner said. “It seemg to me that 
something additional, other than 
commandments, precepts, pro - 
grams and laws, is now required. 

“The missing element is convic- 
tion. Our behavior and our business 
philosophies are built upon certain 
basic convictions which govern our 
reactions,” Kintner said. 

Kintner said “either the job of 
self regulation must be done on a 
voluntary basis or laws approach- 
ing that of a police state will be 
passed. And this is a climate in 
which free enterprise cannot live,” 


he said. 
* * ae 


Micro-Lube Names Grant 


Micro-Lube, oil and gasoline ad- 
ditive manufacturer, has appointed 
Grant Advertising, Inc., Dallas, its 
advertising and public relations 
agency. 


+ * * 


B-F-G Deconfusion Drive 


“Buying the right tire is as easy 
as B-F-G.” 

So goes the slogan for a tire ad- 
vertising campaign designed by 
B. F. Goodrich to take confusion 
out of tire buying. 

First ad in the company’s new 
“deconfusion” campaign appeared 
in the Saturday Evening Post 
March 26. In addition, national 
newspaper tire ads were featured in 
publications covering 292 markets. 
Ads also will appear in Look, Farm 
Journal and Progressive Farmer. 


* * * 
New Concept in Local TV 


Hine Pontiac, Dallas, premiered 
an entirely new concept in local 
television April 1. 

“Dallas After Dark” with Dallas 
Morning News entertainment col- 
umnist, Tony Zoppi, as moderator 
and interviewer, featured top tele- 
vision stars. Also on its maiden 
voyage, “Dallas After Dark” fea- 
tured film clips made especially for 
the show in Las Vegas. 

John Porter, general manager of 
Hine Pontiac and executive pro- 
ducer of the show, said, “We*plan 
to use an offbeat approach in our 


Pontiac and Vauxhall advertising 
on “Dallas After Dark” as opposed 
to hard sell. We think the show 
will be a tremendous success in 
Dallas and should maintain the 
concept we have tried to establish 
for Hine Pontiac and for Pontiac.” 

Show time is 11 to 11:30 p.m. 
every Friday on WFAA-TV. 

am of 


* 


Houston Paper Fetes Butler 


The business career of Jacob H. 
Butler, executive vice-president and 
general manager of the Houston 
Chronicle was reviewed by his as- 
sociates and business rivals re- 
cently as the Chronicle paid tribute 
to its one-time office boy. 

Butler joined the Chronicle in 
1910 in the classified ad department. 
+ * * 

Broadcasters Cite Chevy 

The Southern California Broad- 
casters Assn. has presented a scroll 
to Eisaman, Johns and Laws, Ad- 
vertising, Los Angeles, for the 


ae 
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unique manner in which the agency 
combined news and commercial 
copy for the recent Southern Cal- 
ifornia Chevrolet Dealers’ Assn. 
campaign. 

Each commercial was tied in 
with latest news flashes from the 
winter Olympics and broadcast 
Over every radio station in Chevy 
dealers’ areas. | 


* + 
TO&G Add Account 


Leonard 8. Davidow, president 
and publisher of Family Weekly 
and Suburbia Today, has an- 
nounced the appointment of 
Tobias, O’Neil & Gallay, Inc., 
Chicago, as advertising agency 
for both publications. 

* 


Ford Dealers Like Spot TV 


Ford Motor Co. dealers placed 
28th among the top 100 users of 
spot television in 1959 with an ex- 
penditure of $3,438,840. 

Other auto makers or their 
dealer groups, the position in 
which they finished and the 
amount of their 

Moto 


Automotive suppliers and the 
amount expended were Shell Oil 
Co., 49th with $2,451,710; Esso 






TL 





Standard Oil Co., 54th with $2,198,- 
650; Sun Oil Co., 58th with $2,038,- 
840; Standard Oil of Indiana, 70th 
with $1,767,900; Atlantic Refining 
Co., 75th with $1,543,390, and Phil- 
lips Petroleum Co,, 90th with 
$1,325,310. 

Top spot advertiser wags Procter 
& Gamble Co, with an expenditure 
of $45,046,800. 

* 


* . 
Ford’s Blanchard Retires 


Walter E, Blanchard, who has 
served Ford Motor Co. as truck ad- 
vertising coordinator since 1944, re- 
tired March 31. 

Blanchard began his career with 

Hupp Motor Car 
Co. in 1913, and 
joined Ford or- 
iginally in 1918. 
After 10 years he 
left the company 
and was engaged 
for several years 
in sales training 
programs with 
Ford dealers 
In ae join- 
ed the National 
W. E. Blanchard Automobile Deal- 
ers Assn. and helped develop the 
NADA Used Car Guide under the 
Blue Eagle Code. Later he handled 
public relations and started the 


products. 


NADA magazine. In 1937, he was 
appointed manager of NADA and 
served in that capacity until 1941. 


He rejoined Ford in 1942 work- | 


ing in government sales and mag- 
nesium smelter activities and, fol- 
lowing resumption of car and truck 
production after the war, became 
affiliated with advertising, special- 
izing in truck advertising and pro- 


motion. 
* * 


aa 
Personnel C es 


G. Douglas Mackie from head of 
special projects for Ford Motor of 
Canada’s public relations depart- 
ment to public relations manager 
for the Oakville and Windsor area 
. . . Fred H. McNeil from director 
of management services of Powell 
River Co., Vancouver, B, C., to 
manager of corporate information 
and graphic services for Ford Mo- 
tor of Canada. 

Gordon R. Sissons from merchan- 
dising manager for American Mo- 
tors of Canada, Ltd. to account 
executive on the Ford Motor of 
Canada account at J. Walter 
Thompson Co., Ltd., Toronto .. . 
Cliff N. Belvedere from ad sales- 
man for Radio & Television Weekly 
to advertising space representative 
in Petersen Publishing Co.’s New 
York office. 


START OPENING 
This Proven Avenue 
TO PROFITS 


The remarkable performance of Kendall 
SuperB brings customers back again and again 
— building loyalty to a// of your services and 


For greater customer satisfaction . . . for a 
better profit picture, introduce your trade to 


Kendall SuperB Motor Oil. 


." KENDALL SurerRB °°. 


e Refined from the richest 100% Pennsylvania . 

e Crude Oil especially for high compression engines. ce 

> ® Prevents pre-ignition, detonation “ping” * 
e and engine rumble. ° 


- © Ends valve lifter sticking, by 
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\ MOTOR OILS 


Loya/ customers 





look for this sign 


KENDALL REFINING COMPANY 
Lubrication Specialists since 1887 
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———___ The first practical 


ow x. FM Car Radio 


A completely separate compact 
| Y. unit designed to fit most 
any 12-volt car... operates 
independently of AM radio 














Millions of FM lovers would like to have FM for their cars. 
The same wonderful programs, the same clear reception 
they now enjoy at home. 






Now, you’ve got it to sell in Motorola’s exclusive FM-only 
Car Radio. This self-contained FM set (it’s not a slave 
unit) packs 15 watts of peak power—3 times the audio 
output of most AM car radios. A range of 50 to 15,000 cps 
provides the vivid realism of hi-fi-like sound. 










It installs in just minutes into most any 12-volt car. Fits 
right under the dash without disturbing the present radio. 
Will even operate on the car’s present AM antenna. 







Plan to look and listen to this first really sensible ap- 
proach to FM in a car radio. 
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20 MINUTES! 


That’s all it'll take for us 
to prove to you that you 
can make money in car 
Op ens a vast new radios . . . and without 
A headaches. We've got 

‘ 
profitable market that’s is ahoted: ts detaaiad 


waiting to be sold obsolescence, and service 


problems. 





MOTOROLA 


CAR RADIOS . 
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O # 6-78 1012-5 16©O 
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AA MOTOROLA transistor 


V 6§) a () fs Mi Be é We Use this full-line installation display 
et Ze to demonstrate and_sell Motorola® Car 


Var Radios in only 4% square foot of floor 
space. Or use the single-unit FM-only 


display for the FM model. 
Model FM900 Suggested retail price $125.00* plus installation. ie i | 







AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE, 7) 


OMOT OROLA 


For over 30 years, the traditional leader in quality car radios | 








en 


Seen ee a easy 








AUTOMOTIVE NEWS, APRIL 18, 


1960 


Service Managemen 


{ Regular Monthly Section for Those Who Maintain 


Some Light Shed on Longtime Conflict . . . 





Why the Policy Mixup? 


rl should there be any con- 
troversy between dealers and 
their factories on the subject of 
warranty and policy? Why should 
there be any controversy between 
fleet users and dealers or fleet users 
and factories on the same subjects? 
Perhaps a suit brought _— 
a dealer in Oklahoma City sets 
the stage for what ig believed to 
be part of the basic reason for 
the misunderstandings 
irritation and endless correspond- 
ence. 


In this suit, an owner sued the 
dealer for the return of his down- 
payment because he was unhappy 
with the car and claimed that 
there was an implied warranty that 
the car wag sound, free from de- 
fective materials and would give 
good service under ordinary usage 
and care. 

The owner pointed to the fact 
that major service had been per- 


as his reason for believing that the 
car was not delivered in a condition 
within his ideas on the warranty. 
a + * 

bw buyer won an award of 

nearly the sum paid as down- 
Payment in the lower court but, 
when the dealer took the case to 
the state supreme court, the high- 


ee eee ee 


were no other guarantees involv- 


Im 


A SURVEY involving 1,953 auto 
dealers representing all divi- 
sions of General Motors, Chrysler 
Corp and Ford Motor Co. indicates 
the value that dealers attach to 
their oil-change business as a profit 
maker and as a traffic builder. 

In this study made by Crossley 
S-D Surveys, Inc., 93.6 percent of 
the dealers contacted said they 
thought that their service depart- 
ment was important to the eco- 
nomic health of the dealership. 
Only 3.7 percent were neutral; 2.3 
percent felt the service depart- 
ment was not important and 04 
percent said they didn’t know. 

When asked about the import- 
ance of oil-change business in 
terms of actual dollars received, 
only 50.3 percent felt that the reve- 
nue derived wags important, An- 
other 23.3 percent were neutral on 
this point; 26.2 percent said it was 
not important, and 0.2 percent 
didn’t know. 

But when asked if their oil 
change business was of value as a 
traffic builder, 73.1 percent said it 
was important; 14 percent were 
neutral; 12.6 percent felt it was not 
important, and only 0.3 percent 
didn’t know. 

* a . 


'URPRISINGLY, 55.7 percent of 
the dealers contacted said they 
felt oil change business was impor- 
tant in developing new-car pros- 
pects; 20.7 percent were neutral; 


rtance to Dealer Studied .. . 





Oil Change in Perspective 


which the factories gave direct to 
the owners. 


ed and that the manufacturer 
agreed to replace free of charge 
any defective part.” 

While all car manufacturers, in 
the interest of better customer- 
dealer and dealer-factory relations, 
do make practically the same ad- 
justments on a 12,000-mile or 12- 
month basis that they do on the 
standard warranty, no factory legal 
department will acknowledge that 
this policy agreement constitutes a 
warranty. 





























The 

to the customer and they can give 
the customer the more complete 
protection afforded by the policy 
arrangement, 

The standard warranty is a basic 
guarantee that is written into the 
selling agreement and is binding 
on the factory. 


+ * * 


BU the policy which extends the 
terms of the warranty is limit- 
ed. It can be changed or modified 
at any time when economic condi- 
tions or other factors dictate. 

In the eyes of many service ex- 
perts, it is felt that the misuse of 
the term warranty when applied to 
the 12-12 policy such as when sales- 
men tell the owners that the vehicle 
is guaranteed for that length of 
time or when dealers extend it 
without thoroughly explaining its 
provisions is the cause of much of 
the argument and discord, 


+ * * 
At™ THIS point, it might be well 
to go to the heart of the matter 
—confusion on the difference be- 
tween warranty and policy. 


The warranty says that the fac- 
tory stands behind claims due to 
defective parts and workmanship 
which arise during the first 90 days 
or 4,000 miles of ownership, which- 
ever comes first. There are certain 
items which are not covered even 
by the warranty, 


runs from the end of the war- 

12,000 miles of ownership, which- | versy, it is claimed, is that far 
ever comes first, the owner has (Continued on Page 35, Col, 1) 
most of the protection provided 


There are two key exceptions: A 
policy claim has no legal basis, it is 
not a promise that the manufac- 
turer is legally bound to fulfill. 

» - * 
second difference is that the 
manufacturer will not pay! ~ 
claims which arise from abuse of 
the product. The factory reserves 
the right to determine that the 
claim igs definitely due to defective 

parts or workmanship. 

Policy protection began in the 
spring of 1956. Before that, there 
was just the warranty protection 








23.1 percent felt it did not aid them 
in this phase of their business, and 
0.5 percent didn’t know. 

Looking at oil-change business 
from all three angles, the survey 
found that 81.9 percent of those 
polled regarded it as important 
to them, while only 18.1 percent 
either did not know or were con- 
vinced that it was of little value. 

Since this study was conducted 
for the American Petroleum Insti- 
tute, the interviewers wanted to 
know how the auto dealers felt 
about claims of long intervals be- 
tween oil changes. 

The survey indicates that 59.7 
percent of the dealers contacted 
did not feel that such claims were 
important in selling new cars, An- 
other 18.8 percent felt they were 
important; 21 percent were neutral 
on the subject, and 0.5 percent said 
they did not know. 

Most of the dealers (95.4 per- 
cent) said they recommend an oil- 
change interval to their new-car 
buyers, while 4.6 percent said they 
did not. 


has increased 30 times (in dollar volume) 


lems, he will get his share of business. 


Qtantina May 1 in 3% states 
which do not have compulsory 
vehicle inspection, thousands of 
franchised auto and truck dealers 
and tire outlets will join in the 1960 
National Vehicle Safety Check, try- 
ing to get as many vehicle opera- 
tors as possible into their shops or 
to go through safety lanes set up 
by their communities in an effort to 
eliminate mechanical defects that 
contribute to accidents. 


three 

officially to determine their safe 
driving condition, and they will 
not be unless all dealers make a 
real endeavor to reach the own- 
ers. 

One of every five of the more 
than three million vehicles volun- 
tarily checked during the 1959 cam- 


* * * 


N LINE with the confusion that 

currently exists on oil-change 
intervals, 75.8 percent of the dealers 
said they thought a uniform oil- 
change period would be helpful, 
while 23.7 percent thought it would 
not help and .5 percent did not 
know. 

Dealers said they recommended 

(Continued on Page 38, Col, 3) 
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Backshop 


+ by Jack Weed 


ON RILEY (Chevrolet), Jeffer- 
son City, Mo., has pulled a good 
“customer contact” promotion this 
spring that should work out in 
bringing in many additional cus- 


tomers to his shop. 


He is offering windshield wiper 
blades at a discount with free in- 
stallation, while the customer waits. 
He is working on the theory that 
a large proportion of wiper blades 
became worn out during the winter. 


He is offering to replace the 
blades in all General Motors cars 
in the ’49-’57 age range for $1.28, all 
68 GM car wipers for $1.39, all ’59 
and 60 GM car wipers for $1.95. 
wipers to 


He is also discounting 
fit all other makes of cars. 































Service Pays Off for Grabski— 

Walter Grabski, left, head of Walter Grabski Co. (Pontiac), Cleveland and John 
Rinkowski, service manager, inspect the Weaver: twin-post lift, originally installed in 
1934, that has been in uninterrupted service ever since. Grabski says that his business 


since the company was founded in 1929. 


“Business is becoming more competitive every year and, in order to survive, a com- 
pany must do a sincere job of service," Grabski said. Grabski feels that service is 


very important and that if he does good in taking care of his customers’ service prob- 
Starting originally with a Pontiac dealership, 


Grabski now operates Ford and Dodge deals in other parts of the city. 


Safety Check Can Be Gold Mine 


paign was found in need of some 
repair. 

Thus, the dealer who wholeheart- 
edly cooperates with the Auto In- 
dustries Highway Safety Commit- 
tee not only aids in making it safer 
to drive, but is presented an op- 
portunity to increase his service 
revenue considerably during the 
two-month drive. 

Dealers who wish to go even fur- 
ther in assuring their customers of 
a safe vehicle can concentrate on 
parts that deteriorate so slowly 
that the average driver is not 
aware that they are not functioning 
properly. 

* * r 
ir THIS area are headlights that 
become misaimed, shock absorb- 
ers that lose their effectiveness, 
tires that have become “bald,” worn 
brake linings that have become 
unsafe and threaten to gouge brake 


He could have added, in his ap- 





peal for replacement wiper busi- 
ness, the fact that badly worn 
wipers where the rubber has lost its 
flexibility are apt to scratch the 
windshield of the car when they 
have to clean glass that has been 
splattered with muddy water. 
+ * * 


U. C. Reawakening 


... the states are beginning 
to wake up to something smart 
dealers have known about used-car 
merchandising for many years. 

At least one state, Connecticut, 
has gone into appearance condi- 
tioning of the st at e-owned cars it 
is offering for sale. The source of 
the reconditioning, however, is the 
meat of the story. 

State Purchasing Supervisor C. 
Leroy Magnusen and his assistant, 
William H. Finnegan, have taken 
a leaf from the practice books of 
the successful automobile dealers 
and have informed all state depart- 
ments that henceforth all state- 
owned cars offered for sale will be 
cleaned and conditioned at the 
state prison to make them better, 
more attractive and thus more able 
to bring higher prices at public 
sales. 

A state department offering a 
used state-owned vehicle for sale 
will be assessed about $10 per car 
rl the reconditioning, Magnusen 

has explained, together with his 
contention that minor repairs 
and general cleaning will bring 
in higher prices that will more 
than warrant the refurbishing 
costs and thus benefit both the 
state and the purchasers. 

The cleaning and repairing fees 
will be turned over to the Prison 
Industries Fund, used for carrying 
out the broadened scope of the in- 
stitution’s industrial activities. The 
program is expected to prove of oc- 
cupational benefit to the prisoners 
connected with it, the official said. 

om 


Piston Ring Probe 


yous inquiring reporter spent a 
very interesting and informative 
afternoon a week ago with three 
guys representing the American 
Petroleum Institute and two top- 
notch engineers from a major bear- 
ing manufacturing company in our 
continuing quest to find the real 
solution to the unusually high in- 
(Continued on Page 39, Col, 1) 


drums, and windshield wipers that 
have become so worn that they may 
scratch the windshield. 

Mechanics also can please the 
customers by checking all lamps. 
When a bulb in a dome light goes 
out, for instance, it is a source 
of constant annoyance to the 
driver at night, but many drivers 
forget to have it fixed when they 
are near a station in the daytime. 

The same holds true in cars 
which have lamps in the glove com- 
partment and under the rear deck. 

Brakes, front and rear lights, and 
windshield wipers are among the 
10 inspection points proposed by 
the Safety Committee, but at many 
checking points they are given only 
a cursory examination. 

It is true that the time element 
may prevent a more thorough 
check during rush periods, but 
dealers could add many dollars to 
their shop “take” and do their cus- 
tomers a far greater service if they 

(Continued on Page 36, Col, 1) 
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Ligh t Shed on Conflict . . . the industry are fast coming to a one that can be turned to the deal- 
realization that something must be 


Why Do Warranty, — rit an, 


solid foundation. 
Dealers in makes other than 
: ° 9 Cale Guns badiltts Waleks amen ott 
Policy Cause Mixupi? | smsumecscres tat te 
owner should have done at spe- 
(Continued from Page 34) cified intervals will do more to 
clarify for owners what these 


he does not get enough and the 
programs are than anything that 
manufacturer always feels he is a? 4 to dat 


giving away too much.” 
* * «@ Dealers who use these booklets 


Terms ‘Booted Around’ have the salesman go through the 


booklets with the new vehicle 

Mis Say Secon “aaa on - © | owner before delivery of his vehicle 
policy 
application should be held confiden-|®"4 Point out these maintenance 
tial between the dealer and his fac-| features. The salesman impresses 
tory. Yet it is a subject that is| upon the owner that he, too, has an| has these maintenance operations sonnel to make certain that they 
quite loosely “booted around” by/| obligation to perform in the main-| done at the specified intervals. are thoroughly conversant with the 
sales people of both the factory|tenance of the vehicle and then * 6 *@ limitations of both and do not in- 
and the dealer. tells the owner that the dealer will aan and policy can be-| volve the dealer beyond those limi- 
For that reason, many experts in| extend a 12-12 policy to him, if he come a strong selling too] and | tations. 





too many dealers and service 
managers have never taken the 
time to study the provisions of 
their warranty and policy agree- 
ments. 

While many factories demand 
that the dealer sign for these agree- 
ments, this does not mean that the 
dealer has read them and thor- 
oughly understands them, 

* 


Mweost of them are clearly writ- 
ten and the parts or assemblies 
which are covered in both war- 
ranty and policy are spelled out. 
Those that are not covered are list- 
ed and those that must be given 
factory approval before any work 
is done are also covered. Yet there 
seems to be a wide area of misun- 
derstanding. 

Generally speaking, the units 
covered by both warranty and 
policy include the components of 
engines, bodies, clutches, trans- 
‘ missions, axles, exhaust systems, 
ignition, carburetion and other 
original parts. 

The things no warranty or policy 
covers include such items as tires, 
tubes, sealed-beam units, lamp 
bulbs, radio transistors, vibrators 
or tubes, spark plugs and ignition 
points which are considered main- 
tenance items on which no life ex- 
pectancy can be placed. 

The things that normally must 
have prior factory approval to be 
eligible for policy adjustment in- 
clude such items as interior trim, 
paint, plated parts, convertible tops, 
brake lining, brake drums, glass, 
clutch facings and plates. 

* * 


Agreements Need Study 


Ownvess. no dealer for a given 
make of car can go by the 
above general listing and be safe. 
To prevent loss to his customer, 
embarrassment and cost to himself 
and loss of owner goodwill, every 
dealer should periodically review 
his own warranty and policy agree- 
ments and know what his limita- 
tions are and how far his factory 
will go in backing him up on a 
claim. 

Another area of controversy is in 
the area of leaks and other claims 
in which no part is replaced and 
the claim is entirely for labor costs. 

It is claimed that no dealer 
should have any trouble with his 
factory on such claims, if he has 
done a good predelivery service 
for which the customer pays and 
if his record with the factory 
shows that he is not trying to 
gouge. 

Factories are all prone to look 
with a jaundiced eye on such 
claims from one dealer if his claims 
for such corrections are completely 
out of line with those of other 
dealers in the same area. 

* * 


DMINISTRATORS of fleets 

claim that the misunderstand- 
ing arising from the adjustment of 
claims costs them considerable 
money in loss of time in getting re- 
pairs made and in the voluminous 
correspondence that it takes to get 
claims adjusted. 

Here again more than one fac- 
tory has alleviated much of this 
by spelling out to the fleet ad- 
ministrator just what his war- 
ranty and policy covers and by 
furnishing a list of field factory 
people whom the driver of the 
vehicle can call when he is in 
trouble and there is no “make” 
dealer near. 

As one factory service manager 
states, “I am sure if any or all 
dealers have taken the time to re- 
view the information which they 
have been furnished they should be 
familiar with our policies.” 

Another admits that perhaps the 
industry hasn’t made itself too 
clear on what constitutes warranty 
and policy when he says, “I rec- 
ognize the warranty as being a 
very serious and touchy subject 
today among manufacturers as well 
as operators and one of these days, 
there will have to be a more posi- 
tive pattern set that will be fair 
and just to both, 

“When and how we reach this 
agreement is quite questionable, As 
you know the operator always feels 


If the dealer understands both 
his warranty and his policy and 
does not confuse them in taking 
care of a customer’s complaints, 
there is little room for misunder- 
standing. 
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No need to let the space problem keep you out of booming alinement 
profits. No need either, to settle for side-line “bargain” outfits! Your answer 
is the new Bear Spacemaster complete alinement service! With it you 

get many extra profit advantages including adjustable runways to handle 

all tread widths. Buy it on your Bear Jobber’s monthly payment plan, 

Get the facts that make Spacemaster the hottest service in the entire field 
... the number one choice of alinement experts everywhere! 
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Alinement Equipment! 


the new BEAR 


Shacemaller 


Fits in half the space... 
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Safety Check Can Be Gold Mine 


(Continued from Page 34) 

would establish a more searching 
check of some of these items, 

Dealers should remember that 
the owner is bringing his entire 
automotive wardrobe into the shop, 
asking the dealer to find out what 
things make his car unsafe to 
drive. 


* * * 


What Faulty Shocks Can Do 


MANY customers, for instance, do 
not realize that worn and 
faulty shock absorbers can do more 
than affect the ride of the car. They 
can and do contribute to faulty 
steering, bad braking conditions 
and excessive tire wear. 
Nor do they realize that worn 
shock absorbers also can increase 


f 
i 


Unfortunately, there is no known 
way of adequately checking faulty 
shock absorbers without disengag- 
ing one end of each shock and test- 
ing it individually, or to drive the 
car over a rough terrain. “Bounc- 
ing” the car, as is normally done, 
is spectacular but it is not consid- 
ered a true check by experienced 
shock-absorber men. 

The really safe method, without 
disengaging each shock and trying 
them out by hand, is to drive the 
car for a short distance over a 
route with minor road irregularities 
and observe the action of the car. 

A continuous baby-buggy move- 
ment on one corner or throughout 
will mean that one or more shocks 
need replacement, The dampening 
initially designed into the unit will 
serve to stop oscillation within one 
or two cycles if the disturbing force 
does not reoccur. 

* 


* * 


Replace Worn Blades 
ppaters doing a thorough job 
should check not only to 
see whether the wipers are work- 
ing, but also the condition of the 
wiper blades. Many windshields are 
being scratched, especially when 
muddy water is thrown on the 
shield, by blades that are worn out. 
Brake-lining wear normally is 
so slow that the average driver 
is not conscious of the fact that 
his brakes are unsafe until there 
is a near failure. In the check the 
usual practice is to measure the 
amount of space between the 
pedal and the floor. On standard 


International Due 
To Honor Top 


Service Dealers 


CHICAGO.—A new service award 
for qualified International truck 
dealers has been announced by In- 
ternational Harvester. 

Purpose of the award is to recog- 
nize International truck dealers 
who provide improved facilities, 
modern equipment, trained service- 
men and outstanding management. 
A two-tone bronze plate inserted 
in a mahogany plaque symbolizes 
the award. 

To qualify for an award, dealers 
must provide these nine Interna- 
tional service requirements: 

1. Recommended service and 
parts facilities. 

2. A staff of skilled service and 
parts personnel equipped with the 
latest technical knowledge. 

3. A proper selection of Interna- 
tional-approved service tools and 
equipment. 

4. Recommended pre-delivery and 
warranty inspections. 

5. A satisfactory parts and acces- 
sories inventory. 

6, Effective promotion for the 
sale of International truck parts 
and service. 

7. All recommended service and 
accounting records. 

8. Good housekeeping practices in 
all departments. 

9. Full participation in IH train- 
ing programs and attendance at In- 
ternational truck service and parts 
schools. 





brakes the usual practice ig to 
allow two inches between the 
pedal and the floor. On power 
brakes the distance should not 
be less than one inch. 

But if the front wheel of every 
car checked was pulled and the 
condition of the lining and hy- 
draulic parts checked, the customer 
would appreciate this service. It 
would let him know how much 
further it was safe to drive before 
relining the brakes, and impress 
upon him the dealer’s interest in 
helping him save money. 

Brake-equipment men claim that 
the cost of pulling the wheels is 
amply covered by the number of 





More Room to Paint 


BUFFALO.—World Auto Paint 
Corp. has leased 6,500 square feet 
in a building at 64 Broad St., Tona- 
wanda, for its auto-painting opera- 
tions. About $35,000 will be spent 
to remodel and equip the building, 
the company said. 








relines and other brake work that 
is uncovered. 


Headlamps are subject to road 
shock and vibration. Consequently, 
say lighting experts, each car should 
have its headlamps checked and 
adjusted at least every six months. 

Here again, the average driver 
is not conscious of the reduced ef- 
ficiency of his headlamps because 
in most cases the change has been 
gradual, Yet the effect of misaimed 
headlamps, especially on the lower 
beam, can have serious conse- 
quences. 

If the lamps are misaimed low, 
or both low and to the left or right, 
seeing distance easily can be cut 
in half. To see safely and properly, 
headlamps must be correctly aimed 
at all times. 

* +. * 
Easy to Check Aiming 
Wit the new headlamp-aiming 
tools and the addition of ac- 
curately aligned glass pads on the 
front surface of the headlamp lens, 





aoa 


What Customers Think— 


R. L. Stauffer, service manager for Steel 
City Oldsmobile Co., Birmingham, Ala., 
stands beside a bulletin on which are 
posted customers’ comments and sugges- 
tions about Steel City’s service operations. 


see that all are working. And aim- 
ing can: be incorporated in this 
“deluxe” safety-check package. 

A check of the battery also 





1959 put battery and electrical 
trouble as the No. 1 cause of AAA 
service calls, They had 15,532,000 
such calls, or 25.21 percent of all 
calls. 

Next in line came tires, with 
12,421,000 calls, or 20.16 percent of 
all calls. So a careful tire inspec- 
tion should develop considerable 
new-tire business. 

One or two faulty tires could lead 
to the sale of a new set if the 
owner intends to drive his car an- 
other year, Or it could lead to the 
immediate sale of a new car if the 
condition of the tires is brought to 
the owners’ attention properly. 

Dealers should look upon this 
May-June safety period as an op- 
portunity instead of an expense, 
and get behind the program en- 
thusiastically. 


Garage Owners Elect 


MINNEAPOLIS. — Don Carlson, 
Carlson Services, has been elected 
president of the Minneapolis chap- 
ter of the Independent Garage 
Owners of Minnesota. Other new 
officers are Kenny King, King’s 
Service, vice-president, and Roy 
Haugen, Henriksen & Haugen Body 


it takes only a little more time to| should be included because Amer- | Shop, secretary-treasurer. In addi- 
ican Automobile Assn. figures for | tion, 15 directors were elected. 


For Safety’s Sake...PULL A WHEEL 


check the aiming than it does to 


ONE CALL GETS ALL 
your broke service needs from 
one source—your Distributor 
of Wagner Products. 


For Safety's sake... use 





Wadner 


BRAKE SERVICE PRODUCTS 




















tee etna 


AUTOMOTIVE NEWS, APRIL 18, 1960 





Service Managers Tour Cadillac Plant— 


Sixteen members of the newly organized Lima Area Cadillac Dealer Service and 
Parts Managers Club of Ohio toured the Cadillac factory in Detroit. Henry C. Hey, 
Cadillac assistant service manager, extreme left, welcomes club president Robert Lewis, 
Celina, O., and the club members. The group includes, from left, Hey; Lewis; Clifford 
Wagner, Cadillac district service manager; Ralph Snyder, Lima; Gene Echelberger, 
Mansfield; Ed Ayres and Art Burba, Bellefontaine; Harold McMurray, Findlay; William 
Siebert, Sidney; Clarence Helmig, Lima; William Albough and Carl O'Neil, Sidney; 
Robert Myer, Mansfield; Melford Coppler and Clayton Shull, Upper Sandusky; W. L. 
Hageman, Findlay, and John Dean and Joe Mayse, Marion. 


Service Tips 





Oldsmobile Floor Jacks 
HAS been recommended that, 
when a hydraulic floor jack is 
used to lift the front end or rear 
end of a 1960 Oldsmobile, the jack 
be placed under the front suspen- 
sion cross member or under the rear 
axle housing. 

Floor bumper jacks are not to be 
used to lift the front end of the car 
unless the jack arms spread wide 
enough to reach the reinforced 
bumper areas. In no case should a 
floor bumper jack be used on the 
rear bumper to lift the rear end of 
the car.—Cuex-Cuart Service But- 


LETIN 
* * * 


Chevrolet Steering 
Ceara: reports that a click- 

ing noise heard on turns may 
be the result of the steering shaft 
connecting assembly bolt striking 
the crankcase dipstick. 

The noise resembles the sound 
caused by the turn signal cancel- 
ling cam, riding against the can- 
celling pawl. If the noise is heard 
when the steering wheel is turned 


ing connection assembly bolt. 

The remedy is to simply reposi- 
tion the crankcase dipstick.—CuexK- 
CHaRT Seavice, Buus 


Chevrolet Gas Caps 
1959 Chevrolet fuel tanks are 
vented to the atmosphere by 
means of a pipe which is vented in- 
side the filler neck housing. Because 
the tank is provided with a sep- 
arate vent, a sealed gas tank cap is 


vent pipe. Therefore, the 1960 
models are vented through the 
gas tank cap. 

Servicemen are cautioned to make 
sure not to install a 1959 gas tank 
cap in a 1960 Chevrolet. Placing the 
sealed 1959 cap on the unvented 
1960 fuel tank will not only cause 


... Check the brake system! 


If replacements are needed, use 
Wagner Lockheed 


BRAKE PARTS...FLUID...LINING 


Do your part during May—National 
Vehicle Safety Check Month. Every time 
you put a car up on a lift, ask the owner to 
let you pull a wheel . . . so you can check 
the brake system. 

Don't guess. Be sure that the braking sys- 
tem—parts, fluid and lining—is in safe 


operating condition. You'll help save lives 
... and build a profitable repeat business, 
too. 
If the check-up shows that replacements 


are needed, use top-quality Wagner Lock- 
heed Brake Service Products. There are 


none safer . . . none better. 


Here’s a BIG EXTRA...to help you 


NONIT@GR 


and 
NEWS ON THE HOUR 


will remind millions of motorists 
to have their brakes checked 
and to ask for Wagner Lock- 
heed Brake Products when 
replacements are needed. A 
concentrated schedule starting 
the week of April 16 and con- 
tinving through half of May will 
remind your customers that 
_“SAFE BRAKES PROTECT LIVES!” 





There never was a better time to become a x 
Wagner Lockheed FRANCHISED DEALER 

You can give the best brake service in your area j 
... build your volume ...and cash in on Wagner's 
dynamic business-building promotion during April i 
and May ... IF you act now and take the few easy 
steps that make you a Wagner Lockheed Fran- i 
chised Dealer. Mail the coupon, or ask your 
Wagner supplier for full details. i 


CITY & STATE 





Millions of car owners will 
see this half page ad in 
the POST ... April 30. This 
great Safety Check pro- 
motion lets you tie-in 
solidly with NATIONAL 
VEHICLE SAFETY CHECK ~ 
MONTH in May. It will 
build business for you. 4 
Check your stocks of * 
Wagner Lockheed Brake & 
Products... and, stock gaen. 
up in time to meet the a 
demand. 


NAME 


FIRM NAME. 


.--plus 
Saturday Evening 
POST 


a aa TAN Yas 
Sd a 
ACTECT aA TES 








Wagner Electric @rporation 


(Branches in principal cities in U.S. and in Conada) 


6393 PLYMOUTH AVENUE, ST. LOUIS 33, MO., U.S.A. i 


Wagner Franchised Dealer Program. 


Please send us a free copy of Bulletin AU-607 on the i 
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pedal assist spring 
on 1960 Falcons can be eliminat- 
ed as follows: 


retainer, and reset the spring ten- 
sion. 

The suggested time allowance is: 
0.4 hours.—Forp Service Lerrer 


. > > 
Falcon Heater Control 
1960 Falcon heater blower 

control switch is incorporated in 
the Bowden cable control to the 
flapper valve admitting fresh air to 
the heater assembly. The switch is 
constructed so that it cannot be ac- 
tuated (rotated) until the control 
knob is pulled all the way out. 

Any attempt to rotate the knob 


usually break the switch assembly. 

The switch operation is covered 
on Page 28 of the Falcon Owner's 
Manual, and should be completely 
demonstrated to all owners.—Forp 
Service Letrrer 


* + * 
Valiant Rubber Bushing 
CHANGING an oil filter 
on a 170-cubic-inch engine, ex- 
treme care should be exercised to 


prevent excess oil from dripping on 
the steering idler arm bushing. This 


bushing is made of natural rubber 
and deteriorate in the presence 
of oil 


To prevent this condition, it is ad- 
vised that a shop cloth be wrapped 
around the pump when removing 
the filter cartridge. 

If oil is accidentally spilled on the 
idler arm bushing, it should be 
wiped dry immediately.—Vauiant 
Service INFORMATION BULLETIN 


* os * 

Buick Rods Bent 
A RECENT survey has indicated 

a number of strut rods have 
been bent on 1959 models. It was 
found that a number of these strut 
rods are being bent when the car 
is lifted on a hoist due to improper 
adapters being used or lifting pads 
not being positioned properly. 


When 
are employed, it may be possible 
for the resultant damage to posi- 
tion the strut rod so that possible 
interference exists between the 
brake pipe and the exhaust pipe 
when the car is heavily loaded at 

the rear. 

We are, therefore, requesting that 
you bulletin your dealers to exercise 
caution when lifting a car on a hoist 
to make sure proper adapters are 
used and positioned properly. Any 
damage to the chassis components 
should be brought to the attention 
of the owner so that corrective 
measures can be taken.—Buicx 
Moror Division 

as * + 
Chrysler Differential 
ya a Chrysler is up on a 
frame-contact lift, the level in 
the differential will seem low. It is 
possible to overfill it by 3% pints. 

This can mean blown wheel seals 
and gear oil on the brake linings. 
Check and fill Chrysler rear only on 
a driveon lift or the floor. — AAA 
BuLuetin 

* . . 
Dodge Temperatures 

ODGE division claims low en- 

gine-temperature-gauge reading 
in a 1959 Dodge six-cylinder may 
be caused.by an incorrect tempera- 
ture sending unit. The problem may 
be solved by installing sending unit 
part No. 1842555. 

The rear-axle drive shaft for a 
Dodge with standard differential 
is 3/32-inch longer than that for a 
sure-grip differential; hence, the 
two are not interc 

Also, a replacement shaft which 
has a black ring of heat discolora- 
tion on its end must not be installed 
on a sure-grip differential—AAA 
Bu.Luetin 
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Importance to Dealer Studied . . . 





(Continued from Page 34) 


interval averages were 1,542 miles| know. 
for the GM dealers questioned; 


ers. 
The great majority (84.6 per- 


Oil Change in Perspective 


an average of 1,833 miles between;once in a while, and 1.8 percent 
changes, while they said their com-| reported that their lube department 
panies were recommending an| does not reveal unsafe conditions. 
average of 2,846 miles. Oil-change| Only 0.2 percent said they didn’t 


1,796 miles for the Chrysler dealers,| Phat Is ‘Neutral?’ 
and 2,410 miles for the Ford deal- ee MAKING this survey, either 
the owner, general manager or 





some person with managerial au- 
thority for both sales and service 
in the dealership was interviewed. 

Most of the dealers interviewed 
(1,279 out of 1,953) were not located 
in metropolitan areas, Another 164 
were in cities of 500,000 or more 
population; 127 were in cities from 
50,000 to 499,999 and 383 were lo- 
cated in suburbs of metropolitan 
areas, 

This survey indicates beyond 
doubt that dealers as a body are 
vitally interested in both their oil- 
change business and their lube de- 
partments. 


While about half the dealers 











Buick Trains Field Representatives— 


A national used-car reconditioning and merchandising program for Buick dealers 
was launched with appointment of used-car representatives to six Buick zone offices. 
The initial group of field representatives completed an intensive six-week training 
program in Flint directed by Richard M. Newkirk, used-car merchandising manager, 
foreground. Newly appointed field representatives and their zone office assignments 
are, from left, Robert P. Cornelssen, Philadelphia; Robert M. Poe jr., Houston; Franklin 
H. Gunter, Atlanta; Daniel F. Kendrick, Chicago; William H. Lotts, Detroit, and Charles 


P. Johnson jr., San Francisco. 





cent) of the dealers felt that 
chassis 


was important 
service 


lubrication 
in helping obtain other 


1.7 percent were 


75 percent felt their 
lube department was not impor- 
tant as a service drawing center, 
and 0.2 percent had no opinion. 


Practically all dealers said the 
lube hoist was important in finding 
unsafe conditions in their custom- 
ers’ cars, A total of 25.3 percent 
said they found such conditions 
very often; 33.9 percent found such 
conditions often; 38.8 percent said 


Wash. Auctions Oldies, 
Picks Up $75,000 

OLYMPIA, Wash.— The state in 
an auction of used state vehicles 
has produced $75,000, This was be- 
tween $10,000 and $15,000 more than 
the state would have received had 
it traded in the vehicles on new 
models. 

It was the first time an auction 
had been tried. A second auction 
will be held in Spokane and a third 
in Seattle this spring. 


traffic builder and more than half 
of them considered oil-change 
business important in obtaining 
new-car prospects. 

One point raised by the survey 
concerns the real attitude of the 
many dealers who were listed as 
“neutral” on various questions. 
Does it mean that these dealers do 
not care or does it mean that they 
did not care to answer? 

For instance, how is it possible 
for nearly one-fourth of the dealers 
queried to be neutral on whether 













"BIG THREE Bonus Offer. 


i the Carton” 


Get Three 
Additional 


Discs FREE! 


Attention! 
ALL DEALERS AND SHOPS 


“Official” now makes available 
THREE FREE polishing discs 
fo you with each carton 
you buy. This is the time 

to get in on this 


. 
In Constant Use Internationally, ON MAJOR AUTOMOTIVE 
ASSEMBLY LINES, BY NEW AND USED CAR DEALERS, PAINTERS, 
POLISHERS AND REFINISHERS Setting the pace in this fast-growing family of polishing discs, 
the “Official” All-Purpose Polishing Disc is a rugged champion, acclaimed for every polishing need. 
Engineered especially for today’s conventional and acrylic lacquer finishes, it’s made of 100% combed 
virgin wool permanently secured-to a rugged duck backing. Sizes 7/2” and 84" diameter, with 14" and 

44" holes. Each disc is individually packaged in a moisture-proof, dust-proof polyethylene envelope. 


. . . Available through Your Local Automotive Jobber 


Copyright 1959— Official Products Co., Inc. 










the profit from oil-change business 
ig important to their operation? 


Dow Launches 
Big Sales Drive 


For New Coolant 


MIDLAND, Mich.—A major pro- 
motion program in support of Dow- 
gard, new automotive cooling sys- 
tem fluid, has begun, according to 


Dow Chemical Co. 

The coolant received its pro- 
motion kick off on the “Dow Hour 
of Great Mysteries” on NBC-TV 
March 31. 

All principal media will be used 
to promote Dowgard, Dow said, 
adding that plans call for every 
major city in the U. S. to receive 
newspaper coverage in a “strong 
spring schedule.” 

Additional newspaper ads will 
support the product in a supple- 
mental program next fall, the firm 
added. 


Mass-circulation consumer maga- 
zines will begin a schedule in April 
that will continue through the sum- 
mer into October, Dow said. A 
trade-publication schedule started 
in February and will continue into 
the fall, it was said. 

Point-of-sale materials also have 
been prepared in kit form for serv- 
ice dealers, Dow said. Window post- 
ers, streamers, pricing charts and 
other pieces are included. 


API Offers Tips 
On Selling Oil 
In 2 Booklets 


NEW YORK.—The nation’s serv- 
ice station dealers are provided ex- 
tensive information on how to in- 
crease sales of motor oil in two new 
booklets prepared by the marketing 
division of the American Petroleum 
Institute. 

The new booklets, entitled “Know 
Your Motor Oil” and “How To Sell 
Motor Oil,” are designed to help 
dealers sell motorists on the posi- 
tive need for systematic car lubri- 
cation. 

Today’s engines are marvels of 
power and performance, but are in- 
creasingly hard to lubricate, the 
API advises dealers. 

“The modern car represents a 
greater dollar investment on the 
part of motorists, and far outper- 
forms those of five years or more 
ago. But modern engines are far 
more difficult to lubricate and, more 
than ever, different driving condi- 
tions affect oil life,” it is pointed 
out. 

Dealers are urged to get across 
to their customers that an assort- 
ment of additives in today’s motor 
oils protects engines effectively 
against extremes of heat and cold, 
excessive pressure, corrosion, oxi- 
dation, contaminants and foaming. 

The API recommends systematic 
oil changes every 30 days in winter, 
and every 60 days in summer, but 
never to exceed 2,000 miles. 
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crease in sales enjoyed by the re- 
placement piston ring makers last 
year. 

From the outset, we have gone 
on the basis that all of this increase 
was not due to the fact that 1955 
was a high vehicle production year 
and that we are just catching the 
normal time when these engines 
are due for a major overhaul. 

In many conversations with en- 
gine rebuilders we have found 
that a higher than normal per- 
centage of the engines coming 
into the engine rebuilders are in 
the two-to-three-year age brack- 
et that effectively eliminates them 
from this ’55 category. 

The two bearing company engi- 
neers at the outset inclined to doubt 
that the “engine bearing failure” 
reason advanced by several engine 
rebuilders was altogether right. The 
technicians’ experience showed that 
bearings would stand up for well 
over 100,000 miles in normal use 
under high loads without failing. 

And then they told of experiments 
which they had conducted where 
engines failed in a matter of min- 
utes when certain types of abrasive 
dirt were fed into the oil sump 


of a running engine. 
+ + * + 


Oil-Change Studies 


I ONLY wish that I was at liberty 
to tell you the whole story but 
it was given in confidence as the 
information is being held for a 
Society of Automotive Engineers 
paper which is supposed to get an 
airing next fall. 

But it was the concensus of the 
group that in the interest of longer 
engine life and less maintenance 
cost, the industry should not be ad- 
vocating any more than 2,000 miles 
between oil changes for normal ve- 
hicle use and that oil filters should 
be changed with every second oil 
change. 

The experiment and the results 
of years of checking on all kinds 
of engine bearings by this group 
did result in a decision that a 
large percentage of so-called en- 

bearing failures are directly 
attributable to foreign matter 
being drawn into the bearings. 

One of the points brought out 
was how a practice common in 
practically all shops, that of tak- 
ing a rag and endeavoring to wipe 
out the dirty oil and “gunk” from 
the bottom of the old style filter 
where the cartridge is held in a 
permanent can, in many cases ac- 
tually shoves a large part of these 
impurities down the oil line lead- 
ing to the engine and in some cases 
actually tends to clog this line. 

At best, this practice shoves a 
load of concentrated “gunk” into 
the oil sump. 

This, of course, cannot happen 
with the modern “screw-in” type 
of throwaway filter. 

A fleet operator, who changed 
all of his filters so that the filter 
and the oil line could be removed 
when filters were changed, immedi- 
ately cleared up an engine failure 
condition that had been giving 
trouble. 

















































” * + 

Trailer Training 

ALSO took advantage of an op- 

portunity to “sit in” on a me- 
chanic training stint that was held 
here in Detroit near the American 
Motors zone office. The school was 
held in one of the current five mo- 
bile schools. 

The trailer that houses the school 
is designed to take care of 12 stu- 
dents and an instructor, but before 
the class I attended had gotten 
very far in the day’s program 14 
mechanic employes of Detroit deal- 
ers had shown up for the class. 

As two men normally work at 
a bench this made two benches 
that had to accommodate three 
students each, making it a little 
awkward, but instructor Harvey 
Dittberner got away with it 
nicely. 

AMC Service Boss C. M. Tilling- 
hast has been telling me of the vir- 
tues of these mobile schools as 
against school facilities that are 
pegged down in one location. I had 
a chance to see—and agree, 

Incidentally the dealers have ac- 
cepted these mobile schools so 
wholeheartedly that while Ameri- 
can Motors thought that it could 


get around to all dealers about 
three times a year the high attend- 


ance has caused it to order more 
of these mobile units in order not 


to fall too far behind in Rambler 
training objectives. 

AMC knows that in today’s 
market, every franchised dealer 
must not only be able to take 
care of the service needs of their 
customers but needs well trained 
mechanics to stay on the profit 
side of the ledger. 

AMC has found that with these 
mobile schools a much better at- 
tendance results as the trailer 
moves in close to the dealers. 

Even in the more sparsely popu- 
lated sections of the nation, where 
dealers are far apart, dealers will 


send their men if it only takes the 


man away from the shop for a day 


at a time. 


* * * 
pacacss the subject of redistri- 
bution got such a heated and 
thorough going over at the annual 


convention of the Automotive Serv- 
ice Industries Assn. in New York,|, 
the association has recently gotten 
out codes of suggested redistribu- 
tion practices for manufacturers, 
distributing wholesalers and ware- 
house distributors. 

The hope is that a sufficient num- 
ber will follow the suggestions 
made and eliminate the bad distri- 
bution practices that have tended 
to give the industry somewhat of 
a black eye. 

ASIA realizes that under the in- 
terpretation of existing statutes, its 
only recourse to cleaning up the 
abuses that have crept into this 
method of distribution must be 
only suggestions and that any puni- 
tive measures, regardless of how 
badly such measures should be 
deemed necessary by an branch of 
the after-market, would only be an 
invitation to trouble. 

It ce seems a shame that 

a nation that has reached a pin- 

nacle in its status among nations 

through the aggressive and co- 
operative effort of its business 
pioneers now finds itself in a posi- 
tion where concerns in the same 
line of business and confronted 
with the same bad practice 
abuses can’t even discuss rem- 
edies to curb these practices with- 





Quality Dealer Cited— 
Sixty San Francisco business and civic 


leaders were present at a dinner as 
George Wagner, left, vice-president, and 
Wallard Scott, right, general manager, 
Earle C. Anthony, Inc. (Chrysler-Imperial), 
San Francisco, were presented with the 
Chrysler Quality Dealer Award by C. E. 
Briggs, general manager, Chrysler and 
Imperial Division. The first such award 
ever made in San Francisco, it was pre- 
sented for outstanding administration, 
service, performance, teamwork and fa- 
cilities. 


out being accused of being in col- 
lusion in restraint of trade. 


nation that we are getting awfully 
soft some place and it appears that 
it is the political arena. 
» * aa 
Loss Responsibility 
7° PLUG a loss of supplies from 
his shop, one dealer hag hit on 
what seems to be a basically sound 
idea. He requires a monthly inven- 
tory of all supplies and equipment. 
The man in charge pays half 
of any loss and receives credit 
for half of any gain. 

Editor’s note: Wonder what 
would happen in the body shop if 
the painters would be charged for 
half of the loss because cans of 
paint were left open and allowed to 
dry up and get full of dirt? The 
payola that is sometimes handed 
out might not match the loss, 





Kraetz Succeeds Casey 

BUFFALO, N. Y.—Dick Kraetz 
Chevrolet, Inc., has purchased Hal 
Casey Chevrolet, Inc,, 1545 and 1570 
S. Park Ave. George A. Fogarty, 
formerly of Buffalo and now resid- 
ing in Washington, is president, 
and Richard J. Kraetz is vice-pres- 


Somehow, it seems to me as a/ident and general manager. 





stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. . 


There is nothing like 
stainless steel for 
THE AUTOMOTIVE INDUSTRY 





McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 


rb. 
/ 


Look for the STEELMARK 
on the products you buy. 


MCLOUTH STAINLESS STEEL 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 183 OF A SERIES 





GEORGE CAN'T DO IT! 





This nine-point program for political action was 
presented in a speech made by Thomas R. Reid, 
Civic and Governmental Affairs Manager, Ford 
Motor Company. If you would like a copy of the 
complete text, please write: 


Allen W. Merrell 
Director, Civic and Governmental Affairs Office 


Ford Motor Company, The American Road 
Dearborn, Michigan 




















YOU REMEMBER GEORGE~—He’s the one who does all the 
things we don’t want to tackle or haven’t time to touch. ‘‘Let George 
do it,’’ we say—and sometimes he does. 


But it’s downright dangerous to depend on George for everything. 
Take politics, for example. Often businessmen throw up their hands 
when they hear the word. They leave it to George to talk up the 
issues, get out the vote. 


''ALONE! 


And what happens? Too many times, George can’t do it alone. Or 
it turns out that George supports other candidates and issues. 


Today, businessmen everywhere are being urged to participate in civic 
and governmental matters. Action now is necessary if the American 
people are to oppose a growing volume of one-sided legislation and 
restore a broad base. of representation to our two-party system. 


Many large corporations have taken the lead in establishing public 
affairs programs and encouraging political activity among employees, 
but their efforts alone are not enough. So-called ‘‘big’’ business 
represents only about 17 percent of the people employed by firms in 
the United States. Obviously, these large corporations need the support 
of thousands of smaller businesses. Like George, they can’t do it alone. 


What can you do? Here is a nine-point program designed to help 
management carfy out its civic and political opportunities. 


1. Study the impact on the individual give them suitable recognition. 
business firm of government and political 


affairs at all levels of government, and 
determine the extent to which public affairs 
directly affect business operations. 


2. Consider the social responsibility of the 
company to the community, state, and 
nation. 


3. Establish a written policy on company 
statements pertaining to public issues and 
legislation directly affecting it, and on 
encouragement of employees to express 
their individual convictions and participate 
in the political party of their choice. 


4. Inform and educate employees on the 
importance of participation in public 
affairs and political activity. 


5. Take inventory of employees active in 
civic, governmental or political affairs and 


6. Arrange for elected representatives in 
city governments and state legislatures to 
visit your offices. See that key company 
executives become acquainted with con- 
gressmen and senators. 


7. Devote a reasonable percentage of the 
total content of your company’s employee 
publications to public affairs and political 
participation. 


8. Designate an executive (it may be 
yourself) to take responsibility for civic 
and governmental affairs. 


9. Regard the public affairs program as a 
continuing added dimension of company 
activity; as a positive, afirmative program 
that must help meet community and 
national needs as well as needs within 
the company. 


One word of caution: On the matter of candidates, speak up only as j 
individuals. A company cannot endorse candidates; in fact, it is 
forbidden by law to do so. But every individual can. 


If you follow the course of action suggested—or anything like it—you i 
will make a substantial contribution to better government. And we i 
will see a net gain in business action to improve the governmental | 
and political climate in the United States. And that’s the climate in 
which we all want to conduct our business. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon « Tmunderbird « Comet « Mercury ¢ Lincoln e 

Lincoln Continental « English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and Implements « 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company e Ford Motor Credit Company 
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P reserve aid P rotect 
the investment of your 





3 
customers car... 





with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Cerylie and aff present-day finishes. 


AVAILABLE TO ALL CAR DEALERS 










Service Briefs 





NASHVILLE.—Tires have started 
rolling from the new Gates Rubber 
Co. plant in suburban Madison, 
with production limited to about 
60 per day at the start. 

In a year the plant is expected 
to be producing 6,500 a day. Com- 
pany officials said the output may 
be as high as 12,000 a day within 
three or four years. 

+ * oe 


Mechanex Reports Patent 
For Tire Valve-Stem Lock 


DENVER.—The only known firm 
U.S. patent for a commercial tire 
valve-stem locking device has been 
granted Mechanex Corp. on its new 
Mechanex Valve Stem Lock, ac- 
cording to Raymond M. O’Keefe, 
general sales manager, 

O’Keefe said the new device is 
designed to prevent truck-tire fires 
and other costly “run-flat” tire 
damage caused by pulled-in valve 
stems, The lock secures the valve 
stem in its normal position outside 


the rim should a “run-flat” occur, 


he said. 
* ad + 


°60 Lubrication Guide 


Issued by Chek-Chart 

CHICAGO.—Publication of its 
1960 automotive lubrication service 
guide has been announced by Chek- 
Chart Corp., 38 E. Congress Park- 
way, Chicago 5, Ill. 

In its more than 160 pages, the 
1960 Guide contains a complete 


Monroe Wins Judgment 
On Load-Leveler Patent 


ST. LOUIS.—After trial in the 
United States District Court, 
Monroe Auto Equipment Co.’s 
patent covering its Load-Leveler 
was held to be valid and to be 
infringed by the No. 110 load sup- 
port shock spring units sold by 
Champ-Items, Inc., St. Louis. 

Judgment wag entered in favor 
of Monroe March 18. 











New! Brownie Flashmite Camera—has handy exposure value 





settings for sharp, clear color slides, black- 
and-white and color snapshots. Built-in 
flash holder, uses extra-small, low-cost 
AG-1 bulbs. $14.95. Outfit, $16.50. 

























New! Brownie Starmeter Camera—has 
sensitive electric eye that shows what 
settings to make 
for beautiful 
snapshots or 
color slides, 
$19.95. Com- 
plete outfit, 


$24.95. of New! Brownie Starmite—most compact 


camera with built-in flash Kodak has ever 
offered. Uses “‘peanut-sized”, low-cost 
AG-1 bulbs. $10.50. Outfit, $11.95. 


The swings to picture taking... 


HERES THE 
KODAK 1960 CAMERA 
PREMIUM PARADE; 


Bump sates, good will, with premiums that are on every- 
body’s “‘most-wanted” list—Kodak cameras and outfits. The 
biggest parade of advertising in Kodak history will generate 
maximum enthusiasm for your promotion. 

Name your particular premium need—consumer premiums, 
sales incentives, or employee awards—you’ll find them all in 
the Kodak line, from $4.25 to $850. Mail coupon for details. 


New! Kodak Auto- \— 
matic 35 Camera— 
for a good shot every 
shot! Built-in electric 
eye automatically sets the 
lens. Makes 35mm color 
slides, color snaps, black-and- 
white pictures. $89.50. 


New' Brownie Automatic Movie 
Camera, f/2.3—has built-in electric 
eye. Sets own lens automatically for 
sparkling 8mm movies. 1960’s most 
exciting movie premium. $77.50. 


New! Brownie 8 Movie Camera, f/2.7 
—lowest price in Kodak movie history! Turn 
dial, aim, and shoot. $24.50. Great companion 
premium, Brownie 8 Movie Projector, $44.50. 












Prices are list, include Federal Tax, and are subject to change without notice; 


* Kodak’ and “‘ Brownie’’ are trademarks 


EASTMAN KODAK COMPANY, Rochester 4, N.Y. 


SEE KODAK'S “THE ED SULLIVAN SHOW" AND “OZZIE AND HARRIET” 


! ’ i 

| Please send me more details on promotion opportunities with Kodak premiums, 
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EASTMAN KODAK COMPANY, Premium Sales Office, Rochester 4, N. Y. 











service instruction section contain- 
ing full “how-to-do-it” procedures. 
* + * 


New Goodyear Tread Rubber 


Solves Round Shoulders 


AKRON.—A new custom-contour 
tread rubber developed by Good- 
year is designed especially for 
round-shouldered tires. It can be 
applied with no change in existing 
retread equipment, Goodyear said. 

The new tread rubber has grad- 
ual, but distinct, contour stepups 
that start low in the middle and 
build to their highest thickness in 
the shoulder areas. Each level of 
thickness is tailored to put the 
right amount of rubber at the 
proper places across the tread sur- 
face, Goodyear said. 

+ + + 


ASIA President Thayer 


Hits Continental Road 


CHICAGO.—Les A. Thayer, new 
president of the Automotive Service 
Industry Assn., had a travel log of 
continental scope last month. 

First, he served as chairman of 
a session of ASIA’s regional busi- 
ness conference in Denver. A week 
later, he went to Montreal to ad- 
dress the opening session of the 
Canadian Automotive Wholesalers 
& Manufacturers Assn, 

+. + os 


Dunlop Rubber Begins 
$51% Million Expansion 
BUFFALO.—Dunlop Tire & Rub- 
ber Corp. has begun a five-year, 
$5.5 million expansion program 
which is designed to boost tire pro- 
duction 40 percent at its plant here. 
The first phase of the program 
is the construction of a million-dol- 
lar warehouse. Dunlop also plans 
to move golf-ball manufacturing 
operations to Greenville, S. C., to 
provide more room for tire making. 
* + * 


Brake Service Kit Bigger 
NEW CASTLE, Ind.—The World 
Bestos Brake Service Station Kit 
has been revised and expanded to 
provide more technical assistance 
and additional sales helps, The kit 
now includes a new three-color 
metal brake service sign, key tags 
and six different envelope stuffers 
and postcard mailers. 
* = * 


Matts in New Location 


DENVER. —Matts, Inc., local 
service center and training school 
specializing in automobile trans- 
missions, has moved from 1219 S. 
Pearl St. to 4700 Cherry Creek Blvd. 

= ~ + 


Mechanics’ School OK’d 

PEORIA, Ill.—Contracts totalling 
$92,489 have been awarded by the 
Peoria Board of Education for con- 
struction of an auto mechanics 
shop addition to Peoria Central 
High School. The facility is ex- 
pected to be ready for use this fall. 

* +. + 


Jack-Pack Offers Folder 


LOS ANGELES. — Jack-Pack 
Mfg. Co. has prepared an illus- 
trated folder describing the firm’s 
automatic-transmission sealing line, 
automatic nozzle repair kits and 
jack oil and repair kits. Free copies 
are available from the firm at 2115 
N. Marianna Ave., Los Angeles 32. 

* > + 


Buick Seals Small Parts 


In Plastic Containers 

FLINT.—Buick is dispensing nuts 
and bolts and small automotive 
replacement parts in transparent 
plastic packages similar to the 
single-portion jelly, marmalade, 
catsup and mustard containers 
familiar to restaurant patrons. 

In a continuous high-speed oper- 
ation, containers are formed from 
a film of butyrate or acetate com- 
pound, parts inserted and the con- 
tainers sealed with adhesive coated 


paper. 





VW Dealers to Handle 
Line of Inboard Boats 


NEW YORK.—The Volks-Lin- 
er, a 17-foot inboard powered by 
a 36-horsepower Volkswagen air- 
cooled marine engine, hag been 
introduced here by Inboard Ma- 
rine Co. 

Bertram Keller, Inboard presi- 
dent, said the six-passenger boat 
will be sold exclusively = vw 
auto dealers, Dealers the 
Northeastern and Midetiantic 
states will be franchised first, he 
added. 
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Customers are impressed by Dyna-Vision’s big 8%-in. screen—twice the size, in useful area, of the largest competitive screen. A 
bigger screen gives a more legible pattern, makes it easier to “show the customer” and close the sale. Dyna-Vision takes the guess- 
work out of tune-up, assures accurate estimates on parts and labor—important in keeping customers happy. 


Problem: How to increase your service department profits — 


Solution: mamma with Power-Chek 


© Saves at least an hour on every tune-up job 

e Eliminates man-hours wasted on untunable engines 
© Helps you sell more needed parts and services 
e Speeds new car checkout, used car evaluation 


Tune-up can be the profit leader in your service depart- 
ment. But not if you are still using time-consuming trial- 
and-error methods that cannot do a complete job in the 
first place. 


The facts are simple. Trouble can originate at over 
100 points in the four basic systems of a modern engine 
— ignition, carburetion, low voltage and power. To 
check them all with meter-type equipment takes 1 to 4 
hours—often so costly in time and labor that the less 
frequent trouble spots must be ignored. Yet they are 
constantly causing comebacks on tune-up—and repre- 
sent lost sales of parts and service, not to mention dis- 
satisfied customers. 


A scope-meter combination does the job faster, but 
still it requires some 50 connections and control adjust- 
ments. And no “scope” until now has provided a quick 
check on power output of individual cylinders (equiva- 
lent of a compression test). Without this test, you can 
waste valuable man-hours trying to tune an untunable 


3 
| 





engine—and miss profitable mechanical repairs in the 
bargain. 


Now—complete diagnosis, including 
compression, in 10-15 minutes 


Dyna-Vision is not just another scope-meter combina- 
tion. It is a completely integrated motor tuner capable 
of analyzing all four systems of a modern engine in only 
15 minutes. It is simple to operate, requires only 7 con- 
nections for 100% diagnosis. 


The Power-Chek feature alone more than repays you 
the cost of Dyna-Vision, because it tells the condition of 
power components (rings, valves, gaskets) in less than 
a minute—with the engine running. No other equip- 
ment, scope or otherwise, can make this check in less 
than a half-hour. Thus the test is seldom made, although 
10-15% of most engines need mechanical repair before 
successful tune-up is possible. This alone can spell the 
difference between profit and loss in your service 
department. 


Dyna-Vision offers you more for your money 
than any other scope-meter combination avail- 
able, at lower cost and with bigger trade-in 
allowances. Get the complete facts on Dyna- 
Vision by mailing the coupon today. 


© 





HEYER INDUSTRIES INCORPORATED 
Belleville 9, N. J. 








You get fewer guarantee comebacks when you 
check out trade-ins with Dyna-Vision. In only 
15 minutes, Dyna-Vision analyzes ignition, 
carburetion, low voltage and compression. 
Nothing else on the market can do a compar- 
able job in less than an hour. 





Training is easy. Any competent mechanic can 
become a tune-up expert after only a few hours’ 
familiarization with Dyna-Vision’s simplified 
leads and controls. The Heyer training program 
is completely fiexible—can be arranged to suit 
your convenience. 


Training and 
Service in 


Teas 


We are prepared to train your service 
managers and mechanics through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 
locations): 


Belleville, N.J. 
500 Cortlandt St..PLymouth 1-2222 


Boston, Mass. 
7 Jersey St........65. COpiey 7-3159 


Chicago (Oak Park), lil. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
SHadyside 9-1880 


Dallas, Tex. 


5523 Dyer St....... EMerson 8-8155 
Denver, Col. 

1217 California St.....TAbor 5-5066 
Detroit, Mich. 


15827-31 Plymouth Rd. 
BR 3-5144 
Houston, Tex. 
3209 W. Alabama St 
JAckson 2-0861 


indianapolis, Ind. 
6060 E. Washington St. 
Fleetwood 9-9026 


Los Angeles, Calif. 
833 E. Sixth St.....MAdison 7-9377 


Milwaukee, Wis. 
3222 National Ave. 
EVergreen 4-0787 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washington Ave. 
HUnter 6-6394 


Philadelphia, Pa. 
831-33 N. Broad St...POpiar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


Rock Island, til. 
2823-8 1/2 Ave. Rock Island 8-6598 


San Francisco, Calif. 
183 Utah Ave........+. JUno 9-5363 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd, PArkview 1-2562 


Dyna-Vision Representatives 


Atlanta, Ga....sesceess MElrose 4-4959 
Burlington, N.C........ JUniper 4-7239 
Gadsden, Al@.....-++++. Liberty 6-0100 
Kingsport, Tenn......... Circle 6-2667 
Nashville, Tenn.........AlLpine 5-3574 
Phoenix, Ariz.....+++. Amherst 5-6786 
Richmond, Va...........-Milton 3-7708 


Tampa, Fla..cccssssees Tampa 47-2494 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motives News. 


For Make Servicemen 


AMERICAN MOTORS SALES 
CORP.—Five service training mo- 
bile units will be holding schools 
in the following states starting 
April 25-May 20. Unit 101, South 
Carolina and North Carolina, Les- 
ter F. Howard, instructor; Unit 102, 
Pennsylvania and New Jersey, 
LeRoy Roberts, instructor; Unit 
103, Ohio, Pennsylvania and West 
Virginia, Harvey Dittberner, in- 
structor; Unit 104, Missouri, Ken- 
tucky, Indiana and Illinois, Harry 
Rowe, instructor; Unit 105, Oregon, 
Idaho, Wyoming and Utah, Henry 
Shafer, instructor. 

CADILLAC DIVISION—Power 
Steering — Atlanta, May 16; Jack- 
sonville, Fla. May 9, 11. Chassis 

ion—Atlanta, May 18; De- 

troit, April 26; Newark, April 28; 
New York, April 28; Pittsburgh, 
May 9; St. Louis, April 28. AFA 
m—Boston, May 4, 5; 

Buffalo, May 19; Cincinnati, May 
5, 12; Houston, May 6. Customer 
Relations—Boston, May 6; Cleve- 
land, April 28; Dallas, May 17; 
Jacksonville, Fla, May 10. Parts 
Merchandising—Boston, May 9; 
Buffalo, April 27, 28; Cincinnati, 
May 10. Air Conditioning—Boston, 
May 10; Buffalo, May 16; Chicago, 
April 25, May 2, 9; Cincinnati, May 
2, 9, 16; Los Angeles, April 25; New- 





will be conducting courses on air- 
conditioning, power steering (car), 
Fordomatic and Cruise-O-Matic 
transmission, electrical system 
(car), carburetion (car and truck), 
and the truck roadranger trans- 
mission. There will also be a truck 
service training course offered for 
dealer service technicians by spe- 
cific dealer request or as the need 
arises. The instruction will be on 
engines, rear axles and transmis- 
sion. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosig procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 














































May 4, 11; Charlotte, N. C., May 5; 
Denver, May 5; Jacksonville, Fia., 


Orleans, May 18; Omaha, May 4; 
Pittsburgh, May 4; Portland, Ore., 
May 18; San Francisco, May 12. 
Hydra-Matic Diagnosis — Boston, 
May 18; Buffalo, May 2, 9; Denver, 
May 3; Jacksonville, Fla., April 25; 
Kansas City, May 17; New Orleans, 
May 16; Omaha, May 2; Pittsburgh, 
May 2; Portland, Ore., May 16; San 
Francisco, May 10. Test— 
Buffalo, April 25; Charlotte, N. C., 
April 25; Denver, April 26; Detroit, 
April 28; Houston, April 26; Kansas 
City, May 12; Los Angeles, May 2, 4, 
9, 11, 16, 18; Minneapolis, 18; 
New York, May 18; Philadelphia, 
May 16, 19; San Francisco, May 
3, 5. Carburetion—Charlotte, April 
27; Houston, April 28; Kansas City, 
May 10; New Orleans, May 5; New 
York, May 16; St. Louis, April 25; 
San Francisco, April 26, 28; Wash- 
ington, May 10, 18. Charging Cir- 
cuitse—Charlotte, N. C., May 2; 
Houston, May 10; Minneapolis, 
May 17; New Orleans, May 3; San 
Francisco, May 17, 19. Electrical 
Units & Accessories—Chicago, May 
16, 18; Jacksonville, May 2, 4; New 
Orleans, May 9; Newark, N. J., 
May 5; New York, May 12; Pitts- 
burgh, May 11; Washington, May 
12, 16. Diagnosis—Cleveland, April 
25; Dallas, May 18; Houston, May 
3; Jacksonville, Fla., May 16; Pitts- 
burgh, April 25. Circuit Tracing— 
Denver, April 28, 29; Houston, May 
12; New Orleans, May 11, 12; New 
York, May 20; Philadelphia, May 
10, 12; Portland, May 12. Power 
Brakes—New York, May 5; Oma- 
ha, April 28; Philadelphia, April 
25, 27, May 2, 4. 

CHRYSLER CORP.—The service 
training courses from April 25 to 
May 20 will cover the most re- 
cently developed procedures for fac- 
tory approved service maintenance 
operations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers and factory personnel. 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St., Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 8. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 

FORD DIVISION — During the 
period of April 25 to May 20, the 
Ford 36 district school instructors 






diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa, are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 


em in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 
STUDEBAKER - PACK AR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 


phases of the 1960 Lark and Hawk/| C4 


models ag well as Mercedes-Benz 
and DKW passenger cars for April 
25—May 20. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L. J. Young, 
and at South Bend by A. S. Kidder. 

WHITE MOTOR CO. — Diesel 
school — May 2-6 (Cummins). 
Schools will be held at the White 
Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 


Ree? 


representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
o, Ill. Clinic type instruction 
facilities available through 33 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course available 
starting May 9. 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, May 16; 
(B) Advanced wheel alignment, 
power steering, advance suspen- 
sions and minor frame straighten- 
ing, April 25; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, May 2; 
(D) Brake servicing, May 9. Com- 
bined courses are also offered. 
(ABC), April 18-May 6; (AB), May 
16-May 27; (BC), April 25-May 6; 
(DA), May 9-20. 

BEAR MFG. ©O., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes April 25 and 
May 9. Address all inquiries to E. 

(Continued on Page 45, Col, 3) 
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Service Department Promotes Sales— 


Walshak & Dillon, Inc., a new Volkswagen dealership at Toms River, N. J., used the 
service department for promoting sales during its grand opening. The firm's new 9,600- 
square-foot building is located on 25,000 square feet of land. 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 44) 


Miles Bacon, director, Bear Auto- 
motive Service School. 


BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 

sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 





full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
CARTER CARBURETOR CO., 
St. Louis—All classes have been 
filled for the period April 25-May 20. 
DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 


-|/course of instruction in spray 


painting, with emphasis on’ use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 


SPOT ANY IGNITION TROUBLE 
IN 3S TO 5 MINUTES 


] DWELL TACH 





IGNITION 


NO CALCULATIONS NEEDED—direct reading from color-coded dials 


tune-up jobs 






INSTRUMENTS 


WITH THE NEW 





FOR IGNITION SYSTEM TESTING 


Anytime you have access to a customer’s car . . . for lubrication, oil change, washing, minor 


repairs 


In just 3 to 5 minutes, you will check: 
¢ Points condition 
e Engine idle speed 

4 ¢ Dwell (points spacing) 


e Ignition output 
e Ignition reserve 


Coil, secondary wiring, 


... you can boost your profits by running a Quick-Check on the ignition system. 


distributor cap and rotor, 
spark plugs and timing 


Just a glance at the Vista-View dials on the Dwell-Tach and the Ignition Tester tells the story. 
The procedure is so simple that your customer can immediately see whether a tune-up is needed 
f or not. It’s a source of many extra tune-up jobs and parts sales for you, plus a tremendous 


good will booster. 


Light weight, portable Quick-Check instruments 
are precision engineered, yet you will be pleased at 


their modest cost. 


Send cops fo alin 201 and cnt yor Uinta weet) 





ments Bulletin 301. 
Name 
Company. 
Address. 
City. 


LINCOLN ENGINEERING COMPANY 
4010 Goodfellow Bivd., St. Louis 20, Mo. 


Please send me a copy of your Lincoln Quick-Check instru- 


Zone__ State 











ee SS eee 


charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — other- 
wise. Write to Inland Mfg. Co., De- 
——s TS-20, 1108 Jackson St, 

Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla. — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn., 
during the week of May 9 and 16. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 


mented by a technical sound, . 


color, motion picture showing ad- 
justment procedure and _ trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W, Hefferon, 
ee Division, Bridgeport 2, 
mn. 

SUN ELECTRIC OCORP., Chicago 
—Training courses are avaiiable in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS OO. St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
(3) electronics (Delco auto radio (4) 
automatic transmissions (Hy dra- 
Matic), (5) New Departure bear- 
ings. United Motors Service Class- 
rooms operate in these cities: 
Detroit, Cleveland, Boston, New 
York (two centers), Chicago, Wash- 
ington, Jacksonville, Fla.; El Paso, 
Tex.; Portland, Ore.; Dallas, Los 
Angeles, Memphis, Atlanta, Phila- 
delphia, Charlotte, N. C.; Denver, 
San Francisco, St. Louis, New Or- 
leans, Houston, Buffalo, Minneapo- 
lis, Oklahoma City, Milwaukee, 
Kansas City, Salt Lake City, Oma- 
ha, Pittsburgh and Cincinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is ‘conducting 
the clinics on a fulltime basis and 
instructs in proper tools, 

WEAVER MFG. CO. —Spring- 
field, IL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Il. 
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50,000 Mile Guarant 
F SALES For You! 


YOU WILL SELL MORE NEW CARS with the New 
Valvoline 50,000 Mile Guaranty. 








YOU GET WITHOUT COST, an outstanding follow-up system 
handled entirely by Valvoline. No worry, no work for you. 
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YOU GET EXTENSIVE SALES AIDS... display material, direct 
mail pieces, radio and TV scripts, newspaper ad mats. 
Powerful persuasion that doesn’t cost you one penny! 


YOU GET INCREASED PROFITS from your service department as you set new 
records for new car sales. 


START CASHING IN NOW...get full details of the New Valvoline 50,000 Mile 
Guaranty. Call your Valvoline distributor, or contact Valvoline direct. Get the 
good news foday and start building increased sales and service profits. 


VALVOLINE OIL COMPANY 


FREEDOM, PENNSYLVANIA 
DIVISION OF ASHLAND OIL & REFINING COMPANY 





THE WHELAND CO 
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COMING! APRIL 25TH 


1960 AUTOMOTIVE NEWS 
ALMANAC 


Order one now for your: 


@ SERVICE DEPARTMENT @ ENGINEERING STAFF 
@ SALES DEPARTMENT 


$2.50 per copy 


965 East Jefferson 
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How long 
does it take you 
to find these 
engine faults? 


Distributor Breaker Point Condition 


Distributor Cap & Rotor Condition 
Ignition Coil & Condenser Condition 
Sparkplug & Ignition Wire Condition 





20min] 
30 min 
Diibwor Cam Angle & Veriton | 30min._| 
70 mins] 
15 min 
[10 min. 
| 10 min. | 


This is only a partial list. Many mechanical 
jobs are shortened too. Write for details 
and/or a free demonstration, 


ov Mor 
EnginScope“ 


Automotive Equipment Division 
ALLEN B. DU MONT LABORATORIES 
750 Bloomfield Ave., Clifton, N. J. 








@ LIBRARY 


Detroit 7, Mich. 





Com 


Top 470,000... 





Dodge, Rambler Hike 
Production Shares 


By Martin L. Whitmyer 
Staff Writer 

CONOMY series pumped up 

Dodge and Rambler shares of 
first-quarter production and boost- 
ed Chevrolet, Ford Division, Thun- 
derbird and Rambler to alltime 
records. 

Dodge, with the new Dart taking 
the lion’s share, more than doubled 
its penetration, Dodge production 
soared 165.7 percent from the 1959 
first period. 

Rambler was the lone U.S. pro- 
ducer to improve both its volume 
and share of the total, Other 
penetration gainers were Chrys- 
ler and Studebaker’s Hawk. 

Thunderbird also racked up a 
new output high as quarterly pro- 
duction of 2,003,997 cars reflected a 
25.1 percent rise from a year ago, 
Moreover, only two 1955 quarters 
exceeded the January-March period 
of 1960. 

+ * ” 
a quarterly output was 
2,129,593 units turned out dur- 
ing the first three months of 1955. 
Second highest was 2,127,257 cars 
in the second quarter of 1955, 

The 474,779 turned 
out during the first quarter of 
this year accounted for 23.7 per- 
cent of total industry output, 
compared with 9.3 percent gained 
on 149,600 cars turned out by 
Rambler and Lark during the 

comparable period a year ago. 
Numerically, compact output was 
up 217.2 percent over a year ago, 
but on a percent-of-industry basis 
the group showed a 14.4-point gain 
over 1959. 
* + * 

7 Cow the most ground to the 

compacts was the standard 
group, which was off 1.8 percentage 
points numerically and 12.3 points 
in share of total. 

The standards turned out 903,730 
cars for 45.1 percent of total indus- 


Autos Catch Ned 
From Ont. Premier 


Calls Cars Too Long 
In Debate on Layoffs 


TORONTO.—Windsor area Lib- 
erals in the Legislature asked the 
government to call a conference 
and lay down the law to the Ca- 
nadian auto industry. Tory Premier 
Leslie Frost responded with a dra- 
matic attack on the industry. 

At the height of it he declared 
that the industry should get away 
from trying to run a “fashion 
show.” 

Member Arthur Reaume got the 
premier started when he said that 
in 1958 the government had prom- 
ised to propose a plan under which 
the industry could spread its work 
out over the year, 

Frost disagreed with this, but 
he and the Essex North member 
turned out to be in agreement on 
everything else. 

He had not promised a plan in 
1958, the premier said, But he had 
declared then that the industry it- 
self should work one out, 

The industry, he said, should look 
at its influence on the economy of 
the country. 

“Looking on it as a fellow from 
the outside, I think the industry is 
pricing itself out of the market. 

“In all seriousness and honesty 
I criticize it for changing designs 
so rapidly, and making great big 
cars, a couple of feet longer than 
necessary, When your wife goes 
downtown in them, she might as 

well be driving a truck.” 

Getting more heated, he added, 
“It is time this industry got a little 
sense, It simply is not on the job. 
It should make a car at a price the 
people can pay. 

“Gracious me, $5,000 and $6,000 is 
too much money for a car and the 
next year it is only worth $3,000. 

“These people can’t get away 
from the fact they are not running 
a@ fashion show. Let them look on a 
car from the standpoint of a prac- 
tical utility.” 


try assemblies during the first 
three months of this year, com- 
pared with 57.4 percent gained on 
919,979 assemblies during the 1959 
period. 

Chief causes for the decline were 
drops in assemblies of the stand- 
ard-sized Ford, off from 380,261 
units a year ago to 310,124 assem- 
blies this year, and Plymouth, off 
from 95,683 to 89,643. 

a * * 
oO maker among the medium 
group to show a decline from 
a year ago was DeSoto, but the 
group as a whole lost 1.4 points in 
percent-of-industry standing. 

Numerically, medium car out- 
put was up 19.3 percent from 
470,967 assemblies in the 1959 pe- 
riod to 561,962 cars this year. 

In the luxury group, output was 

* * 


Ist Quarter Output 
By Price Group 





(Compacts) 
1960 1959 
Pos. Make Pos. 
1— 132,659 Rambler 100,258—1 
2— 126,133 Falcon ......... 
3— 93,880 Corvair.......... 
4— 171,586 Valiant ......... 
5— 32,988 Lark 49,432—2 
6— 17,533 Comet .......... 
474,779 Total 149,690 
Low-Priced Standards 
1— 500,559 Chevrolet 
(Std) 441,934—1 
2— 310,124 Ford 
(Std) 380,261—2 
3— 89,643 Plymouth  95,683—3 
+ 1,157 Checker 1,457—4 
5— 1,647 Studebaker 
Hawk 64415 
903,730 Total 919,979 
Medium Price 
1— 127,792 Pontiac 115,952—1 
2— 115,446 Olds. 114,671—2 
3— 111,335 Dodge 41,899—5 
4— 89,118 Buick 87,791—3 
5e- 55,0381 Mercury 
6— 27,540 Chrysler 18,728—6 
I— 22,731 T-Bird 18,461—7 
8— 12,769 DeSoto 15,418—8 
acaba Edsel 13,734—9 
561,962 Total 471,007 
Highest Price 
1— 50,130 Cadillac 46,117—1 
2— 7,534 Lincoln 8,949—2 
3 5,862 Imperial 6,069—3 
63,526 Total 61,135 
Grand Total 
2,003, 1,601,811 
> * o 


How Each Make Fared ... 
First Quarter Car Output—’60 vs. 59 


Pet. of 
1959 


Total \ 
Output, 


Cadillac 

Chevrolet Division 
Corvair 

Chevrolet (Standard) 





up 3.8 percent from 61,175 assem- 
blies a year ago to 63,526 units this 
year, but percent-of-industry pene- 
tration declined 0.6 percentage 
points. 

Numerically, Cadillac wags the 
only member of the highest-priced 
class to show a gain over 1959, 
climbing from 46,117 to 63,526 as- 
semblies, Lincoln was off from 8,- 
989 to 7,534, and Imperial] declined 
from 6,069 to 5,862. 


[pees= showed both the biggest 
numerical output increase and 
the best percent-of-industry gain. 

With Dart taking eight out of 
every nine assemblies, Dodge turned 
out 111,335 cars for 5.56 percent of 
total industry output during the 
first three months of this year, 
compared with 2.62 percent gained 
on 41,899 assemblies during the 
like period a year ago. 

The upsurge gave Dodge a 2.94 
percentage-point boost from a 
year ago and brought it from 
10th to seventh place in the 
standings among the 22 makes 
now in production. 

Rambler climbed from 100,258 
cars and 6.26 percent of total in- 
dustry output a year ago to 
record 132,659 assemblies this year, 
good for 6.62 percent. 

Studebaker built 1,647 Hawks 
during the first quarter of this 
year for 0.08 percent of total indus- 
try assemblies. Its gain was 0.04 
points from a year ago. 

Chrysler picked up 0.20 points 
from a year ago on the basis of a 
production of 27,540 cars for 1.37 
percent of total industry assem- 
blies, 

+” * a3 
= upswing at Dodge and 

Chrysler helped make Chrysler 
Corp. the biggest gainer in percent- 
of-industry penetration. 

The corporation took 15.90 per- 
cent of total industry output on 
318,735 assemblies during the first 
three months of this year, com- 
pared with 11.10 percent on 177,797 
cars built during the January- 
March period a year ago. 

That gave Chrysler Corp. a 4.80 
percentage-point boost from a 
year ago, Only other corporation 
to show a gain over a year ago 
was American Motors, up 0.36 
points on its Rambler assemblies. 

Losing the most ground was Ford 
Motor, off 2.18 points on the basis 
of 26.90 percent of total industry 
output on 539,086 assemblies this 
year, compared with 29.08 percent 
on 465,758 assemblies during the 
first three months of 1959. 

Other corporations showing per- 
cent-of-industry declines were Gen- 
eral Motors, off 1.58 points, and 
Studebaker-Packard, off 1.40 points. 

Checker Motors remained on par 
with 1959, gaining 0.09 percent of 
total industry output in both years. 
* * * 


Be percentage-point loser 
among individual makes was 
Cones on Pour, M, Col, 4) 


Total 
Output, 
1959 


100,258 
1,457 
177,797 
18,728 
15,418 


100.00 1,601,811 








General Outdoor Non-Stop Advertising tells 
Twin-Cities how to get to Chicago Fast! 


When Capital Airlines launched its new 
Twin-Cities travel route to Chicago, every 
Twin-Citizen of Minneapolis-St. Paul 
knew it. They couldn’t turn a corner with- 
out seeing the news flashed across a 
General Outdoor panel—the first time out- 
door has been part. of Capital’s new route 
announcement team along with radio and 
newspaper. 

Thanks to GOA impact —this story was 
really put across to two cities! The results? 


They’re impressive! Within a week after 
the new flights were launched, load factors 
rated ‘‘a success.”’ And traffic kept right on 
growing. Capital gives a substantial part 
of the credit to its super-saturation show- 
ing on outdoor—jet powered selling GOA- 
style! 

The Capital Airlines story is just an- 
other example proving that in one market 
or many, General Outdoor Advertising is 
a primary medium, 


Covers 1800 Leading Cities. and Towns 


General Outdoor Advertising Co. 


615 South Loomis Street, Chicago 7, Illinois 


So ae Sepa 5 — 


meas 58 
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Average Price of Used Cars Sold at Auction 


9 9 
9 3 
9 
8 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
(Copyright, 1960, by Automotive News) 


driwe, and (ps) indicates power 


steering. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
Monday. Prices are for sale of April 
4, ‘s car market showed very little 
price change. We had a normal run of cars 
and many, many, good car buyers. The 
ee ee aw eee een. Sold 
142 cars from 177 consignments. 
BUICK—'59 LeSabre 2-dr., $1,800*, $1,- 
‘58 RM 4-dr. Riviera, $1,640*'(ps); Super 


640°. 
4-dr. Riviera, $1,550* (ps); Special 
2-dr. Riviera, $1,400* (ps); 4-dr., $1,- 


"ST Special conv., $1,075*; Super 4-dr. 
Riviera, $970° (ps). 

‘56 Special 2-dr. Riviera, $790°; Century 
2-dr. Riviera, $600* (ps); Super 4-dr., 
$540* (ps). 

'65 Special 2-dr. Riviera, $580° (ps), 
$450°; 4-dr., $500*; RM 4-dr., $550° 


(ps). 
"53 japer 2-dr. Riviera, $130*. 
CADILLAC—'60 (62) 2-dr., nem (ps). 
‘69 (62) 4-dr., $3,525° (ps 
68 (62) Sedan de Ville, P2/020° (ps). 
‘56 (62) Sedan de Ville, $1,575* (ps); 


4-dr., $1,445* (ps); (60) Special 4-dr., 
$1,375°. 
*64 (60) Special 4-dr., $610* (ps). 


(Compiled by Automotive News from Auction Reports) 


PN Or 


"68°58 
Sept. 


"58 


"53 (62) 2-dr. , $300° (ps). 


hardtop 
"52 2 Special 4-dr., $200* (ps). 
—'59 Bel Air (8) 4-dr., $1,- 
690° (ps); Bel Air (6) 2-dr.,- $1,650°*. 
‘58 Impala (8) 2-dr. hardtop, $1,590*; 





(6) 4-dr., $1,235°; 2-dr., $1,170; Bis- 
cayne (8) 4-dr., $1,175*. 
$1,400° ; 
sedan, $1,270*; 4-dr., 
Air (6) 4-dr., $1,200*; Two-ten 
(6) 2-dr., $975, $925*, 

"56 Bel Air (8) sport coupe, $935*; Two- 
- i” $660°, $650°; station wag- 

55 Bel Air (8) 4-dr., $740*, $425; 
sport coupe, $650°; Two-ten (6) sta- 
tion , $720; 2-dr., $480°; Two-ten 
$380. 

"S54 Bel Air 4-dr., $490*, $380; Two-ten 
2-dr., $350°; One-fifty 2-dr., $280. 
wagon, $270. 

DesOTO ‘55 Firedome 2-dr. hardtop, 
$800*. 


Bel Air (8) 4-dr., $1,350*; Biscayne 
"57 Bel Air (8) sport coupe, 
sport $1,225* ; 
Bel 
$890. 
ten (8) 4-dr.. $790*; Two-ten (6) 
sport 
coupe, $600°; 2-dr., $470*; Bel Air (6) 
wagon 
(8) 2-dr., $460*; One-fifty (6) 4-dr., 
‘53 Bel Air ., $320; Two-ten station 
$7 y, 
popGE—’ 57 Coronet (8) 4-dr., 
260. 


FORD—'60 Fairlane (6) 4-dr., " $1,880. 

‘69 Ranch Wagon (8) 4- dr., $1,700°. 

‘58 Country Sedan (8) 4-dr., $1,475*, 
a= 325°; Fairlane 500 (8) 2-dr. Vic- 
Sisto: + $1,350" ; Ranch Wagon (8) 4-dr., 


"ST Country Sedan (8) 4-dr., $1,200*, 


"5S 
Nov. — 


$1,000; Fairlane 500 (8) 4-dr., $760* 
(ps); Custom (8) 4-dr., $750*, $670; 
Custom (6) 2-dr., $625. 
’56 Fairlane (8) conv., $1,000* (ps); 
2-dr., , $650*; Country Squire 
$900*; Country Sedan (8) 
4-dr., $825*; Custom (6) 2-dr., $530; 
Ranch Wagon (8) 2-dr., $520*. 

‘55 Fairlane (8) conv., $600*°; Country 
Sedan (8) 4-dr. (9 pass.), $740*; Cus- 
tom (8) 4-dr., $425*, $300°. 

’54 Crest (8) skyliner, $360*. 

*53 Custom (8) 2-dr., $250*, $215; Cus- 
tom (6) 2-dr., $150. 

"52 Main (6) 2-dr., $160. 
HUDSON—’S4 Hornet 2-dr., $170*. 
LINCOLN—’57 Capri 4-dr. hardtop, $1,475* 

(ps). 
a Montclair 4-dr., $1,300* 
ps 

'57 Monterey 4-dr., $1,075* (ps). 

‘56 Monterey 4-dr., $800*. 

‘55 Montclair conv., $500°; 
2-dr. hardtop, $450°; station 
$450° (ps). 

54 Monterey 2-dr. hardtop, $210*; 
tom 2-dr., $180. 

"53 Monterey 4-dr., $320*. 

OB ’58 (98) 4-dr., $1,750* 
(ps); (88) conv., $1,675* (ps). 
'S7 (88) 4-dr. Holiday, $1,140* 
2-dr. Holiday, $1,060* (ps). 
56 (88) Super 4-dr., $780*; 
$700°. 

’55 (88) Super 4-dr. Holiday, $770*. 

’54 (88) 4-dr., $390* (ps); 2-dr. Holi- 
day, $350°; (88) Super 4-dr., $280* 

(ps); (98) 2-dr. Holiday, $250* (ps). 








Monterey 
wagon, 


Cus- 


(ps); 
(88) 4-dr., 


PLYMOUTH—’59 Savoy (6) 2-dr., $1,360*; 














CADILLAC—'57 (62) 4-dr., $1,940* (ps). 
CHEVROLET—'59 Impala (8) 


’58 Bel Air (8) 4-dr., $1,190*, $1,155*, 
$1,100*; Delray (6) 2-dr., *, 
-» $550; Two-ten 


e 
500 (8) 4-dr., 


*53 Bel Air 4-dr., 
FORD—'59 $1,- 
625° (ps). 
*58 Thunderbird (8) 2-dr. hardtop, $2,- 
400° (ps); Fairlane 500 (8) 4-dr., 
— (ps); Custom 300 (6) 2-dr., 


$9 
*S7 Fairlane 500 (8) 4-dr., _ (ps); 
conv., $840°; Fairlane (8) 2-dr — 
$735*; Custom (8) 4-dr., 
"56 Custom (8) 4-dr., 
(8) 4-dr., $670; 
Victoria, $500*; "2. 2-dr., 
7 (8) 4-dr. , $460, $410; 2-dr., 


"54 Main (8) 2-dr., $350, $210*. 
"53 Custom (8) 2-dr. Victoria, $365*. 
MEROURY —'’58 Monterey 4-dr., $675° 


(ps). 
a Monterey station wagon 4-dr., $600* 
Ps). 
OLDSMOBILE—’58 (88) Super 2-dr., $1,- 


500* (ps). 
"57 (88) Super 2-dr., $1,050* (ps). 
"56 (98) conv., $780* (ps); (88) 4-dr. 
Holiday, $375*. 
$595* (ps); (88) 


"655 (88) Super 4-dr., 
2-dr., $560°. 
PLYMOUTH—’59 Fury (8) 4-dr., $1,775*. 
"S57 Belvedere (8) 4-dr., $850* (ps). 
‘56 Savoy (8) 4-dr., $365*. 
PONTIAC—’55 Chieftain 4- dr. » $315. 
*54 Chieftain 4-dr., $120*. 
°53 Chieftain 2-dr., $345°. 
RAMBLER—’60 Deluxe - 2-dr., $1,390. 
"59 Deluxe (6) 2-dr., $1,290. 
STUDEBAKER — '58 Scotsman (6) 2-dr., 


$300. 
MISCELLANEOUS — ’'57 Chevrolet (6) 
pickup, $755; Ford (8) pickup, $750. 
"56 Ford (8) pickup, $410. 


DETROIT 


é sme Auto oe Sale every ~~ 
he lay. ces are for sale of April 
‘ue Presa (8) 4-7, Secor. . aL eee. LeSabre 4-dr., $1,800* (ps), 


Feb. 


"53 (88) 2-dr., $260*; 4-dr., $120* (ps). 





*56 Savoy (8) 2-dr., $675*; Belvedere (8) , *; 2-4 
2-dr. hardtop, $620° (ps). Oe 1 2-dr. Riviera, $1,275 r., 
"55 Belvedere (8) 2-dr. hardtop, $470*; ’57 Special 4-dr, Riviera, $1,050*; 2-dr. 
Savoy (8) 4-dr., $290*; Savoy (6) Riviera, $990*, $980*. 
4-dr., $250°*. 55 Special 2-dr, Riviera, $525*; Super 
’54 Suburban 2-dr., $325; Savoy 2-dr., 4-dr., $450° (ps). 
$310*, $150. ’50 Special 4-dr., $250* (ps). 
’53 Suburban 2-dr., $200. eager de Ville 2-dr. hardtop, 
P —’ ” 800° (ps). 
nee > gg Chieftain 4-dr. Catalina, 'S7 (60) Special 4-dr., $1,850* (ps). 
, a ° . 
85 Chieftain conv., $420°; 2-dr. Catalina,| “4 (67), 27am, Raratop, $1,350° (ps); 
$405°; Star Chief conv., $300°; 4-dr., OLET—'60 Corvair 700 (6) 2-dr., 
$250°. $1,705; 4-dr., $1,670*; Corvair 500 (6) 


’53 Chieftain 2-dr. Catalina, $230*. 4-dr., $1,615. 


STUDEBAKER—’'55 Commander (8) 2-dr., "59 Impala (8) sport sedan, $2,075*; 
$375. sport coupe, $1,995*; Nomad (8) 4-dr., 
MISCELLANEOUS—’'52 Ford %-ton pick- $1,765°; Bel Air (8) 4-dr., $1,730*, 
up, $280. $1,650°, $1,625*, $1,600*; 2-dr., $1,- 

° Brookwood (6) 4-dr., $1,- 


475* (ps); 
625°. 

’58 Nomad (8) 4-dr., $1,510* (ps), 
470*; Brookwood (8) 4-dr. (9 pass.), 


$1,- 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale 


Inc 
every Friday. Prices are for sale of April $1,335*; (6 pass.), $1,280; Biscayne 
8. A good sale today, good clean ore in” $1,030°; Delray (6) 2-dr., 
bringing t ices. 1 
cenaiaeeacate ee Seid TS percent of S10) oF ‘Bek Air (8) sport coupe, $1,300°, 
BUICK—’56 Special 4-dr., $770*. $1,285* (ps); 2-dr., $1,315*; sport 
'38 Century 4-dr., $240. cetam, 61.196"; Two-ten (8) 2-dr., 


’56 Two-ten (8) station wagon, $860*; 
4-dr., $610*; Two-ten (6) 2-dr., $450; 
One-fifty (6) 2-dr., $565. 

(Continued on Page 51, Col, 1) 


’55 (62) 2-dr., $750* (ps). 
4-dr., $1,- 
825*; 4-dr, hardtop, $1,800* (ps); Be 


Air (8) 4-dr., $1,500*. 





COLORADO 


Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-762! 

SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Deaters Only 
Write for FREE Market Reports. 











Denver Auto Auction 
% South Santa Fe Littleton, 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bili Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 


Colo 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 
DAYTONA BEACH — Florida Auto 


oe aes Box 24007. 


MARYLAND 


a dle panies tee ete 
guaran group- 
i. 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 4 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously, 
© Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area, 


© Always a fine selection of sharp cars, 
@ Friendly relations prevail at all times, 
@ Congenial auctioneers, 
@ Fair management. 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M, D, Metoiun. Vice-President and Mana 
3711 Western Road Phone CEdar 2-318 








MICHIGAN 
Shia RRe! Senne 


SAM GOODMAN'S 

STATE FAIR. AUTO AUCTION 
19745 Ralston in rear of 19600 Woodward, 
Detroit 3, TOwnsend 9-4660-61-62, Same loca- 
tion—new facilities. 

EVERY TUES. & FRI. 12:00 NOON 
Cenveniently located in the heart of the 
automobile center. 





NEW JERSEY 








Minutes sine or York City 


AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 

Insured 
AUCTION IesURANCE 
Birmingham, Alabama 
EVERY THURSDAY: AT NOONI 
ON ROUTE 46 


CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 








LAFAYETTE—Syracuse Auto sami, 





NEW JERSEY 


OVER 500 CARS EVERY WEEK 


NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


eas HOUSE CARS! 


N-A-D-E 


i mr ty Ns ae: 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 


Crossroads 


. where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


NATIONAL AUTO 
DEALERS EXCHANGE 












NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH INC. 

Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 






Eve 







Center of Empire State. Check 
Title Protection. (Wed.). 









You will reach both groups 


North-East-South-West 
through an ad in Automotive 


Automotive News' 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 






News. 








eee 


COR ie ah SSR I ge 


AREA SLs OEB HS ERE 


A.M. Dual Ring. CHapel 4.9546. 


eee 





ee 


Pri cee, 
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Used-Car Auction Prices 





(Continued from Page 50) 


55 Bel Air (8) 4-dr., $680* (ps); sport 
coupe, $500*, $350*. 

CHRYSLER—’59 Windsor 4-dr, hardtop, 
$2,300*. 

"57 NY 4-dr. hardtop, $1,100* (ps); 
Windsor 2-dr, hardtop, $1,065* (ps); 
Saratoga 4-dr, hardtop, $910* (ps). 

56 NY 4-dr., $950* (ps); Windsor Town 
& Country, $920* (ps). 

‘55 Windsor 2-dr, hardtop, $425*. 

DeSOTO — '56 Firedome 4-dr, hardtop, 
$540*. 

’55 Fireflite 4-dr., $380* (ps). 

DODGE—’58 Royal (8) 2-dr, hardtop, $1,- 
350* (ps); Coronet (8) 2-dr., $1,050*. 

’57 Coronet (8) 2-dr., $925*,. $735*; 2-dr. 
hardtop, $860*; Custom Royal (8) 4- 
dr., $850°*. 

"56 Coronet (8) 2-dr., $625*%; Coronet 
(6) Suburban, $550. 

’55 Coronet (8) 4-dr., $435*; Suburban, 
$380; Custom Royal (8) 2-dr, hard- 
top, $400*. 

EDSEL—’58 Corsair 2-dr., §1,250* (ps); 
4-dr., $895* (ps); Ranger 4-dr, hard- 
top, $800* (ps). 

FORD—’60 Galaxie (8) 4-dr. Victoria, 
$2,820* (ps); Starliner, $2,435* (ps); 
4-dr., $2,105*. 

’59 Country Squire (8) 4-dr., $2,070* 
(ps); Galaxie (8) 2-dr., $2,035*, $1,- 
760; 4-dr, Victoria, $1,975*; Country 
Sedan (8) 4-dr., $2,015*, $1,730* (ps); 
Ranch Wagon (8) 4-dr., $1,800*; Fair- 
lane (8) 4-dr., $1,510*, $1,500*; Cus- 
tom 300 (8) 2-dr., $1,460*, $1,390; 
4-dr., $1,400*. 

"58 Fairlane 500 (8) conv., $1,500*; 
2-dr., $1,055; Country Sedan (8) 4-dr., 
$1,350* (ps), $1,265*; Custom 300 (6) 
4-dr., $1,050* (ps); Custom 300 (8) 
2-dr., $965*; Fairlane (8) 2-dr., $1,- 
030*; Ranch Wagon (8) 2-dr., $1,025*. 

"57 Fairlane 500 (8) 4-dr., $1,230", 
$910*; conv., $1,125*; 2-dr. Victoria, 
$1,000*; Custom 300 (6) 2-dr., $920; 
4-dr., $775. 

"56 Fairlane (8) conv., $800*, $675*; 
2-dr., $740*, $700*, $575*; 4-dr., 
$585*; 2-dr. Victoria, $455*; Parklane 
(8) 2-dr., $800*; Ranch Wagon (8) 
2-dr., $705, $530; Custom (8) 2-dr., 
$660*, $425*; 4-dr., $410; Country Se- 
dan (8) 4-dr., $575*. 

’55 Fairlane (8) Crown Victoria, $710* 
(ps), $575* (ps), $550*. 

49 Custom (8) 2-dr., $415. 

IMPERIAL—’57 Crown 2-dr. hardtop, $1,- 
655* (ps); 4-dr., $1,400* (ps). 

LINCOLN —'57 Premiere 4-dr., $1,520* 
(ps). 

"55 Capri 2-dr, hardtop, $370* (ps). 

MERCURY—’59 Colony Park 4-dr., $2,- 
265* (ps). 

’58 Monterey 4-dr., $1,475* (ps), $1,- 
230*; 2-dr., $1,170; Montclair 2-dr. 
hardtop, $1,130*; 4-dr., $1,125*. 

"57 Monterey 2-dr. hardtop, $1,040* (ps), 
$850*; 4-dr. hardtop, $940*; 2-dr., 
$890* (ps); 4-dr., $750*. 

’56 Montclair 4-dr, hardtop, $905*; Cus- 
tom 4-dr, hardtop, $575*. 

55 Montclair 2-dr., $685*; Monterey 
4-dr., $400*. 

OLDSMOBILE — '59 (88) 4-dr. Holiday, 
$2,370*. 

"58 (98) 4-dr. Holiday, $1,725* (ps); 
4-dr., $1,600* (ps); (88) 4-dr., $1,700* 
(ps); 2-dr. Holiday, $1,590* (ps). 

’57 (88) Super 4-dr., $1,370* (ps); (88) 
2-dr., $815*. 

’56 (98) 2-dr., $1,000* (ps), $865* (ps); 
4-dr, Holiday, $815* (ps); (S88) Super 
2-dr, Holiday, $750*. 

’55 (88) 2-dr. Holiday, $415*. 

PLYMOUTH—’60 Savoy (8) 2-dr., $1,775*. 

"59 Belvedere (8) 4-dr., 2 at $1,500*, 
$1,395*; 2-dr., $1,450*. 

’58 Belvedere (8) 4-dr, hardtop, $1,105*; 
Plaza (6) 2-dr., $800. 

’57 Belvedere (8) 2-dr, hardtop, $960*; 
4-dr., $775*; 4-dr. hardtop, $740"; 
Suburban (8) Custom 4-dr., $875* 
(ps); Savoy (8) 4-dr., $700*, $650*, 
$635*; Plaza (6) 2-dr., $595. 

"56 Savoy (8) 2-dr., $540*; 4-dr., $420. 

"55 Savoy (8) 2-dr., $300. 

PONTIAC—’59 Star Chief 4-dr. Vista, 
$2,475* (ps), $2,345* (ps); Catalina 
conv., $2,300* (ps); sport coupe, §$2,- 
265* (ps); 4-dr., $1,900* (ps), $1,840*. 

*57 Chieftain 4-dr., $855. 

’55 Chieftain 2-dr., $265*. 

RAMBLER — '59 Ambassador (8) Cross 
Country, $1,910*. 

’58 Ambassador (8) Cross Country, §$1,- 
360* (ps). 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of April 5. 
BUICK—'57 RM conv., $1,450* (ps). 

’56 Special 2-dr. Riviera, $885* (ps); 

2-dr., $635*. 

"54 Century 2-dr. Riviera, $465*. 

’53 RM 2-dr, Riviera, $400* (ps). 
CADILLAC—’'56 (62) 4-dr. hardtop, $1,- 


595* (ps). 
CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
795*. 


’59 Impala (8) 4-dr, hardtop, $2,140* 
(ps), $2,070* (ps); 4-dr., $1,835* 
(ps); 2-dr, hardtop, $2,120*, $2,095* 
(ps); Bel Air (8) 4-dr., $1,850* (ps), 
$1,810* (ps); Bel Air (6) 2-dr., $1,- 
650; 4-dr., $1,625; Biscayne (8) 2-dr., 
$1,600. 

"58 Corvette (8) conv., 2,200; Impala 
(8) 2-dr. hardtop, $1,845* (ps), $1,- 
650* (ps); Brookwood (8) 4-dr., $1,- 
560*; Bel Air (8) 4-dr, hardtop, 
$1,500* (ps); Biscayne (8) 4-dr., $1,- 
325, $1,300, $1,250, $1,225*; Biscayne 
(6) 2-dr., $1,240. 

"57 Bel Air (8) 2-dr, hardtop, $1,485*, 
$1,290*; 4-dr., $1,270*; One-fifty (6) 
4-dr., $970, $900; Two-ten (6) 4-dr., 


$850 
"56 Bel Air (8) 4-dr, station wagon, 
$1,095*; 4-dr., $990, $800; Two-ten 


(8) 4-dr, station wagon, $955*; 4-dr., 
$910; One-fifty (8) 4-dr., $875*; One- 
fifty (6) 4-dr., $850; Two-ten (6) 
4-dr., $780. 
’55 Two-ten (6) 2-dr. hardtop, 
4-dr., $590; One-fifty (6) 2-dr., 
"53 Two-ten (8) 2-dr., $420*; 
$225°. 
CHRYSLER—'49 4-dr., $250. 
DeSOTO—'52 Firedome 4-dr., $205*. 
DODGE—’57 Coronet (8) 2-dr. hardtop, 
$900* (ps). 

'54 Meadowbrook (8) 4-dr., $180*. 
FORD—’60 Thunderbird 2-dr, hardtop, $3,- 
885* (ps); Falcon 4-dr., $2,070*. 

"59 Galaxie (8) 2-dr,. hardtop, $2,100 
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’55 (98) 2-dr, Holiday, $760*. 
'54 (88) 2-dr, Holiday, $365*. 


PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


'58 Savoy (8) 4-dr., $1,125* (ps), 
100* (ps), $1,000. 








Brookwood (8) 4-dr., $1,800* (ps), 
$1,530; Parkwood (8) 4-dr., $1,770* 


: s , 17 ; Parkwood 
Model Breakdown (pe), $1, ag“ ; 2% ee — 


875°. s:,-| Of Auction Averages sedan, $1,740" (ps); 4-dr., §1,705*, 


$1,595*, $1,565, $1,560* (ps); Bel Air 
Apr., 1960 Mar., Feb., (6) 2-dr., $1,500. 











’56 Suburban (8) 2-dr., $665. To Date 1960 1960 ’68 Impala (8) conv., $1,840* (ps), $1,- 

55 Plaza (8) 2-dr., $470. $2,497 $2,408 $2,516 725°; 2-dr. hardtop, $1,825* (ps), $1,- 

PONTIAC—’55 Star Chief 2-dr. Catalina, ” " 700* (ps); Bel Air (8) sport sedan, 

$700". 1,967 2,108 2,157 $1,490* (ps), $1,400* (ps); 4-dr., $1,- 

(ps); Fairlane 500 (8) 2-dr, hardtop, | MISCELLANEOUS—’59 Ford %-ton pick- 1,334 1,374 1,419 265*; 2-dr., $1,255*; Brookwood (8) 

$1,925* (ps); Custom 300 (8) 4-dr., up, $1,000. 935 962 1,015 4-dr., $1,380* (ps); Brookwood (6) 

$1,635* (ps); (6) 2-dr, station wagon, ’55 Ford %-ton pickup, $575. 662 655 692 4-dr., $1,355*; Delray (8) 2-dr., $1,- 

$1,625. ’53 Ford %-ton pickup, $420*; GMC 230°; Delray (6) 2-dr., $1,080*; Bis- 

’58 Custom 300 (8) 4-dr., $1,100*; Fair- %-ton pickup, $200. 497 486 517 cayne (8) 2-dr., $1,120*; Biscayne (6) 

lane (8) 4-dr., $1,100*; 2-dr., $920; 315 309 333 SS” $1,000; Yeoman (8) 4-dr., $1,- 
Custom 300 (6) 2-dr., $995. $ . 

'57 Fairlane 500 (8) 2-dr, hardtop, $1,- CHICAGO 214 217 225 57 Bel Air (8) conv., $1,560* (ps), $1,- 

345* (ps); (8) Country Sedan 4-dr., Arena Auto Auction, Sale every Tuesday. Overall 500°, $1,400* (ps), $1,370*; sport se- 

$1,295*; Country Sedan 2-dr., $1,095; | Prices are for sale of April 5, There is a Average $1,053 $1,064 $1,109 pve ee nae Bn elens Bae arab 


Del Rio (8) 2-dr., $1,050; Fairlane| shortage of used cars, Sold 469 cars from 





Two-ten (6) station wagon, $1,300; 


(8) 2-dr, Victoria, $1,050*; Custom | 558 consignments. 

300 (8) 2-dr., $995* (ps); 4-dr.,| BUICK—’59 Electra 4-dr. hardtop, $2,100* 750* (ps); 4-dr, hardtop, $3,625* (ps), 4-dr., $925; sport sedan, $900*; 2-dr., 
Rhian. 8 Ger 4-dr. Rivi $1,730* (ps) ore ae tose ap; morn. oath $1,090¢ we 
Custom (6) 2-dr., $805. "5 entury 4-dr. viera, ¢ Ps); ‘* é ‘ 7 : ’ . 

56 Thunderbird conv., $2,045* (ps); RM conv., $1,675*; 4-dr, Riviera, $1,-| “5%, (62) ee ge tebe tenn, £2'| "56 Bel Air (8) conv., $1,070*; sport 
Fairlane (8) 2-dr, hardtop, $995*; 4- 650*; Super 4-dr. Riviera, $1,480* $2 ease (pe) $2,670* (ps); as hard- ores: . oe). oar tet pe 
dr., $745* (ps), $705*; (8) Countr (ps). . 5 aon A, . ; 4-dr., : -dr., 
Sedan 4-dr., OI ga Custom (8) '57 RM conv., $1,540* (ps); 4-dr., $1,- ign that cee (0m) Sale 43.000? tans $755*: sport sedan, $675*; Two-ten 
2-dr., $775; Ranch Wagon (8) 2-dr., 290* (ps), $1,140* (ps); Century Es- fe i i. = 2.135* ° , (8) 2-dr., $810*, $790*. 
$675. tate Wagon,  $1,485* (ps), $1,450°| ,, (60) Special 4- si ee ‘ a s90*| "55, Nomad (8) 2-dr., $560* (ps), $710*; 

‘55 Fairlane (8) 4-dr., $680*, $585* (ps); (ps); conv., $1,250* (ps), $1,000* 56 a. ooee' rae eye tine Bel Air (8) sport coupe, $850*, $815"; 
Custom (8) 4-dr., $540*. (ps); 4-dr, Riviera, $1,215* (ps), $1,- oe) sat aaa 723 b ao0 * 51 ‘500° Bel Air (6) 2-dr., $605*; Two-ten (8) 

’54 Custom (8) 2-dr., $400. 150* (ps); Super 4-dr. Riviera, $1,300* . ar PS); ae. Ville, $1 mn ipa): | nf Gt.» $695°. 

53 Custom (6) 2-dr., $305*. (ps), $1,255* (ps); 4-dr., $1,180*, $1,- Pie $1305* (ps), $1,230° (pe), $10] cree eel Air 4-dr., $455°. 

'52 Custom (8) 4-dr., $235%, $220. 090*' (ps). S008” (eal (60) Bhecial tar $1,396 | CHBYSLER—'59 (300) 2-dr. hardtop, $2,- 
HUDSON—'53 Hornet (6) 2-dr., $250°. "56 Century 4-dr.. Riviera, | $800* (ps) ; nm: ae oa 780° (pe); IY 4-dr. hardtop, $2,200° 
LINCOLN—’53 Capri 2-dr. hardtop, $200*. Special 4-dr, Riviera, ‘ * ’ , . . ; 3 4 
MERCURY—’57 4dr, station wae, $1,- (ps), $615* (ps); 2-dr. Riviera, $595*. 55 aoe ee ike $1,430* (ps); 57 NY 4-dr, hardtop, $1,750* (ps), 

450* (ps). ’55 Century 4-dr, Riviera, $750* (ps), £82) conv., $1, a: . (80) ’53 NY 2-dr, hardtop, $360* (ps). 

'55 Monterey 4-dr., $700*, $575, $550*; $600° (ps); Super 4-dr., $685* (ps);| ‘54 Eldorado conv., $1,405° (ps); ( DeSOTO—'57 Fireflite 4-dr., $1,135° (ps); 
Custom 2-dr., $680*. RM 4-dr., $625*; 2-dr, Riviera, $550* Special 4-dr., $755* (ps). 4-dr., $925* (ps); Firedome 4-dr., 

'54 2-dr. hardtop, $410* (ps). (ps). CHEVROLET—’'60 Impala (8) conv., $2,- $820*; Firesweep 4-dr, hardtop, $800*; 
OLDSMOBILE—’59 (88) 2-dr. Holiday, | CADILLAC—’60 Eldorado conv., $4,975* 585* (ps); Corvair (6) 4-dr., $1,590*. 4-dr., $740*, $725°. 

$2,245* (ps). (ps); (62) conv., $4,400* (ps). ’59 Impala (8) conv., $2,335* (ps), $2,-| DODGE—’'57 Coronet (8) 4-dr. hardtop, 
5S (88) Super 2-dr. Holiday, $1,825* "59 (62) conv., $3,960* (ps); 2-dr, hard- 275* (ps), $2,275*, $2,250* (ps), $2,- $1,065* (ps), $1,000* (ps); 2-dr., 
(ps); (88) 2-dr, Holiday, $1,690*. top, $3,700* (ps), $3,505* (ps); de 225* (ps), $2,210* (ps); sport sedan, 20°. 
’56 (88) 4-dr, Holiday, $1,000* (ps). Ville 2-dr, hardtop, $3,900* (ps), $3,- $2,200* (ps), $1,95*, $1,890* (ps); (Continued on Page 52, Col, 1) 


*"Millionaire”’ Vacation in... 


Retailers! Jobbers! Manufacturers! 


—everyone who makes or sells top-quality SARAN seat covers 
is eligible to compete for these “Live Like a Millionaire” 
vacations for two! 


Think of it! Two first prizes—your choice of a winter Carib- 
bean cruise and a summer vacation in Canada, or an all- 
expense-paid vacation trip to London, Paris, or Rome! Other 
“Millionaire Dream Vacations” and prizes, too! Go on a 
calypso holiday to Nassau or Jamaica . . . an all-expense vaca- 
tion trip to San Francisco or New York . . . or win your choice 
of over 1,400 nationally advertised prizes from the big 
SARAN “Live Like a Millionaire” prize book. 


You can’t lose! All you have to do is sell top-profit SARAN 
seat covers and complete a simple limerick. SARAN is 
America’s favorite seat cover fabric . . . the seat covers that 
won't sag, soil, or fade—even after years of use... the bright, 
easy-cleaning seat covers with the proved quality. And the 
more you sell, the more opportunity you have to win. 


And that’s not all! On April 24, THE DOW HOUR OF 
GREAT MYSTERIES will tell the SARAN seat cover story 
at a prime evening viewing hour over the full network of 
NBC-TV stations from coast to coast—an estimated audience 
of over 30 million potential customers. Tie in your adver- 
tising program and get ready for the biggest SARAN year, 
and the most, fabulous vacation of your life! Ask your seat 
cover supplier for details of how you can participate in the 
SARAN contest! 


THE DOW CHEMICAL COMPANY 





¢ MIDLAND, MICHIGAN 


ee a eer 


Gite Hanes 
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; dr., $1,355". 100*. top, $4,350* (ps); (62) conv., $4,220* 
58 Country Sedan (8) 4-dr., $1,330*, ’58 Star Chief 4-dr, Catalina, $1,675* (ps); 4-dr., $3,850*° (ps), $3,825* 
= ® $1,315* (ps), $1,160; Custom 300 (8) (ps); Chieftain Safari 4-dr., $1,550* (ps); 2-dr., $3,150* (ps). 
- 2-dr., $1,125*; 4-dr., $1,035, $920; (ps); 4-dr., $1,330*; Super Chief 4-dr. ‘5S (62) conv., §$2,895* (ps); Coupe de 
I Fairlane (8) 4-dr., $620°*, Catalina, $1,455* (ps). Ville, $2,800* (ps). 
'57 Country Sedan (8) 4-dr., $920", ’57 Chieftain 2-dr, Catalina, $1,020. ’57 (60) Special 4-dr., $2,480* (ps); (62) 
$915* (ps), $865* (ps); Fairlane 500 ’56 Chieftain 2-dr. Catalina, $730*; 4-dr. Sedan de Ville, $2,360* (ps), $2,355* 
(8) 4-dr., $910*, $825*, $670*; Fair- Catalina, $730*, (ps); Coupe de Ville $2,345* (ps), 
Cents - P 51 lane (8) 2-dr., $850*, $755*, $685*; ’55 Chieftain 2-dr, Catalina, $355*; 4- $2,200* (ps). ; 
(Continued from Page ) os caus (8) aaa $675, $650, $530. dr., $220*. "56 (62) 4-dr., $1,310" (ps) $1,280* | 
; , ‘ountry an (8) 4-dr., $710*, ’54 Star Chief conv., $375*; 4-dr., *, (ps) : 4 i 
56 Coronet (8) 4-dr, hardtop, $570°. “a Impala (8) conv., $1,715°; 2-dr. $585*; Custom (8) 2-dr., $530; Fair-| ‘53 Chieftain 2-dr. Catalina, $200" ‘55 (60) Special 4-dr., $1,370" (ps), $1,- i 
bee ee 2-dr, hardtop, $405*; Seeman cas i. ate wm 2 (8) 2-dr., $480*; 4-dr., $405. RAMBLER—’60 Deluxe (6) 4-dr., $1,560. 290* (ps); (62) Coupe de Ville $1 335* 
-dr., p -dr., $1,575; -| °55 Fairlane (8) 2-dr., $725*, $465,| ‘58 Deluxe (6) 4-dr., $1,555* (ps ; 4-dr. * uh hea 
aes eae aay. So seers oe Seo hem jee ‘trae daaee ts = stl 4-dr., $450; conv., $380; Ranch ‘57 Custom (6) Cross Cader ete: ‘eh ted) conv, Oba oa. 
ps); , $2, -dr., $1,410*, $1,250*, $1,225*; 2-dr., agon (8) 2-dr., $445; Custom (8) $890. ° $475° 
(ps): 4-dr., $2,205* (ps); Fairlane 500 $1,295*; Bel Air (6) 4-dr., $1,355*; 2-dr., $390°%; 4-dr., $350*. STUDEBAKER—’59 Regal (6) 2-dr. hard- ‘ba en) ca, ‘ae ie ee? 
(8) 2-dr., $1,725. Biscayne (8) 4-dr., $1,305*; 2-dr., $1,- | IMPERIAL—’60 Imperial Custom 4-dr., top, $1,460* 5 '51 (62) 4-dr., $290*; Cou de Ville 
'59 Thunderbird (8) 2-dr, hardtop, $2,- 126°; Biscayne (6) 4-dr., $1,215, $1,- $3,950* (ps). MISCELLANEOUS—’59 Chevrolet (6) El $225*: 2-dr., $150*, ’ reser : 
950° (pe), $2,030" (ps), $2,890" (pe) Si Delray (6) cdr... eae’. or ieee "88 Crown Imperial 2-dr, hardtop, $3,- Camino, $1,465; Ford Ranchero, $1,- | CHEVROLET—’60 Impala (8) sport coupe 
‘ 7 ; -dr., ’ , ’ ; * (ps). 365*. 3 . -dr., 
conv., $2,260* (ps); 2-dr. Victoria, Bel Air (6) 2-dr., $1,095*, $585; Two-| LINCOLN—’59 Capri 4-dr., $2,600* (ps). '57 Chevrolet (6) %-ton pickup, $830. $1560 Pay ee jr 
$2,100* (ps); 4-dr., $1,950* (ps); 4-dr. ten (6) 4-dr, hardtop, $1,080*; 4-dr., '49 Cosmopolitan 4-dr., $280, ‘56 Chevrolet (6) %-ton pickup, $650 59 Corvette (8) conv., $2,885; Impala 
a ae ve 150° te Oars tos: . jun ee) + SS Sat ee. $930; | MERCURY—'59 Commuter 4-dr., $2,250*| '55 Chevrolet (6) %4-ton pickup, $550. (8) sport coupe, $2,160 (ps), $2,140* 
-dr., * , ’ , 7 x “GF ., ’ . (ps). (ps); Biscayne (6) 2-dr., $1,460*. 
Fairlane 500 (8) 2-dr, Victoria, $1,-| ‘56 Two-ten (8) 4-dr., $760, $665; Del-| ‘57 Monterey 4-dr, hardt 665* ( ’ i } "$1,835" | 
725* (ps); Custom 300 (6) 2-dr., $1,- ray, $670*; Two-ten (8) Delray, $750*; ’56 Custom "o-ar. *nardton $025. rs LOS ANGELES Teen hn Be wad ST dose’ toe) x 
380, $1,350. s ; aes $655, $625; Bel Air (8) 4-dr.,| °55 Custom 2-dr., $360. Harold Henry’s Los Angeles Dealer Auto 590* (ps), $1,490* (ps), $1,400; Bis- 
'58 Thunderbird (8) conv., $2,440 (Ps) ; ; $755*. OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- | Auction. Sale every Tuesday. Prices are for cayne (8) 4-dr $1,265", $1 250*" 2 at 
Fairlane 500 (8) Skyliner, $1,700 55 Bel Air (8) conv., $690, $570*; sport 700* (ps); 4-dr. Holiday, $2,325* (ps); | sale of April 5. $1,235*, $1,220*, $1,160*; 2-dr.’ $1,- 
a cme), eee ee ch. tems Sr aly nee den oak: eee toes (88) Super 2-dr. Scenic, $2,220* (ps); | BUICK—-'59 Electra 2-dr. hardtop, $2,360° 240%, $1,235*, $i,225*, are: 
; Soe? ; . ¥ ner , ' (98) 4-dr. Holiday, $2,570* (ps). (ps). , : Ss . 
try Sedan (8) 4-dr., $1,350*, $1,125*; $320*; 2-dr., $425; station wagon 4- ’5S (98) 4-dr., $1,890* (ps); (88) conv., ‘57 Century 2-dr. Riviera, $1,250* (ps); seers, Sees bs see eave on 
Fairlane (8) adr.’ $1.085%; Custom ar... 1408; Swo-ten (0) Sar., 9610, $1,830* (ps); 2-dr., $1,640* (ps); 4- RM 2-dr. Riviera, $1,185* (ps); Super sedan, $1,335* (ps), $1,200; 4-dr., $1,- 
-dr., j : , ° : ; a -dr., ; dr, Holiday, $1,645* (ps). 2-dr. Riviera, $1,085* (ps). * : “ten (8) 4-d * : 
’57 Fairlane 500 (8) 4-dr, Victoria, $1,- CHRYSLER—’55 Windsor 4-dr., $465*. "57 (98) conv., $1,350* (ps); 4-dr., $1,- '56 Special 2-dr. Riviera. $770* (ps); sane; etgtion wasun el ens*; ‘leew. 
405*, $1,205*, $1,075* (ps);  2-dr.,| DeSOTO—'57 Firesweep 4-dr., $920* (ps). 210* (ps), $1,190* (ps); 2-dr., $1,105*; conv., $515* (ps); Century Estate $980*; One-fifty (8) delivery dan, 
or Samat Our con’ naan DODGE—’'59 Coronet (8) 4-dr., $1,745* (88) conv., $1,290* (ps). Wagon, $675*. : $675 7 eee 
1,065*, ; ustom ) 4-dr., (ps). ’56 (88) 2-dr. Holiday, $790*. "55 Century 2-dr. Riviera, $645* ) § ‘1 y. *. i 
ae ee pee + es ae ie (ps); | PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- $615" (ps); Super 2-dr. hitters, sess "a toa cee teas? con) eereo*; 
-dr., ; -cr., . nger 4-dr., ; , 125* (ps), (ps), $545* (ps), $450* (ps). f *. Two-ter nar. * 
56 Fairlane (8) conv., $1,080*; S-dr. FORD—’'60 Galaxie (8) conv., $2,616* ’56 Belvedere (8) 2-dr, hardtop, $490*; ’54 RM conv., $350° Soaps Special 4-dr., $690"; "iieiun’ t6r Gone “5028 ee 
Victoria, $890* (ps); 2-dr., $640°; 4-| (ps). Savoy (8) 2-dr., $280. $235*. '55 Bel Air (8) 2-dr., $915, $650; 4-dr 
dr., $530* (ps), $525*, $475*; Ranch} ‘59 Country Sedan (8) 4-dr., $1,855*;| °55 Belvedere (8) 2-dr., $240*; 4-dr.,| ‘53 RM 4-dr., $260* (ps), $230*. $680*; Two-ten (8) station wagon, 
Wagon (8) 2-dr., $745, $630; Custom Fairlane 500 (8) 2-dr., $1,815*, $1,- $235*, $170; Savoy (8) 4-dr., $165*; | CADILLAC—’59 (60) Special 4-dr., $4,600* $705*: Two-ten (6) 4-dr $495; One- 
(8) 2-dr., $510; Custom (6) 2-dr., 500*; 4-dr., $1,710*; Fairlane (8) 4- Plaza (6) 4-dr., $100, (ps); de Ville 2-dr. hardtop, $4,535* fifty (6) station wagon "$495 Z 
$400*. PY dr., $1,600*; 2-dr., $1,500*; Galaxie| PONTIAC—'59 Star Chief 4-dr., $2,450* (ps), $4,250* (ps), $4,020* (ps), $3,- 53 Bel Air 4-dr., $360* (ps): 2-dr 
55 Thunderbird (8) conv., $1,675*; (8) 2-dr., $1,775*; Custom 300 (8) 4- (ps); 2-dr., $2,175; Catalina 4-dr., $2,- 900* (ps), $3,880* (ps); 4-dr. ‘hard- (Continued on Page 53, Col. 4) = 





Country Squire (8) 4-dr., $850; Fair- 
lane (8) conv., $705*; 4-dr., $495*; 
Custom (8) 4-dr., $555*, $345; 2-dr., 
$325*; Ranch Wagon (8) 2-dr., $350; 
Main (8) 2-dr., $315. 

LINCOLN—’58 Continental Mark III 4-dr., 
$2,750* (ps); Premiere 4-dr. hardtop, 
$2,160* (ps). 

56 Premiere 4-dr., $1,320* (ps). 

'S4 Capri 4-dr., $590° (ps); Cosmopoli- 

if tan 2-dr, hardtop, $320* (ps). 

iy MERCURY—'59 Monterey 4-dr., $2,155*; 

{ 4-dr, hardtop, $2,045* (ps). 

58 Commuter 4-dr., $1,590* (ps), $1,- 
135° (ps); Park Lane conv., $1,500* 
(ps); Monterey 4-dr., $1,035°*. 

'57 Turnpike Cruiser conv., $1,300* (ps); 
Monterey 4-dr., $1,145* (ps), $950°*; 
4-dr. hardtop, $1,070* (ps). 

‘56 Montclair 2-dr. hardtop, $690*, 
$315*; Custom 4-dr, hardtop, $625*. 

NASH—'56 Ambassador (8) 4-dr., $600° 





AN 
USE MOPAR’S 





Se eae 


(ps). 
f OLDSMOBILE—’59 (88) Super conv., $2,- 
600* (ps), $2,455* (ps); 4-dr, Holiday, 
| $2,430* (ps), $2,425* (ps), $2,375* 
} (ps), $2,220* (ps); 4-dr., $2,265* (ps). 
'5S (88) conv., $2,030* (ps), $1,960° 
(ps); 4-dr. Holiday, $1,715* (ps), $1,- 
700* (ps), $1,680* (ps); 4-dr., $1,670* 
(ps); (98) conv., $1,950* (ps), $1,905* 





(ps). 

: ’57 (88) 4-dr. Holiday, $1,460* (ps), 
$1,050* (ps); (98) 4-dr, Holiday, $1,- 
320° (ps); (88) Super 4-dr, Holiday, 
$1,315* (ps); 4-dr., $1,170* (ps); 2- 
dr., $1,000*° (ps). 

’56 (98) conv., $1,155* (ps); 4-dr, Holi- 
day, $870* (ps); (88) Super 2-dr., 
$1,030*; 4-dr., $700* (ps); (88) 4-dr., 
Holiday, $840* (ps). 

PLYMOUTH—’'59 Suburban (8) 4-dr., $1,- 
555*, $1,260. 

'58 Belvedere (8) 4-dr., $1,105*. 

’56 Suburban (8) 4-dr., $900*. 

j PONTIAC—’'60 Bonneville 4-dr. Vista, $2,- 
940° (ps). 

’59 Bonneville Safari 4-dr., $2,600* (ps); 
Star Chief 4-dr, Vista, $2,570* (ps); 
4-dr., $2,325* (ps); Catalina Safari 
4-dr., $2,320° (ps). 

q '58 Bonneville conv., $1,745* (ps); Star 
j Chief 4-dr, Catalina, $1,690° (ps); 
} 4-dr., $1,625* (ps); Chieftain 4-dr., 
f $1,355* (ps). 

’57 Bonneville conv., $1,435* (ps); Star 
Chief 4-dr, Catalina, $1,075* (ps); 
Chieftain 4-dr, Catalina, $1,005* (ps); 
4-dr., $700*. 

I '66 Chieftain 4-dr. Catalina, $835°, 
$555*; 2-dr., $475*, $370*. 

RAMBLER—'59 American (6) 2-dr., $1,- 
100. 

‘58 Ambassador (8) Cross Country, $1,- 
385; American (6) 2-dr., $865, $760. 

’57 Custom (8) Cross Country, $1,150* 
(ps). 

’56 Custom 4-dr., $565. 

f STUDEBAKER—'59 Lark (8) station wag- 
on, $1,535; 4-dr., $1,225* (ps). 


FLINT 


Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of April 
6. Prices were high on ‘58 and sharp ‘56, 
"S57. '59 models were slightly lower, Sold 
226 cars from 294 consignments. 
BUICK—'60 LeSabre 2-dr., $2,750* (ps). 

‘59 Electra 2-dr, hardtop, $2,580* (ps); 

Invicta conv., $2,500*; 4-dr, hardtop, 
$2,420° (ps); LeSabre 4-dr., $1,995* 
f (ps); 2-dr., $1,940°*, 
‘68 Special 2-dr, Riviera, $1,570* (ps); 
4-dr. Riviera, $1,525. 
'S7 RM 2-dr., $1,305*; Century conv., 
$1,200* (ps); 4-dr., $950*; Special 4- 
dr., $1,145; 2-dr. Riviera, $1,030". 
} '56 Special 4-dr, Riviera, $860*, $800*; 
; 2-dr. Riviera, $825*, $770°, $625°*; 
Estate Wagon 4-dr., §820*°; RM 4-dr., 
$760° (ps). 
‘655 RM 4-dr., $605* (ps); Special 2-dr., 
$495*; 2-dr, Riviera, $440°. 
CADILLAC—'59 (62) 2-dr. hardtop, $3,- 
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Here’s how DUBL-QUICK Parts 





825* (ps). | 
a aL EAE de Ville, $2,050° (pe). THE PART YOU WANT, WHEN YOU WANT IT! NATION-WIDE PARTS AVAILABILITY. Your phone | 
CHEVROLET — 60 Brookwood (8) 4-ar., And, remember, they're genuine MoPar parts, pre- call to your Dodge Truck Dealer or MoPar Parts | 

—— ge oe Te” $1,880; cision-engineered by Chrysler Corporation for Wholesaler connects you to a parts distribution 

‘59 Impala (8) conv., $2,320° (ps); 4-dr. Dodge Trucks—designed to install fast, fit right, and availability network that’s second to none, 
’ oar. Dees Bel Air ane si. last longer, to keep your Dodge Truck rolling... plus five strategically spotted parts plants! : 


Fs 860° (ps), $1,650*; Brookwood (6) 4- 
4 ae Ray ee ee ee Oe For one truck or a hundred, MoPar’s DUBL-QUICK _ saler. If it isn’t in stock, a new, simplified order- 
= Parts Service is geared to fight down time for ing procedure and a coast-to-coast teletype 
you, to help you keep your trucks in action. Use communications system let him get the item to 


DUBL-QUICK service for ALL your parts require- you faster now than ever. 
MOT. ‘oO A ments, routine or emergency. When you own a Dodge, you’ve got the best 
When you need a truck part or accessory, in truck transportation. Protect your investment 


he a STEER phone your Dodge Truck Dealer or MoPar Whole- (and your profit) with genuine MoPar parts. 





eee 





periance- ono ® NOTE—Dodge Truck Dealers: This message Is going to your new truck and parts customers. Your MoPar Wholesaler 











AUTOMOTIVE NEWS, APRIL 








Exhaust Solution 
Claimed for New 


Auction Building 


ST. LOUIS.—Floyd Hauhe, Alton 
(Ill.) used-car dealer, is building a 
used-car auction facility on a 23- 
acre site at 12020 St. Charles Rock 
Rd, It will be managed by John 
Wilmesher and is expected to be 
completed by mid-June, 

It will have a paved parking area 
for 600 vehicles and a customer 
parking area that will accommo- 
date 200 cars. A parking lot for 
auto transports will be added later. 

Hauhe said he expects weekly 
sales to approach the million-dollar 
mark shortly after the auction 
opens. 

The building was designed by 
Fischer & Frichtel Construction 
Co., Inc. Edward P. Fischer, presi- 
dent, said his firm has solved the 
problem of auto exhaust gases 
which has troubled operators of 
other indoor auctions. 

“Since auto gases are heavier 
than air,” he said, “we specified a 
series of floor ducts to suck the 
contaminated air from the room al- 
most as soon as it is added. This 
will be supplemented by a series of 
roof ventilators.” 


New Auction for St. Louis— 


mark. 


Bolton Buys Ford Firm 

NEW ORLEANS. — Walter C. 
Bolton, who sold out his Chevro- 
let dealership last October to Mc- 
Donald Stephens, former Buick 
dealer, has purchased New Or- 
leans Motor Co., Inc., 1801 Canal 
St., and will operate under the 


Ua tad 














Service works for you: 


SPECIAL “TROUBLE-SHOOTER” FIELD FORCE. 
MoPar truck experts know what it means to have 
a truck sidelined for lack of repair parts. When 
you need a scarce item or there’s an emergency, 
these experts move in to help you—fast! 


TO GET PARTS—DUBL-QUICK— 
PHONE YOUR DODGE TRUCK 
DEALER OR MOPAR WHOLESALER 


will show you how to capitalize on this big promotion. 





Vue 
TRUCKS IN 
AT 





A used-car auction facility with a paved display area for 600 cars is being construct- 
ed near St. Lovis by Floyd Hauhe, Alton (lIll.) used-car dealer. It is scheduled for com- 
pletion in mid-June, and Hauhe expects weekly sales to approach the million-dollar 


firm name of Bolton Ford, Inc. 
New Orleans Motor Co., owned 
by Olin Linn, was New Orleans’ 
oldest Ford dealer, established in 
1916, 

Bill Watson, former sales man- 
ager of Dumas Milner Chevrolet, 
will be Bolton’s vice-president 
and general manager. 


UU 





18, 1960 


Used-Car Auction Prices 


(Continued from Page 52) 


$260*; Two-ten 4-dr., $300*; One-fifty 
business coupe, $265. 
"52 Deluxe 4-dr., $135*. 
CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$1,410* (ps), $1,150° (ps). 
’55 Windsor 4-dr., $470*. 
DeSOTO—’'57 Firesweep 4-dr., $890* (ps). 


’56 Firedome 4-dr. hardtop, §$740* (ps); 
Fireflite 4-dr., $685* (ps). 
°53 Firedome 2-dr. hardtop, $185* (ps). 
DODGE—' 57 Custom Royal (8) 2-dr. hard- 
top, $1,125*; 4-dr., $760*. 
56 Royal (8) 2-dr. hardtop, $680*. 
"55 Coronet (6) 4-dr., $265*. 
'52 Coronet (6) 2-dr., $100. 
EDSEL—’59 Ranger 4-dr. hardtop, $1,560*. 


’58 Villager 4-dr. (9 pass.), $1,285* (ps). 
FORD—'60 Thunderbird (8), $4,300* (ps), 
$4,130* (ps); Galaxie (8) 4-dr. Vic- 


toria, $2,725* (ps); Starliner, $2,450° 


(ps); Faleon (6) 2-dr., $1,900*; Fair- 
lane (6) business coupe, $1,700. 

’59 Thunderbird (8), $3,360* (ps), $3,- 
290* (ps), $3,030* (ps); Galaxie (8) 
2-dr. Victoria, $1,965* (ps); 4-dr. Vic- 
toria, $1,875* (ps), $1,800* (ps); Fair- 


lane 500 (8) 2-dr. Victoria, $1,790*. 
’57 Fairlane 500 (8) skliner, $1,760* (ps), 
’58 Fairlane 500 (8) skyliner, $1,760*° 
(ps); 4-dr., $1,185* (ps). 
$1,480* (ps); 4-dr., $1,185* (ps), 
(ps); 2-dr, Victoria, $1,290* (ps), $1,- 
275* (ps), $1,225* (ps), $945*; conv., 
$1,075* (ps), $1,050*; 4-dr, Victoria, 
$850* (ps); Country Sedan (8) 4-dr., 
$1,255* (ps); Ranch Wagon (8) 2-dr., 
$935*; Ranch Wagon (6) 2-dr., $685". 


$965 





“HOT WIRE” ORDERING SERVICE. When parts are 
not in stock locally, your Dodge Truck Dealer or 


MoPar Wholesaler will hit the “hot wire.” 


Ship- 


ments are made “round the clock” from MoPar's 
parts plants—including Saturday and Sunday! 


PARTS AND ACCESSORIES 


MoPar Division 
Chrysler Motors Corporation 
Detroit 31, Michigan 











’56 Fairlane (8) conv., $755* (ps); 4-dr., 
$500* (ps); Custom (8). 2-dr. Victoria, 
$715*; 2-dr., $540*; Country Sedan (8) 
4-dr. (9 pass.), $650° (ps). 

’65 Country Sedan (8) 4-dr. (9 pass.), 
$655°; (6 pass.), $600*, $485*; Custom 
(8) 2-dr., $560"; Custom (6) 2-dr., 
$560*; Fairlane (8) 4-dr., $530, $425; 
Ranch Wagon (8) 2-dr., $375*, $350*. 

IMPERIAL — '57 Imperial 4-dr., $1,475* 
(ps). 
LINCOLN—’59 Premiere 4-dr. hardtop, $2,- 
650* (ps). 
"56 Premiere 2-dr., $1,400* (ps). 
MERCURY — ’60 Monterey 2-dr., $2,775* 

(ps). 

’58 Monterey 4-dr., 2-dr., 
$1,100*. 

’56 Montclair 2-dr., 

’55 Monterey 2-dr., $580*, $510°; 
4-dr., $495*, $360*; Custom 4-dr., 
$530*; Montclair 2-dr., $520*. 

OLDSMOBILE—’'57 (98) 2-dr. Holiday, $1,- 
350° (ps); 4-dr. Holiday, $1,315* (ps); 
(88) Super 2-dr. Holiday, $1,170*; (88) 
4-dr. Holiday, $1,110* (ps), $1,050*. 

"56 (88) Super 2-dr. Holiday, $910* (ps), 
$845* (ps), $780* (ps); (88) 2-dr. Holi- 
day, $875*; 4-dr. $835* (ps); (98) 


4-dr., $800° (ps). 
5S (88) Super 2-dr. Holiday, $780*; 
4-dr., $545; (98) 2-dr. Holiday, $775* 
(ps); conv., $710* (ps); 


(ps), $735* 

(88) 2-dr. Holiday, $510*, 
PACKARD—’56 Clipper Super 4-dr., $475*. 
PLYMOUTH—’'59 Belvedere me 4-dr. hard- 

top, $1,650* (ps); 4-dr., at $1,500* 

(ps); Fury (8) 4-dr. nantna, $1,625°*. 

’58 Fury (8) 2-dr. hardtop, $1,485* (ps); 

Belvedere (8) 2-dr. hardtop, $1,400* 

(ps), $1,375* (ps);. Suburban (8) Cus- 

tom 2-dr., $1,350* (ps), $1,145; 2-dr., 

$920; Savoy (8) 4-dr., $1,020*. 
’57 Belvedere (8) 2-dr. hardtop, $800; 


$1,195* 
$585*. 


(Ps) ; 


$540*, 


Savoy (8) 4-dr., $685*; 22-dr., $600*, 
$525. 

'56 Belvedere (8) 4-dr., $635*; Suburban 
(8) Custom 2-dr., $625*; Savoy (8) 
4-dr., $575. 

"55 Belvedere (8) 22-dr., $470*; Savoy 
(8) 4-dr., $395. 

PONTIAC—’59 Star Chief 4-dr., $2,150* 
(pe); Catalina sport coupe, $1,930* 
ps). 

’58 Chieftain conv., $1,435* (ps); Safari 
4-dr., $1,150* (ps). 


‘57 Star Chief 4-dr. Catalina, $1,090*; 
Chieftain 2-dr. Catalina, $815*, 

'56 Star Chief 2-dr. Catalina, $625* (ps), 
$550* (ps); Chieftain 4-dr. Catalina, 
$600*; 2-dr. Catalina, $535*. 

'55 Star Chief 2-dr. Catalina, $605* (ps), 
$535*, $510*, $505*; 4-dr., $475*; 
Chieftain 2-dr. Catalina, $450*, $375*, 
$350*; 4-dr., $435*, $390*, $345°*. 

RAMBLER—' 58 American (6) 2-dr., $1,- 
+88 5 ee Cross Country, $675*, $525; 
Custom 4-dr., $400*, 
STUDEBAKER—’'57 Silver Hawk (8) 2-dr., 
$1,015*. 

56 Golden Hawk (8) 2-dr. hardtop, $1,- 
000* (ps); Sky Hawk (8) 2-dr. hard- 
top, $730, $545*. 

MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,560. 

’59 Chevrolet (8) El Camino, $1,675, $1,- 
405; Ford (8) Ranchero, $1,415. 

‘68 Chevrolet (8) %-ton LWB pickup, 
$1,105; (6) Apache 1-ton pickup, $785. 

'57 Ford (8) Ranchero, $1,025, $720; (8) 
F-350 1-ton pickup, $850; (8) F-100 
%-ton pickup, $680; Chevrolet (8) %- 
ton pickup, $1,005. 

‘56 Ford (8) F-100 %-ton pickup, $880; 
(6) F-100 pickup, $600; (6) %-ton 
pickup, $600, $525; Chevrolet (8) %- 
a pickup, $715; GMC (6) %-ton pick- 


$ 
55. "Daeerent (6) %-ton pickup, $575. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of April 6. 
BUIOK—'58 Special 4-dr, Riviera, $1,875* 

(ps), $1,750* (ps). 
'57 RM 2-dr. Riviera, $1,100* (ps). 
’56 Special 4-dr, oe tan) $750* 
Century conv., $600* ( 
(Continued on Page Be “Col, 1) 


(ps); 





Calendar 


(Continued from Page 10) 


May 20-22—Norfolk Imported Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. 23-27—Portiand Auto Show, Memorial 
Coliseum, Portland, Ore. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. II- 18—Syracuse Auto Show, Syracuse 
Wear Memorial, Syracuse. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago, 


General 


Apr, 21-28—American Society of Tool and 
Manufacturing Engineers, Conference 
and Tool Show, Artillery Armory, Detroit. 

May 10-12 — Eighth Highway Transporta- 
tion Congress, Washington, D, C, 

a 21-23—Automotive Trade Assn, Man- 
agers, summer meeting, Grand Hotel, 
ponee Island, Mich, 

sy 6-16 1960-—Production Engineering 
how, Navy Pier, Galeoge 

Sept. 6-16, ! Machine Tool Exposition, 
International Amphitheatre, Chicago, 

Oct. 1621—American Trucking Assn, an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 
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“The mechanic’s friend 
++ works in seconds” 


Y YOUR JOBBER HAS ITI 
RADIATOR SPECIALTY CO. 
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Used-Car Auction Prices 
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'SS Special 4-dr., $580*; Century 2-dr. 
Riviera, $425* (ps), $425*, $375*, 
$350* (ps). 

OADILLAC—'59 (62) conv., $4,100* (ps). 

"66 (62) 4-dr., $1,525* (ps). 

OHEVROLET—'59 Impala (8) sport sedan, 
$1,965* (ps), $1,910* (ps); Parkwood 
(6) 4-dr., $1,700*, 

"58 Bel Air (6) 4-dr., $1,325*; Nomad 
(6) 4-dr., $1,290*; Biscayne (6) 4- 
dr., $1,135, 3 at §1,100*; 2-dr., 2 at 
$1,075, $1,040, $950, $800. 

'S7 Bel Air (8) sport sedan, $1,345* 
(ps); 2-dr., $1,150*; Two-ten (6) sta- 
tion wagon, $1,200; 4-dr., $850, $800; 
Two-ten (8) 4-dr., 2 at $1,000*; One- 
fifty (6) 4-dr., $675, $600. 

'56 Bel Air (8) sport sedan, $940*; sport 
coupe, $850°*; Two-ten (8) 4-dr., $830, 
$725, $710*, $650; One-fifty (6) 2-dr., 
$590, $570, $535. 

"65 Two-ten (8) 2-dr., $600; Bel Air (6) 
4-dr., $565*. 

OHRYSLER—’56 Windsor 4-dr., $750* 


(ps). 
DeSOTO—’58 Firedome 4-dr., $1,190* (ps). 
53 Power Master 4-dr., $150* (ps). 
DODGE—’57 Custom Royal (8) conv., $1,- 


030° (ps). 
'66 Coronet (6) 2-dr., $595*; Coronet (8) 
2-dr., $490°, 
FORD—'60 Thunderbird (8) 2-dr. hardtop, 
$3,700* (ps) 


’58 Thunderbird (8) 2-dr, hardtop, $2,- 
500° (ps); Country Sedan (8) 4-dr., 2 
at $1,525*, $1,110°; Fairlane (8) 4-dr., 


$1,225*; Custom 300 (8) 4-dr., $1,125, 
$970, $700*; Custom 300 (6) 2-dr., 


’S7 Fairlane 500 (8) 4-dr. Victoria, $1,- 
025*, $920*; Custom 300 (8) 4-dr., 
$850; Fairlane (8) 2-dr., $750*; Main 
(6) 4-dr., $605*. 

’56 Fairlane (8) 4-dr. Victoria, $725*; 2- 
dr. Victoria, $600°; 4-dr., 2 at $595°; 


Custom (8) 4-dr., $620* (ps); 2-dr., 
2 at $450. 
‘55 Fairlane (8) 2-dr., $600*%; conv., 


$500° (ps); 4-dr., $435, $350*; Custom 
(8) 4-dr., $490; Custom (6) 2-dr., 
$430°; Country Sedan (8) 4-dr., $475, 
$425; Main (8) 2-dr., $430*. 
LINCOLN—’56 Capri 2-dr. hardtop, $775* 


(ps). 
MERCURY—’57 Monterey 4-dr. hardtop, 
$1,025* (ps). 

‘55 Monterey station wagon, $510*, 
$485* (ps), $450*° (ps); 2-dr. hardtop, 
$430*; Custom 2-dr., $365*, $300*. 

OLDSMOBILE—'56 (88) Super 4-dr., $625* 
(ps); (88) 4-dr., $580° (ps). 

‘55 (88) Super 4-dr., $475* (88) 
4-dr., 2 at $400*. 

PLYMOUTH—’59 Savoy (8) 2-dr. (police), 
(8) 4-dr., 


$1,040°. 
$825, $790; Savoy 
(6) 2-dr., $805 


"58 Savoy 

‘57 Savoy (6) 4-dr., $705* (ps). 

’56 Belvedere (8) 4-dr., $560* (ps); Sub- 
urban (6) 4-dr., $475. 

PONTIAC—’59 Bonneville 4-dr, Vista, $2,- 
600° (ps), $2,290° (ps); Catalina 4- 
dr., $2,060* (ps). 

'56 Star Chief 2-dr. Catalina, $765°. 
’55 Star Chief conv., $710* (ps); Chief- 
tain 4-dr., $475*. 

RAMBLER—'58 Ambassador (8) Custom 
4-dr., $1,285* (ps), $1,235° (ps). 


(ps) ; 


’56 Super Cross Country, $500*, 
ae Champion (6) 4-dr., 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of April 7, Out of 
town dealers were in the market strongly 
here this week with New England and 
Pennsylvania buyers snapping up a smart 
79 percent of all cars entered. Market 
continues to be firm in metropolitan area 
on clean cars. Sold 151 cars from 202 con- 
signments. 


BUICK—’59 LeSabre 4-dr., $1,890*. 

"58 RM 4-dr. Riviera, $1,690* (ps); Cen- 
tury 4-dr, Riviera, $1,610* (ps); Spe- 
cial 4-dr., $1,450*° (ps), $1,380*. 

’57 Century 4-dr., $1,030* (ps). 

‘56 Super 4-dr. Riviera, $775* (ps); Spe- 
cial 4-dr., $715* (ps). 

"55 Special 2-dr, Riviera, $555* (ps), 
$500* 


CADILLAC—’58 (62) Sedan de Ville, $2,- 
910* (ps); 4-dr. hardtop, $2,750* (ps). 
"57 (62) 2-dr. hardtop, $2,010* (ps), 
"56 (62) 4-dr., $1,340* (ps). 
CHEVROLET—’59 Impala (8) sport coupe, 
$2,355* (ps); sport sedan, $1,850* 
(ps); Kingswood (8) 4-dr., $2,020* 
(ps); Bel Air (6) 2-dr., $1,525*; 4- 
dr., $1,450; Biscayne (6) 4-dr., $1,- 
410, $1,405, 
"58 Bel Air (8) 4-dr., $1,335* (ps); 
Brookwood (6) 4-dr., $1,280; Brook- 
wood (8) 4-dr., $1,225*, $1,090* (ps); 


Brookwood (6) 4-dr., $1,200, $1,180; 
Biscayne (8) 4-dr., $1,225*, $1,210, 
$1,075; Biscayne (8) 4-dr., $1,150*, 


$1,080; 2-dr., $1,030, $1,005. 

‘57 Bel Air (8) 2-dr. hardtop, $1,210* 
(ps); Two-ten (8) 2-dr., $845. 

’56 Two-ten (8) 2-dr, hardtop, $760*, 

’55 Bel Air (8) conv., $560*; 4-dr., $495° 
(ps), $475. 

OCHRYSLER—’58 NY 2-dr. hardtop, §$1,- 

655* (ps); Windsor (8) 4-dr., $1,230*. 

’57 NY 4-dr. hardtop, $1,360* (ps). 

’55 Windsor 4-dr., $525* (ps). 


DeSOTO—’58 Fireflite 4-dr., $1,560* (ps); 
Firedome 2-dr, hardtop, $1,365* (ps). 
’57 Fireflite conv., $1,170* (ps), 
DODGE—’59 Coronet (6) 4-dr., 
$1,130*. 
’58 Royal (8) 4-dr., $1,385*. 
’57 Royal (8) 4-dr., $960*, 
*55 Coronet (8) 2-dr, hardtop, $200*; 4- 
dr., $165*, 


FORD—’59 Country Squire (8) 4-dr., $2,- 
050* (ps); Fairlane 500 (8) 4-dr., $1,- 
580* (ps); Custom 300 (8) 4-dr., $1,- 
365, $1,360, 

’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
330° (ps); 2-dr. Victoria, $975* (ps); 
Custom 300 (8) 4-dr., $855. 

‘57 Custom 300 (8) 4-dr., $855, $700*, 
$630, $550, $375, $270; 2-dr., $810* 
(ps), $680*, $670*, $550*; Custom 300 
(6) 2-dr., $600*; Ranch Wagon (8) 
2-dr., $815*, $620. 

’56 Country Squire (8) 4-dr., $890* (ps); 
Fairlane (8) 4-dr, Victoria, $620* (ps), 
$450* (ps); Main (8) 4-dr., $550* (ps). 

’55 Fairlane (8) 4-dr., $415*. 

HUDSON—’54 Hornet 2-dr. hardtop, $120. 

IMPERIAL—’58 Imperial 4-dr. hardtop, 
$2,280* (ps); 4-dr., $1,420* (ps). 


$1,610", 


LINCOLN — ’58 Premiere 2-dr. hardtop, 
$2,170* (ps); Capri 4-dr, hardtop, $1,- 
420* (ps). 

MEROURY—’58 Colony Park 4-dr., $1,- 
705*. 

’58 Montclair 4-dr. hardtop, $1,430* 
(ps); 4-dr., $1,100*. 

"57 Montclair 4-dr., $750*. 

"56 Montclair 4-dr., $680* (ps); 4-dr. 


hardtop, $560* (ps); 2-dr. hardtop, 
. 


$560*. 
OLDSMOBILE — ’59 (88) Super 2-dr. 
Scenic, $2,250* (ps). 

’58 (88) 2-dr. Holiday, $1,640* (ps); 4- 
dr., $1,410*, $1,290* (ps). 

’57 (88) Super 2-dr, Holiday. $1,250* 
(ps); 2-dr., $1,170* (ps); (98) 4-dr. 
Holiday, $1,130* (ps); 2-dr, Holiday, 
$1,075* (ps). 

’56 (88) Super 4-dr., $570* (ps). 

'55 (88) 4-dr., $335°*. 





DEALERS WANTED 


ISO TRUCKER 


your delivery runabout! 





New Import means Fast Sales, Bigger Profits! 


Cash in on Italian craftsmanship and economy with 
the big new money-maker—the Iso Trucker! This 
precision-made three wheel seooter truck is a real 
workhorse and a glutton for punishment! Carries 
full load of 825 lbs. ... handles easily, safely... re- 
quires minimum maintenance... actually delivers 
up to 85 miles to the gallon! That’s why everyone 
who has a hauling job to do is your potential buyer 
—from the smallest one man outfit to the largest 
corporation. Send today for complete dealership in- 
formation and learn how the new Iso Trucker can 
be the fastest selling item you ever stocked! 


rs ee ee ee ee SS NY SY 


MR. R. E. NEVELS 
YAZOO SALES CO., INC. 
3607 LIVINGSTON RD. 
JACKSON, MISSISSIPPI 


Please send me complete information on available deal- 


erships for the new Iso Trucker. 


FIRM__ ; sian 


ADDRESS_____ 





ROUT, Usha ieee 
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PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
755* (ps); Belvedere (8) 4-dr., $1,510* 


(ps). 

’58 Belvedere (8) conv., $1,225* (ps); 
Suburban (8) 4-dt., $1,070; Savoy (8) 
2-dr., $1,000*, $875*, $825; 2-dr. hard- 
top, $935"; 4-dr., $1,000*, $970, $850; 
Plaza (8) 4-dr., $840*, 

’57 Belvedere (8) 4-dr, hardtop, $805* 
(ps); Savoy (8) 2-dr., $725*; 4-dr., 
$710*, $675*; Plaza (8) 4-dr., $275. 

’56 Suburban (8) 4-dr., $590; Plaza (8) 


2-dr., $480*. 
PONTIAC—’'59 Star Chief 4-dr., $2,060* 
(ps). 
"58 Super Chief 4-dr., $1,320*, $1,300*. 
'56 Super Chief 4-dr., $640* 


MISCELLANEOUS — ’48 Chevrolet panel, 


$135. 
DANVILLE, VA. 


Danville AutO Auction, Sale every 
Wednesday. Prices are for sale of April 6. 
Spring is here’ and good business with it. 


BUICK—’57 Super 4-dr., $1,190* (ps); 
Special 2-dr., $1,090*. 
’55 Special 2-dr., $665* (ps), $585*; 


Century 4-dr., $625* (ps). 
OADILLAC—’58 (62) 2-dr., $2,470* (ps). 


CHEVROLET—'59 Impala (8) 2-dr., $2,- 
060* (ps), $2,040*, $1,915* (ps); Bel 
Air (8) 2-dr.,. $1,805* (ps). 

'58 Biscayne (8) 2-dr., $1,280* (ps); 4- 
dr., $1,025*, $900; Nomad (6) 4-dr., 
$1,080*; Bel Air (8) 2-dr., $870. 

’57 Bel Air (8) 2-dr., $1,310*, $1,210*, 


$610*; 4-dr., $995; Two-ten (8) 4-dr., 
$1,160, $890; 2-dr., $860. 

‘56 Two-ten (8) 4-dr., $985*; 
$610; Bel Air (8) 2-dr., $910* 
$840*, $730*, 

’55 Bel Air (8) 2-dr., $885* (ps); 4-dr., 
$735; Bel Air (6) 2-dr., $765*, $555*; 
4-dr., $630*; Two-ten (8) 2-dr., $585*; 
Two-ten (6) 2-dr., $435. 

DODGE—’53 Meadowbrook 2-dr., $155. 

FORD—’59 Galaxie (8) conv., $2,090* 
(ps); 4-dr., $1,820; Fairlane (8) 2-dr., 
$1,300. 

"58 Country Sedan (8) 4-dr., $1,310*; 
Fairlane (8) 2-dr., $1,260*%; 4-dr., $1,- 
015*; Custom (8) 4-dr., $1,100, $910. 

’57 Fairlane (8) 2-dr., $1,110*, $1,050*, 
$1,015*, $960*, $895*, $615; 4-dr., $1,- 
080*, $900*, $820*; Custom (8) 4-dr., 
$895, $885*, $700*. 

‘56 Fairlane (8) 2-dr., $625*, $605*, 
$590*; 4-dr., $860; Country Sedan (8) 


2-dr., 
(ps), 


4-dr., $510, $470. 

’55 Fairlane (8) conv., $730*; Victoria 
4-dr., $685*, $660*%; Victoria 2-dr., 
$605*; 4-dr., $660, $645* (ps), $605, 


$595, $580, $565*, $505*, $435*, $415*. 
HUDSON—’55 Hornet (8) 4-dr., $180*. 
MERCURY—’58 Monterey 2-dr., $1,750*. 
’56 Monterey 2-dr., $755*. 


OLDSMOBILE — ’57 (88) 4-dr., $1,085* 
(ps). 
"55 (88) 4-dr., $830*; (98) 4-dr., $650* 
(ps). 
*53 (98) 2-dr., $355* (ps). 
PLYMOUTH—’'59 Savoy (8) 4-dr., $1,210. 


*57 Fury (8) 2-dr., $1,000; Belvedere (8) 
2-dr., $920*; Plaza (8) 2-dr., $630, 
$420. 

’56 Plaza (8) 4-dr., $595* (ps), $460. 

’55 Savoy (8) 4-dr., $450*; Belvedere (8) 
4-dr., $430*. 

’54 Savoy (6) 4-dr., $275*. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $745*; 4-dr., $690*. 

’55 Star Chief (8) 2-dr., $580* (ps). 

STUDEBAKER — ‘56 Commander 4-dr., 
$340*. 
WILLYS—’58 Jeepster, $615. 


MISCELLANEOUS—’58 Ford (6) %-ton 
panel, $600, 
'56 Ford (8) %-ton pickup, $660, 


FARGO, N. D. 


Tri-State Auction Company, Sale every 
Thursday. Prices are for sale of April 7. 
Steady. Sold 87 cars from 149 consign- 
ments. 

BUICK—’59 Invicta 4-dr. hardtop, $2,475* 
(ps), $2,225* (ps). 
’58 Special 4-dr., $1,315*. 
’53 Super 4-dr., $200* (ps). 


CADILLAC—’'57 (62) Sedan de Ville, $1,- 
805* (ps). 
’52 (60) Special 4-dr., $305* (ps). 
CHEVROLET—’'60 Corvair (6) 4-dr., $1,- 


750°. 

"59 Impala (8) 4-dr., $1,525*; conv., $2,- 
015*; Nomad (8) 4-dr., $2,050* (ps); 
Parkwood (8) 4-dr., $1,825*; Brook- 
wood (6) 4-dr., $1,750*; Bel Air (6) 
4-dr., $1,525*, $1,475; Biscayne (8) 4- 
dr., $1,500*, $1,485, 

"58 Impala (8) conv., $1,725* (ps); Bel 
Air (8) 4-dr, hardtop, $1,265*; Bis- 
cayne (8) 4-dr., $1,165*, $1,125*. 

’57 Two-ten (8) 4-dr., $925*. 

CHRYSLER—'59 NY 2-dr. hardtop, 2 at 
$2,400* (ps), 

DODGE—’53 Coronet 4-dr., $145*. 

FORD—’59 Galaxie (8) 4-dr., $1,970* (ps); 
Ranch Wagon (8) 4-dr., $1,750*; Fair- 
lane (8) 4-dr., $1,645*; Custom (8) 4- 


dr., $1,390*. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$1,120* (ps); 4-dr., $1,000*; Custom 
300 (8) 4-dr., $890*, $800; Custom (8) 
4-dr., $825. 


56 Custom (8) 4-dr., $630; Country Se- 
dan (8) 4-dr., $570*. 

"55 Fairlane (8) 4-dr., 
$490". 

MERCURY—’59 Monterey 4-dr., 
(ps). 

‘58 Montclair 4-dr. 
(ps); Monterey 4-dr, 
(ps). 

’57 Monterey 4-dr., $795*. 

’56 Medalist 4-dr., $800*. 

’55 Custom 4-dr., $605. 

OLDSMOBILE—’'59 (88) 
$2,050* (ps), 

"58 (88) 4-dr., $1,500* (ps). 

’57 (88) Fiesta 4-dr., $1,450* (ps); 4- 
dr., $1,055*, $1,045* (ps); (88) Super 
4-dr., $1,300* (ps). 

’56 (88) 2-dr. Holiday, $950* (ps). 

55 (88) Super 4-dr., $425* (ps). 

PLYMOUTH—’58 Plaza (6) 4-dr., $815. 

57 Savoy (6) 4-dr., $625; Plaza (6) 2- 
dr., $575. 

’55 Suburban (8) 4-dr., $300, 

'53 Savoy 4-dr., $165. 

PONTIAC—’'59 Bonneville Safari 4-dr., $2,- 
600* (ps); sport coupe, $2,450* (ps). 

’58 Star Chief 4-dr., $1,550* (ps); 4-dr. 
Catalina, $1,500* (ps). 

‘57 Super Chief 4-dr., $1,060*; 4-dr,. Ca- 
talina, $695*; Chieftain 4-dr., $710*. 
RAMBLER—'56 Super Cross Country 4-dr., 

$740. 

STU DEBAKER. 
MISCELLANEOUS—’56 Ford 2-ton, 
775; Chevrolet 2-ton, $1,070. 

’55 Chevrolet 2-ton, $930. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
(Continued on Page 55, Col, 1) 


$490*; 2-dr., 


$2,200* 


$1,440* 
$1,400* 


hardtop, 
hardtop, 


4-dr. Holiday, 


'53 Champion 4-dr., $155. 
$1,- 


‘ewtdaettnn winters ve 








Used-Car Auction Prices 


(Continued from Page 54) 





April 7. Consignment increased again this 
week with many new car dealers selling 
their cars. Demand good only on clean 
units. 

BUIOK—’59 Electra 4-dr. hardtop, $2,100* 


























(ps). 
’58 Century 2-dr. Riviera, $1,370* (ps); 


Special 2-dr. Riviera, §1,240* (ps); 
conv., $1,275* (ps). 

‘57 Super 4-dr. Riviera, $1,165* (ps); 
2-dr. Riviera, $995* (ps); Special 4- 


dr., $875* (ps). 

’55 Super 2-dr. Riviera, $550* (ps); Cen- 
tury 2-dr. Riviera, $535; RM 2-dr. 
Riviera, $455* (ps), $450* (ps); Spe- 
cial 2-dr. Riviera, $450*. 

54 Century conv., $385*; RM conv., 
$380* (ps), $310; 2-dr. Riviera, $350* 
(ps); Special conv., $290. 

CADILLAC—’60 (62) conv., $4,725. 

'57 (62) conv., $1,850* (ps); 4-dr. hard- 
top, $1,635* (ps). 

’56 (62) 4-dr., $1,190. 

’55 (62) Coupe de Ville, $1,040* (ps); 
(60) Special 4-dr., $805* (ps), $800* 
(ps), $775* (ps), $700* (ps). 

"54 (60) Special 4-dr., $650* (ps); (62) 
conv., $530* (ps). 

CHEVROLET—’ 60 Impala (8) sport sedan, 


$2,300* (ps); Corvair (6) 4-dr., $1,- 
550. 

59 Nomad (8) 4-dr., $1,900*%; Bel Air 
(8) 2-dr., $1,575*; Parkwood (8) 4- 
dr., $1,550* (ps); Biscayne (8) 4-dr. 
(police), $1,180*, $1,100. 

‘58 Impala (8) 2-dr. hardtop, $1,395* 
(ps); Brookwood (8) 4-dr., $1,220, 


$875; Bel Air (8) 4-dr., $1,205*° (ps). 
57 Bel Air (8) sport sedan, $1,075; 


Used Imported 
Cars 


ALBANY 
Lioyd—’58 station wagon, $160. 
Volkswagen—’59 Karmann-Ghia conv., $1,- 
785. 


CHICAGO 
Hiliman—’58 Minx conv., $550. 
MG—’60, $2,075. 
Metropolitan—’60 hardtop, $1,380. 
Renault—’59 Dauphine, $1,105; $755. 
Triumph—’60 TR-3 conv., $2,150; TR-10, 
$1,050. 

’59 TR-3, $1,650. 
Volkswagen—’'59, $1,325. 

"57, $825. 
Volvo—’60 2-dr., $1,790. 


DETROIT 
Isetta—’57, $275. 
Metropolitan—’59 2-dr. hardtop, $1,055. 

*58 2-dr., $825. 

Renault—’60 Dauphine 4-dr., $1,380. 
Simea—’59 4-dr., $710. 

’57 Aronde 2-dr, hardtop, $570. 
Vauxhall—’58 Victor 4-dr., $780. 
Volkswagen—’'60 2-dr., $1,320. 

’59 2-dr., $1,320. 

’57 sunroof, $710. 


EBENSBURG, PA. 
Hiliman—’57 station wagon 4-dr., $600. 
Lioyd—’60 2-dr., $600. 


FLINT 


Borgward—’58 Isabella 2-dr., $800. 
Renault—’60 Dauphine 4-dr., $1,225. 
Volkswagen—’56 sunroof, $800. 


LOS ANGELES 
Alfa-Romeo—’'59 2000 roadster, $3,250. 
Austin-Healey—’59 roadster, $2,200. 
Borgward—'57 station wagon 2-dr., $800. 
Fiat—’58 600 2-dr., $595. 

Hiliman—’53 4-dr., $105. 
MG—’'59 MGA roadster, $1,570. 
’58 MGA roadster, $1,250; Magnette 4- 
dr., $1,030. 
Metropolitan—'58 2-dr., $770. 
Opel—’59 Rekord 2-dr., $1,125. 
Renault—’59 Dauphine sunroof 4-dr., 
100; 4-dr., $955, $935, $930, 
’58 Dauphine 4-dr., $785. 
’57 Dauphine 4-dr., $495. 
Vauxhall—’58 4-dr., $820, $810. 
Volkswagen—’'60 2-dr., $1,705, 


MASON CITY, IA. 
Renault—’57 Dauphine 4-dr., $500. 
Volkswagen—’56 2-dr., $760. 


PORTLAND, ORE. 
Metropolitan—’57 2-dr., $705. 
Volkswagen—’'57 sunroof <-dr., $1,025; 2- 

dr., $990. 
'56 2-dr., $750, 


SALT LAKE CITY 


Renault—’58 4-dr., $550. 
Volkswagen—’'58 2-dr., 2 at $1,170. 


WAREHOUSE POINT, CONN. 
Hiliman—’59 4-dr., $875. 
Metropolitan——’57 2-dr., $610. 

'56 2-dr., $365. 

Volkswagen—’57 sunroof 2-dr., $800. 


WEST PALM BEACH, FLA. 
Borgward—’'58 Isabella 2-dr., $750. 
Fiat—’59 4-dr., $760. 


$1,- 


$1,695. 


Ford (English)—’59 Anglia 2-dr., $855. 
Hillman—’58 Minx 4-dr., $815; conv., 
$780*. 
'57 Minx 4-dr., $625. 
’55 Minx conv., $275. 
Metropolitan—'59 2-dr. hardtop, $925. 
Renault—'58 Dauphine 4-dr., $550. 


Simea—’'59 2-dr. hardtop, $650. 
Triumph—’58 station wagon 4-dr., $450. 


Pontiac N. C. Change 


WILMINGTON, N. C. — Edward 
E. Harris, Greenville, N. C., has 
assumed control of the Pontiac 
dealership here from its former 
president, W. P. Sutton, and is con- 
tinuing operation of the firm as 
Harris Pontiac, Inc. 








CHRYSLER—’58 NY 4-dr. hardtop, $1,525* 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 
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$900°. 


’57 Fairlane 500 (8) 2-dr. Victoria, $970; 
conv., $815*; Country Sedan (8) 4-dr., 
$875*, $870*; Ranch Wagon (8) 2-dr., 


Two-ten (8) station wagon, $905*; 
Two-ten (6) station wagon, $630; One- 


(6) 4-dr., $1,790*; 2-dr., $1,725; Fair- 
lane (8) 4-dr., $1,700* (ps). 


"59 Galaxie (8) 2-dr. 
(ps); Fairlane (8) 2-dr., $1,100; 
tom 300 (8) 2-dr., $1,000. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
550° (ps); Fairlane (8) 2-dr. Victoria, 
$1,075*; 4-dr., $950*; Fairlane 500 (8) 
2-dr., $1,000* (ps); Custom (6) 2-dr., 










Victoria, $1,730* 300° (ps). 


Cus- 


top, $820* (ps). 


’'55 Monterey 4-dr., 
(ps). 


"53 Capri 2-dr. hardtop, $160* (ps). 
MERCURY—’60 Colony Park 4-dr., 


’58 Monterey 2-dr. hardtop, $1,000. 


’57 Monterey 2-dr., $890*; 4-dr. hardtop, 
$800*; 4-dr., $790* (ps); 2-dr, hard- 


’56 Montclair 4-dr. hardtop, $680* (ps); 
Medalist 2-dr. hardtop, $450*. 


(ps); 2-dr. hardtop, $485* (ps), $475* 


55 


RAMBLER—’60 Super (6) 4-dr., $1,930*, 
$1,800*, $1,775°, 
"59 Custom (6) 4-dr., $1,505* (ps). 
’55 Custom Cross Country, $550, $425*, 


$390. 
STUDEBAKER—’57 Commander (8) 2-dr., 












$3,- 


top, $760* (ps); Montclair 2-dr. hard- $635*. 

VALIANT—’60 Valiant (6) station wagon, 
$2,260*; 4-dr., $2,050, $1,900, $1,860, 
$1,755. 

$575* (ps), $500° | WILLYS—’50 Jeep conv., $145. 
MISCELLANEOUS—’58 Ford (6) %-ton 


pickup, $895. 
’57 Chevrolet (8) %-ton pickup, $745. 


oe. (6) station wagon, $710; 4-dr., $730*; Custom (8) 2-dr., $725*, $560: "54 Monterey conv., $325* (ps). 

'56 Bel Air (8) station wagon, $825*; 4-dr., $685°; Custom (6) 2-dr., $575; |OLDSMOBILE — ’60 (98) 4-dr., $3,300°| °55 Chevrolet (6) %-ton pickup, $365. 
Sar, ene’; wat oom sO: nae Fairlane (8) 4-dr., $620*; Custom 300 ‘ (ps). ’53 Chevrolet (6) %-ton pickup, $250. 
$710*, $605*; sport sedan, $690*; Two- 10) Dabs SENET. COPA SUD 08) “CR | 8 PEST) ENOee SMe: SLSTE® Oe). Wer Sees ae 
te ° *. 4. ° . ° . 
aa Sats See pen ths sales exon '56 Fairlane (8) conv., $675* (ps), $565*,| "57 (98) 4-dr., $1,100* (ps); 4-dr, Holi- — Auctions in Brief — 
$650°, $565*; 2-dr., $625*; 4-dr., $555*. $475; 2-dr., $575, $545*; Country Se- day, $796; (88) 2-dr. Holiday, $060° ETROIT 

'S5 Bel Air (8) sport coupe, $595*; 4-dr.., dan (8) 4-dr., $580°, $500°; Custom) ,, (Ps). . 
$575; Two-ten (6) station ‘wagon, (8) 4-dr., $560; 2-dr., $515, $470*, 56 (98) 4-dr. Holiday, $740, $720; 2-dr. State Fair Auto Auction, Sale every 
$530*; 2-dr., $525, $500, $415; oar. $460, $445, $435; Parklane (8) 2-dr., Holiday, $715* (ps); (88) 2-dr, Holi- | Tuesday (April 5). Sale was good here last 

; + , ’ ; * $560*; Main (6) 2-dr., $415; Ranch day, $725* (ps), $690* (ps); 4-dr. Hol-| week as clean cars continued in firm de- 
mand. Sold 85 cars from 184 consignments. 


$450*; Two-ten (8) 4-dr., $410; One- 
ed (6) station wagon, $345; 2-dr., 


54 1 = ° ; 4 
tod sail, ats. £400. $37; sear..| $0, gusues ‘Ramen ‘Wagon 8)" eam | day, $080" 
(ps): Two-ten 2dr $270 ’ $455; Ranch Wagon (6) 2-dr., $315*; (ps). 

5S Bal ae oe $260; EO Fairlane (8) Crown Victoria, $425* | PLYMOUTH—’58 Suburban (8) Custom 2- 
$250°; ‘conv., $200°; inwe-ten a” (ps); conv., $395*; Main (6) 2-dr., dr., $925; Savoy (8) 2-dr., $735. 
Saeoe: *9 ; ” $345. - a (®) 2-dr, hardtop, $850* 

; . , - ’54 Custom (8) 2-dr., $345*; 4-dr., $315, Ps); Savoy (8) 2-dr, hardtop, 

52 Deluxe 4-dr., $330*, $315. $270, $260, $225, $220*; Main (6) 2- ’56 Suburban (8) 2-dr., $625. 


dr., $240. 
(ps). 
"56 Windsor 4-dr., $650* (ps). 





$515* (ps). 
'55 Coronet (6) 4-dr., $430*. 
’53 Coronet (6) 4-dr., $155. 
$1,350* (ps), 


Wagon (6) 2-dr., $285, $265. 
’55 Country Sedan (8) 4-dr., $540*; Cus- 
tom (8) 2-dr., $465*; 4-dr., $450, $440, 


’53 Ranch Wagon (8) 2-dr., $265. 
’52 Custom (8) 2-dr., $185. 


(ps); 4-dr., $1,485. 
LINCOLN—’57 Premiere 2-dr. hardtop, 


iday, $655 


$270. 





DeSOTO—’53 Firedome 4-dr., $135. , ’54 Belvedere 4-dr., $255*; 2-dr. hardtop, 
DODGE—'57 Royal (8) 2-dr. hardtop, | MUMSON—'55 Wasp (6) 2-dr. hardtop,|  “ sia5. 
“ auiae Ga es ee ee 54 Wasp (6) 4-dr., $155 PONTIAC—’58 Chieftain 2-dr. 
stom oya -dr. . i E ’ -, 
" ) 2dr, “hardtop, | maPERIAL—'57 Imperial conv., $1,550] 5? ‘Gntertain 4-dr., $775* 


’55 (88) 4-dr., $620* (ps), $515* (ps); 
4-dr. Holiday, $600* (ps); 2-dr. Holi- 
(98) 4-dr, Holiday, $575°* 


’55 Belvedere (8) conv., 
Plaza (6) Suburban, $370* (ps); 4-dr., 


*55 Star Chief 2-dr. Catalina, $600* (ps); 
conv., $555*; Chieftain 4-dr., $400*. 
’54 Star Chief conv., $360*; Chieftain 2- 






* * * 


FONTANA, WIS. 

Fontana Auto Auction. Sale every Thurs- 
day (April 7). A real sunny day, Dealers 
very active, wanting sharp cars, Sold 69 
percent of 266 consignments. 

* * * 


MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (April 6), Market stayed firm 
in the hottest sale of the spring, Action 
galore as buyers swarmed in, Sold 82 per- 
cent of 194 consignments. 

* * * 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every 
Wednesday (April 6), Prices were upward 
on all makes and models, especially the 


$605. 
$505*, $340°; 


Catalina, 


(ps). 
00* 


$3,500* (ps); Galaxie (8) 4-dr. Vic- ’56 Premiere conv., $880* (ps); 2-dr. dr., $320, $305, 
toria, $2,600*, $2,300* (ps), $2,200; hardtop, $650* (ps). °653 Chieftain 2-dr. Catalina, $185*. '57-"58 groups. Sold 147 cars from 231 
Starliner, $2,260* (ps); Fairlane 500 ’54 Capri 2-dr. hardtop, $320*. ’52 Chieftain 4-dr., $115*. consignments. 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This “octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 
this new lift include: 





PADS ADJUST TO 
THREE HEIGHTS 





‘ Handles cars easier, faster, safer... 
makes service and repair work more profitable 


e Width at jacks only 39”... compact 
and foreign cars can straddle lift easily 
e Heavy-duty 814” jacks permit greater 
off-center loading 

e Safe, maintenance-free Rotary Full-Hy- 
draulic operation 

e Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 
e Exclusive cable-and-strut equalizing 
system . . . keeps both runners level at all 
heights, whether moving or stopped. 

e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

e Two-position wheel spotting dish 

e Low-cost installation in any location 





ea eT 
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LIGHTER, STRONGER ARMS 
PIVOT EASILY 

Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1182 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


a 


Company Diiclll ilies aes 
Address ___ 











medium and small paint spraying require- 
ments, the Beck quart-cup heater is also 
said to be ideal for laboratory projects, 
small batch painting and touching up. It 
is said to bring the advantages of hot 
spray painting to all users, including even 
the smallest shops and limited users. With 
the Beck heater, paint is sprayed hot at 
higher viscosity, resulting in greater con- 
centration of solid pigment and increased 
paint coat thickness, it is said. Fewer 
coats are necessary and frequently one 
coat is all that is required. Solvent waste 
is lessened, coverage per galion is in- 
creased and quality of finish is improved 
in spraying either lacquers or enamels, it 
is claimed. The Dvuatheet, Inc., 3350 W. 
137th St., Cleveland 11, O. 


LUGGAGE CARRIER— Designed espe- 
cially for the Valiant and other compact 
station wagons, the Canell luggage car- 
rier features all aluminum construction. 
It offers an assembled platform. The highly 
polished alloy tubes require no mainte- 
nance and retain their finish almost in- 
definitely, it is claimed. Canell Co., 61 5S. 


State St., Hackensack, N. J. 
s. 2). 98 
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GREASE GUN—A lever-type grease gun 
that provides either high pressure or vol- 
ume delivery of lubricant by means of a 
shifting device hos been developed by 
Lincoln Engineering Co., 4010 Goodfellow 
i Bivd., St. Lovis 20, Mo. To change pressure 
ratios it is only necessary to shift a latch 
pin in the handle from one slot to another. 
Manufacturer stated that pressures up to 
10,000 pounds per square inch can be 
achieved in the high pressure position, 
and full pressure con be obtained with a 
stroke length os small as %-inch to fa- 
cilitate working in close quarters. The gun 
incorporates a unique nozzle extension 
thet swivels 360 degrees. Equipped with 
hand-fitting, grease resistant rubber pistol 


grip. 





Washable Adhesive 


Development of Fabtex, a non- 
inflammable latex adhesive for lam- 


PAINT HEATER—Made especially for 
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NEW PRODUCTS 


inating polyurethane to fabric, is 
announced by Adhesive Products 
Corp., 1660 Boone Ave., New York 
60, N. Y. Fabtex is waterproof and 
resistant to solvents, making pos- 
sible the manufacture of insulated 
clothing which can be washed and 
dry cleaned, the company said, 


AIR CLEANER—Electro-air Cleaner Co., 
Inc., Olivia & Sproul Sts., McKees Rocks, 
Pa., has announced the addition of a 
“room size" model to its line of electronic 
air cleaners. The portable, plugin unit has 
a builtin, two-speed motorized fan, re- 
quires no water or drain connection, it is 
said. Its air handling capacity is 225 cubic 
feet of air per minute at 90 percent effici- 


ency, it is claimed. 
CSP e 


Rubber Paint Developed 


A liquid neoprene paint, called 
APCO Liquid Rubber Paint, has 
been developed by Adhesive Prod- 
ucts Corp., 1660 Boone Ave., New 
York 60, N. ¥. APCO can be applied 
easily by brush or spray to metal, 
wood, plastic, concrete and other 
surfaces and dries in minutes to 
form a strong, permanent protec- 
tive coating, the company said. 


* > * 





IMPACT WRENCH — The system of 
springs, J~arings and cams has been elim- 
incted in an impact wrench announced 
by Portable Electric Tools, Inc., 320 W. 
S3rd St., Chicago 20, Ill. It has been re- 
placed by what the manufacturer calls the 
“power core energy accumulator,” a sys- 
tem that is said to be dependable under 
heavy-duty industrial conditions. The 
model PI-50 wrench does the work of 
%-inch, Ye-inch and %-inch impact 
wrenches, it is claimed. The wrench has 
builtin adjustable torque that aliows the 
operator to adjust the force of impact to 
fit the job requirements. 


es 





RECLINING SEAT—The Re-Klin-O- 
Lounge, especially designed and engineer- 
ed for the Ford Thunderbird, has been 
announced by Cal Corp., 2945 Coolidge 
Highway, Berkley, Mich. The unit is said 
to fit all Thunderbird models without alter- 
ing original structure of the seat. The unit 
adjusts to four positions. 
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ALIGNMENT EQUIPMENT—P ortable 
body and frame alignment equipment for 
unitized construction as well as conven- 
tional is said to be possible with the 
Group 1679 body aligner announced by 
John Bean Division, Food Machinery and 
Chemical Corp., Lansing 4, Mich. Tools in 
the group include a 10-ton, 10-inch travel 
Porto-Power jack, 12-ton hydraulic hand 
jack with 84-inch to 17¥Y,-inch range, 
four 5-ton capacity support stands adjust- 
able from 14% inches to 24% inches, 
twist beam and hanger, centering gauges, 
diamond gavge and a comprehensive 


frame and body straightener manval. 
* * * 





“Drum 
shows in 


BRAKE DRUM GAUGE—The 
Weor Safety Gauge," which 





reception has been introduced by 
Waber Electronics, Inc., Hancock 
and Somerset Sts., Philadelphia 33, 
Pa, Called Stereomatic Frequency 
Channelizer, it utilizes the rear-seat 
speaker to produce a three-dimen- 
sional effect, Waber said. 


* + * 





HOSE NOZZLE—The Tri-Con hose noz- 
zle, used in industrial applications and 
cor washes, has been made available: to 
homeowners. The Tri-Con nozzle is said to 
stand up under extreme water pressures. 
A reversible cap makes three all-purpose 
streams instantly available through the 
non-clogging trigger nozzle, it is said. The 
versatility of the reversible cap is said to 
make it possible to use one nozzle for all 
jobs. Molded Specialties, Inc., 1335 E. 
170th St., Cleveland 10, O. 

"es 5% 


Grease for Ball Joints 


Purelube Golden-Grease, a new 
grease said to eliminate crunching 
and squeaking in ball-joint suspen- 
sion systems and provide smoother 
rides and easier steering is an- 
nounced by Pure Oil Co., 35 E. 
Wacker Drive, Chicago 1, Ill. 


seconds whether a drum is sofe for fur- * a 


ther machining, has been announced by 
the National Wheel and Rim Assn., 3663 
Forest Park Ave., St. Lovis 8, Mo. Calibra- 
tion marks for drum diameters of 9 to 14 
inches are actvally .060 inches (1/16 
inches) more than. the original outside 
diameter marked. Thus, the maximum safe 
measurement of the drum is shown at a 
glance, it is claimed. The gauge is avail- 
able from warehouse-distributor members 


of the association. 
. . > 


Silicone Lubricant Offered 


A dry-type silicone base lubricant 
and waterproofer ig being marketed 
under the trade name of EZ Glide 
Spray Lube by H. Forsberg Co., 
5103 Lakeside Ave., Cleveland 14, O. 
EZ Glide is packaged in an aerosol 
container. 


VENTILATED SEAT CUSH!ION— The 
ventilated seat cushion has 
been introduced by Dennison Plastics Co., 
200 Waverly Ave., Newark 8, N. J. Mould- 
ed of polyethylene plastic, the cushion, 
with mere than 1,000 air vents, is said to 
embody all the advantages of wire spring 
cushions. When sitting on the Dennison 
cushion, it forms the person sitting on it 
and regains its shape after use, it is 
claimed. 


Stereo for Auto Radio 


A device that reportedly converts 
@ monaural auto radio to stereo 








AIR TOOLS—Three tools in one—drill, 
screwdriver, and nut runner—is the fea- 
ture of pneumatic products introduced by 
Cleco Division, Reed Roller Bit Co., 5127 
Clinton Dr., Houston, Tex. The air tools are 
incorporated in the No. 10 series pnev- 
matic screwdrivers and No. 10 series drills. 
Complete interchangeability of parts be- 
tween the series enables each of these 
basic tools to perform multiple jobs, it is 
said, Advanced features of the No. 10 
series screwdriver—nut runner include an 
exclusive clutch, air motor, and stream- 
lined design. The No. 10 series pneumatic 
drills hos the same basic advantages 
utilized in the screwdriver models, it is 
said. 





TENT TRAILER—The Tent-Camper trailer 
hes been introduced by Continental In- 
dustries, 2125 Cabot St., los Angeles 31, 
Calif. The trailer is 7 feet long, 4 feet 
wide, 35 inches high, and weighs 350 
pounds. Recommended carrying weight 
is 500 pounds. When erected the tent is 
7 feet wide and 11 feet long. It has 49 
square feet of dressing and living area. 
Permanent bed area is 4 by 7 feet. 









TIRE CHANGER—The new 13-inch tires 
can be changed on the Bishman 880-58 
Air-Electric Tire. Changer, as well as sizes 
from 12 inches through 17% inches. The 
built-on airpowered double bead break- 
er will break both beads at one stroke 
with a rolling action that is said to have 
far less possibility of damaging the bead 
than the usual sliding action. A combina- 
tion of wide breaker shoes and long stroke 
drops both beads into the center well and 
eliminates the need for rotating the wheel 
for a second stroke, it is said. The elec- 
tric power driven mounting and demount- 
ing tool. does both -operations with- one 
setting for wheel size. Bishman Mfg. Co., 
Osseo 1, Minn. 





DRILL — A compact version of its 
“Shorty” drill, incorporating a 60 percent 
increase in power and a 15 percent re- 
duction in weight, has been added to the 
line of electric tools produced by Black & 
Decker Mfg. Co., Towson 4, Md. The 
Y%-inch “Shorty” incorporates several de- 
sign features. An important one is said to 
be an off-set design of the chuck head 
which facilitates working in confined 
space and around corners and permits 
finger clearance on flush drilling jobs. 
Specifications on the drill list its capacity 
as up to %-inch in steel or Y-inch in 
hardwood. Its speed under full load is 
1,000 revolutions per minute. It comes 
equipped with a B&D-built universal motor 
for 115 or 220 volts, but can be ordered 
for 125 or 240 volts. The drill also can be 
especially ordered with a toggle switch 


instead of the full-length paddle. 
a 





Velvetouch Feramic Clutch Plate for Jeeps 


CLUTCH PLATES—S. K. Wellman Co., 
Bedford, O., has. announced replacement 
heavy-duty clutch plates and facings for 
all Jeep models requiring 84-inch 
clutches. These are available in both Vel- 
vetouch and Velvetouch Feramic types. 
The former is of all-metal copper friction 
material, while Velvetouch Feramic has 
sintered ferrous metal friction surfaces. On 
Jeeps, both designs will stand up under 
the most severe heavy-duty service, it is 
said. 
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Lawsuits Affecting Dealers ... 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 
qs higher courts in the past 
held that it is illegal for a muni- 
cipality to accept money for per- 
mitting advertising on parking 
meters. 

Recently, how- 
ever, a higher 
court held that a 
municipality may 
lawfully lease its 
property to pri- 
vate parties, so 
long as there is 
no interference 
with the public 
use of such prop- 
erty. 

For illustration, 
Winkenwerder v. City, 328 Pac. (2d) 
873, tested the validity of a City or- 
dinance which permits the City to 
lease space on its parking meters 
for advertising purposes. 

A citizen filed suit and asked the 
higher court to declare the ordi- 
nance void and invalid. The higher 
court refused to hold the ordinance 
invalid or unconstitutional, saying: 

“It is clear that the only limita- 
tion on the power of cities is that 
their action cannot contravene any 
constitutional provision or any leg- 
islative enactment. It follows that 
the state, and thus the city in the 
case at bar, has the power to lease 
space on its parking meters for ad- 


vertising purposes .. .” 
* * * 


Reserves Held Taxable 
N AUTO dealer asks whether he 


must pay Federal income tax 
on money in his reserve account 


Used-Car Notes 


DENVER.—Bill Dreiling has 
been reelected president of the In- 
dependent Automobile Dealers 
Assn. of Colorado. 

John Shay is new vice-president. 
Directors include Mac Campbell, 
Stanford Chizzick, George Lamp, 
Max Pomeranz, Glen McDonald, 
Harry Moll jr., and Riley Ringsby. 

+ * 

Half-Day Closing Adopted 

MACON, Ga.—Members of the 
Macon Independent Automobile 
Dealers Assn. have agreed to close 
a half-day each Thursday. This pol- 
icy has been adopted by most retail 
outlets in South and Centra] Geor- 


gia, it was noted. 
* ” * 


Gradl, Stevenson to Build 


BUFFALO.—Gerald G. Gradl and 
Richard S, Stevenson have pur- 
chased land at 1715 Seneca St, on 
which they plan to construct a 
building for a used-car dealership 
called Grad] Motors. 


* * * 


New Providence Lot 


PROVIDENCE.—Capitol Motors, 
Inc., has opened a used-car location 
on U. S. 1, not far from the city’s 
downtown area. Associated in the 
venture are Jerry Levy and Bernie 
Namerow. 


L, T. Parker 


Goertzen-Franzke Opens 


FRESNO, Calif.— Goertzen- 
Franzke Co., a used-car lot, has 
opened at 2841 Tulare St. John H. 
Goertzen and Dale Franzke are 
partners. 

* ” * 


Import Deal Buys Lot 


DAYTON. — Lewis Auto Sales 
(Hillman-S un beam-Saab), 3900 
W. Third St., has purchased the 
Al Davis used-car lot at 3730 W. 
Third. 


* OK + 


Pair Open U. C. Deal 


FRESNO, Calif—John H, Goert- 
zen and Dale Franzke have opened 
Goertzen-Franzke Co., a used-car 
dealership, at 2841 Tulare St, 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


set up on the books of a finance 
company. A higher court recently 
rendered a decision answering this 
legal question in the affirmative. 
For illustration, in Wiley v. Com- 
missioner of Internal Revenue, 266 
Fed. Rep. (2d) 48, the testimony 
showed: A reserve account of an 
automobile dealer was entered on 
the books of a finance company. 
The money in the account was 
obligations by the purchasers of 


Ford Freighters Off 


As Lakes Hum Again 

DEARBORN.—The ore freighters 
Henry Ford II, Benson Ford and 
William Clay Ford have left Ford 
Motor Co.’s Rouge plant docks to 
begin their 1960 Great Lakes ship- 
ping season. 

The three ships will carry coal 
and limestone until weather and ice 
conditions permit the carrying of 
iron ore from upper lakes ports. 


automobiles to pay financial 
charges. 

The higher court held that as 
this money actually was prepaid 
interest, it was accrued income to 
the dealer at the time it was en- 
tered on the books of the finance 
company. Hence, the dealer must 
pay income tax on this money. 

For comparison, see Schaeffer v. 
Commissioner, 258 F. (2d) 861. In 
this case the testimony showed that 
certain “holdbacks” were made by 
a finance company from the pro- 
ceeds of a note executed by the pur- 
chaser of a car and given to the 
auto dealer. 

The note was sold by the dealer 
to the finance company and these 
“holdbacks” were credited in the 
dealer’s reserve account on the 
books of the finance company. 

The higher Federal court held 
that this money constituted ac- 
crued income to the dealer, who 
made return of income on the ac- 
crual basis, and that he must pay 
income tax on the money. 

* * aa 


Must Know of Contract 
San to the opinion of a 
majority of auto dealers, any 


person is liable in heavy damages 
who knowingly induces another 


person to breach a valid contract. 

This is so because the higher 
courts hold that one who induces 
a third person not to perform a 
contract with another is liable to 
the other for the harm caused 
thereby. 

But according to a new higher 
court decision, there can be no lia- 
bility if the person who induced 
another person to breach a con- 
tract did not know that the con- 
tract existed. 

For instance, in Wolf v. Perry, 
339 Pac. (2d) 679, the testimony 
disclosed that Wolf signed a con- 
tract to buy and distribute cer- 
tain petroleum products for 
Union Co, Kanz contracted with 
Wolf to buy these products for 
five years. 

Later, a competitor, not knowing 
that Wolf had made a contract with 
Kanz, solicited his business. 

In subsequent litigation, the high- 
er court held that the competitor 
was not liable for endeavoring to 
induce Wolf to break his contract. 
This court said: 

“One cannot be held liable for 
the tort of inducing a breach of 
contract unless he has knowledge 
of the contract; without such 
knowledge the requisite intention 
is absent.” 
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Marketing Ideas 
Tested at Station 


In Louisiana 


GRAMERCY, La—Esso Stand- 
ard calls its new service station 
here its most complete “laboratory” 
for testing new marketing and pro- 
motional ideas. It will pump gas 
but will not provide automotive 
service. 

The station, which is on US-61, 
has a nursery, a play area and 
playground equipment for children, 
patios for outdoor eating and air- 
conditioned salesroom, restrooms 
and lounging and eating areas, 

Two maids and two porters will 
work in these areas, while three 
hostesses will provide hotel and 
motel reservation service, travel in- 
formation, maps and other touring 
aids. 

“We anticipate the station will 
attract motorists who do not like 
to delay on the highway by stop- 
ping at restaurants,” said C, C. 
Shaw, dealer merchandising mana- 
= of Esso’s Louisiana sales divi- 
sion. 









TAKE IT FROM JOHN’? 













® At John’s Body Shop “Dulux” Enamel is 
used to turn out seven to nine over-all refinish 
jobs a day. A staff of 31 skilled craftsmen 
handles refinish work on passenger cars, fleets 
and on appliances and vending machines. 


ia he JE 
**T’o stay on schedule, we have to com- 
plete an average of twenty refinish 
jobs a day. That’s the kind of speed 
that demands the fastest high-quality 
enamel available— Du Pont ‘Dulux’. 
We found it out the hard way. 
**Before taking on ‘Dulux’, we were 
‘having drying trouble. It would take 
a full hour before we could take a car 
out of the oven, and then sometimes 
the paint was still soft. We were aver- 
aging three ‘do-overs’ a week. Rain 
meant that cars had to be held over- 


“Du Pont DULUX” 
Enamel gets jobs 


done on tume 


Du Pont research /eads refinish progress 


BETTER THINGS FOR BETTER LIVING... 


every time” 





Benevirkina John's Body Shop, 


Wilmington, Delaware, reports: 


night and kept inside for an extra day. 
But since ‘Dulux’ cut our drying time 
from one hour to 35 minutes, every 
job goes out right on time. 
‘‘There’s more to ‘Dulux’ than 
speed, too. Customers get beautiful 
-high-gloss top coats. We get fast, easy 
working qualities that save us real 
money: ‘Dulux’ covers fast, dries 
quickly and needs no compounding 
for quick, sure results. Order ‘Dulux’ 
every time. It’s just plain smart!”’ 


REG. U. 5. PAT. OFF. 
THROUGH CHEM ISTRY 
















it's a LITTLE GEN” 


Attn: DEALERS 


AN AMAZING SCOOTER AT A 
PRICE EVERYONE CAN AFFORD. 
(With automatic ee oes ornate 


enables any et of the family to 
enjoy this scooter. 


Built-in aaa soft- oapaniaste Tires, 
Ball-Beari: Wheels, SMOOTH 
POWER, COMBINE Tot GIVE YOU 
A SPORTING RIDE TO ENJOY. 


PACK IT AROUND in Auto, Boat, Train, 


or Plane, For Family Fun, Work or Play, 
To Lake or Woods, For School, Resort, 


© Delivery, of ECONOMY 
TRA EPORTAT 1ON. 


A STAND-OUT VALUE 
ENGINE—2'2 h.p.—2 or FINISH—RED ENAMEL. 
Engine HE of Sea 


LENGTH: 
Size 10x3: 36’, Overall 50°’. 
WEIGHT—45 ibs. 
—Band Type 


weeks 
50x4, 


DEALERSHIPS AVAI LABLE 


Magee L a ib 


EXHAUST FUMES 
TR 


National “Packaged” 
Exhaust Removal Kits 


® Overhead or underfiocor 
© Low in cost 


® No heat loss 


Complete “packaged” kit includes motor, 
f blower, tabipe odapter, ducting ond flexible 








- extension tubes. Installs in present 
eetepaaas™ re i 
i aaltlen enka oF 5 
FREE planning service. . 


NATIONAL 


OF GARAGE Aes | 


More Business, 
ANYONE? 


has proved a 
SS ro filing rs 
pays 9 
Forest Pennants work 24 hours 
Lee ——- attracting 
increasing dollar a 
os oe k i ait 
pay, wor in “ 
en delay Outing them 
work for you. Wire or write L ondiendie 
for full =— on America's: biggest 
pennant 


FOREST MFG. CO. 


Dept. AN2, 1231 Main A 
Cleveland 13, Ohio” 
























without heat loss to your 









147 W. William Street, Decatur, Ill. 
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Auto Personnel 





Glenn N. Keim, AC Spark Plug’s 
Los Angeles regional manager for 
replacement sales, has been ap- 
pointed director of product serv- 
ices. He replaces J. Patrick Kane, 
who has joined United Motors 


Service division. 
* * * 


Boyertown Appoints 
New Sales Director 

Robert L. Fleming, sales man- 
ager, Central East Region, has been 
promoted to sales 
director for Boy- 
ertown Body & 
Equipment 
Co., the sales 
subsidiary of 
Boyertown Auto 
Body Works, 
Boyertown, Pa, 

Thomas H. 
Gottshall, wh o 
has been sales 
director for the 
Boyertown Auto 





R. L. Fleming 
Body Works and Boyertown Body 


& Equipment Co, since 1957, will 
now direct his full attention to the 
sale of Boyertown truck bodies for 
the parent company. J 

* + 


Miller Promoted by GE 
General Electric Co. has ap- 
pointed David C. Miller- original- 
equipment sales manager in the 
miniature lamp department. 
oJ + + 


Keyes Named Dayco V-P 


L. J. Keyes has been named pur- 
chases vice-president for Dayco, 
formerly Dayton Rubber Co. This is 
a newly created post on the cor- 
porate staff level, the firm said, 

* ” + 


Ford Promotes Gatrost 
Jack C. Gatrost has been pro- 
moted to general field manager in 
the Ford division’s Cincinnati dis- 
trict. 
- * * 


Sonneborn Ups Spirer 
Lawrence Spirer has been elected 
treasurer of L, Sonneborn Sons, 
Inc. He succeeds Henry Sonneborn 
IKI, who has become vice-president 
and secretary. ae 
* 


Gabriel Electronics Names 


New Sales Director 


John B. Hamre has been appoint- 
ed sales director for the electronics 
Millis, Mass. 


division, Gabriel Co., 
Hamre formerly 
divisional 


sition Hamre will 
direct the depart- 
mental operations 
in the division’s 
intensified sales 
program in liai- 
son with engi- 
neering and man- 
facturing depart- 
ments. Prior to J. B. Hamre 
joining Gabriel in 1959, Hamre was 
sales manager for the General 
Communications Co 
o 7 ° 


IH Shifts Kaiser, O’ Donnell 


B. M, Kaiser has been appointed 
manager of International Harvest- 
er’s Eastern sales region, and J, P. 

manager of the South- 
east sales region. Kaiser had man- 
aged the Southeast region and 
O’Donnell, the Jacksonville (Fla.) 
district. 
* - * 


Albion Malleable Iron Ups 


Hallock, Rote and Behling 


Promotion of three employes has 
been announced by Albion Malle- 
able Iron Co. They are: 

James Hallock, sales vice- 
president: Dr. Franklin B. Rote, 
technical vice-president, and Arn- 
old A, Behling, controller. 


* * * 
Seven District Managers 
Are Appointed by Purolator 


Promotion of seven men to dis- 
trict managers has been announced 
by Purolator Products, Inc, They 
are: 

Lawrence J. Vorbach jr., Metro- 
politan New York; Carroll B. Clark, 
Georgia; Frank B, Hart, Northern 
New Jersey; John Hengehold, 
Southern Ohio; Robert 8S, King, 
Kentucky; Robert G, Lindenberger, 











St. Louis, and Jerome W. Weller- 
riter jr., Michigan. 


> * * 
Chrysler Corp. Reassigns 


Brennan and Woolson 


John E, Brennan, vice-president 
and group executive, Chrysler 
Corp. stamping and chassis parts 
group, has been 
named director 
of the corpor- 
ate manufactur- 
ing staff and 
services. 

Brennan sg u c- 
ceeds L, I, Wool- 
son, corporate 
v ic e- president, 
who has heen 
named general 
manager of the 
company’s newly 
formed service parts and accessory 
division within the automotive 
sales group. 


J. E. Brennan 


Merriman Joins FMCC 


John J. Merriman manages Ford 
Motor Credit Co,.’s Miami branch 
office which opened March 2, Be- 
fore joining Ford Credit, Merriman 
was affiliated with General Ac- 
ceptance Corp. as manager of the 
Pittsburgh branch office and then 
the Miami office. 


CIT Promotes Hill 


Claude H. Hill has been named 
manager of the Little Rock office 
of Universal] CIT Credit Corp. He 
joined CIT in 1948 and has been 
manager of the Hot Springs (Ark.) 


Compacts Called 
Choice of Autos by 
44 Pct. in Survey 


NEW YORK.—Forty-four per- 
cent of all household heads would 
consider buying an American com- 
pact car, according to results of a 
survey conducted by Newsweek 
magazine. 

Preference for make was Cor- 
vair, 249 percent; Rambler, 19.7; 
Falcon, 17.8; Valiant, 7.7, and Lark, 
5.0. 

Results were based on 5,000 in- 
terviews carried out in the final 
two months of 1959, The current 
sales pattern indicates that since 
the time of the interviews there 
has been considerable change in 
the viewpoint toward various mod- 
els. 

Other points determined, accord- 


jing to Newsweek: 


1. Economy was the leading rea- 
son for buying a compact, 

2. Respondents ranked imports 
second in choice because they 
wanted to “keep business in Amer- 
ica.” 

8, Front engine was preferred by 
45.5 percent. 

4. A new-car purchase within six 
months was planned by 6.6 per- 
cent. 


Management Realignment— 
General Tire & Rubber Co.'s new management lineup includes, from left, L. A. 


McQueen, executive vice-president; William O'Neil, 






office since 1955. Charles W. Han- 
kins, former manager of the Little 
Rock office, has been transferred to 
Pine Bluff, Ark. 

+ + * 


Hartmann Elected 


Donald H, Hartmann has been 
elected vice-president and general 
manager of Moto-Power, Inc., 
Richmond, Ind. : 

* 


Kraus Gets Promotion 


At Service Leasing 


Election of Calvin T, Kraus as 
an assistant vice-president of 
Service Leasing Corp. ig an- 
nounced by L. Walter Lundell, 
president. 

Kraus joined CIT in 1945 as 
manager of the Buffalo branch 
of Universal. cr Credit Corp. 


Dayton Picks Riscuberg 


Richard D. Rosenberg has been 
named internatiorial operations 
ae for Dayton Rubber 





At S-P Sales Meeting— 


Richard O. Chaney, left, Studebaker- 
Packard San Francisco zone manager; Syd- 
ney A. Skillman, center, S-P general sales 
manager, and L. G. Carne, Western region 


sales manager, attend meeting of San 
Francisco Bay area S-P dealers to discuss 
spring sales and the launching of the 
Studebaker ‘Hawks and Champ trucks. The 
meeting was held at San Mateo. 


Williams Eyes Good Year 
Despite Inventory Glut 


MINNEAPOLIS.—The only thing 
wrong with car sales and the stock 
market is that a lot of people 
thought they could talk their way 
to prosperity, Birkett L. Williams, 
Cleveland, president of the National 
Automobile Dealers Assn., told 
Twin Cities dealers. He said that 
1960 will be as good a year for 
auto business as last year. 


“With six million cars to sell, 
everyone should be happy,” Wil- 
liams declared, 

Reports that dealers have more 
than one million cars in their in- 
ventory are true, Williams said. 

“That’s too many, but you’re 
not alone,” he admitted. “I bought 
too many, too. The only thing to 
do is to shut down on buying 
and go to work to pull our in- 
ventories down. 

“The entire industry is going 
through a whale of an evolution. 
People are looking for economical 
transportation and for a car they 
can park in a 25-year-old garage.” 

The NADA head predicted that 
the compact cars of General Mo- 
tors, Ford and Chrysler would take 
over the bulk of the small-car mar- 
ket. 

“Of course, some people will 
continue buying foreign cars,” he 
continued, “because they’d rather 


4 New Directors Named 


By North Carolina Assn. 


RALEIGH, N. C.—Four new dis- 
trict directors have been elected by 
the North Carolina Automobile 
Dealers Assn. They are R, N, At- 
water, Burlington, District 10; J. F. 
McNair III, Laurinburg, 13; J. C. 
Foscue, Jacksonville, 16, and Ray 
Bandy, Rock Mount, 19, 

Reelected directors for three-year 
terms were W. R, Hampton, Sylva, 
District One; G. R. Andrews 
Boone, 4, and A, W. Thomas jr., 
Concord, 7. 








board chairman and founder, 


and Michael Gerald O'Neil, who succeeds his father, William, as president. McQueen 
formerly was sales vice-president. It is the first major management realignment in 


the company’s history. 





be uncomfortable than unnoticed.” 
Williams advised the dealers to 
pay plenty of attention to their 
parts and service departments. 
“They need constant attention,” 
he said, “because they .build your 
whole business.” 


| Leasing Notes | 


eR=D P. BAKER, Ryder Truck 

Rental, Denver, has been re- 
elected president and chairman of 
the executive committee of the Car 
and Truck Renting & Leasing Assn. 

Also reelected were Martha 
Dunlap, National Truck Leasing 
System, Chicago, secretary, and 
Armund J. Schoen, Four Wheels, 
Inc., Chicago, treasurer. 

R. A. Petersen, Hertz Corp., Chi- 
cago, was elected state development 
vice-president. Other vice-presi- 
dents, all reelected, are L. O. Carl- 
son, Houston; W. V. Morrow jr., 
Boston; D. S. Brockman, Kansas 
City; H. A. Barrett, Pittsburgh, and 
O. K. LeBron, Chicago. 


* * * 


Big Gains Seen for Hertz 


ERTZ AMERICAN EXPRESS 

-INTERNATIONAL, LTD., will 
reach a $20 million volume “within 
five years,” Walter L. Jacobs, Hertz 
Corp. president, told the New York 
Society of Security Analysts. 

Hertz International, formed 28 
months ago, achieved revenues of 
more than $5 million last year, 
Jacobs said, and some day its 
revenue will equal those produced 
from domestic car-rental opera- 
tions. 

He also predicted that Hertz 
Corp. revenue will exceed $200 mil- 
lion within the five-year period. 

Jacobs announced that the com- 
pany plans. to provide on a lease 
basis mobile and stationary elec- 
tronics coin-processing machines 
with the acquisition of a coin-proc- 
essing company. 

+ * * 
Leasing Study Revised 
Tus Foundation for Management 
Research has published a sec- 
ond revised edition of a study on 
the pros and cons of leasing auto 
fleets by industry. 

Single free copies of the 28-page 
booklet may be obtained by writing 
to the foundation at 121 W. Adams 
St., Chicago 3, Ill. The study dis- 
cusses the situations in which com- 
panies are best advised to lease 
their auto fleets, to own them or to 
use salesmen-owned cars. 

+ a + 


Fund Plans Compared 


N EIGHT-PAGE brochure is- 

sued by General Leasing Equip- 
ment Co., Pittsburgh, compares the 
advantages of leasing to such other 
methods of fund raising as bank 
borrowing, issuance of new stock, 
sale of bonds or debentures and the 
use of existing working capital. 


Copies of the brochure, Which 
Road to Growth, are available on 
request from General Leasing 
Equipment Co., 5010 Liberty Ave., 
Pittsburgh 24, Pa. 


2 AEN mI. 


wae MAKING CARS EASIER TO 
BUY AND EASIER TO SELL 
HAS BEEN OUR BUSINESS FOR 
42 YEARS. =§aiee WE WILL DO 
OUR LEVEL BEST TO MAKE 
THE ASSOCIATES BRAND OF 
SERVICE IN AUTO FINANCING 


EVEN BETTER #% DURING THE 
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ASSOCIATES 


Investment Company + South Bend, Indiana 
ASSOCIATES DISCOUNT CORPORATION 


ASSOCIATES DISCOUNT (CANADA) LTD. EMMCO INSURANCE CO. 
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FALCON. 


the new MARK IV fits smoothly, 
works beautifully, sells profitably. 


And the opportunity isn’t limited to FALCON dealers. We can fit 
almost every make and model. 

Experienced engineering has cut claims on our generous warranty to 
a bare minimum. And you are backed by what we believe to be the 
most widespread service organization in the industry. We have over 
2,000 outlets in 48 states. 

Why not get aboard? Check the Yellow Pages for the nearest distributor 


or write us for his name today. 
MARK IV DIVISION 


(MARK Ta JOHN E. MITCHELL COMPANY 


3800 COMMERCE DALLAS, TEXAS 


10 Seconds 
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ATTENTION . Off 

AvtoPainters FREE Premium Offer 
630k EK — CUT Wonder Pads 
290666 Order a set of MAGNETIC TIRE 

OCO05 00 SHIELDS, ‘Soave FREE Lot charge 
SOOO OS NY An Amazing Too! WONDE Bie ee Value). OF 
for Hand fer geod for eon a. f 

Sanding” dec. 


Temple tT) Co. 
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Turn to the Classified Advertising pages of Automotive News 
for a listing of the ‘Leading Used-Car Auctions in the Nation." 


These auctions are for dealers only. 

















HARRISBURG, Pa.— The Penn- 
sylvania Automotive Assn. has is- 
sued a bulletin warning its members 
of increased union activity among 
dealers’ mechanics in severa] differ- 
ent areas of Pennsylvania. 

In addition to the warning, the 
PAA advised dealers what they 
can and cannot do should they be 
“confronted with an o 
campaign” within their service 


t. 

Cc. S. Klugh, PAA general man- 
ager, warned that labor leaders are 
working quietly in service depart- 
ments of many dealers. 

“In three recent cases, the union 
enticed mechanics to sign member- 
ship applications and requested the 
State Labor Relations Board to hold 
elections,” Klugh said. “This was 
done without any of the dealers in- 
volved knowing of union activity 
within their own service depart- 
ments.” 

Klugh said most Pennsylvania 
dealers have kept up-to-date in em- 
ploye relations. They pay competi- 
tive wages, offer paid vacations and 
holidays, provide good working con- 
ditions, work shorter hours and give 
paid group benefit insurance, includ- 
ing life, health and accident, hos- 
pitalization and surgical benefits, he 
said. 


tions with employes. Don’t forget 
that your employes are human 
beings and expect to be treated 
as you would want to be treated 
if you were in their places,” Klugh 
reminded the dealers. 

“In other cases, dealers are care- 
less in hiring employes who are 
‘trouble makers’ and, regardless of 
how good your employer-employe 
relations program may be, the ‘trou- 
ble maker’ is like the proverbial 
‘rotten apple in the barrel.’ 

“Dealers should be extremely 
careful when hiring new employes,” 
Klugh warned. “Make sure that you 
know the background of each new 
person you employ.” 

Klugh said the association has no 
quarrel with the right of any em- 
ploye to join a union. 

“In fact, we have no quarrel 
with unions, as such, but it seems 
ridiculous for your employes to 
even entertain the thought of 
seeking union representation,” he 
said. 

“There should be no need for your 
employes to pay union dues to a 
union,” Klugh said. “It igs much 
better to deal with each employe 
on @ personal basis rather than 
through some third party. 

“There should be no need for your 
operations to be hindered at any 
time by forces beyond your control 
—such ag strikes,” Klugh said, 

Because of the union’s activities, 
the association also issued these 
“rules” ag a guide for its members 
should they be faced with an or- 
ganizing campaign, 

Do’s 

According to the PAA, dealers 
can tell employes: 

That you and the company pre- 
fer to deal with them directly, 













organization, 

arising from day to day. 

That you or a member of man- 
agement are always willing to dis- 
cuss with them any subject of in- 
terest to them. 

About the benefits they presently 
enjoy. (Avoid veiled promises or 
threats.) 

How their wages, benefits and 
working conditions compare with 
other companies, whether unionized 
or not. 

Of the disadvantages that may 
result from belonging to a union 
—such as loss of income because 
of strikes, requirement to serve on 
a picket line, expense of dues, 
fines and assessments. 

That the law permits the company 
to hire permanent replacement for 
anyone who engages in an economic 
strike. 

That no union can make a com- 
pany agree to anything it does not 
wish to, or pay any more than it 
is willing or able to do. 

About any experience you may 
have had with unions. 

Anything you know about any 
union or its officers. 

That the international union 
probably will try to dominate the 
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local union, or at least try to in- 
fluence the thinking of the local 
members. 

About any untrue or misleading 
statements made through an organ- 
izer, or by handbill, or through any 
medium of union propaganda. You 
may always give employes the cor- 
rect facts. 

About known racketeering, Com- 
munist participation, or other un- 
desirable activities in the union. 
(Relate only established facts.) 

Your opinion about union policies 
and union leaders, even though in 
uncomplimentary terms. 

Dealers can also: 

Distribute reprints of articles 
containing information about 
unions or facts revealed through 

Congressional hearings, such as 
the McClellan Committee, 

Tell employes that they are free 
to join or not to join any organiza- 
tion without prejudice to their 
status with the company. 

Tell employes that merely sign- 
ing a union authorization card or 
application for membership does 
not mean that they must vote for 
the union in an election. 

Tell employes about the National 
Labor Relations Board election pro- 
cedures, the importance of voting, 
and the secrecy of the ballot. 

Tell employes that the company 
opposes the principle of compul- 
sory union membership. 

Tell employes about their legal 
rights. However, there should not 
be any encouragement or financing 
of any suit or proceeding. 

Actually campaign against a 
union seeking representation of 
your employes. 

Make or enforce any rules re- 
quiring that solicitation of member- 
ship or discussion of union affairs 
be conducted outside of working 
time. (Remember, however, an em- 
ploy can solicit and discuss union- 
ism on his own time, even on com- 
pany premises, when it does not 
interrupt work.) 

Lay off, discipline and discharge 
for cause so long as such action 
follows customary practice and is 
done without regard to union 
membership or nonunion mem- 


‘assignments of preferred 


Lundell Urges 
Credit Laws 
For Every State 


CHICAGO.—Installment credit 
laws that provide protection for 
consumers should be adopted in 
every state, according to L. Walter 
Lundell, executive 
vice-president, 
CIT Financial 
Corp. 

He said such 
requirements “as 
adequate investi- 
gative powers for 
state officials, 
complete disclos- 
ure in contracts, 
maximum rate 

fad ceilings and reg- 
L. Walter Lundell ulated and fair 
refund standards would minimize 
abuses and strengthen public con- 
fidence in the consumer credit in- 
dustry.” 

“We hope that in 1960—and the 
years that immediately follow—the 
remaining 20-odd states that do not 
have adequate installment credit 
laws will adopt them,” Lundell told 
the National Installment Credit 
Conference of the American Bank- 
ers Assn. 

However, he warned against 
“quantitive credit controls that seek 
to regulate our manufacturing-dis- 
tribution system through the credit 
mechanism and thereby control 
production.” 

“These controls should be resisted 
and made unnecessary by the dis- 
ciplines we impose upon ourselves 
by the sound conduct of our opera- 
tions,” he asserted. 


Atwater Pontiac Moves 
RAPID CITY, 8S. D.—Atwater 
Pontiac Co. held a grand opening 
in new quarters at 118 Main St. 
Lloyd Atwater is head of the deal- 
ership. 





work, overtime, shift preference, so 
long as such is done without refer- 
ence to the employe’s participation 
or non-participation of union activ- 
ities, 

Enforce plant rules impartially 
and in accordance with customary 
action, irrespective of the employe’s 
membership or activity in a union. 


Don’ts 

According to the PAA, dealers 
cannot: 

Promise employes a pay increase, 
promotion, betterment, benefit, or 
special favor if they stay out of 
the union or vote against it. 

Threaten loss of jobs, reduction 
of income, discontinuance of any 
privileges or benefits presently 
enjoyed, or use of any intimidat- 
ing language which may be de- 
signed to influence an employe in 
the exercise of his right to belong, 
or refrain from belonging to a 
union. 

Threaten or actually discharge, 
discipline, or lay off an employe be- 
cause of his activities in behalf of 
the union. 

Threaten, through a third party, 
any of the foregoing acts of inter- 
ference. 

Threaten to close or move the 
plant, or to drastically reduce oper- 
ations if a union is selected ag a 
representative. 

Spy on union meetings. Parking 
across the street from a union 
hall to watch employes entering 
the hall would be suspect. 

Conduct yourself in a way which 
would indicate to employes that you 
are watching them to determine 
whether they are participating in 
union activities. 

Discriminate against employes 
actively supporting the union by 
intentionally assigning undesirable 
work to a union employe. 

Transfer employes prejudicially 
because of union affiliation. 

Engage in any partiality favor- 
ing nonunion employes over em- 
ployes active in behalf of the 
union. 

Discipline or penalize employes 
actively supporting a union for an 
infraction which nonunion employes 
are permitted to commit without 
being likewise disciplined. 

Make any work assignment for 
the purpose of c ee an employe 
who has been active on behalf of 
the union to quit his job. 

Take any action that is intended 
to impair the status of, or adversely 
affect any employe’s job or pay be- 
cause of his activity on behalf of 
the union. 

Intentionally assign work or 
transfer men so that those active 
in behalf of the union are sep- 
arated from those you believe are 
not interested in supporting a 
union. 

Select employes to be laid off with 
the intention of curbing the union’s 
strength, or to discourage affiliation 
with it. 

Ask employes for an expression 
of their thoughts about a union or 
its officers. 

Ask employes how they intend to 
vote. 

Ask employes at time of hiring 
or thereafter whether they belong 
to a union or have signed a union 
application or authorization card. 


Ask employes about the internal 
affairs of union such as meetings, 
etc. (Some employes may, of their 
own accord, walk up and tell of 
such matters. It is not an unfair 
labor practice to listen, but you 
must not ask questions to obtain 
additional information.) 


Make a statement that you will 
not deal with the union. 

Make statements to the employes 
to the effect that they will be dis- 
charged or disciplined if they are 
active in behalf of the union. 

Urge employes to try to per- 
suade others to oppose the union 
or stay out of it. 

Prevent employes from soliciting 
union memberships during their 
free time on company premises so 
long as such does not interfere with 
work being performed by others. 

Give financial support or assist- 
ance to a union, its representatives 
or employes. 

Visit the homes of employes for 
the purpose of urging them to reject 
the union. 
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New Era Dawning ae 


Canadian Market in State of Flux 


y William Dufer Jr. 
Staff Correspondent 
TRIP from the Maritimes to 
Vancouver indicates the Cana- 
dian automotive picture is in a 
state of change. 

Opening of the St. Lawrence 
Seaway has resulted in an up- 
surge of new and used-car sales 
in Quebec and Ontario. Strangely 
enough, this wave of sales has 
spread to the prairie provinces 
of Manitoba and 
Chevrolet, Pontiac, Ford and 
Meteor take top honors in the new- 
car sales hit parade, in that order. 
Imports, long a stock favorite, are 
dropping a bit but Volkswagen still 
holds top position where “little fel- 
lows” are concerned. 

Opening of the Toronto plant of 
American Motors, closed since July, 
1957, means new activity in that 
city. Earl K. Brownridge, former 
president of Orenda Engines, Ltd., 


GM Wins New Trial 


In Delco Outlet Suit 

MINNEAPOLIS.—A new trial 
has been ordered in the case of 
a $100,000 verdict granted by a 
St. Paul Federal Court jury 
against General Motors. Chief 
Judge Edward J. Devitt threw 
out the verdict. 

Last November a jury awarded 
Vern E. Nelson, Minneapolis, 
president of General Corp., the 
$100,000 verdict against GM, He 
had claimed GM was guilty of 
fraud and misrepresentation in 
connection with the cancellation 
of Nelson’s contract as the whole- 
sale distributor of Delco heating 
products. 

Judge Devitt’s order granting a 
new trial said it was being made 
“in the interests of justice be- 
cause the verdict is excessive and 
against the clear weight of the 
evidence and because the dam- 
ages awarded were not based on 
competent evidence.” 








will direct all phases of Canadian 
production, which is slated to get 
under way with 1961 models. 
* * + 
HHRYSLER’S Windsor plant will 
accent production of the Val- 
iant four-door station wagon. Fal- 
con and Frontenac station wagon 
production is also getting under 
way. 

The British Columbia Interna- 
tional Trade Fair will be in full 
swing May 3-13 at Exhibition 
Park, Vancouver. The Auto Pa- 
vilion will make 7,500 square feet 
of space available for the display 
of Canadian automobiles, with ac- 
cents on sports Cars. 

More and more dealers are fea- 
turing a mixture of boats and auto- 
mobiles. Some dealers are opening 
separate showrooms for new and 
used boats, with lots being used for 
boat displays as well as interior 
showroom setups. Dealers figure 
it’s possible and profitable to accept 
a used car as tradein towards a 
new boat. 

Plans reportedly are being read- 
ied for a new automobile manufac- 
turing plant to be located near 
Montreal. A foreign-car manufac- 
turer reputedly plans to offer sedan 
and convertible models made in 
Canada by Canadians. This would 
be something radically new. 

* * * 


SS for imports from Sov- 
iet Russia are negligible, with 
considerable anti-Russian feeling 
on the part of dealers making it 
certain that a slight trickle, if any- 
thing, is all that will result. 

Top expeditors for Russian cars 

are attempting to see what can 

be done to add “behind-Iron-Cur- 
tain imports” to the Canadian 
auto fold, but prospects grow 
dimmer by the moment. 

The Canadian public is apathetic, 
to say the least, toward anything 
of Russian extraction. 

Big dealer news in Canada is the 
fact that the nation’s automotive 


repair bill has registered a 25 to 
30 percent increase on the national 
scale. Most of this is traceable to 
a change in car design, especially 
where fins are concerned. 
Mechanics are also asking for 
more money—and getting it. This, 
in turn, results in higher labor 
charges to the car owner. 
Canadian car owners are also 
suffering from a marked “inferior- 
ity complex.” They want a car 
made in Canada but not by off- 
shoots of stateside manufacturers. 
They’ve felt this way for years, 
but such thinking is crystallizing. 
Something may have to give. 





Veteran Employes Cited— 


Fourteen of the 100 employes of Edwards Chevrolet Co., Inc., Birmingham, Ala., have 
been with the firm more than 25 years. Total time of these employes amounts to 454 
years, an average of 32 years each, according to W. S, Edwards jr., president. The 
group is shown at a recent company party. 


NADA ‘Freeloaders’ Assailed 


SPRINGFIELD, Ill, — A spokes- 
man for the National Automobile 
Dealers Assn. chided new-car deal- 
ers who “freeload” on the benefits 
and services provided by the organ- 
ization without contributing their 
support, 

Such dealers are like an an- 
chor, holding back other mem- 
bers who are trying to promote 

NADA programs, Walter B. Coop- 

er, NADA first vice-president, 
told the 39th annual! Illinois Au- 
tomotive Trade Assn. convention. 

Cooper, a Fort Collins (Colo.) 
Chevrolet dealer, also sharply crit- 
icized advertising and merchandis- 
ing practices of some dealers who 
emphasize price and ignore quality. 

He called such advertising the 
industry’s greatest “profit robber.” 
It is a problem which can be rem- 
edied only through the cooperation 
of every dealer, he said, 

Cooper outlined some benefits 
NADA has derived from its inter- 
vention with lawmaking bodies and 
car manufacturers since its incep- 
tion in 1917. 

Some of the more recent accom- 
plishments, he said, include uniform 
agreements with factories concern- 


ing selling procedures, shipping and! ence in the field, financial stability, 
delivery dates, ethical advertising| a market potential, and a starting 


and 100 percent ee, rebates. 

Cooper threw a few bricks at 
the auto manufacturers and their 
profits, which he claimed aver- 
aged 17 percent while the retail- 
ers made less than one percent, 
but said the working relationship 
between the two groups is now 
marked by a “spirit of harmony 
and cooperation.” 

Cooper said the country’s car 
dealers are responsible for the 
“most vital commodity on the 
American market,” and predicted 
100 million cars and trucks would 
be on highways by 1970. 

A panel discussion of leasing 
problems and procedures preceded 
Cooper’s address, featuring Keith 
Cone, vice-president, Lasalle Na- 
tional Bank, Chicago; Edward 
Bergeron (Chrysler-Plymouth), 
Kankakee, and Willis Brodhead 
(Ford), East St. Louis. 

Brodhead described some of leas- 
ing’s pitfalls and Cone outlined re- 
quirements banks insist upon be- 
fore extending credit to a new 
leasing venture. He said a dealer 
must have knowledge and experi- 


Buy it and build it section-by-section. Pay as you grow out of current profits 


New economy spray booth kit 


Another example of DeVilbiss Total Service 


There’s no need for you to put off the 
purchase of a professional spray booth 
and miss out on the profitable automo- 
tive refinishing market. New DeVilbiss 
Economy Spray Booth Kit lets you buy 
and build as job volume increases. 


Start with exhaust chamber, add 
modular, bolt-together side panels, roof 
and filter doors that any shop man can 
erect. Your capital investment is on a 
“pay as you grow” basis. DeVilbiss 
Economy Spray Booth Kit, with scien- 


tific exhaust, lighting, and dust control 
features, meets both Fire Underwriter 
and local codes, actually costs less than 
“home-built” booths—operates far 
more efficiently. Write for Folder F-346 
or call our nearest representative. The 
DeVilbiss Company, Toledo 1, Ohio. 
Branch offices in principal cities. 


FOR 


capitalization which would guaran- 
tee the loan. 

The leasing business, according 
.to Cone, “is not the most te 
able form of installment credit 


No resolutions were offered dur- 
ing the convention, 

Named to head the association 
were Gene Bragg, Galesburg, pres- 
ident; Albert Blake, McHenry, 
first vice-president; Darrell Hanna, 
Mount Vernon, second vice-presi- 
dent, and Harry Burgess, Albion, 
treasurer. 


They'll Visit Germany 


COLUMBUS, O.—Two-week tours 
of Germany are in store for Ohio- 
Kentucky Volkswagen dealers and 
their wives, according to Robert 
Fergus, president of Midwestern 
VW Corp., distributor. They will 
visit VW production facilities and 
historic and scenic points. 
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_ | SCARBOROUGH, England. — An 

.| improved, more powerful four-cyl- 
inder car diesel engine produced 
by Perkins will make its world 
debut at the British Exhibition at 
New York in June. 

Named the Perkins P4/203, it 
develops 62 brake horsepower at 
3,000 revolutions per minute—three 
horsepower more than the P4 en- 
gine at present operating in many 
United States taxicabs—and has a 
slightly larger bore. 

Features imclude thin wall bear- 
ings, chrome plated cylinder liners 
to give longer life and the Perkins 
combustion system of direct and in- 
direct fuel injection. 


Aluminum from Beauharnois 
Going Only to Chrysler 


TORONTO.—Chrysler Corp. of 
Canada and its United States par- 
ent company are expected to ab- 





Jensen Arrives— 


New entrant in the imported-car field 
is this English-built Jensen 541-R high- 
speed touring car.*Powering the car is 
a 243.6-cubic-inch, six-cylinder engine, 

triple S. U. carburetors. Wheel- 
base is 105 inches; length, 178 inches; 
weight, 3,024 pounds. With a port-of-entry 
price of $7,750, standard equipment in- 
cludes disc brakes on all wheels, wire 
knock-off wheels and high-speed tires, 
radio, heater, washers, telescopic steer, 
ing wheel and pigskin 


QUALITY -TAILORED 
FLOOR and TRUNK MATS 
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good looking and sensibly priced. 


Tailored Carpet Front or Rear—Charcoal color only. 


Solve carpet color — by installing this luxurious loop tufted carpet in 
beautiful iridescent charcoal. Matches 60% of original equipment and taste- 
fully complements any other trim. Precision tailored of first quality carpeting 
as used in 1960 original equipment production. Available for all popular make 
cars 1956-59, $9.90 (front or rear). 


Carpet Grain Vinyl over reinforced felt. Black only. Same material 
as used in some original equipment. or rhe 
Buick, Olds, Pontiac, Mercury, Rambler, Chev., Ply., Dodge, Ford, 


Ne eis edy $6.90 


Chev., Dodge, Ply., Mercury, Ford thru 1955............006. jeune $5.90 


Ford 52-59, Chev. 53-57, Ply. 53-56, Rambler 56-59...................:..csorssosserseseees $4.45 
Chev. 58-59, Dodge 57-59, Merc. 57-59, Ply. 57-59 ...0.........cccccosecssesesseeeneseees $5.90 








EXACT DUPLICATE OF 

ORIGINAL EQUIPMENT 

IN PATTERN, MATERIAL 
& DESIGN 








All Buick, Olds, Pontiac 50 thru 56 and Godiitec 50 thru 59 fabri 
sound deadener felt as in original equipment : ee oe 


Make sure your used cars are reconditioned with Trunkline quality mats. Specify front 
rear or trunk mat. State make, model and year of car. T _- pod ys sened 


‘erms: O} 
firms, Orders shipped same day as receiv "Poste @ paid é& mats. 
today or contact your distributor. Ver ee 7 


Where the sun never sets on an order. 


TRUNKLINE MANUFACTURING CO. 
CT eee ee ee ae 





Auto News in Brief 











sorb all the output of Aluminium 
Co, of Canada’s 38,000 ton Beau- 
harnois smelter. 

The U. 8S. company, with new 
aluminum demands for its Valiant, 
needs about 35,000 tons a ;ear. The 
Beauharnois smelter is leased to 
Chryslum, Ltd., owned 51 percent 
by Chrysler and 49 percent by 
Alcan. 


8 . a. 
Bethune, France, Is Chosen 
As Site for Firestone Plant 


AKRON.—Bethune, France, has 
been chosen as the site for the new 
multimillion-dollar tire plant and 
synthetic-rubber manufacturing op- 
eration of Firestone Tire & Rub- 
ber Co., according to Harvey S. 
Firestone jr., chairman. 

“The decision to locate on the 
8l-acre site in Bethune, 123 miles 
north of Paris, has been made be- 
cause of its excellent transporta- 
tion facilities and the availability 
of plentiful supplies of power, water 
— efficient manpower,” Firestone 


* s . 
Newly Equipped Building Ups 
Dunlop Tire Capacity 20 Pct. 


BUFFALO.—Dunlop Tire & Rub- 
ber Corp. has started production of 
passenger tires in a newly- 
equipped, 33,600-square-foot build- 
ing on the company’s 212-acre 
Town of Tonawanda plant site. 

The building was equipped as 
part of a $1,250,000 expansion start- 
ed last year to increase production 
capacity. Passenger-tire capacity 
has been increased between 15 and 
20 percent since the building was 
Placed in operation, the firm said. 

* 


Sealed Power to Expand 


Piston-Ring Plant in Ontario 


MUSKEGON, Mich.—Plians for 
expansion of its Stratford (Ont.) 
plant by 40 a t and extensive 

manufacturin, 


0 = 

facilities at a cost of nearly 

have been announced by 
Sealed Power Corp. 

Only piston rings are manufac- 
tured in the Stratford plant, 
which is operated by the firm’s 
wholly owned subsidiary, Sealed 


are construction of an addition to 
the present factory, removal of 
old buildings now used as storage 
structures, modernization of the 
old building and installation of 
mew equipment. — 


Ford Plans "1961 Move 


Into New Canadian HQ 


TORONTO.—Ford of Canada will 
complete its new head-office at 
Oakville, Ont., in western suburban 
Toronto early next year, President 
Rhys M. Sale said. The head office 
will cost about $5% million and 
will be adjacent to the big Ford 
factory at Oakville. 

The Canadian company also re- 
ported completion this year of an 
expansion program in Australia at 
Geelong, near Melbourne. Last year 
an assembly plant was completed 
at Broadmeadows near Melbourne. 

An assembly plant with ware- 
house to cost about $3% million is 
to be built in Rhodesia and Nyasa- 
land, Africa, to start assembly of 
cars early next year. 


Police Officers "Hail 


Sealed Power Drive 

MUSKEGON, Mich.—Contribu- 
tions to traffic safety by Sealed 
Power have been cited by the 
National Police Officers Assn. of 
America in a “certificate of 
merit.” 

Specific program for which the 
police group has honored the au- 
tomotive parte company is the 
“courteous driver award” cam- 
paign. This program was inaugu 
rated last November, Police ao- 
partments in more than 200 
communities in 40 states now are 


ere 
Buffalo Area Salesmen 


Honored by Ford Motor 
BUFFALO.—More than 700 Ford 
salesmen and their wives were 
honored at a dinner by Ford Motor 
Co, for outstanding sales perform- 

























Bank Displays Comet— 


A. Rademacher, left, Alma (Mich.) Comet 
dealer, made arrangements with H. A. 
Christensen, right, president, Bank of 
Alma, to display the Comet in the lobby 
of the bank for a week following the car's 
public introduction. It is estimated that 
over 10,000 persons saw the car on dis- 
play. 


ance in 1959. Eight salesmen re- 
ceived Top Hatter Awards, pre- 
sented annually to one percent of 
the Ford sales staff. 

Membership in the 300-500 Club 
also wag presented to 320 salesmen. 
Robert F. McNulty, Ford division’s 
Buffalo district sales manager, an- 
nounced Edward H. Cottrell, Inc., 
West Seneca, has received a Four- 
Letter Award for the 10th consecu- 
tive year. ae 


Columbia Combining Buys 


Control of Two N. J. Firms 


HOBOKEN, N. J. — Controlling 
interest in Jason Corp. and Dielec- 
tric Engineering & Mfg. Co, has 
been purchased by Columbia Com- 
bining Co., Inc., according to James 
J. Colt, Columbia Combining presi- 
dent. 

In addition to stock, he said the 








purchase included land and a build- 
ing with about 60,000 square feet of 
space, Each company will operate 
as a separate division, Colt said. 

* 


Seattle Firm Turning Out 


Aluminum Service Stations 


SEAT TLE.—Aluminum now is 
being used for service-station con- 
struction, according to Aluminum 
Co. of America. Alcoa said it is 
supplying the aluminum for sta- 
tions being produced by Fentron 
Industries, Inc., here. 

Alcoa said the stations were de- 
signed by and are being built for 
Standard Oil Co, of California and 
that each contains more than four 
tons of aluminum. 

* * * 


New 3M Booklet Cives Tips 
On Body Repair, Refinishing 

ST. PAUL.—Sanding and mask- 
ing time can be slashed by at 
least 20 percent following recom- 

mendations set forth in the 1960 
edition of the “SM Autobody Re- 
pair and Refinishing System” 
manual, according to Minnesota 
Mining & Mfg. Co., Dept. F/O- 
107, 900 Bush Ave., St. Paul 6, 
Minn. 

The firm said the 20-page book- 
let contains sections devoted to 
metal preparation, featheredging, 
masking, prepaint sanding and 
the use of adhesives and sealers. 
Sanding and masking recom- 
mendations also are made for 
working with acrylic lacquers, in 
addition to those dealing with 
enamels and nitrocellulose lac- 
quers. 

* © cs 
Ohio Rubber Is Building 
Plant in Fort Smith, Ark. 

CLEVELAND.—Ohio Rubber Co., 
a division of Eagle-Picher Co., 
plans construction of a plant at 
Fort Smith, Ark. 

Milo J. Marsh, Ohio Rubber pres- 
ident, said the plant, scheduled for 
completion around Feb, 1, 1961, will 
be 190,000 square feet in area and 
will cost around $3 million. Initially 
it will manufacture auto floor 
mats; molded precision rubber 
parts, and semipneumatic tires. 


Dart Boosts Dodge Share 
Of First-Quarter Output 


(Continued from Page 48) 


the standard Ford, off 8.26 points 
from a year ago. 

Ford Division turned out 310,- 
124 standard-sized Fords good for 
15.48 percent of total industry 
output during the first quarter of 
this year, compared with 23.74 
percent gained on 380,261 assem- 
blies during the like period of 


Output of 126,133 Falcons and a 
record 22,731 assemblies by Thun- 
derbird, however, gave Ford Divi- 
sion a new high of 458,988 assem- 
blies for the quarter, Former 
record was the 456,337 cars turned 
out during the first quarter of 1955. 

The standard-sized Chevrolet 
dropped 2.60 percentage points 
from a year ago as its output 
climbed from 441,934 units a year 
ago to a record 500,559 assemblies 
this year, but its percent-of-indus- 
try penetration dipped from 27.58 to 
24.98 percent. 

A total of 594,439 Corvairs and 
standard-sized Chevrolets Was a 
high for Chevrolet Division output, 
topping the former high of 481,608 
units turned out during the Janu- 
ary-March period of 1955. As a 
division, Chevrolet’s percent-of-in- 
dustry penetration was up 2.08 per- 
centage points from a year ago. 

* * * 


OSERS in _ percentage-point 

ground in addition to the 
standard-sized Fords and Chevro- 
lets were Plymouth, off 1.50 points; 
Lark, 1.44; Oldsmobile, 1.39; Buick, 
1.08; Pontiac, 0.86; DeSoto, off 0.32; 
Cadillac, 0.38; Lincoln, 0.18; Impe- 
rial, 0.09, and Mercury and Thun- 
derbird, 0.02. 

Numerically, the losers were 
the standard-sized Ford, off from 
380,261 to 310,124; Plymouth, from 
95,683 to 89,643; Lark from 49,- 
432 to 32,988; DeSoto from 15,418 
to 12,769; Lincoln from 8,949 to 
7,534, and Imperial from 6,069 to 


5,082. 

Following Dodge in numerical 
gains over a year ago were Ram- 
bler, up from 100,258 to 132,659; 


Pontiac from 115,952 to 127,792; 
Oldsmobile from 114,671 to 115,646; 
Buick from 87,791 to 89,118; Mer- 
cury from 44,353 to 55,031; Cadillac 
from 46,117 to 50,130; Chrysler from 
18,728 to 27,540; Thunderbird from 
18,461 to 22,731; Checker from 1,457 
to 1,757, and Hawk from 644 to 
1,647. 

Among the compacts, Rambler 
was on top during the first three 
months of this year with 132,659 
assemblies, Second was Falcon with 
126,133; third, Corvair with 93,880; 
fourth, Valiant with 71,586; fifth, 
Lark with 32,988, and sixth, Comet 
with 17,533. 

A year ago, Rambler had assem- 
bled 100,258 cars and Lark, 49,432. 

o * 


1st Quarter Output 
"60 vs. °59 





1960 1959 
Pos. Make Pos. 
1— 500,559 Chevrolet 
(Std.) 441,934— 1 
2— 310,124 Ford 
(Std.) 380,261— 2 
3— 132,659 Rambler 100,258— 4 
4— 127,792 Falcon... 
5— 126,133 Pontiac 115,952— 3 
6— 115,646 Olds. 114,671— 5 
i— 111,335 Dodge 41,399—11 
8— 93,880 Corvair .. ........ 
9— 89,643 Plymouth 95,683— 6 
10— 89,118 Buick 87,791— 7 
1i— 71,586 Valiant ........... 
12— 55,031 Mercury 44,353—10 
13— 50,130 Cadillac 46,117— 9 
14— 32,988 Lark 49,432— 8 
15— 27,540 Chrysler 18,728—12 
16— 22,731 T-Bird 18,461—13 
17j— 17,533 Comet ......... 
18— 12,769 DeSoto 15,418—14 
19— 17,534 Lincoln 8,949—16 
20— 5,862 Imperial 6,069—17 
21— 1,757 Checker 1,457—18 
22— 1,647 Studebaker 
Hawk 644—19 
veep Edsel 18,734—15 
2,008,997 Total 1,601,811 
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Misuses Spurned by Ignorance .. . 
Fresh Look at Credit Is Urged 


By L. H. Houck 
Travelling Correspondent 


ST. LOUIS.—Only a few months 
ago the business horizon was rosy, 
indeed, and the credit ‘barriers 
stretched way back of -teft field. 
Today the picture has changed. 

Business men are revising their 
predictions downward and there 
are many who want to slow down 
so-called inflationary credit by 
establishing a stop-line about as 
far back from home plate as the 
pitcher’s box. 

Here at the annual National 
Consumer Credit Conference it 
suddenly develops that the con- 
sumer using credit is in sad need 
of credit education and that the 
business man granting the credit 
needs to divorce himself from 
any thoughts of the consumer’s 
welfare. 


Carl A. Dauten, professor of 
finance and banking at Washington 
University, told the conference that 
users of credit need to be educated 
in family budgeting so they can 


plan their finances to meet all obli- 
gations. He said they also need 
education on alternative means of 
financing and credit costs so they 
can determine for themselves the 
best course to follow. 


He had a word for those who 
grant credit, too. He said these per- 
sons need additional education to 
improve their ability to judge credit 
risks and to set reasonable credit 
limits for individual customers. 


“They should also reject the new 
feudalism so popular in our day,” 
he said, “which -holds that business 
men are responsible for balancing 
the interests of owners, workers, 
consumers and other groups. This 
just shifts the welfare state from 
government to business and leads 
to a benevolent dictatorship of en- 
lightened businessmen.” 


Dauten said that consumer 
credit promotes economic stabil- 
ity only when it is not inflation- 
ary, when the consumer is not 
loaned more than he can repay 
and when he knows what the 


credit is costing him. He said 
credit was a boon when properly 
used but it creates problems 
when misused. 

He said education is one of the 
potent forces which should be given 
primary responsibility for seeing 
that consumer credit is used in 
such a manner to benefit society. 


en 


E. F. Wonderlic, president of|Cgb Ventilation 


General Financial Corp., Evanston, 
Ill., said that present automobile 
financing was not inflationary be- 
cause the increase in automobile 
credit is tied to the price of cars. 
He said the wholesale value of cars 
at factory level in 1950 was $1,270 
but the figure last year (1959) was 
$1,920, an increase of approximately 
50 percent in the amount of con- 
sumer credit required to finance 
any given number of cars. 

Wonderlic said that any inflation- 
ary references must be related to 
the price of cars and not to the 
availability of credit to finance 
automobiles at these higher price 
levels. 

A check by this correspondent 


A unique system of cab ventilation is 
a feature of the new Studebaker Champ 
pickup truck. Twin currents of air enter 
grilled vents at the front (inset, upper left), 
pass over the front seat (arrows), then out 
the rear window which is equipped with 
two sliding panes. The full-cab-width rear 
window also improves visibility. The 
Champ is available in ¥ and %4-ton mod- 
els and in three gross vehicle weight 
ratings. 


with department store credit 
managers brought the statement 
that most department stores in 
the area have a growing volume 
of past-due accounts. They 
blamed this condition on com- 





petition for the eonsumer’s credit 
dollar with the result that the 
average consumer has accounts 
at all department stores instead 
of one, a home and a car to pay 
for, and his obligations to pay 
outweigh his income. 


Other finance experts see a dif- 


.| ferent side of the picture—a picture 


of excessive interest costs so that 
the consumer’s dollar pays more 
for credit and brings home less 
goods for the dollar. Department 
stores, chain stores and similar in- 
stitutions are charging 10 percent 
interest on unpaid balances, and 
some one percent per month. 

Small-loan companies in Mis- 
souri charge 28 percent for amounts 
up to $400, banks charge from 6 
to 12 percent on installment con- 
tracts, finance companies handling 
new and used-car paper charge 
from 5% to 60 percent, depending 
on how the contracts are set up 
to comply with state laws. 

On top of this, the BBB is fight- 
ing misrepresentations and false 
pricing and the Federal Trade 
Commission has cited one furniture 
company here for advertising fur- 
niture at fictitious prices and also 
charged that the advertised furni- 
ture was not available at the prices 
advertised. 











TEXACO DEALER J. T. TOOHIL AND HIS FAMILY AT THEIR FINE HOME, WORCESTER, MASS., SAYS: 


61 switched from my father’s grocery business to the service sta- 
tion business 28 years ago—and selected Texaco. It’s the best move 
I ever made. Business has increased steadily—about 15%. last year. 
Right now, I’m selling 30,000 gallons a month. Texaco has always 
been very helpful and co-operative?’ Sell the best...sell TEXACO 


Motorists get neighborly service, and 
find it pays off, when they drive into 
Mr. Toohil’s service station. 


6 reasons why 
there’s a solid future 
with Texaco 


1. THE BEST petroleum products, known 
and accepted by car owners nationwide. 
Continuous research and development 
insure that Texaco will always have the 
best products. 

2. THE BEST national advertising pro- 
gram, year after year .. . constantly 
selling Texaco Dealers to car owners 
everywhere. 

3. THE BEST point-of-sale and direct 
mail promotional material to help bring 
in motorists and bring them back. 

4. THE BEST customer credit card... 
in fact, the only petroleum credit card 
honored under one sign nationwide. 

5. THE BEST retailer policy ... Texaco 
helps its Dealers to market nationally- 
advertised and accepted TBA products. 
6. THE BEST opportunity to cash in on 
“touring” business . .. because Texaco 
customers at home like to stop at 
Texaco stations when on the road. This 
means you have more than 40,000 other 
Texaco Dealers in the U.S. and Canada 
helping you. 


TUNE IN TO THE TEXACO HUNTLEY-BRINKLEY 
REPORT— MONDAY THROUGH FRIDAY—NBC-TV 


SALES MANAGER, TEXACO INC., 
135 E. 42ND ST., NEW YORK 17, N.Y. 


i would like complete information about the possi- 
bility of teaming up with Texaco asa: ([_] Dealer, 
(J Consignee, [(] Distributor. (Please check) 


NAME 





STREET. 





CITY, 


STATE 
a aS ARIANA, ok lS EE RA GH) IG nk OH 
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Sales Conditions in Viejame Areas... 


Auto Market Reports 





Cincinnati 

March new-car registrations in 
Hamilton County (Cincinnati) 
totalled 3,915, compared with 2,913 
@ month earlier. 

By makes, registrations were: 
Chevrolet, 1,088; Ford, 782; Ram- 
bler, 278; Oldsmobile, 275; Dodge, 
268; Pontiac, 267; Buick, 147; Plym- 
outh, 143; Valiant, 103; Mercury, 
88; Cadillac, 65; Studebaker, 61; 
Comet, 54 and Volkswagen, 53. 


49;. Renault, 35; Opel, 


umph, 5; Fiat, 4; Peugeot, 4; 
Porsche, 4; DKW, 3; Imperial, 3 
MG, 3; Saab, 3; Vauxhall, 3; 
Vespa, 3; Volvo, 2; Willys, 2, and 

7. 

Used-car transactions rose to 
4,012 in March from 3,203 in Febru- 
ary. 
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361 in March, compared with 318 a 
month earlier. 

By makes, new-truck registra- 
tions were: Chevrolet, 92; Ford, 88; 
International, 55; GMC, 43; Volks- 
wagen, 17; Dodge, 14; Willys, 10; 
White, 9; Mack, 8; Oshkosh, 7; 
Diveo, 5; English Ford, 4; Reo, 2; 
Diamond T, 2; FWD, 2; Autocar, 
1; Studebaker, 1, and miscellane- 
ous, 1. 

Used-truck sales amounted to 209 
in March, compared with 134 the 


previous month. 
—ALLEN Heim 
+ * ° 
Houston 


A total of 4,910 new cars were 
registered during March in Hous- 
ton, compared with 4,856 a month 
earlier. 

New-truck registrations, mean- 
while, fell to 757 from 765. 

New-car registrations by makes 
were: Chevrolet, 1,279; Ford, 759; 


New-truck registrations totalled; Falcon, 303; Oldsmobile, 288; 
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Pontiac, 271; Buick, 246; Ram- 
bler, 219; Renault, 178; Corvair, 
174; Plymouth, 163; Dodge, 153; 

Volkswagen, 103; Valiant, 98; 

Cadillac, 94; Studebaker, 72; Mer- 

cury, 60; Opel, 51; Volvo, 37; 
Chrysler, 33, and Lioyd, 32. 

Triumph, 29; Metropolitan, 25; 
Comet, 24; Peugeot, 24; Hillman, 
23; MG, 20; DeSoto, 17; Austin- 
Healey, 16; Mercedes-Benz, 15; 
Simca, 15; Lincoln, 14; English 
Ford, 13; Fiat, 11; Imperial, 10; 
Vauxhall, 7; Morris, 6; DKW, 5; 
Taunus, 4; Willys, 3; Sunbeam, 2; 
Isetta, 2; Porsche, 2; Rolls-Royce, 
2; Jaguar, 2; Datsun, 2, and mis- 
cellaneous, 4, 

Truck registrations were: Chev- 
rolet, 316; Ford, 245; International, 
95; White, 27; GMC, 19; Dodge, 16; 
Volkswagen, 16; Mack, 6; English 
Ford, 5; Willys, 3; Autocar, 2; Reo, 
2; Studebaker, 2; Diamond T, 1, 
and miscellaneous, 2. 

—Rusy FeEnoa.io 
* + * 


Nashville 

Dealers in Nashville report that 
compact cars have spurred total 
sales to the extent that they are 
well ahead of last year’s business. 

Ford and Chevrolet — including 
Falcon and Corvair—took more 
than 54 percent of the market in 
March, according to new-car regis- 
tration figures, selling 699 out of 
1,291. Falcon and Corvair were not 
listed separately. 

Rambler registered 66; Stude- 


| baker, 18; Valiant, 17, and Comet, 


16. 

In the import market, 148 cars 
were registered, more than 10 
percent of the total. Renault led 
with 47, followed by Volkswagen 
with 32 and Fiat with 28. 

Chevrolet led the truck field with 
87 registrations, and Ford had 46 
for a total of nearly 60 percent of 
the 223 trucks registered. 

The three automobile leaders 
were, Chevrolet, 422; Ford, 274, and 
Pontiac, 91. 

—Ep Goins 
e sé 


Youngstown, O. 
March new-car sales in Youngs- 


| town and Mahoning County, O., 


numbered 1,371, compared with 948 
in February and 908 in March a 
year ago. 

By makes, registrations were: 
Chevrolet, 272; Ford, 218; Dodge, 
136; Pontiac, 116; Rambler, 76; 
Plymouth, 68; Falcon, 63; Buick, 
60; Oldsmobile, 58; Mercury, 48; 
Corvair, 43; Valiant, 40; Cadillac, 
25; Studebaker, 24; Volkswagen, 24; 
Comet, 12; Chrysler, 9; DeSoto, 5, 
and miscellaneous, 50. 

Used-car transactions totalled 
2,228, compared with 1,686 a month 
carlier. 

New-truck sales totalled 135 in 
March, compared with 76 the pre- 
vious month, By makes, they were: 
ord, 53; Chevrolet, 33; Interna- 
tional, 14; Dodge, 9; GMC, 7; Wil- 
lys, 7; Mack, 3; Volkswagen, 3; 
Diamond T, 1; Reo, 1; Studebaker, 
1; White, 1, and miscellaneous, 2. 

* 


Sioux City, Ia. 
A total of 315 new cars and 47 


| new trucks were sold in Woodbury 


County (Sioux City), Ia., in March, 
compared with 303 cars and 41 
trucks a month earlier. 

By makes, new-car registra- 
tions were: Chevrolet, 99; Ford, 
64; Dodge, 19; Plymouth, 19; Pon- 
tiac, 17; Valiant, 16; Rambler, 15; 
Buick, 18; Oldsmobile, 11; Stude- 
baker, 9; Mercury, 7; Volkswag- 
4; 


us, 4, 

Truck registrations: Chevrolet, 
18; Ford, 13; International, 5; GMC, 
4, and Dodge, 1. 

+ 


* ” 


Providence 


New-car registrations in Provid- 
ence numbered 1,289 in February, 
compared with 1,275 a month ear- 
lier. 

By makes, registrations were: 
Ford, 359; Chevrolet, 286; Rambler, 
92; Plymouth, 88; Dodge, 70; Olds- 
mobile, 62; Pontiac, 51; Buick, 47; 
Cadillac, 38; Volkswagen, 30; Re- 
nault, 23; Chrysler, 21; Mercury, 
18; Studebaker, 11; Hillman, 9; 
Imperial, 6; Lincoln, 3; Willys, 3; 













“I finally gave up my let and 
wrote a book on ‘How to Sell 
Cars.’ ” 


DeSoto, 1; Edsel, 1, and: miscellan- 
eous, 70, 

New-truck registrations totalled 
122, compared with 105 the previous 
month, By makes: Ford, 44; Chev- 
rolet, 28; International, 22; Divco, 
7; Volkswagen, 5; White, 2; Dodge, 
1; GMC, 1; Mack, 1; Studebaker, 
1, and miscellaneous, 10, 

—Tuomas L. ForsBes | 
* * * 





St. Paul 

Chevrolet topped new-car regis- 
trations in Ramsey County (St. 

Paul) during March while Ford led 

in suburban Dakota and Washing- 

ton Counties, according to the 
Legal Ledger, business newspaper. 


A breakdown of new cars reg- | 








.| Ford, 





istered in Ramsey County fol- 
lows: Chevrolet, 424; Ford, 378; 
Dodge, 154; Oldsmobile, 132; 
Buick, 115; Pontiac, 109; Plym- 
outh, 106; Rambler, 94; Valiant, 

; Cadillac, 40; 
De- 


Seon, an 39; aa a 30; 


cellaneous, 9. Total, 1,824. 

New trucks registered during 
March totalled 133. A breakdown 
follows: Ford, 41; Chevrolet, 37; In- 
ternational, 29; GMC, 8; Mack, 5; 
Volkswagen, 5; Dodge, 4; English 
2; Kenworth, 1, and Reo, 1. 

—Donatp M. Lyons 
+ + * 


Manchester, N. H. 


Brisk sales in the fina] 10 days 
of March spurred dealers to predict 
plenty of action during April in 
both new and used cars. 

Main reason for month-end ac- 
tivity in March in New Hampshire 
is the April 1 registration cutoff 
date and the 10 Day Temporary 
Registration Law. 

Under this law, a buyer is given 
a set of cardboard plates and is al- 
lowed 10 days in which to transfer 
or renew hig permanent registra- 
tions. 

Persons who buy after March 21 


| don’t have to transfer their old reg- 


istrations. This, of course, slows 
sales somewhat during the early 
part of the month, 

Some dealers, in order to induce 
buying, offered free registration 
transfer and city tax payments 
prior to March 21, 

—Louis Ku SZEK _ 


False and Misleading Ads 
Criticized by Williams 


COLUMBUS, O. — Birkett Wil- 
liams, president of the National Au-| 
tomobile Dealers Assn., had a few) 
thousand words to say during 4/| 
whirlwind visit with dealers here. 

At a meeting with the Colum- 

bug Automobile Dealers Ass n., 

= longtime Cleveland Ford deal- 


“Ripped into phony auto advertis- 
ing. 
Uttered a couple of conditioned 
warnings. 

Praised the closing program, 

Forecast a rosy future, 

Williams lambasted two types of 
bad advertising, particularly ad- 


Popovic Victims 
Entitled to Cars, 
High Court Rules 


CLEVELAND.—Upholding Com- 
mon Pleas Court decisions against 
N. J. Popovic, Inc., bankrupt Chrys- 
ler-Plymouth dealer, and Mutual 
Finance Co., the Court of Appeals 
has ruled that 15 victims in the 
auto-title scandal are the true own- 
ers of the cars and must be given 
titles to them. 

Popovic, who sold the cars, “com- 
mitted active fraud,” and Mutual 
Finance, which held the titles, 
“made Popovic’s fraudulent conduct 
possible,” the high court said. 

The court also found Mutual Fi- 
nance “guilty of showing its dis- 
regard of the rights of persons 
dealing ostensibly with Popovic in 
the purchases of automobiles.” 

The finance firm was aware that 
Popovic was behind on payments 
over a period of years but contin- 
ued to allow him to sell cars when 
he was unable to deliver title, the 
court said. 

“Such inefficient policing of auto- 
mobiles on the floor of Popovic con- 
stituted negligence on the part of 
Mutual,” the court added. 

Earlier, Attorney General Mark 
McElroy ruled that 18 Popovic vic- 
tims could not obtain 1960 plates for 
their cars until they get a final 
court order. The buyers had been 
driving the cars with court permis- 
sion since the scandal broke. 

Popovic and Bert Winston, Mu- 
tual president, are under indictment 
in the case and are awaiting trial 
in Criminal Court. 


Litsinger Adds Comet 





CHICAGO. — Litsinger Lincoln- 
Mercury has been franchised to sell 
Comet. 


vertising in newspapers, which he 
found here. 

First is the false kind, against 
which there are state laws or city 
ordinances covering fraudulent 
or misleading advertising, He 
recommended local associations 
cooperate with the Better Busi- 
ness Bureau to eliminate this 
type of advertising. 

The other, he said, is the adver- 
tising based on a profit a dealer 
will take on a sale—outrageous 
claims of giving over allowances 
on used cars, 

These types of ads destroy the 
credibility of automobile advertis- 
ing, he told the group, He praised 
the Cincinnati newspapers, which 
have adopted an eight-point set of 
minimum standards for new and 
used-car advertising. 

Williams urged dealers to “ex- 
pand service facilities lest they lose 
business to others.” 

In appraising the night closing 
program, Williams said it was 
working so well in Cleveland, 
dealers now stay open only two 
nights, Monday and Thursday. 
“And there is no loss to the deal- 
ers and no inconvenience to the 
public,” he said. 

Williams recommended dealers 
belong to local, state and national 
associations, and to be available to 


serve on committees. 
> * . 





Williams Visits Columbus— 


Take a look at our press clippings, two 
Columbus dealers tel! Birkett Willioms 
(Ford), center, National Automobile Deol- 
ers Assn. president, during his visit to that 
Ohio city. The two dealers are Bob White 
(Oldsmobile), left, NADA Ohio director, 
and Herman Marte (Pontiac), right, presi- 
dent, Columbus Automobile Dealers Assn. 
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‘It’s a fine medium for selling our car and it’s the best medium 


for promoting our show. Each ad should do both."’ 
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Current Prices on U. S. Cars 





(Copyright, 1960, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
,386; 4-dr, 3-seat stat. 

dr. sed., $3,357; 
ir. hardtop, $3,515; 2-dr, hardtop, §$3,- 
, $3,620; 4-dr. 


$3,841; 4-dr, 3-seat stat, wag., $3,948. 
-dr, sed., $3,856; 4-dr. hardtop, 


= standard on Electra and Electra 

CADILLAO—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, 


power 
standard on all models.) 

—4-dr. sed., §$2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, one oe) Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 

. sed., $2,316; 2-dr. 
poy $2,262; sed., $2,175. Air— 
sed., a 2-dr. sed., 
fa, os $2,554; 2-dr. hard 
Ppala—4-dr. sed., 
662; 2-dr, hard! 
Station Wage ae” 
$2,506; 4-dr. 2-seat Brookwood, §2, 
. 2-seat Parkwood, $2,747; 4-dr. 3-seat 
4-dr. 2-seat Nomad, 
$2,889. cpe. or conv. 


3-seat 
300-F——2-dr. Fale cae 
841. (TorqueFlite, power 
brakes standard on "Gareteun, New Yorker 
and 300-F.) 


OOMET—4-dr. sed., $2,053; 2-dr. sed., 


Collectors Note 
An Improvement 
e e 

In Bill Paying 

MINNEAPOLIS, — An improve- 
ment in consumers’ bill-paying hab- 
its was noted in the first quarter 
by the American Collectors Assn., 
trade group for bill-collection agen- 
cies. 

The association found that con- 
sumers were handling their bills 
better in the first quarter than they 
were in the last quarter of 1959, 
although not as well as they did in 
the first quarter of last year. 

The volume of past-due bills re- 
ferred for collection was lower in 
the first quarter than it was a year 
earlier, repossessions were down 5 
percent and business failures de- 
clined by 6.2 percent. 

The association said that in- 
creased employment brought the 
improved experience with consumer 
debts, although there was the usual 
seasonal unemployment in the first 
quarter as well as a decline in 
farm income. 





Antique Show 
Early Autos Featured at 


Detroit Museum 

DETROIT.—The sixth annual 
Motor Album Exhibit sponsored by 
the Detroit chapter of the Veteran 
Motor Car Club closed April 8 in 
the John and Horace Dodge Me- 
morial Hall of Industry at the 
Detroit Historical Museum. 

The featured autos dated back to 
a 1901 Huntingburg Buckboard, 
owned by Ray Welke, Detroit chap- 
ter president. 

The display also honored two au- 
tomotive pioneers. They are William 
G. Wagenhals, who produced the 
three-wheeled Wagenhals delivery 
truck here from 1910 to about 1916, 
and Joseph M. Sullivan, who built 
one of the first gasoline-propelled 
vehicles in Detroit. Sullivan recalls 
he built the car in 1895 when he 
was 17. 














’ldr. 2-seat stat. wag., $2,287. 


$1,998; 2-dr, 2-seat weno” $2,310; 4- 













dr. 
2-dr, sed., $2,278; 4-dr, 2-seat stat, wag., 
$2, 695. Dart Pioneer—4-dr 


sed., $2,930; 
hardtop, $3,075; 2-dr, hardtop, $2,996; 
4-dr, 2-seat stat, wag., $3,239; 4-dr, 3-seat 
stat. wag., $3,354. Polara V-8—4-dr. 
sed., $3,141; 4-dr, $3,275; 2-dr. 
hardtop, $3, 196; conv., $3,416; 4-dr, 2-seat 
seas” wag., $3,506; 4-dr. 3-seat stat, wag., 

FALOCON—4-dr. sed., 


$1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. 


me $2,225; 4- 
FORD—(Prices are for six-cylinder mod- 
Custom 300 


$2,260. Belvedere Six—4-dr. sed., $2,439; 


PONTIA: 
2-dr. sed., 
;| 2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 


2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Ohief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-ar, 2-seat stat. wag., $3,530. 
RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; <. sed., $1,795; 2-dr. 2-seat 
American 


dr, 2-seat stat. wag., 2-dr. sed., $2,389; 2-dr, hardtop, $2,461.| stat. wag., $2,020 Super—4-dr. 
oh rae san Brice ned. $2,-| Fury Six—4-dr. sed., $2,575; 4-dr. hard- ee . 3.8 929; adr, a $1,880; 2-dr. 
; cpe., $1, Serles—4-dr. sed.,| top, $2,656; 2-dr. hardtop, $2,599. Station | 2~ wag., $2, ‘Custom 
$2,103; cpe., $2,04 Wagon Six—2-dr. 2-seat Deluxe Suburban, | > fost stan’ wap 42-058, Dale oe ae 
Sede cateuntts —- ate, sed., $3,017; | $2,602; 4-dr. 2-seat Deluxe Suburban, $2,-|sed., $2,098; 4-dr. 3-seat stat. wag., $2.- 
4-dr. hardtop, $3,167; 2-dr. hardtop, »~| 668; 4-dr. 2-seat Custom Suburban, $2,761. | 497. Six—4-dr. sed. $2,268: 4-dr 
102. Adventurer—4-dr. sed., $3,579; 4-dr.| Plymouth V-8 (On the following models, a 2-seat stat. wag., $2,562; 4-dr. $-seat stat. 
hardtop, $3,727; 2-dr. hardtop, $3,663. | V-8 engine is standard and a six-cylinder wag., $2,687. Custom Six—4- dr. sed., $2,- 
(T standard on Adventurer.) engine is not available.—Fury V-8—conv., 383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
DODGE—Dart—(Dart prices are for six-| $2,967. Station Wagon V-8—4-dr. 3-seat | stat. rte. $2,677; 4-dr, 3-seat stat. wag., 
. | cylinder models, For V-8s, add $119). Dart| Custom Suburban, §2,990; 4-dr. 2-seat| $9302. Rebel Super V-8—4-dr. sed., $2,- 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., | Sport Suburban, $3,024; 4-dr. 3-seat Sport | 387; ‘- dr, 2-seat stat. wag., $2,681; 4-dr. 
$2,245. Dart Seneca—4- sed., $2,330; | Suburban, $3,134. 3-seat stat. wag., $2,806. Rebel Custom 


V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 


dr, sed., 
4-dr, hardtop, 


$2,702; 


$2,631; $2,842; 


_| 576. Lark 


dor Super V-8—4-dr. sed., $2,587; 4-dr. 


2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., $3,006. Ambassador Custom V 8— 
4-dr. sed., $2,732; 4-dr. hardtop, $2,822; 


4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat. waz., $3,116; 4-dr, 3-seat 
stat, wag., $3,151. 

hep may me og Deluxe Six—4-dr. 

» $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 

eat wag., $2,366; 4-dr, 2-seat stat, wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat. wag., $2,- 
Six—4-dr. sed., $2,196; 
2-dr, hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr. sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566 





New Commercial-Car Registrations, 
All States for February, 1 


Truck istrations by states are 
released compiled 





960-1959 










































































els. For V-8s, add $113.) 28 States Previously Reported "60 45| 9043| 124 8523| 2168| 3658] 565] 1169 1462| 28590 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed.,| To Date for February ‘9 37| 8563 | 1383 7831| 2197} 2403 575| ai | Sol 1257| 26261 
$2,280. _Vetrinse—4-dr. sed., $2,311; 2-dr.| 77 7\ 74| 568| 138) 193) 24 a9 WT te 
sed., $2,257; business 2-dr., $2,170. Fair-| Alabama | ea | | | 

lane 500—4-dr. sed., $2,388: 2-dr. sed., 59] sf __—«BS 62| 137; 135] 32 i 32 iT 53| 1495 
$2,334. -dr. sed., $2,603; 2-dr.| Arizona ; | 263 5| 62; 190 61| m| 2| 6 24 Bo 736 
sed., $2,549; fa. hereon, $2,675. Star- 59 412 55| 265 7 54 3| 8} 9 2 944 
hardtop, $2,610. —| Arkansas "60 615 | 53) 491] I3t] 146 4| 3| 3| 13 24; «(1483 
seat "Ranch Wagon, $2,080; 4-dr. 2-seat = | ee a 
Hanen Waon, $2,000; 4ar. 2eeat Country | Color ME Ee. ke eae eee 
Sedan, $2,152; 4-dr, 3-seat Country Sedan, a aN a eee 
$2,837; 4-dr. 3-seat Country Squire, $2,967. | Georgia "60 ca ~ a. 4! a 120| taal | 3| 21 16 | 1436 
-| Phunderbird—(V-8 standard)—2-dr, hard- 59) 43} 340) ~—s115} 77 18 5| 22 18 66} 1169 
top, $3,755; conv., $4,222. Indiana " | 514 s| 69| 444; ~—«#103)~S=«93 14 | 2 ty 72| 1459 
“a é cae -dr, sed., $5,029; 59) 393} 7 76| _377|__100}_—sa62|_—S 4 37 27| 1260 
hardtop, 2-dr, hardtop, $4,-| jowa *60| 400; —Sti«|sti(ié‘iYSCSC*C«i ca ee 3 r 39| 1069 
922.50. Crown — sed., $5,647; 4-dr 59) 526 13| 91} 510 99| «17! 27 3] 7 15 1532 
cone. 4B. FTb 86. qaede ee mardtop, | i a0 Kansas 60 | @ 7 “sna! 2 12) 23) 20) 1618 
318; 4-dr. hardtop, $6,318. (TorqueFlite ‘59 359 257 75 7\ 4 10 I 19 897 
power , Power brakes standard on| Kentucky "60 | 4i7 To A ow 30) «341 a 106 13 39| 21 20; ‘1052 

} | 4 6 
all models.) 59 390 4\| 322 8 0 20 32| 1006 
LINCOLN—Lincoln—4-dr. sed., $5,441; | Louisiana "60 7oils«s4 35 | 549) 130) 171 5 i 15 2 67| 1700 
'|4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 59 | 586 ; 469| 121 114 s| s| H| ial 51} 1423 
253. Premiere—4-dr. sed., $5,945; 4-dr. 7 ; a a ait aa 
‘| hardtop, $5,945; 2-dr hardtop, 'ss-eos. | Maine ‘60 4, ‘103 | Ow 3 29 3 5 i 2 19 il) 349 
nat, mek SEaMnee; 2-40 ‘59 70 2 4 90 ee 2 21 24| 281 
hardtop, $6,845.30; 2-dr, hardtop, $6,-| Massachusetts a A 263 3| 59, 32! n| ry i i 74) 57; 59| 1088 
inte cae Sat eta ett 
, Michigan W | 21 19 6 48 147| 3205 
| sion, power steering, power brakes, radio, ’ an | me i a | __ 1010 3] 169 43 15 59 ise 148 3387 
ee Mississippi | a re a re 
7“; bat ce as oe ec ax 9 ai H 30! 89 67 " 7 4 26} 95! 
ieee oa $2,781, conv., en a 4 | | Isl Sta 9 el 13 "| eee 
hardtop, $3,394; 2-dr. hardtop, '$3,331.| Nevada ' 8 4i 16 9 10| +159 
Park ‘Lane — ‘ar. “hardtop, #3,nb 2dr. 59 | | wl sl ol iB 7 ar ae | ta 
. conv., $4,01 tation | New Mexico *60 1 19) 132 39 29 | 15 9 422 
ee sek ee oe |__| | iol a zl tl | 
cn Sa hae Ete Sel |_| = 3|__ 1951 Sos] ime) 2asl_ Sr] gl—tte)__ fat __ass|_ tour 
— power brakes standard on Park| Oklahoma ‘89 | pond 3| a 4 = a ;| 4 . 7 en 

ne.) 

OLDSMO! 88.—4-dr. sed., | Oregon oI | 209 | 18} 204 63 7 a 7 15 31 47| 674 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 4 328 2 55| 260 50 54 % 27 42| 101] 936 
$3,034; 2-dr, hardtop, $2,956; conv., $3,-| Toya; 2116 6; 149, 1616) —s-313) «534 re 
284; d-dr. 2-seat . a bs 08,008; 4-er. ‘59| 3083| ‘| 366} 2306} 520) 490 132 86 66| 7163 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr.| Vermont ‘60| 2| 20 | | 2B 9 13 “] | 2| 12 8) 90 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 59) 2! 2 3 24 12 18 | | 8 8} ‘ol 
stat. wag., $3,665; 4-dr, 3-seat stat, wag.,| Washington "60 215 2 atl 8 117 | 3| 7 39 26 755 
000. Cress 5 S0—4-ar. ot, NN 4-4r. '59 334 4 67} si! 8} 7 10 é 31 87| 1086 

* ’ ; ar, , ’ ; 5 1 1 
—_ $4,362. (ityara-Matic, +. | All States Reported ‘@ 9 mitt i9e 2993 21440 5150 8194) 852) 138) 1028) 2058 is) 
ee For February 5 23 5255} 5118 a 476| 1100] 1758] — 2908 
ing, power brakes standard on Series 98.) | ———~—-*" "°F z 

PLYMOUTH — (On six-cylinder models,| 134 ‘Sol tat araot| 4061714] 369361 tozre| ‘99091 ter] gerl taaal ayes] SitOl Iaerae 
add $119 for @ V-6 engine.) Fieet Special) To Oete 00M ONG) 36936} 10274) _9969| _1927|__921|_1944)__3775|__ 5910} _126738 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227.| Compiled from official state records. Liability cannot be assumed for inaccuracies. Report remains property cf R. L. Polk & Co. May not be 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed.,! copied or sold. 


New Passenger-Car Registrations, All States for February, 1960-1959 
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34 States Previously ‘60 13424; 2989)  647| 1334| 12031] 16062] 33063| 49077 898! 5965| 55940| 8968) 5431| 55548] 11585| 12673| 94205) 3846| 18827! 219305 

Reported for Feb. . ‘Sa 9894| 1774 = 1390 = 9794 ae _S tol 12021 a 5027} 53603 | Ber] S172 2| 46168] 11714 We 83653} 4389} 18561| 187348 

"60 415 1% 23 351 2093 394 143| 2726) —S«451 4156 148] 729| +«8598 

eae 59 325 - | 2| 388} 1758 7| | i z 336] 124 1c06| 367 302] 2798 Hi] 543 sin 
iforni 3667| «472 iss 149 3208 13113 1548| 14951; 1740) 1469| 13010) 2478 24 aa 1010| 7337 

ee 9 2: oa tpl 2091 "Ho | 1ot7e| 309] 321 10601986, teat] 13371 01a] 2226 177] _102 | 44239 

Georgia Rea 52 13 18} 190) 295) 568] 1748 | ie 143) 1909 2 136 1355) 282! re 131 841; 6195 

9 301 56 iT 36 134| 421 658} 2129 82 27 140} _2378| 326 157| 1973] 456; 624] 3536 135} 856] 7864 

IIlinois "60 sie; 4 114 161| 1714) +2128) 4570| 7133 | 237 986| 8356, 1760| + 892| -9639| +~—-2262|—«—«2674| +~(17227| ~~—«675| ~—«1548| 34194 

'59 1520 : m4 87| 216} —-448|_~—«1420)~— 2481] 7046) ~—319| 230 830| 8425 1574) 931) ~— 8165) ~—- 2282) +~—« 2298) “‘:15250| 828) ~_—*41377| 2988! 

Indiana 60] 544, 108) —Ss«23| 59| 436 568; 1214) 2268 | 45 254, -2567| =«422| «= °229| +~=«:2622|. ~=S«525| +590) 4388) + +305 + +510) 9528 

59) 367 42| 2 48 a 262| —517|_—*1683}_ S90] S85 161} 1969] 332 159| 1636] + -472| ~~ 464] «3063 371 527| 6814 

j "60) 373}—=—«<‘“a|!StCS 36} 353) ~=«329 1183 17 176| 1376 282 94| (1493 351 317| 2537 89 252| 5436 

oe 59! = | oo 17 47 ios 269 “97| 2098 sal 25 196| 2510} 314 144] 1994 580} 491; 3523 187} 229] +7301 

Kansas ; = "7 ae 318} 320) 761 rd | 12| 189; 1893, S319 135| 1684, ~—«387| S458) +3183 158; 418| 6845 

'59 190 31 18 78 184 318| 889 28 i 73|__ 1001|_—st48)_— st] 978 191 217| 1595 61 280| 3445 

Kentuck "60 292/ 1H 22| «248 617|—-1383 15 140| 1538) 266 73| 1457) ~—=«317| ~=S=«352| 2465 %| +252) + +5260 

eT ‘59 181 Poa 10 | 63 | 321| 1263 sal 16 122} 1463] 244 91} 1205 355 311 ene 79| 254] 4504 

Massachusetts "60 1209; «192 1 @ | 771; 1031)—=«227| «2781 62 345; «3188 #) 319| 2630) ——697| S649) «4788 170; 1478| 12960 

59 393 71 20 44 143| —-39%5| ~—673|_—«*4:'134 9 156| 1366] 205] ~—‘108| Ln a 262| 1926 92| 467| 4917 

Michigan "60 1595| «379 a 174) 2161) +2541) «5342 179 1335; 10956) 1579| 926 2475| 15370 355 | 1406| 35024 

59 1661 251 76| 222) 516] 1499| 2564 Hy} 454] 255 1232| 10765) 2675] ‘1121 one 2382 2571| 17194] 581} 1888) 34653 

Mississippi a 179 44 iz 15 135} 273) ~«473 1or9| 14 ei; 194) 261 70} ‘1221 261 307; 2140 9 376| 4453 

59 97 22 13 42 127|___-207|_~— 866} S26] ~—s2|_ S49] 953 174 St] 903 196 193] 1517 50; 241} 3065 

Missouri "60 589 103 zi 34) 491 453 1309| 2483 | 31 216; 2730{ = 410| ~=—-206| =««2953| +~=«567| + +~«602| +~=«44738 123; 635) 10124 

59) 528 80] 56| 227) 559] 947] 2794 91 a 278} 3160) 564 223| 3145 664 632| 5228} 230) 805) 10898 

New York "60 2571 988 179| 246) 3136 3999) 6548| 6407 1190| 9853) 1692| 9474] 2699 2009| 18463) 1253) 5416) 46104 

'59 1807} 487|_~—s146) ~—297 658) 1740) __ 3328} 5906) 1971 a 741| 7080} 1520) 1309} +7086] +2820) ~—«-2315| 15050) «867 3340} | 31472 

Oklahoma *60 254 44) 5 18 178 263 508) 1325 | 17 115! 1457 205| «129|—Ss«*1435 303 316 1388 76| 286| 4969 

'59| 159 on 32} 73} ~—=«t89|,~——339|__—*8s 22 16 112} 1335} 212|_~——st08}——*1326 272| 259 nl 89; 254| 4346 

Oregon , 25 12 10 109; «180 316 640 3 85 738 128 Bb] «892 153! 176) «1405)—Sts«788* 366) 3193 

: 59 | El 27 10 32 60 157| 286] ~=—«1139 ul 25) 144| 1372 _ Bl 1308] 240 351/ 2231 146 541| 5006 

Texas "60 “907 ae es 60; ——«75|~Ss BZN] +~=—«1032) «2 164) «6077 ee) 379 6529) 958) += 44) +934) +—«:1346) + ~—:1350) 11072 339) 2060/2307! 

‘59 885 161 65 109 313 965| 1613] 7514 180 114] 502| 8310} 1331| 663] 2018} 1685} 13889)  457| 2179| 27333 

Washington 0 301 32 7 172 468 14) 101; 1070; —Ss«*S 173; —-233|~=—«'592 89 546) 4066 

59 ‘424 42| |_al a } 132 2 474) imal sal 33] 163} 1713] ~—-233 20 ia 252 270| 2256 131 839| 5837 

All States Reported | 29123; 6327) —«14 2515| 26051| 33767| 70083) 112899 | 2219; 13493) 128611) 20402) 12559) 124745 2672 29619) 214046; 9032| 43283 494178 

bruary '59 a a a 2851| 7676] 20707| 36281| 103749} 3940] 2504] 11106] 121299| 20859} 11941! 106748 27366| 194689! 9828/ 41104| 425095 

Year ¥ BY ml 4746| 46137) 60713) 126278) 215553 | 4555| 25314) 245422/ 39423 2641) 227401 ee 54262| 395155) 16902) 84773) 924294 

To Date '59 ase 218 2763| 6134] 17565} 47331| 82011] 200433] 7556] 5034] 22251| 235274| 42518 213570} 55924! 52875| 388789} 19249) 77567| 845846 














Compiled from official state records. Liability cannot be assumed for inaccuracies. Report remains property of R. L. Polk & Co. May not be copied or sold. Corvair included in Chevrolet 


totals, Falcon in Ford and Valiant in Plymouth. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Head ’Em Off ... 
STAGECOACH taken in trade 
on a new car is being used for 

promotional purposes by Anthony 

A. LaRichie, owner of South East 

Chevrolet Co. in Cleveland. 

The stagecoach was built as a 
hobby by a customer who blew up 


Highways & Safety 


Keith Schonrock, legislative writ- 
er for the Hartford (Conn.) Cour- 
ant, claims that Connecticut law- 
ers long have succeeded in blocking 
attempts to put definite speed-limit 
laws into effect because of their 
personal interests in winning cases 
and fees based on legal latitudes 
afforded under current laws requir- 
ing motorists to operate their ve- 
hicles at speeds deemed “reason- 
able” under various traffic, road or 
weather conditions. 


“The last blockage of a speed- 
limit proposal was accomplished by 
the lawyers who controlled the 
Legislature’s Judiciary Committee 
last year,” Schonrock said. 

“The bill, which was _ strongly 
supported at a public hearing by 
police officials, safety experts and 
others, disappeared in the files of 
the Judiciary Committee and was 
never brought to the House or Sen- 
ate floor for debate or considera- 
tion. 

“The speed-limit proposal was 
recommended to the Legislature by 
Gov. Abraham A, Ribicoff,” he con- 
tinued. “It was one of the few 
measures he proposed to the Demo- 
cratic-controlled Legislature which 
was not approved.” 

“In order to keep the present 
loopholes in the law, the lawyers 
in the Legislature have constantly 
rejected proposals of change, de- 
spite Gov. Ribicoff’s known and 
published requests for an absolute 
speed limit as a natural adjunct to 
his four-year antispeeding cam- 
paign based on findings that some 
75 percent of all Connecticut’s traf- 
fic fatalities were being caused by 
speeding or driving too fast for 
conditions, Schonrock said. 

eo: ae ® 


Boston Begins 
Parking Garage 


Under Common 


After 10 years of litigation and 
other delays, bulldozers have moved 
onto Boston Common to begin work 
on an underground parking garage 
that ultimately will accommodate 
3,000 cars. 

The first phase of the project— 
parking space for 1,500 cars — is 
scheduled for completion in the fall 
of 1961. Foundation Co., New York, 
has a $7.5 million contract for the 
job. 

The parking garage was pro- 
posed 10 years ago, and the plan 
was backed by state and local offi- 
cials. However, it was blocked by 
lawsuits in which opponents argued 
that such use of Boston Common 
was not intended when the land 
was set aside for the public. 

The legal wrangling ended last 
summer, but work couldn’t begin 
until a sale of bonds was complet- 
ed. The land taken amounts to 13 
of the 48 acres of the Common, and 
the surface must be restored to 
approximately its original form 
when the underground garage is 
finished. 





* * * 
Eight States Considering 


New Curbs on Young Driver 


Efforts to raise the minimum li- 
censing age or place restrictions on 
young operators of motor vehicles 
are being considered in at least 
eight states, a National Highway 
Users Conference survey reveals. 
These states are Ariabhe, Readtaciy, 
Massachusetts, Michigan, New Jer- 
sey, New York, Rhode Island and 
Virginia, 

The Uniform Vehicle Code rec- 
ommends a minimum driving age 
of 16, but would permit restricted 
licensing of 14 and 15-year-olds. 





the plans for an 18-inch model. 
When the coach builder was ap- 
proached by a South East sales- 
man, he offered the coach as a 
trade. 


LaRichie promptly accepted the 
deal. He reportedly allowed $1,800 
on the coach. 


Whether this is an Oviataliniiiie| 


could not be immediately deter- 
mined. 
* * * 
Starting from Scratch 
A STARK, simple picture of an 
adhesive bandage was used to 
illustrate an ad announcing a 


“Scratch Sale of Wounded Re-| 


naults” by Tri-Color Motors, Broad- 
way and 62nd St., New York. 


Tri-Color said the sale involved 
1960 Renaults and Peugeots “with 
slight handling scratches.” 

Murmured Tri-Color, “You 
wouldn’t see them, if we didn’t 
show you where.” 

* * * 


Car-toons Stimulate Sales 


E “Mel Burns economy twins,” 

a pair of cartoon characters, are 

featured in a new series of ads 

which Mel Burns Ford, Long 

Beach, Calif., is running in the 
Long Beach Independent. 

The twins present their message 
in a typical cartoon panel framed 
by a license-plate holder identify- 
ing the dealer—Mel Burns Ford. 

“Sales results have been good 
since the new series was launched,” 
said a spokesman for the firm. 

oe + * 


Testimonial Leads Ad 

| ang MOTORS (Oldsmo- 
bile), Rochester, N. Y., led off 

an advertisement with a customer 

testimonial on reasons for buying 


at the dealership. The ad included | 


pictures of the interior and exterior 


of the dealership, pictures of deal-| 
ership officials, a message from the! 


management and the offer of a sav-' 


ing of more than $1,000 on a 1960 


demonstrator. 
* * a 


All Hail to the 1,200th 


ORTY MILLION, INC., Seattle, | 


announced the delivery of its 

1,200th Renault Dauphine in an ad 
in a Seattle newspaper. 

Headlined an “... Amazing N. W. 


included a photo of the buyer of 
the milestone vehicle, his family 
and Officials of the firm. 

* > 


* 
Iowa Blizzard Sparks 


Weekend Sale in California 
BLIZZARD which buried Iowa 


Ford, Long Beach, Calif, 

An ad in the Long Beach Inde- 
pendent announced that “Mel 
Burns gets twice as many cars; 
that’s why you get twice the deal.” 
The firm offered a weekend “twin 
bonus”—choice of either a Fairlane 


or Falcon for $2,095 plus tax and 


license. 


Dealers’ Sales Top 
Previous Month’s 


By 18 Percent 


WASHINGTON. — New-car deal- 
ers sales in January amounted to 
$2,566 million, up 18 percent from 
the December total and one percent 
above the figure for January of last 
year, the Commerce Department re- 
ported. 


Total retail sales in January were 
$16,346 million, off 24 percent from 
December but a gain of one percent 
from the January, 1959, figure. 


Tire, battery and accessory deal-| 


ers’ January sales were $172 million, 
a drop of 36 percent from Decem- 
ber but 7 percent above the Janu- 
ary, 1959, showing. 

Gasoline station volume in Janu- 
ary was $1,354 million, down 6 per- 
cent from December but an in- 
crease of 6 percent from January 
of last year. 

January sales of automotive 
wholesalers were $458 million, down 
8 percent from December but a 
gain of 3 percent from the Janu- 
ary, 1959, total. 


} 
} 
| 
| 


} 


dealers was the theme of a| 
weekend sale staged by Me] Burns} 


| | 
(Northwest) Success Story,” the ad| | 





JACK UP YOUR 
SERVICE DEPARTMENT 
SALES ano PROFITS 


with Du Pont’s Spring Drain-Out Plan 


A FLAT-RATE SERVICE. EVERY 
CAR NEEDS IT...EVERY SPRING! 


STEP ONE. If anti-freeze is present, 
drain cooling system and refill with 
water. Following this (or if no anti- 
freeze is present), pour can of DuPont 
Fast Flush in radiator*. Replace cap, 
let engine idle for 10 to 30 minutes. 


} 
| 


| 





| 


| 
| 
| 
} 





STEP TWO. Open petcocks and drain 
out Fast Flush. Flush out system 
until water runs clear. Close pet- 
cocks and refill with fresh water. 









Ca 


Sw 





STEP THREE. Add a can of Du Pont 
Liquid Anti-Rust and Water Pump 
Lubricant to keep system free of acid 
and rust all summer long—and to 
lubricate water pump properly. 


*If radiator is badly clogged and over- 
heating, drain anti-freeze—then clean out 
system with more powerful acid-type 
Du Pont Cooling System Cleaner. It dis- 
solves rust, removes scale and cuts grease 
without injury to hose, packing or metal 
parts. Does not require reverse flushing 





Reduce labor costs on new-car “‘get ready” 
and used-car “dress-up” with economical 


shop-size Du Pont No. ‘'7” Products 





CHROME POLISH WEW CAR WAX CLEAR RUBBER DRESSING “DISSOLVO"’ SPRAY GLAZE 
Removes rust, makes Cuts waxing time in Restores new look to Quickly removes road CLEANER NO. 1 
chrome sparkle. Fast half. Cleans, waxes old tires and floor mats. tar, oil, silicones and Heavy-duty cleaner for 

and easy to use. and glazes. old wax. Safe for new hand use before apply- 
acrylic finishes. ing Spray Glaze. 





SPEEDY CLEANER CAR WASH NO. “7” POLISH 


SPRAY GLAZE WHITE-WALL TIRE 
Exclusive, professional, Removes traffic film Highly concentrated For professional polish CLEANER 
protective glaze. Out- quickly. Prepares detergent. Washes more jobs. Fast, easy, Easy-to-use liquid. 

shines wax...lasts as long. finish for waxing. cars faster, will not streak. economical. Goes on easy... 
hoses off. 


Order from your Du Pont No. “7” Jobber today! 





REG. U, $s. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


' DU PONT N° “7” PRODUCTS 











Federal Law Called Unnec 


Eprror’s Nore: The following is 
the statement of Thomas F. Ab- 
bott jr., chairman of the National 
Automobile Dealers Assn. Na- 
tional Affairs Committee, on the 
Douglas financial-disclosure bil. 
It was filed last week with the 
Senate Production and Stabiliza- 
tion Subcommittee. 


our views on S. 2755. 





Special Corvette— 


This experimental Corvette XP-700, dis- 
played at the International Automobile 
Show in New York, was built by Chevrolet 
to fest design and safety ideas. Among in- 
novations are a transparent top, a new! public. 
system for ne 9 air ak peri- In its declaration of policy, 
scope rear-view mirror, brake-cooling air 
scoops and a “floating” grille guard. The NADA points out that the magni- 
XP-700 uses producti tude of the new-car and new- 

2 production chassis compo- 
nents, but the body is 7.3 inches longer truck retailing industry, the num- 
and 3.8 inches lower than the standard| ber of customers it serves and the 

number of people it employs gives 


ding 








To make a truly outstanding quality oil, 
Wo ur’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s HEap is Tri-Ex refined three 
important extra steps for truly superior per- 


THOROUGH DEWAXING 


. . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . » by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’”’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


formance. 


There is no finer motor oil. Give your customers 
the best... Woir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


WOLF’S HEAD OIL REFINING CO., INC. 
OlL CITY, PA. 





Text of NADA Stand on 


We wish to express our apprecia- 
tion for the opportunity to express 


The National Automobile Dealers 
Assn., comprising more than 21,000 
franchised new-car and truck deal- 
ers, has, since its inception in 1917, 
endeavored to make certain that all 
its policies, programs and activities 
are conducted in the interest of the 
automobile owning and motoring 





in Auto Retailing . . 


it a heavy economic, political and 

social responsibility. 

Its success in carrying out this 
responsibility rests basically on 
mutually satisfactory relationships 
between each dealer and his cus- 
tomers, and it is essential that each 
dealer understand his responsibility 
and that he maintain high business 
standards and ethics in the conduct 
of his business. 

Therefore, it is the purpose of 
NADA, the franchised dealer’s na- 
tional trade association, to provide 
leadership to its members in estab- 
lishing high business standards and 
ethics so as to merit public con- 
fidence and respect. 

To that end, each NADA mem- 
ber is required to sign the associa- 
tion’s code of ethics, one principle 
of which clearly states that he will 
“furnish the lowest finance and in- 
surance charges consistent with 
sound business,” as well as “accur- 
ately represent and advertise” his 
merchandise and services. 

NADA is strongly in favor of dis- 
closing in readily understandable 
terms to a purchaser all details 
pertinent to the sale of an auto- 
mobile or truck. It is on record to 
this effect. 

Moreover, NADA and the vari- 
ous state dealer associations have 
been instrumental in establishing 
model finance laws in 33 states, 
and NADA will continue to work 
for and actively support similar 
model financing laws in the re- 
maining 17 states. 

The National Automobile Dealers 
Assn.’s opposition to this legislation 
is based upon four principal 
grounds. They are: 

1, There has not been any demon- 
strated need for such legislation as 
it applies to the automobile retail 
business. 

2. If we concede, solely for the 
sake of argument, there is an un- 
met need, then we contend this need 
can and should be met by the indi- 
vidual states and not the federal 
government. 

3. The object of the legislation as 
set forth in the preamble to the 
bill, namely, “promotion of eco- 
nomic stabilization,” would not be 
achieved as it pertains to the sale 
of automobiles. 

4. The requirements of S. 2755 
are contrary to established business 
practice in the sale of automobiles 
and would impose artificial features 
which would be chaotic to the in- 
dustry. 

First: There has not been any 
demonstrated need for federal legis- 
lation dealing with this subject as 
it applies to the sale of automobiles. 

The purpose of the bill is stated 
to be “to assist in the promotion 
of economic stabilization by re- 
quiring the disclosure of finance 
charges in connection with ex- 
tensions of credit.” 

Without projecting ourselves into 
a field in which we do not profess 
to be expert we, nonetheless, invite 
the committee’s attention toa 
statement appearing in the Wall 
Street Journal on Monday, March 
28, 1960: 

“As for the danger that use of 
consumer credit will become exces- 
sive, it does not differ from the 
danger of excessive use of credit 
of any other kind. Protection 
against that, at least theoretically, 
is afforded through the credit man- 
agement powers of the Federal 
Reserve System. 

“Consumer credit does not rep- 
resent the large portion of the na- 
tion’s debt structure that the fre- 
quency of attacks upon it would 
suggest. It amounts today to $50 
billion, or only one-tenth of the 
total individual and corporate debt 
now outstanding. 

“And its record in the past is 
better than that of other kinds of 
debt including home mortgages and 
corporation debts. In the depression 
of the 1930s losses on installment 
debt totalled extremely small per- 
centages. No huge governmental 
rescue loans were needed in this 
field.” 

The question naturally arises, if 
there is any truth in this quotation, 
where is there any lack of economic 
stabilization in this area which re- 
quires federal legislative assistarcre 
at this time? 

Now with respect to our second 
objection to S. 2755. 

If we concede, solely for the 
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Lending Bill 


sake of argument, there is an 
unmet need, then we contend this 
need can and should be met by 
the individual states and not the 
federal government. 

Buying and selling an automo- 
bile involves a sales contract. If the 
terms and conditions of such a sales 
contract are considered to involve 
features which should be regulated 
by law, this is a matter properly 
within the province of the indi- 
vidual state. 

Thirty states have felt such a 
need with respect to the sale of 
automobiles and have enacted laws 
addressed to the subject. Three 
other states have statutes which 
accomplish the same result al- 
though differently classified, If any 
of the remaining 17 states desire 
laws dealing with this matter, they 
may enact them. There is no pro- 
hibition against doing so. If a par- 
ticular state feels there is no need 
for legislation, then why subject 
that state to a federal law on the 
subject? 

The Federal] Trade Commission, 
after extensive hearings in the 
early 1950s, promulgated rules and 
regulations governing the sale of 
automobiles—what should be dis- 
closed to the customer, and how. 
The industry has been successfully 
operating under these procedures 
since that time. Why add federal 
regulation upon federal regulation? 

It should also be brought to the 
attention of this committee that 
the subject of financial disclosure 
is the object of careful study by 

a committee of the National Con- 

ference of Commissioners on 

Uniform State Laws. The purpose 
of the study is to design a uni- 

form law dealing with this mat- 

ter which may be enacted by 
each state on an individual state 
basis. This, we believe, to be the 
better approach to this problem 

than enacting S. 2755. 

As to the 33 that do have statutes, 
what virtue is there in superimpos- 
ing upon a satisfactory state statute 
a federal statute dealing with the 
same matter? 

Each one of the 114,000 new auto- 








mobile and truck salesmen in the 
country would be required to ac- 
quire, transport and maintain for 
use in conjunction with each sales 
transaction, a book of charts or 
tables which would run into thou- 
sands and thousands of pages to 
enable business to be conducted ac- 
cording to the terms of this pro- 
posed legislation. 

We would like to summarize our 
opposition to the enactment of S. 
2755. We contend there is no estab- 
lished need for this legislation as 
it pertains to the sale of automo- 
biles. There is ample and adequate 
disclosure of all costs involved in 
the sale of an automobile. Those 
states desiring laws affecting the 
sale of automobiles have enacted 
them; others may if they so desire. 
This is not a proper subject for 
federal legislation. The enactment 
of S. 2755 will constitute an unwar- 
ranted burden upon the merchan- 
dising of automobiles. This will 
have an adverse impact on the 
economy of the nation. 

It is recognized that our indus- 
try, just as in the case of every 
walk of life, has a few unscrupu- 
lous, dishonest members. Their 
number is a very small percent- 
age of the whole. This class of 
person cannot and will not be 
governed by law. Regardless of 
what you legislate, they will 
cheat. They are violating various 
laws now. What is needed is 
proper enforcement of existing 
laws, not the passage of addi- 
tional laws which will go un- 
enforced. 

As to the vast majority of new 
automobile dealers, the proposed 
legislation is unneeded. It will be 
a burden to comply with and the 
results produced will not justify 
the expense and effort to be ex- 
acted of us. 

We, therefore, sincerely urge that 
S. 2755 not be enacted into law. 

It is our hope that the views we 
have expressed may be of assist- 
ance to the subcommittee in its 
consideration of S. 2755. 


Rainey Named Sales Chief 


SANTA MONICA, Calif. — Orv 
Rainey has been appointed sales 
manager of Claude Short Dodge, 
1127 Santa Monica Blvd. He has 
been associated with the dealership 
since 1937. 


Bulletin Board 


Crankcase Draining 
Bulletin on draining crankcase oil 
from automotive vehicles—Current 
Topics No. 19, free. Sonneborn 
Chemical & Refining Corp., 300 S. 
Park Ave., New York 10, N. Y. 


* * * 


Lubricant Advice 
Lubrication recommendations 
booklet for 1960—free. Chek-Chart 
Corp., 33 E. Congress Parkway, Chi- 
cago 5, Ill. 


* * * 


White Describes Its 3000 


White Motor Co. describes the 
versatility of the White 3000 and 
the reasons why it delivers more 
goods each day—over road or in 
city—in an eight-page, three-color 
brochure available from White, 842 
E. Seventy-ninth St., Cleveland 1. O. 


* * ” 


Exide Chargers 


Bulletin containing operation and 
maintenance procedures for auto- 
matically controlled Exide vertical 
motor-generating chargers — eight 
pages, free. Exide Industrial Divi- 
sion, Electric Storage Battery Co., 
42 S. Fifteenth St., Philadelphia 2, 





Cooling System Week 
Slated for May 16-22 


NEW YORK.—The third an- 
nual National Cooling System 
Maintenance Week is scheduled 
for May 16-22, according to Union 
Carbide Chemicals Co., sponsor 
of the event. 

During that week, car owners 
will be reminded to have their 
car’s cooling system serviced 
before the arrival of hot summer 
weather. 






















Van Bodies 


Illustrated booklet describing the 
full line of Unisteel steel and alumi- 
num van bodies (Form No. VB-105) 
—eight pages, free. Unisteel Body 
Co., Galion, O. 


* * * 


Hints for Letters 


Sixty Best Business Letters, ex- 
plaining in detail how persons in 
different fields solved correspond- 
ence problems—free, American Au- 
tomatic Typewriter Co., Dept, A, 
2323 N. Pulaski Rd., Chicago 39, Ill. 


* * * 


Auto Body Panels 


Illustrated Catalog C-700 listing 
more than 600 Sco-Pan auto body 
repair panels dating back to ’47 
models — free. Schofield Mfg. Co., 


1140 E. 222nd St., Cleveland 17, O. 


WANTED 


by car owners 


—and housewives, too 









CAR and 
HOME CLOTH 


Specially treated 
for all car finishes 
including the new 
synthetics. For fur- 
niture, too. Heavy flannel. Will last for 
months under daily use. Metal con- 
tainer. Other packages and sizes avail- 
able. if jobber can't supply, order direct. 
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The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 
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What's New... 


In Parts and Accessory Distribution 





many cases, the board was told, the 
plan saved members of other in- 
dustries as much or more than 
their annual dues in their trade as- 
sociations. 

In other business, the board des- 
ignated the following sites for the 
annual APRA trade show and con- 
vention: 1961, Los Angeles; 1962, 
Washington, and 1963, Denver, The 
1960 show is set for Oct. 10-12 at 
the Conrad Hilton Hotel, Chicago. 

Senator Homer E, Capehart, In- 
diana Republican, will head the list 
of speakers at this year’s conven- 
tion. 


Service Stations 
In Canada Raise 
TBA Complaints 


VANCOUVER, B. C.—A “payola” 
charge was dropped in the lap of 
Canada’s Minister of Justice, Davie 
Fulton, by the Automotive Retail- 
ers’ Assn. of British Columbia. 

The association is a group of 
service station operators, and their 
affiliates, adding up to some 1,000 
people who fill the tanks, test the 
tires, polish the windshield and, in 
between times, sell tires, batteries 
and accessories. 

Spokesmen for the association 
say that the big oil and gas com- 
panies are at fault when they com- 











* * * 


Bowes Seal Fast Adds 


10 Franchised Distributors 


INDIANAPOLIS.—Ten new fran- 
chised distributors have been ap- 


Ocala, Fla.; Frederick E. Rowan, 
Flint; Gerald B. Britain, Mountain 
Grove, Mo.; Robert K. Johann, Bir- 
mingham, Ala.; Edward M. Fox, 
Hamilton, O.; Bob Ham, Uvalde, 
Tex.; M. L. Seymour, Gulfport, 
Miss.; J. B. Bridgewater, Browns- 
ville, Tenn., and Andrew W. Gab- 
bert, Willmar, Minn. 
a * - 
Firm Changes Name 


CHICAGO. — Petromotive Equip- 
ment Associates, 3821 N. Ashland 
Ave., manufacturer’s agency, has 
changed its name to Potter-Weil 
Co, Principals of the firm are 
Frank J. Schissler, Chad J. Potter 
and Richard A, Weil. 


Cleveland Parts Firm 
Moves to New Quarters 


$300 in 1946, has moved into a new 
half-million-dollar, 75,000-s q u ar e- 
foot warehouse at 10604 St. Clair 
Ave., N.E. 

The company is operated by 


Harry, Manny, Mickey and Oscar| | 


Adelman. 
+ * * 


°60 Agents’ Guide Published 


NEW YORK—Manufacturers’| 4 


Agent Publishing Co. has an- 
nounced publication of the 1960 
Manufacturers’ Agents’ Guide, list- 
ing more than 11,500 manufacturers 
who distribute their products 
through manufacturers’ agents. 
The price is $15. 

* * + 


First Exhibitor Signs 


LAS VEGAS—Howard Kaslin, 
sales manager for Hollywood Deep- 
tone Muffler Mfg. Co., was again 
the first exhibitor to sign contracts 
for the 2nd annual National Auto 
Accessory and Parts Exhibit to be 
held here Sept. 12-15. 

+ 


* 
Merit Mufflers Rep 
TOLEDO.—Peerless Parts Ware- 
house, Inc., 2705 S. Wabash Ave., 
Chicago, has been appointed Cen- 
tral States area warehouse distri- 





Plan Overseas Credit— 


Arthur O. Dietz, left, president, CIT 
Financial Corp., and Ralph T. Reed, presi- 
dent, American Express Co., sign an 
agreement in New York to establish a new 
overseas consumer and industrial finance 
company that will operate on an interna- 
tional scale. The jointly owned company, 
with a projected initial capitalization of 
$5 million, plans to begin operations in 
the United Kingdom and West Germany. 





mit their respective retail gas out- 
lets to the policy of buying tires, 
batteries and accessories from 
wholesale houses which the oil and 
gas companies specify. 

The service station men say they 
should be allowed to buy their 
stocks of those things wherever 
they want. The association’s mem- 
bers say the big companies drag 
down an inside discount, rebate, 
kickback or “payola” — depending 
upon who is talking—or 6 to 7 per- 
cent. 

Two of the big companies, Stand- 
ard of B. C. and Imperial Oil, say 
that the discounts are necessary 
because the companies do some 
financing for their retail accounts 


in the service stations. 
as * = 


Group to Select 
Auto Man of Year 


KANSAS CITY.— The “Automo- 
tive Man of the Year of 1960” will 
be chosen by the same committee 
which picked last year’s winner, 
according to Thomas S&S, Perry, 
president of the Automotive Ware- 
house Distributors Assn. 

He announced the appointment of 
the following committee members: 
Hamilton C. Cochran, Saturday 
Evening Post marketing manager; 
Ben Forsyth, Northern Automotive 
Journal editor, and William C. Her- 
bert, Southern Automotive Journal 
editor. 

This year’s choice will receive the 
AWDA award during the 13th an- 
nual AWDA national convention, 
which convenes here Oct. 31. Victor 
L. Toft, Sidles Co., Omaha, won the 
’59 award, which also was the first. 

a *” 


Muskegon Piston Ring Offers 


Poster on Rebuilt Engines 

MUSKEGON, Mic h.—Muskegon 
Piston Ring Co. ig offering a large 
poster to installers of remanufac- 
tured engines to help them show 
customers the quality, workman- 
ship and care, as well as the many 
parts that usually go into such an 
engine. 

The poster illustrates this through 
a large cutaway drawing of an en- 
gine, the firm said. To the left and 
right of this illustration are col- 
umns which list all the work that 
is normally done, plus a list of 
some 200 parts generally put into 
such an engine. 

x 







































* * 


Hastings Ups Warwick 

HASTINGS, Mich. — Hastings 
Mfg. Co. has appointed Joe War- 
wick as divisional sales manager 
for Tennessee, Alabama and Mis- 
sissippi. He had been district man- 
ager in the Knoxville, Tenn. area. 

* ~ ” 


APRA Directors 
Adopt Workmen’s 


Compensation 


NASHVILLE.—The Board of Di- 
rectors of the Automotive Parts 
Rebuilders Assn. has approved a 
plan for workmen’s compensation 
insurance, The board feels it should 
afford substantial savings for re- 
builders in 31 states and the Dis- 
trict of Columbia, 

The workmen’s compensation 
plan will be managed by Bruce 
Dodson & Co, Kansas City. In 


pointed by Bowes Seal Fast Corp. 
Atoka, Okla.; James W. Sturm,! supply firm which was started on| plied by Merit Mufflers. 


CLEVELAND.—Cleveland Ware- 
They include: Duke M. West,| house Distributors, an auto parts| butor for exhaust system parts sup- ene ee sae ht 
for a clue to what is going on, 


A New Concept in Double Reduction 
Truck Axles 






FIRST 
REDUCTION 


in Bevel Gears 










SECOND 
REDUCTION 


in Planetary 






Eaton Planetary Double Reduction 
Gives You these Important Benefits! 


Previously, double-reduction axles have been 
available only in the extra heavy-duty sizes. 
Eaton PDR Axles are available in a wide 
range of sizes—the last word in equipment to 
meet the demands of today’s hauling condi- 
tions. By actual comparison they cost less to 


Save Wei gGht-size for size, Eaton PR 


Axles weigh less than conventional herringbone or spur 
gear axles, permit truckers to haul more legal payload. 


La st L on Gg © [—In Eaton PDR Axles, gear 


tooth loads are equally distributed over four rugged “planet” 


gears; stress and wear are reduced, resulting in materially 
longer axle life. Eaton's forced-fiow lubricating system 
provides positive lubrication to all moving parts, even at 
slowest vehicle speeds—a feature not available in other 


double reduction axles. 


Cost Less to Maintain 


—When and if repairs are necessary, parts are readily 
available—most of them interchangeable with other Eaton 
Axles. Simple construction—similar to the famous Eaton 
2-Speed Axle, with which all truck service men are familiar 
—holds maintenance labor to a minimum. 


EATON 








buy, less to maintain. They have established 
outstanding performance records in all types 
of heavy-duty operation. 





AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND, OHIO 
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Across the Nation .. . 





Auto Dealer Changes 


TOLEDO.—Gifts were presented 
to visitors at the formal opening 
of Joe Grogan Motors, Inc, (Plym- 
outh-Valiant), Phillips and Haver- 
hill. 


Oldsmobile Signs Steinles 


FREMONT, O.—Oldsmobile has 
a new outlet in Fremont, Steinle 
Oldsmobile, Inc., 323 E. State St. 
The firm is headed by Al and Phil 
Steinle, 


Goodwin Adds Dodge Outlet 

CINCINNATI. — Goodwin Broth- 
ers, Inc., Lexington, Ky., has opened 
a Dodge dealership in Roselawn. 





The operation will move in June to 
a building under construction at 
7780 Reading Rd. 

+ * 


* 
Bush Moves Rambler Outlet 


CARLSBAD, N. M.—Tom Bush 
jr.. operator of Tom Bush Motor 
Co, (Chrysler-Plymouth), has 
moved his Rambler-Metropolitan- 
GMC operation to 1511 S, Canal St. 

+ * * 


Childress Gets Buick Deal 


PHOENIX, Ariz. — George R. 
Childress has acquired Metropoli- 
tan Buick and renamed the firm 
Childress Buick Co. Childress, a 
former Buick assistant zone man- 


ager, had been with Young Buick, | 3232 S. Broadway, Denver; Nathan- 
Inc., Tucson, as general manager. | Hale Motors, Inc., 481 Meadow St., 
Reet tens Waterbury, Conn. 

LaRue Buys Import Deal Frank Rierson Pontiac, 400 E. 

SEATTLE.—Jack ©, LaRue has/| First St., Clovis, N. M.; Jerome 
purchased Car Imports, Inc., 345 | Motor Co., 800 Fourth Ave., New 
10th Ave., in suburban Bellevue. | Kensington, Pa.; Economy Imports, 
The firm’s name has been changed | Inc., 2625 Broadway, San Antonio; 
to Auto Imports, Inc. He will han-| Thompson Oldsmobile, Inc., 630 
dle British Motor Corp. and Jaguar | Fairmont Ave., Fairmont, W. Va., 
cars. and Import Motors of Appleton, 
* * # Inc., 119 N. Morrison St,, Appleton, 
| Wis. 
I] U. a. Dealers | The Fiat dealer in Little Rock 


Added by Fiat | Ark., has changed its name to 


| K & H Motors, Inc, The location is 
NEW YORK.—Fiat has added 11) “ee 


| 323 Cross St. 
dealers. 
They are: Peterson Motors, 5457 | 5 More BMW Outlets 
Crenshaw Ave., Los Angeles; J&C| NEW YORK.—Five more dealers 


Motor Co., 830 Fourth St., Marys-| have been named to handle BMW 
ville, Calif.; Homer Imports, Inc.,| cars, according to Fadex Commer- 
11041 N. Sepulveda Blvd., San Fer-| cial Corp., importer. They are: 
nando, Calif.; Penkhus Motor Co.,|C. Vernon-Covina, Covina, Calif. ; 
444 E. Pikes Peak Ave., Colorado|Imported Cars Service by Franz 
Springs; Aaron Mosko Motor Co.,! Doerr, Stamford, Conn.; Stewart 





Produces NATURAL High Gloss 
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...Wwhen used with BOTH 
Lacquer or Acrylic Colors 





Use only ONE thinner... 

PNT-90 SPRAYS FREE, WET and EASY 
to reduce polishing time to a minimum. 
Cuts costs. Cuts inventory. 








ACRYLIC COLORS, reduced with 
PNT-90, produce the same high 
gloss and outstanding durability 
of all original factory finishes. 


RINSHED-MASON COMPANY 
Detro/t 10, Michigan * Anaheim, California 
Windsor, Ontario, Canada 


WOLVERINE FINISHES CORPORATION 
Morganton, N.C. *& Grand Rapids, Michigan 





Motor Co., Phoenix, Ariz.; Euro- 
pean Motors, Las Vegas, Nev., and 
Larry Reed, Inc., Log Angeles. 

* 


* * 


Dwinell Motors Sold 


EPHRATA, Wash.—Dwinell Mo- 
tors, a new-car dealership here for 
21 years, has been sold to Grant 
County Chrysler-Plymouth, Inc. 

* 


* * 


New Rambler-Comet HQ 


HAGERSTOWN, Md. — Antie- 
tam Motors, Inc. (Lincoln-Mer- 
cury-Rambler-Comet) has opened 
in its new location at 950 Dual 
Highway, 


* * * 


Studebaker for Raya 


PEORIA, Ill.—Joe Raya Stude- 
baker, Inc., 1000 Jefferson St., S.W., 
is the new Studebaker dealer here. 
Joe Raya is president. 


* * * 


Nischan-Gordan Opens 


GRAND RAPIDS, Mich.—Nisch- 
an-Gordan Chevrolet has opened at 
1515 W. Twenty-eighth St. in subur- 
ban Wyoming, Mich. 


* * * 


Renault Deal Has 2 Outlets 


ATLANTA—Joy Motors, Inc. 
(Renault), has been set up at 475 
W. Peachtree St., and in the subur- 
ban Buckhead area. Officials in the 
firm include Harry F. Hokemeier, 
Roger W. Cox, Russell W. Hooper 
and E. J. Preston. 

* 


* * 


Piccinati Joins Deal 


MESA, Ariz.—J. G. Piccinati has 
joined Woudenberg Pontiac, Mesa 
and Scottsdale, Ariz., as co-owner 
in charge of sales and promotion, 
according to John Woudenberg, 
president. 

* * * 


Cosart Gives Up Dodge Outlet 


PORTLAND, Ore.— Ray Stupek 
and Dave Eheler have acquired 
Cosart Motors (Dodge), 107 Grand 
Ave., from Lee Cosart and are op- 
erating the dealership under the 
name of Dodge City. 

* * 


Brost Opens Plymouth Deal 


BUFFALO.—Brost Plymouth- 
Valiant, Inc., an affiliate of Brost 
Motors, Inc. (Dodge), has opened 
at 1025 Hertel Ave. Chester J, 
Brost, president of Brost Motors, 
also heads the Plymouth-Valiant 


operation, 
* * 


39 ee Se Ge 
Saab Franchise 
In 19 States 


NEW YORK.—Thirty-nine deal- 
erships in 19 states have been 
awarded Saab franchises, They 


are: 

Shoals SAAB Sales, Sheffield, 
Ala.; Fricke’s SAAB Sales, Hunts- 
ville, Ala.; Greenwich Auto Repair 
Co., Greenwich, Conn.; Waldron 
Pontiac, Inc., St. Petersburg, Fla.; 
Ray’s Auto Sales, Jacksonville, 
Fla.; Import Motors, Clearwater, 
Fla.; Chez Boye Imported Cars, 
Inc., Vero Beach, Fla.; Autocenter, 
Inc., W. Palm Beach, Fla.; Brown’s 
Auto Sales, Lakeland, Fla.; Simp- 
son Motor Co., Ocala, Fla.; Bay- 
Neal Motors, Daytona Beach, Fla.; 
Gibson Motor Co., Perrysville, Ind.; 
Dave Ostrem Imports, Des Moines. 

Vic Yarrington Oldsmobile, Inc., 
Topeka, Kans.; B-K Foreign Car 
Clinic, Inc., Bethesda, Md.; Auto 
Show, Ltd., Hagerstown, Md.; For- 
eign and Sports Cars, Inc., Wor- 
cester, Mass.; Doerring Imported 
Cars, Inc., Grand Rapids, Mich.; 
Ed Debrecht Imported Cars, St. 
Louis; Overseas Motors, Inc., 
Springfield, Mo.; Covi Car Imports, 
Elizabeth, N. J.; Cars of the World, 
Newton, N. J.; Stan Frost Motors, 
Inc., Lynbrook, N. Y.; Nemet Mo- 
tors, Jamaica, N. Y.; Carbone 
Motor Sales, Inc., Utica, N. Y.; Rice 
Auto Sales, Greensboro, N. C. 

Harrington Auto Imports, Cleve- 
land; Imported Car Center, Inc., 
Cincinnati; Myers Motors, Inc., 


| Oberlin, O.; Continental Imported 
| Cars, Philadelphia; Vetterlein Fire- 
}stone Service, Norristown, Pa.; 
|Grim Motor Co., Kutztown, Pa; 


Import Motors, Columbia, S. C.; 
Williams Motor Co. & Son, Inc., 
Greenville, S. C.; Russ Smith Sales 
and Service, Rutland, Vt.; Euro- 
pean Automotive Ltd., Richmond, 
Va.; Jarrett-Chewning Co., Inc., 
Roanoke, Va.; Mace Motors, Inc., 
Norfolk, Va., and Odberg Motors, 
Inc., Superior, Wis. 
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Automobile dealers 
From coast to coast 


Jind tires made uith Tyrex Tire Cord 


big advantage 
in selling new cars! 


READ 
WHAT 


SAY 












Park Slope Chevrolet Reports: ‘‘Police Approve Tyrex"’ 
—says Peter Scalia, Brooklyn, N. Y. 


“The tires on the 1960 models have brought us no com- 
plaints. Personally I was satisfied with the same ones 
on my 1959 car. 


“Tt’s interesting that Tyrex signs in the showroom win- 
dow result in queries that we answer. One such came 
from a police request for nylon tires for department use. 
The result was that the police approved tires made with 
Tyrex tire cord as replacement for the nylon tires.” 


YS 107° 4 PF OFF 


Anthony Lincoln-Mercury Reports: ‘Buyers Asking, ‘Has 
It Tyrex’?’’—says Raoul “Jim” James, Los Angeles, Calif. 


“In driving demonstrators I find the 1960 original equip- 
ment tires are very good. Last year we had bounce in 
the front and due to nylon cord. This year this seems to be 
corrected and, in my opinion, is due to tires made with 
Tyrex tire cord. 

‘(Last year we had many complaints on that bounce 
and vibration. None so far this year—nor on tires, either. 
“It’s interesting that we have more inquiries this year 
as to the type of tires on our ’60’s. ‘Does it have Tyrex 
tire cord?’ has been a leading question.” 
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Tyrex’’—says Don Barrett, Detroit, Michigan 


“I personally have noticed a lot less ‘thumper’ trouble 
with the new cars. Our customers have been much more 
satisfied with these tires than in any previous year. I 
definitely feel that these tires have helped us to sell more 
new cars this year. 


“People are more tire-conscious—in fact, people are 
asking us if the tires have Tyrex tire cord in them. We 
have noticed that people feel they are getting a premium 
tire at regular rates when the tires contain Tyrex tire 
cord. This education is in part due to the advertising 
program being conducted by the Tyrex people.’’ 





Make the most of this growing acclaim for tires made with TYREX TIRE CORD. Public in- 
terest in Tyrex is already keyed up by a nation-wide program of forceful advertising. All 
you have to do to make your selling easier is reemphasize the facts that more and more 
motorists are getting to know...that tires made with Tyrex tire cord (1) are stronger, 
deliver more mileage (2) run cool for greater safety at highway speed (38) ride smoother 
and quieter (4) have more resistance against impacts—as proven by test! TIPS 1 





Tyrex Inc., Empire State Bldg., New York 1,N.Y. Tyrex (Reg. U.S. Pat. Off.) is a collective trademark of Tyrex Inc. for tire yarn and cord. TY REX tire yarn and cord is also produced and available in Canada. 
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As Production Sets First-Quarter Record . . . 
Chevy and Ford Hit 


Truck-Output Peaks 





Truck Sales Pace 
Pulls Ahead of ’59. 


Month’s Registrations 
Are Best Since 1951 


EW-TRUCK sales forged ahead 


How They Fared... 
Commercial Car Registrations 


By Makes 


First Two Months, 1960 vs. 1959 


First 2 
Months, 


Percent 
Share of 


Percent 
Share of 
’69 Market 


First 2 





By Martin L. Whitmyer 
Staff Writer 

CSsvVRoOLaeT and Ford both 

soared to alltime highs for 
quarterly commercial-car ass em- 
blies as the United States auto in- 
dustry turned out a record 379,797 
trucks during’ the January-March 
period of this year. 

Truck output for the first three 
months of this year marked an - 
alltime high for first-quarter as- 
semblies, and eatakate dee the 
pce room — commercial-car 

had reached since Pthe 

second quarter of 1951, when the 

alltime high of 408,789 trucks 
were built. 

The best previous first-quarter 
mark was set in 1951, when 379,001 
units were assembled. 

The 379,797 trucks turned out 
during the first three months of 
this year represented a 23.1 per- 
cent boost from the 308,499 units 
turned out during the first quarter 
of 1959, and a 72.6 percent increase 
over the 220,038 trucks built during 
the fourth quarter of last year. 


atts the record-breaking 
achievement by the industry in 
the first quarter, only four makers 
were able to show percent-of-in- 
dustry gains over the January- 
March period of a year ago. 


trucks and 9.74 percent of total in- 
dustry assemblies. A year ago, In- 
ternational picked up 10.64 percent 
of total output on 32,812 assemblies. 

Willys took 8.76 percent of total 
industry output on 33,267 trucks 
and Jeeps during the first quarter 
of this year, compared with 9.58 


GMC, the industry’s fifth largest 
truck producer, picked up its 1.04 
percentage points by capturing 8.47 
percent of total industry output on 
32,176 assemblies this year, compar- 
ed with 7.43 percent on 22,916 com- 
mercial cars built during the first 
three months of 1959. 





126,738 


60 Market 
32.79 
31.46 
12.21 

7.16 
4.42 
3.07 
1.77 
1.33 
31 
21 
14 
5.13 


100.00 


1959 
47,401 
36,936 

9,989 
10,274 
7,114 
3,775 
1,944 
1,927 
406 
921 
141 
5,910 


37.40 
29.14 
7.88 
8.11 
5.61 
2.98 
1.54 
1.52 
32 
-73 
Al 
4.66 


100.00 









*—White includes Autocar, Freightliner, Reo and Sterling. 








**—Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 


Corbitt, 


Diveo, FWD, Kenworth, Marmon- 
—Compiled from R. L. Polk & Co. data. 


Sales Gains Reported by Makers 


(Continued from Page 4) 
5,661 units, a 7.6 percent increase 
over March, 1959, he said. 
* * * 


Mercury-Comet 


oe sales of 14,061 Mercurys 
and 10,393 Comets were report- 
ed for March by Lincoln-Mercury. 
The Comet total reflected sales 
from the March 17 introduction 
through the final 10-day period, 
when the new compact delivered 
















and sales leadership of the medi- 
um price field, he said. 

“With our sales increasing 37 per- 
cent during the last period of 
March, we are confident that with 
spring weather our sales will con- 
tinue to gain,” Knudsen said. 

cd oe * 


Studebaker 


P ACED by accelerated sales in 
eastern markets, Studebaker- 





Packard car retail] deliveries in the 
third 10-day period of March were 
the highest in any period since in- 
troduction of the Lark in the fall 
of 1958, according to Sydney A. 
Skillman, sales -vice-president. 
Skillman announced 10-day sales 
of 5,652 cars, up 60 percent over the 
preceding 10 days in March. Daily 
rate-of-sale increase was 27.8 per- 
cent in the same period, he added. 


Retail sales of Larks and 


of the 1959 pace in February 
after getting off to a slow start 
in January. 

Registrations in February total- 
led 69,588, according to R. L. Polk 
& Co. The figure is 19.50 percent 
ahead of the 58,234 sales in Janu- 
ary and 7.34 percent better than 
the 64,329 registrations in Febru- 
ary of last -year. 

The February total was the best 
for that month since 1951, the last 
year in which ‘new-truck registra- 
tions topped the one-million mark. 
The upswing can probably be 
traced, in the main, to a return to 
a more normal market with the ef- 
fects of the steel strike out of the 


‘| way. Chevrolet and GMC saw their 


January registrations held back 
while their stocks were being re- 
built. In February, Chevrolet topped 
the year-earlier total while GMC 
sales ran only slightly below the 
total for February of last year. 
* * * 
HEVROLET was back in first 
place in the truck-sales race in 

February after five months in sec- 
ond while Ford was taking first. 
Seven of the producers saw their 
February sales top those of the like 
month of last year. 

The producers and their sales for 
February of this year and last 
were: 


They were Chevrolet, up 3.20 | at a rate of 610 daily. = - Hawks by March 31 were 12,383 Feb., Feb., 
percentage points over the first Mercury volume compared to 13,- Obituaries for the month and 63,813 for the nye 1960 
three months of 1959; GMC, up | 536 in March of last year. First- Glenn D. Atki model year, Skillman said. eae snpentactaegert 24,111 23,808 
1.04 points; Ford, up 0.48, and (quarter Mercury sales of 41,789 ex-| COLUMBUS, Miss.—Gienn D. Atkins, 65,| Skillman said six-cylinder Lark i aoa eee "aa mot 
Diveo, up 0.03. ceeded the 1959 period by 10 percent} co-owner of Columbus Motor Co., died/pa, shown a steady upward sales Guo ona] .......... . 5 
Losers in percent-of-industry/| and the 1958 quarter by 18.8 percent, | March 26 i” a fire which destroyed the/ trend for the last five sales periods. —_. 2. aise Sees ) 
penetration from a year ago were|L-M said. lier he had received a plaque honoring him! astern markets with sales up- Wil Bs gee ta Soe 2.058 1,758 
Dodge, off 1.31 points; Internation- es - gy eS for 25 years as s Chrysler Corp. dealer. turns were Washington, Boston, At- Whire siseteeeeeeeeeeeeenees cass isso 
Sober ol G07; Biock, off 646; Dies eer are eee te ves James B, McCollum lanta, ‘Pittsburgh and New ‘York.| Mack ci . '882 884 
eliveries o: A -| LAKE PLACID, N, Y.—J B. Mc- es increases in the rr ay’ MED. sescatenietots 198 179 
—— T, Of 036, and White, off iants and Plymouths in the| Collum, who helped form General Motors ranged from 62 percent to 134 per-| Studebaker .............. 138 4716 
— ae Ree om first quarter were higher than any| (CcePtanes, OOP. tn OS AGs New York | cent over the second 10-day period,| Brockway ................ 90 | 
aimed of Corbitt, Ma: sake Root -_ quarter in the last three yeurs, division wntil 1940, when he joined GM's said Skillman. Miscellaneous ..... 3,316 2,908 
me “|showing a 37 percent increase in| Harrison Radiator Division, He retire Bie Mcgee nai 
ton, Federal, Four Wheel Drive,| gqj years ago. ; 
ete,, took 0.82 percent of total in-|or last sear and a 15 nercone ae * + * Oldsmobile TOtANS ccc 09,588 64,820 
dustry assemblies in both the first —— on Edward R. Briggs SMOBILE deal Qiteened The February spurt in sales pull- 
crease over 1958, according to} ,ywesBURY, Mass. — Funeral services eeners - ed sales for the year to date up to | 


quarter of this year and the Jan- 
uary-March period of a year ago. 
* * *” 
Y makers to show a lower 
numerical outturn of trucks 
this year were Diamond T, and 
Studebaker. 


Plymouth-DeSoto-Valiant. 
Plymouth-Valiant’s last 10-day 
selling period, ending March 31, 
of 20,562 units was its best of this 
year and highest 10-day period 
a August, 1957, the division 


For March, retail deliveries total- 







were held March 31 for Edward R, Briggs, 
91, one-time carriage and electric-car body 
manufacturer here. He had lived in Long 
Beach, Calif., since uns. ‘“ 

* 


John D. Phillips 
SAN ANGELO, Tex.—John D. Phillips, 
San Angelo auto dealer and resident of 
this city for 27 years, died recently. 
7 * 7 


13,592 new Oldsmobiles to their 
customers during the final 10-day 
sales period in March, according to 
J. F. Wolfram, general manager. 

“This represents a 42 percent 
increase over the previous 10 days 
and is the best such sales period 
since the ’60 Oldsmobile was in- 
troduced last Oct. 1,” he said 


127,822, up 0.86 percent above the 
126,738 sales in the first two months 
of 1959. 
K ok cs 
IX manufacturers increased their 
sales and market penetration in 
the first two months. The six, their 
unit sales, percent of market, and 
percentage-point gains in penetra- 


a strike in ; built 3,614 | ied 45,666 Plymouths and Valiant Louis Rosen 
trucks in the first quarter of this | highest of tong y best | _ CHICAGO.—Louis Rosen, 72, died in the| “All this strengthens our belief | tion were: La 3 
ghest of the year to date, best i=! 
year for 0.95 percent of total in- | ,; A t. 195' . Columbus Memorial Hospital, He had been| that better weather across the Ford, 40,210 units sold, good for i 
dustry assemblies, A year ago | 1° AUsUSt, 1967. Fence BO ord aE Cee ieee rame| mation will continue to. result in ercent of A i 
“4 P-D-V said Plymouth-V aliant| founder of Morton Motors, 3310 Sheffield = 31.46 percent of the market anda 
Mack took 1.43 percent on 4.408 Ave., and Alvin Motors, 2101 Irving Park| higher sales, gain of 2.32 points; International, ‘ 


Diamond T, off 60 percent in nu- 
merical output, took 0.21 percent of 
total industry assemblies on 808 


 trcoiae biggest producer during 
the first quarter of this year 
was International]; with 36,969 


February sales were 16 percent 
greater than January, and. March 
showed a further 27 percent gain 
over February. No DeSoto figures 
were mentioned, 


Total Trucks, U. S. ... 






Rd., both of which are being operated by 
his four sons, Morton, Jack, Alvin and 
Orville. 

7 * * 


Lawrence W. Fischer 


*—-Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 





Wolfram noted that sales of 
Fiesta station wagons were running 
19 percent ahead of the 1959 cal- 
endar year. First-quarter retail de- 


month with sales of 327 units per 
day, said Ford. 


15,602 units, 12.21 percent, up 4.33 
points; Willys, 3,923 units, 3.07 per- 
cent, up 0.09 points; White, 2,260 
units, 1.77 percent, up 0.23 points; 
Brockway, 178 units, 0.14 percent, 


month last year while 21 states re- 
ported declines. 


whe 


trucks this year, compared with owe % SOUTH BEND.—Lawrence W. Fischer, | jiveries of ’60 models totalled 89,000, ; 
0.57 percent on 1,769 assemblies 3 26, epee eae ae eee he said up 0.03 points, and miscellaneous, i 
going the first three months of Pontiac business trip to Port Washington, Wis. He 2 oe 6,562 units, 5.13 percent, up 0.47 1 
1959. INTIAC retail sales for March| joined Bendix in 1957 after service with Ford-Falcon points. 

Studebaker didn’t get into its 1960 totalled 38,452, representing an| Continents! Motors and en N THE six months since the first The other six producers suf- 
mode] truck production until Feb-| increase of 17 percent over Febru- *- * * 160 models were introduced, Ford fered losses in both unit sales and a 
ruary and as a result turned out| ary when dealer deliveries amount- Lynn W. Jacoby deal ctvead tae w cars| Penetration. The six, their unit a 
only 2,822 trucks ed to 82,204, it was announced by| ,,CA8A GRANDE, Ariz Lynn Wai ery talc on then any ston make | Sales, percent of market and 

; . cm, ; : ent o ohnson-Jacoby rd| an F . 

* * * General Manager S. E. Knudsen. aoatogmte here, died March 25 in Min- according to Ford Division. Ford wees wien eis tins eg % 
prearer producer during the! First quarter sales totalling 100,-| "¢#Polis. Bao ag said it sold 879,100 cars and trucks} .6)+ "aeue'é 61 eas GMC Ferm ; 
first quarter of this year was/| 871, a 5 percent increase over the in the October-March period. i. oon io pO ‘ ee h 
Chevrolet, which soared to an all-| same period of last year, were the Clifford M. Bishop units, 716 percent, down 0.95 8 
‘time high of 196,206 sssemblies.| best for that period since 1956, | see % sy eines ice ee alten | oF OF 4, Falcon and Thunderbird/ points; Dodge, 5,658 units, 4.42 per- * 

’ . *| ident f i \ ormic shop e 

This was good for 35.86 percent of | Knudsen said. (Dodge-Plymouth) at the time of his re- en March eee agora Pam cent, down 1.19 points; Mack, 1,700 

total industry production Reported deliveries for the first |tiT@ment in 1954, died March 21 in Palm for the year as total new-car deliv-/ units, 1.33 percent, down 0.19 points; 
: ay oe See rst | Beach, Fla. Mr. Bishop was a former | eries surged 11,590 above the Febru-| Diamond T, 403 units, 0.31 percent, . 

Chevrolet's former high was | @uarter maintained Pontiac’s | chairman of the Dodge Dealers Advisory ary total of 114,840 units, Truck|down 0.01 point, and Studebaker, > 
set in the second quarter of 1950, | fourth position in the industry (Continued on Page 73, Col, 1) sales reached 27,732 compared with| 265. units, 0.21 percent, down 0.52 F 
They oe eee ae befriend built. 24,752 the previous month. points. 

ears also pared oe * + 
Average car selling rates dur- 
commercial . § 
With ‘the 100,268 comamercial cars How Each Maker Fared . . . ing the March 21-81 period ex- | (“ALIFORNIA was the top truck é 
ca Aa sated ce aay eas Ist Q T k Betenntinnd "59 ceeded 5,450 units per day, the | ~ buying state in Fobevary with P 
4 — 60 highest since last November, and exas in second place. e top hh 

co ee a Ag - total s varter Truc u pu : VS. up 23 percent over the last 10-day | States and their registrations for Vv 

caauelee es ast year’s ist ¢ Goneter ok sf we § Santer mes. of i; period, Ford said. Sales on the Seer wee. of this year and last 
, . o re: 

Ford rose to an alltime high of 1960 Output 1959 Output wee an bisest ake vse Feb, Feb., ‘ 
103,736 truck assemblies in the first 35.86 100,766 32.66 31 1959. ? 1960 1959 a 
quarter for 27.31 percent of. total 0.21 1,769 0.57 1—California .............. 8,380 6,706 M 
industry output. The former high 0.30 825 0.27 _ The Falcon reached a new peak) 2—Texasg .....0......:.:cs0-:- 5,016 7,168 al 
of 99,915 assemblies was set during 6.04 22,677 7.35 in March with — = 39,420 — 3—New York .............. 3,915 2,502 
the first quarter of 1955. 27.31 82,766 26.83 the highest monthly figure since the) 4—Michigazn ................ 3,205 3,387 

Ford's output for the first three 8.47 22,916 7.43 car was introduced. Ford said sales} §—THlinois .................... 3,060 3,046 ei 
months of this. year also compared 9.74 32,812 10.64 during the last 10 days of March; §—Pennsylvania ........ 2,978 2,567 be 
with the 82,766 trucks turned out 0.95 4,408 1.43 averaged 1,744 per day, the high-| 7—Ohio 0.0.0.0... 2,871 2,319 re 
during the comparable period of a 0.74 4,355 1.41 est 10-day selling rate achieved by| §~—Fitorida .................... 2,288 2,248 P 
year ago, *Last year’s output was 1.30 4,669 any compact car since introduction| 9 —Mfissouri ................ 2,042 1,886 
good for 26.83 percent of total in- 2 8.76 29,553 of 1960 models. 10—Alabama ................ 1,749 1,495 J 
dustry production, MISCELLANEOUS* 1,217 0.32 983 The Thunderbird also achieved its The District of Columbia and 29 

eee oe , ——— highest 10-day selling rate of the| states reported. that February reg- : ow 
379,797 100.00 308,499 year during the final 10 days of the| istrations topped those of the like : w 
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Import Notes... 


manager of Honolulu’s Interna- 





Cars and Carpets— 


Recent promotion was jointly held by 
Lee Templeton Motor Co. (Chrysler-Impe- 
rial-Plymouth-V aliant) and McLaughlin's 
Furniture Store in Norristown, Pa., to high- 
light automotive fabrics of duPont nylon 
and carpets of duPont 501 carpet nylon 
by James Lees. Both concerns have mailed 
2,500 brochures to their customers inviting 
them for courtesy rides in the new cars 
and free estimates on wall-to-wall carpet- 
ing. Both firms report a large number of 
inquiries as a result of the mailing. 


tional Motors, took on all comers in 
a “triple-dare you” campaign to 
boost sales of the Swedish import. 

Newspapers, television and 
radio by Volvo were used to chal- 
lenge the compacts in conjunction 
with the Sports Car Club of 
America’s speed and economy 
races at Kahuku Airstrip. 

George .-Motor Co. entered into 
the spirit of the campaign and took 
newspaper space to reply, “Lark 
accepts the challenge issued by 
Volvo! Lark will be at Kahuku.” 

The results: Volvo, first; Lark 
V-8, second; Volvo, third; modified 
Volkswagen, fourth; Corvair, fifth; 
modified Fiat 600, sixth; Falcon 
and Valiant, not entered. 

+ * + 
Fiat 
Wate C. DESANTIS, general 
manager of Ray Whyte Italian 


Obituaries 


(Continued from Page 72) 


Conference and Brooklyn Safety Council 
and president of the Brooklyn Motor Ve- 
hicle Dealers Assn. and Metropolitan Coun- 
cil, Automobile Old Timers. He had been 
with Bishop, McCormick & Bishop since 
1906, the firm having been founded in 1904 
by his father. 


Bernard J. Borchers, 83, 


Dayton’s Oldest Dealer 


DAYTON.—Bernard J. Borchers, 
founder, president and general 
manager of Borchers Ford Co., died 
April 9 at his home here. He was 
83. 

He was Dayton’s oldest active 
auto dealer. Mr. Borchers came to 
Dayton in 1903 as a bookkeeper- 
salesman for Peckham Auto Co. 
A year later he was in business for 
himself, and in 1919 he built the 
present Borchers Ford building at 
366 S. Main. He was a past presi- 
dent of the Dayton Auto Dealers 
Assn. 

om * + 
Stanley B. Lee 

LITTLETON, N. H.—Stanley B, Lee, 
61, a former auto dealer here, died March 
31. a ee 

William R, Loeffler 

BUFFALO.—William R, Loeffler, 70, an 
auto dealer here and in Wellsville, N. Y., 
for many years, gua — 5. 


Charles E, Jordan Sr. 

SAN ANTONIO.—Charles E, Jordan sr., 
67, president of Jordan Motor Co, (Ford), 
died April 2. His son, Charles E, jr., will 
carry on the business. 

+ + * 
Frederick B. Bowker dr. 

ALBUQUERQUE.—Frederick B, Bowker 
jr., an auto dealer here, was shot and 
killed March 19 while cleaning an ‘‘un- 
loaded’ gun. ‘ ‘ . 


A. J. Thomas 
SHERMAN, Tex.—A, J, Thomas, 68, an 
auto dealer here, died April 3 in a Sherman 


hospital. 
* 


4 * 
Leo R. Schreiner 

DETROIT.—Leo R. Schreiner, 56, gen- 
eral manager of the General Motors Tern- 
stedt Division, was found dead April 11 in 
his apartment here, A medical examiner 
said Mr. Schreiner apparently collapsed 
while washing wm. . - 


John Z. Fletcher 
JACKSONVILLE, Fla.—John Z, Fletcher, 
63, founder of Fietcher Motor Sales and 
San Marco Motors, Inc., here and Orlando 
Fletcher Meters, Orlando, died April 5. 
+ - 


William L, Betz 
VINCENNES, Ind.—William L, Betz, 
early auto racer and dealer and onetime 
partner of Barney Oldfield in cross-country 
races and exhibitions, died April 6 in 
Indianapolis. Mr. Betz, 70, was mayor of 
Vincennes from 1943 to 1951. 
” * * 
Howard F. Stevens 
PHILADELPHIA.—Howard F. Stevens, 
who established some of the first dealer- 
ships for General Motors here in 1911, died 
March 23. He was 69. Mr, Stevens spent 
about 20 years in the auto business, 
* * + 
John 8, Florence 
ATLANTA.—John 8. Florence, 76, for 30 
years the owner of a used-car firm here 
bearing his name, died March 16, He had 


retired in 1955. 
~ 


Plane Crash Kills 


Johnson, Warren 


GRANTS, N. M.—Kenneth John- 
son, 35; Jack Warren, 33, and their 
wives were killed in the crash of a 
light plane near here. 

The men, partners in a local auto 
dealership, had chartered the plane 





for a trip to Mexico, The Warrens 
had three children and were ex- 
pecting a fourth, The Johnsons had 


six children. 
* * oa 


Glenn F., Richardson Sr. 
KANSAS CITY.—Glenn Franklin Rich- 
ardson sr., 43, used-car manager for Ervin 
Feld Chevrolet Co., died of a heart attack 


at his home. 
* . 


Robert D. Maxwell 

SAN DIEGO.—Robert D. Maxwell, 79, 
an auto dealer here for 33 years before 
he retired in 1955, died March 29 in a 
hospital here. He was in the automobile 
business for a total of 53 years here, in 
Los Angeles and in Alabama. 

7 * * 


Max Erdwurm 

NEW YORK.—Max Erdwurm, 60, auto- 
motive advertising manager of the New 
York Times, djed April 9 in a hospital 
here after a short illness, A native of 
Jersey City, he joined the Times advertis- 
ing staff in 1923 and was put in charge 
of automotive advertising in 1956. 


* * * 
Ralph Penn 
GOSHEN, Ind.—Ralph Penn, 76, vice- 
chairman of Penn Controls, Inc., died 


April 4 in Los Angeles. He joined his 
brother, Albert, in the firm in 1919 after 
several years as a salesman for Baker 
Electric cars in the Chicago area, He was 
treasurer of Penn Controls before moving 
up to vice-chairman, 
* * * 
Robert P. Fullerton 
COLUMBUS, 0O.—Robert P. Fullerton, 
vice-president and office manager of Jack 
Schmidt Oldsmobile, Inc., died April 2. 
He was 45. 
* * * 
William B, James 
SAN FRANCISCO.—William B, James, 
60, a retired auto dealer, died April 5. He 
headed James Motors (Nash) from 1940 
to 1955 and later wis president of Western 
State Finance Co, Mr, James was a past 
president of the Motor Car Dealers Assn. 
of San Francisco. 
* * . 
Fred Schlenker 
OAKLAND, Calif.—Fred Schlenker, who 
founded Motor Parts Co. in 1923, is dead. 
He was 70. A son, Robert, now heads the 
wholesale parts firm. 
* * * 
Thurston W. Yopp 
MEMPHIS.—Thurston W. Yopp, a used- 
car dealer here for 15 years, died April 5. 
He was 59. 
* . + 
John J. Desch 
COLORADO SPRINGS.—John J. Desch, 
65, president and director of Modern Mo- 
tors, Inc., died April 6 at his home here. 


Wilson to Address 


Dealers in Canada 


NELSON, B. C.—W. Heartsill 
Wilson, assistant general sales 
manager of the Plymouth-DeSoto- 
Valiant Division, will head a list of 
speakers at the annual convention 
of the Motor Dealers of British 
Columbia May 1-3 at the Harrison 
Hot Springs Hotel. 

Other speakers include M. R. 
Darlington jr. Auto Industries 
Highway Safety Committee; Harold 
D. Draper (Chevrolet), Saginaw, 
Mich.; P. A. Gagliardi, minister of 
highways, British Columbia, and 
Sam Parkinson, president, Federa- 
tion of Automobile Dealers Assn. of 
Canada. 

Harry D. Harrison,, president, 
Motor Dealers of British Columbia, 


will preside. 























Deux Chevaux Coming 


(Continued from Page 6) 


Motors, Inc., Detroit Fiat distribu- 
tor, has announced the appoint- 
ment of Frank V. Cipelle as field- 
service representative for Italian 
Motors’ six-state area. 

* * + 


Lotus 


IRANS-WORLD MOTORS, 5488 
El Cajon Blvd., has been ap- 
pointed San Diego dealer for Lotus 
cars, according to Jay Chamberlain 
Automotive, Inc., a distributor of 
the British-built car, 
a * * 


Rootes 


ID-AMERICA CORP., Houston, 

distributor of Rootes Group 
cars in a six-state area, has been 
sold by Clinton Thompson to Lou 
Schwartzkopf, general manager; 
Peter Epsteen (Pontiac), Skokie, 
Ill, and Henry Susk (Pontiac), 
Chicago. 

Schwartzkopf said Mid-America, 
which has offices and warehouse 
facilities at 344 S. 66th, will boost 
its monthly imports from 250: cars 
a month to 500. 

Thompson has been appointed 
Southwest distributor of Triumph 
cars. 

*~ * +. 


Prince Skyline 


= Prince Skyline is now being 


distributed in the United States 


by Milt Frumkin Imports, 2360 Al- 


varado St., San Leandro, Calif. 
The Japanese-built car is avail- 

able with either a 1,900-cubic-centi- 

meter engine or a 1,500-c.c. power- 


plant. It is available as a four-door 
station wagon or express 


sedan, 
van. 

Price at West Coast port of entry 
is $2,295 for the sedan. Standard 
equipment includes electric wipers, 
foam-rubber seats, turn signals and 
twin sun visors. 

* * * 


Lucas 


A NEWLY constructed factory 
branch building has been 
opened in Chicago by Lucas Elec- 
trical Services, Inc. . 

Located at 5001 W. Belmont Ave., 
Chicago 41, the new Lucas facilities 


provide approximately 10,000 


square feet of office and warehouse 
inventory filing equipment. Lucas 
maintains five other factory 
branches in the U. S—in New 
York, Los Angeles, San Francisco, 
Jacksonville and Houston. 

* . + 


Goliath Hansa 1100 


OLIATH HANSA ARGENTINA, 

Buenos Aires, igs assembling 
and distributing Hansa 1100 cars 
under an agreement with the Ar- 
gentine Government. 

A decree signed by Argentine 
President Arturo Frondizi provides 
for a gradual transfer from assem- 
bly to independent production of 
Hansa cars within the next five 
years. 

” + * 


Rootes 


QrE of Britain’s leading car 
makers sees no immediate re- 
lief in sight for car-hungry Eng- 
lishmen, Brian Rootes, managing 
director of Rootes Motors, Ltd, 
which manufactures the Hillman, 
Sunbeam, Singer and Humber, said 
that despite lengthening waiting 
lists for new models, the Rootes 
Group will not divert any export 
cars to the home market, 

Rootes is sending nearly 50 per- 
cent of its output abroad, one-third 
of which goes to the United States. 

Speaking at the opening of a 
Rootes “Round the Clock” service 
garage in Birmingham, England, 
Rootes emphasized that the need 
to export cars is still as strong as 
ever for the British economy. He 


said it would be short-sighted to 


change policy at this time. He re- 
vealed that Rootes had increased 
production capacity and has plans 
for further expansion. 

* + * 


Smith’s Mobile Shops 


MITH’S DELIVERY VEHI- 

CLES, LTD., a British company 
that produces mobile shops for gro- 
ceries, bakeries and meat markets, 
hopes to enter the American mar- 
ket. The company will demonstrate 
one of its smaller models, the 
“Routevendor,” at the British Ex- 


hibition in the New York Coliseum 
June 10-26. 
* * 


* 
Volkswagen 
OLKSWAGEN trucks manufac- 
tured in Brazil will be imported 
into the United States, according to 
F. W. Schultz-Wenk, general man- 
ager of Volkswagen Do Brasil, and 
C. H. Hahn, general manager of 
Volkswagen of America, who have 
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the first time that Brazil hag ex- 
ported automotive products into the 
American market. 

“The Volkswagen factory near 
Sao Paulo has been in production 
since 1957 and is now producing 
60 trucks and 60 passenger cars 
daily, using 91 percent Brazilian 
material and 100 percent Brazilian 
labor,” he added. 

“We have duplicated, on a smal- 





ler scale, in Brazil the world-fam- 
ous production methods developed 
by Volkswagen at the main fac-~- 
tory,” Schultz-Wenk stated. 


signed a contract covering the first 

300 units which will be brought in 

within three months. 
Schultz-Wenk said it represents 


Dobie Silent Service Salesman SELLS MORE SERVICE 


T=" 1 2 
| Wheel Balancing, per whee * 
ae 


aia 





“So easy for customers to BUY more items, THEY added 
$1,000 extra to first 500 RO's after we displayed the 
Dobie Silent Service Salesman" say leading dealers using 
it since 1953. Kit includes easy to change plastic prices 
& extra item slides. Send for folder or order now to start making 
money sooner. $139 on open account, | yr. guarantee on quality 
heavy duty 36% display, first models 8 years old still in use. 


THE DOBIE COMPANY (Est. 1936) 
F.O.8 1312 Ontarte Street—Clevelend 13, Chie 
Territertes epen fer agents, full or part-thme. 





Republic METAL LUMBER 


for Faster, Stronger, Safer Framing 


Republic METAL LUMBER® solves framing problems fast. 
Simply measure, cut, assemble with Republic Nylok® 
self-locking fasteners. Ideal for constructing tire racks, 
display racks, storage racks, and hundreds of other 
framing assemblies. 

Slotted angle pattern provides flexibility in design. 
Available in two gages, two widths, in standard bundles 
of 10- or 12-foot lengths, fasteners included. 

Call your Republic representative, or write direct for 
complete information. 


REPUBLIC STEEL 
BERGER DIVISION 


1078 BELDEN AVENUE — CANTON 5, OHIO 
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But Judge Confines Area... 
Favoritism a Good-Faith Issue 


(Continued from Page 3) 


ercion and means in general some 
actual or threatened exercise of 
power possessed by the parties ex- 
ercising it; but coercion can be ac- 
complished by indirect means, as 
coercion which is implied from acts. | 

“Thus, coercion and intimidation 
is not necessarily limited to exer~ 
cise of positive force or direct 
threats, but may result from any 


Lee Fleet Sold 
To Lease Plan 
In $25-Million D 


NEW YORK.—Lease Plan Inter- 
national Corp. has purchased Lee 
Fleet Management Corp., Cleveland | 
leasing firm, from Sam J. Lee in a 
deal reportedly involving $25 mil- 
lion, 

H. L, Meckler, LPI presidént, said 
that in addition to the vehicles 
controlled by Lee Fleet, LPI ac- 
quired a new $10 million credit line 
from Guardian Life Insurance Co. 
of America. 

He said the identity and operat- 
ing policies of Lee Fleet will be 
continued, but that operations will 
be consolidated in LPI’s New York 
offices. Lee will serve as a consult- 
ant, Meckler added. 

The acquisition brings to about 
20,000 the number of autos and 


As a result of the deal, Meckler 
continued, LPI will become one of 
the three largest commercial buyers 
of autos and trucks. The firm also 
operates a trucking service and 
leases to industry other types of 
equipment. 

Lee Fleet was founded in 1954 
and operated nationwide, and was 
predominantly an auto lessor: It 
had offices in Cleveland, Chicago, 
New York and San Francisco, and 
- or had notes on 12,000 vehi- 


pressure which puts one in actual 
fear of loss of property or injury 
to business.” 
* = of 
eee won one point in the 
pre-trial maneuverings with 
Blenke. Judge LaBuy agreed to 
out the antitrust laws as 
grounds for damage claims against 
Chrysler. 

Blenke Bros. Motors presented no 
facts to show that fewer cars 
moved in interstate commerce or 
that a monopoly to destroy com- 
petition or harm the public interest 
ensued from its relationship with 
Chrysler Corp., the judge stated. 

Attorneys for Blenke are Philip 
M. Cagen and James J. McGarvey, 
both of Valparaiso. Chrysler’s Chi- 
cago counsel in the litigation are 
Winston, Strawn, Smith & Patter- 


son. 
* * * 


Ford. Sued for $165,000 


By Ex-Mercury Dealer 

SOUTH BEND.—Depositions are 
being taken in a $165,000 good-faith 
suit against Ford by Blenke Broth- 
ers Co., Inc. former Mercury 
dealer here. The suit was filed in 
Northern Indiana Federal District 
Court. 


President Stanley J. Blenke 
charged that his franchise was ter- 
minated by Ford Jan. 10, 1959, after 
a hearing before the company’s 
Dealer Policy Board. 

Blenke said Ford pressured him 


Gevernment Agency 
Orders 289 Jeeps 


TOLEDO.—The General Services 
Administration, Washington, has 
awarded Willys Motors, Inc., four 
contracts for 289 Jeeps, The con- 
tracts total $666,134. 

James H. Drum, Willys director 
of government sales, said most of 
the units will be used by the Agri- 
culture and Justice departments. 























Prere’s an insice story to every E'S Master Cylinder... a cast 

of ‘characters’ made up of precision-engineered brake parts 
+++ MANUFACTURED, 100% INSPECTED AND ASSEMBLED 
BY BRAKE EXPERTS with only one purpose . . . to 


play their parts perfectly! 


Here are the “extras” you get in every EIS Master Cylinder . . . 


the heart of a good brake system. They cost no 
more . . . they bring customers back! 


EIS AUTOMOTIVE CORP., Middletown, Conn. 
Write for catalog 





fects.” He said he stuck it out 
until the ’59-model introduction, 
but then was shipped only one 
car although company officials 
were promising him more. 

Among Blenke’s charges are that 
he did not get a fair hearing before 
the Dealer Policy Board and that 
he was “selected for elimination” by 
Ford because only large-volume 
dealers could afford television ad- 
vertising costs. 

Blenke said the termination de- 
prived him of more than $100,000 
in new-car profits he would have 
earned from the ’59 model year 
through the expiration of his five- 
year Mercury franchise next, March 
15. 

The plaintiff is a brother of John 


plaintiff in a $225,000 good-faith suit 
against Chrysler Corp. in Chicago 
Federal District Court. 








Baby Sports Car to Make World Debut— 


The France Jet, built in France by Union Industrielle, is being shown for the first time 
W. Blenke, former Dodge-Plymouth | anywhere at the International Automobile Show in New York. The France Jet has a 
dealer in Valparaiso, Ind., who is| wheelbase of 74 inches and is 126 inches long. It is powered by tiny engines with op- 


tional displacement of 125, 175 or 200 cubic centimeters, rated at 6, 10 or 12 horse- 
power, respectively. The makers claim a top speed of 60 miles per hour for the 460- 
pound car. Distributor is France Jet Motors, Lid., 79 Pine St., New York 5, N. Y. 

+ + 


Many-Splendored Show Opens 


(Continued from Page 2) 


pected to ogle the 300-plus models 
on hand before the show closes 
April 24. 

John J, Allen jr., undersecretary 
for transportation, U, S. Depart- 
ment of Commerce, presided at 
opening ceremonies. Allen also is 
chief advisor to the secretary of 
commerce on federal transporta- 
tion policy and has supervision over 
the Bureau of Public Roads. 

He gave no inkling as to which 
of the cars on display he preferred. 

By the very size and scope of 
their displays and the number of 
new models offered, imported-car 
firms restated their intention to 
cling to their share of the U. S. 
market. 

John T, Panks, managing direc- 
tor of Rootes Motors, perhaps spoke 
for all of them when he declared 
Rootes (Hillman - Sunbeam-Singer- 
Humber) will hold itg share of the 
U. S. market this year and will in- 
crease it in the future, compacts 
notwithstanding. 

Rootes is banking on its ability to 
introduce models with which the 
compacts cannot compete, Panks 
said. 

“Compacts have hurt sales of 
some of our four-door sedans,” he 
admitted. “However, we are con- 
centrating on carg of a type and 
price that Detroit cannot economic- 
ally produce.” 

Panks said Rootes sales in the 
U. S. this year should be close to 
30,000, the same as last year, and 
that they might go to 33,000 next 
year. 

In looking around the show, 
Panks said, “The consumer is the 
real winner in this competitive bat- 
tle. Competition forces the manu- 
facturer to pay more attention to 
the motorist’s needs and gives him 
a wider range of models from 
which to select his car.” 


One of the most popular stands 
at the show displayed a compact, 
108-inch-wheelbase, fast-back 
sedan with an all-aluminum, air- 
cooled, V-8 engine rated at 95 
horsepower mounted in the rear. 
Lots of glass. Three headlamps. 
Independent, coil-spring suspen- 
sion on all four wheels, 

Visitors who thought they might 
be getting a sneak preview craned 
their necks to see whether they 
could make out Tempest, Panther, 
Invader, Rocket, Lancer, Warrior 
(maybe even Super Corvair) letter- 
ed anywhere on the car. All they 
could see was a neat “603” on the 
front fender. 

The car was not an upcoming 
American compact at all, but the 
Czech-built Tatra, a well-known 
“going machine’ in Europe al- 
though a rare bird indeed in the 
U. 8. 

Tatra has successfully used alu- 
minum, rear-mounted V-8s for 20 
years although more than one show 
visitor speculated that such a lay- 
out might be right down some 
American alley for '61 or '62., 

Amsko Distributors, Inc., im- 
porter of Skoda, the other OCzech- 
built car, will handle Tatra distri- 
bution in the U, S. Fred Sessler, 
Amsko president, said he expects 


to receive first shipments next 

August. 

Another potent draw was the 
glittering “Golden Jaguar,” a spe- 
cial 3.8 sedan on which all chrome 
trim has been replaced with gold 
plate. Even the wire wheels and 
bumpers were gold plated. Uphol- 
stery is in white glove leather, Jag- 
uar said that if the car were avail- 
able to buyers, it would have to 
sell at about $25,000. 

Renault displayed its new light 
truck for the first time in the U. S. 
Two models of the forward-control, 
front-wheel-drive vehicle were dis- 
played. One was a Petit-Panel, a 
standard panel job; the other was 
a Hi-Boy, a panel with a raised 
plastic roof. 

The Renault truck uses a four- 
cylinder, 32-horsepower engine with 


power applied through a four- 


speed transaxle unit. Load bed is 
only 14 inches from the ground. 
Making its world premiere at 
the show is Saab’s new four- 
speed Granturismo 750, Replace- 
ment of the three-speed box is 
expected to make the GT 750 a 
more potent sports sedan than it 
was before. Saab’s station wagon 
is also being shown for the first 


Also in an initial U. S. appear- 
ance is the Toyopet Tiara, Toy- 
ota’s new 1,000-c.c, sedan with uni- 
tized body and torsion suspension 
in front, 

Other cars making their public 
American debuts at the show in- 
clude Triumph Herald, Lloyd Ara- 
bella, Borgward Big Six, Daimler 
Majestic Major, Citroen Prestige, 
Facel Vega Facellia, Austin and 
Morris 850, Volvo P-1800, Rolls- 
Royce Phantom, France Jet, Am- 
phicar and Travelcar. 

Outstanding accessory displays 
featured Pirelli’s tire with three 
replaceable tread bands, Motorola’s 
FM radio for autos, Hickok’s color- 
coordinated safety belt and the 
Herco Fixogas, a device to hold the 
throttle in any desired speed posi- 
tion. 

Dozens of other firms rounded 
out the accessory portion of the 


show. 
+ * + 


Louisville Auto Show 


Attracts 50,000 Visitors 


“PERFECT” was the word for 
the Louisville auto show, 
which drew about 50,000 visitors in 
a five-day run, according to George 
Whipple, chairman. 
“It was a perfect show,” he 





Skoda Plans to Retain 
Front-Engine Series 


NEW YORK.—Skoda importer 
Fred F. Sessler, president of Am- 
sko Distributors, Inc., said last 
week that the Czech manufac- 
turer would continue production 
of the front-engine Octavia or 
Super series after a new car with 
an air-cooled rear engine is in- 
trodiiced next year. 






























said. “The weather was perfect 
and the timing was perfect. If 
we had held the show in March 
we would have been ruined by 
snowstorms again.” 

Two years ago the Greater Louis- 
ville Automobile Dealers Assn. held 
its first show in 23 years and an- 
ticipated a turnout of 100,000 at 
the nine-day affair. 

* + + 
youn the city’s worst weather 
in five years struck. There were 
four days of snow, sleet and ice. 
Only 5,000 turned out on opening 
day and the nine-day total barely 
hit 35,000. 

The disappointment was so 
great that dealers voted against a 
show last year. 

Now the success of the April 2-6 
event has all but wiped out mem- 
ories of the '58 fiasco, Whipple said. 

“All of the dealers were pleased 
with the results this year, It 
shouldn’t be hard to convince them 
we should hold another show next 
year.” 

* * . 
Gon crowds also were reported 
for two shows in Montreal—the 
British Motor Show and the Auto- 
Mo-Rama, which featured Euro- 
pean cars other than British. 

“There’s a Car for Everyone” 
was the theme of the British 
Motor Show, at which only ve- 
hicles built in the United King- 
dom were displayed. 

Among the models at the Auto- 
Mo-Rama were Citroen, Fiat, Go- 
liath, Mercedes-Benz, Panhard, 
Peugeot, Renault, Skoda, Simca, 
Vespa, Volvo, NSU Prinz, Goggo- 
mobil and Borgward. 

* - * 


WO other shows closed recent- 

ly, one in Allentown, Pa., and 
the other in Fairfax County, Va. 
The latter was for imported and 
compact cars, and wag sponsored 
by 11 dealers in the area. 

Shows will open next week in 
Hayward, Calif, (April 28-30), and 
in Tucson, Ariz. (April 28-May 1). 

The Southern Alameda County 
Motor Car Dealers Assn, will 
sponsor the third annual Hay- 
ward show in the parking lot of 
a downtown store. Merchants will 
display autos in their store. 

Robert Paulin, chairman of the 
Tucson show at the Municipal Air- 
port, said “we are planning a driv- 
ing concourse so that anyone can 
drive the 1960 car of his choice.” 

In Bloomington, Ill, the Shrine 
Club will stage an auto show May 
27-29 to raise funds for Masonic 
charities and Shrine _ hospitals. 
Chairman Chris Calhoun said the 
emphasis will be on compacts and 
sports cars. 

The Maywood (Ill.) Rotary Club 
will sponsor an auto show May 
22-26 in the parking lot of the First 
National Bank of Maywood. There 
will be entertainment and prizes, 
with proceeds going to Rotary 
community activities, according to 
Joseph W. Beccue, chairman. 

The Huntingten Auto Dealers 
Assn. will sponsor its first outdoor 
show April 24 on the three-acre 
parking lot of Sears Roebuck & Co. 
There will be demonstration rides 
for visitors, according to Dutch 
Miller, association secretary. 








FRB Regions Report: 


Economy Tops ’59 Pace 


(Continued from Page 2) 


and leather production slipped by 
2 percentage points, 

Other year-to-year comparisons 
show New England department 
store sales up 6 percent, nonfarm 
employment up 3 percent and elec- 
tric output up 6 percent. 

* * * 


New York 


HE New York FRB took note of 

some changes in the money 
market and classed the market as 
“moderately tight” when the latest 
bank report was written. The mar- 
ket has been just plain tight in re- 
cent previous months. 


The Federal Reserve System 
appears to be keeping a close rein 
on the supply, lest any inflation- 
ary trouble build up. This ac- 


YET 
THIS WEEK 





‘““‘Seminars in the 
Sun” 


can show you ways 
to profit from 
leasing and renting. 


Every week—on Tuesday, Wednes- 
day and Thursday—a group limited 
to twenty new car dealers attends 
CARS practical session in leasing, 
renting and financing methods. These 
men learn the facts about profits and 
pitfalls, and receive special instruc- 
tion in ways to meet problems exist- 
ing in their own areas. 


These “Seminars in the Sun” are 
under the joint sponsorship of the 
University of Miami and CARS 
Rental System. They are held at the 
Ocean Manor Hotel, Fort Lauder- 
dale, and represent the only organ- 
ized training ground of their type for 
new car dealers. Attending a Seminar 
can be a profitable experience for 
you. For a reservation or more 
information, don’t delay. Phone 
LOgan 6-4321 or write: 


—£Lomw114_ 


RENTAL SYSTEM 


Lease Leaders of the World 
Box 7126 — Sunrise Station 
Fort Lauderdale, Florida 
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counts for much of the measure 
of tightness in the money market. 
There are other signs pointing 
toward easier money, indications 
that the supply of loanable funds 
is ample. When the supply is ample, 
falling interest rates are the usual 
result. Interest rates have been fall- 
ing, in some cases sharply, and the 
prices on Treasury bonds have 
been going up (an indirect reduc- 
tion of interest rates). 
ca * oa 
Philadelphia 
1 Philadelphia district has 
been sharing in the business 





improvement, although on some 
points the district is lagging behind 
the national rate of gain, The dis- 
trict consists of Delaware, Eastern 
Pennsylvania and Southern New 
Jersey. 

Manufacturing output is up 12 
percent in the nation and 4 per- 
cent in the Philadelphia district. 
The district shows a 4-percent 
pickup in nonfarm employment 








while the nation enjoyed a 5-per- 
cent gain. However, the district 
had a 7-percent gain in depart- 
ment store sales while the nation- 
al gain was 6 percent, 

The pickup is not spread evenly 
through the district either. The dis- 
trict showed a 4-percent gain in 
factory employment. In the Harris- 
burg (Pa.) area, the gain was 12 
percent while the Scranton (Pa.) 
and Wilmington (Del.) areas show- 
ed losses of one percent, 

* * * 


Richmond 


i. Richmond FRB reported 
“1960 had an auspicious begin- 
ning with employment and produc- 
tion expanding . . undoubtedly 
giving income of Fifth District res- 
idents another upward push.” 

A key industry of the district— 
the textile mills—adjusted pay 
schedules upward. The boost was 
expected to average 5 percent. 
There was speculation on whether 
this would mean a price increase 
is on the way for textiles, 

Coal mining, a major economic 
factor in the district, is on the way 
back after setbacks caused by the 
recession and the long steel strike. 
Demand this year is expected to 
run between 430 and 460 million 
tons. Production in the last two 


years has run around 410 million 


| tons a year. 


* * 


Deep South 


Witt the exception of cash re- 
ceipts of farmers, most key 
economic indicators on the Deep 
South are showing year-to-year 
gains, the Atlanta FRB said. 

Farm receipts are trailing the 

year-earlicr total by 2 percentage 
points. Department store sales 
are up by 4 points and electric 
power output is running 15 per- 
centage points ahead of the year- 
ago total. 

While the number holding jobs in 
manufacturing establishments 
shows a gain of 3 points, payrolls 
in the factories have gone up by 
16 points in the last year. 

* 


* * 


Cleveland 


EPARTMENT store sales in the 

metropolitan areas of the Cleve© 
land district are running 5 percent 
ahead of the 1959 totals, Eight of 
the 12 metropolitan areas reported 
gains ranging from 4 percent in 
Canton, O., to 12 percent in Youngs- 
town, O. 

Steel production in the district 
was at or near capacity through 
much of the first quarter, al- 
though it has begun to ease a bit 
in recent weeks. 

Commercial and industrial loans 
of 26 major banks in the district 
have reached a new record high 
and the amount of money changing 
hands by check in 33 cities of the 
district is running 9 percent ahead 


of the 1959 volume. 
ca os + 


Chicago 
tye Chicago FRB took a look at 
why so much pessimism was ex- 
pressed in the first quarter when 
business -conditions were so good. 
The bank found a number of rea- 
sons. 

The bank feels that the nation 
has developed a weakness for the 
“first-quarter blues,” catching a 
case in many recent years, Christ- 
mas selling seasons are getting 
bigger so the letdown is worse, 
more people vacation in winter, 
winter illnesses and weather take 
their toll and things look pretty 
glum by the end of January. 

In addition, this year has pre- 
sented some unusual problems — 
the after effects of the steel strike, 
unbalanced inventories in some’ 
lines and a sharp stock-market 
slump at the beginning of the year. 

7 * *~ 


Upper Midwest 
rt oreaere growth in the 
Upper Midwest is lagging be- 


907 Papers Back Dealers 
In National Sales Week 


(Continued from Page 3) 


Press and the person whose name 
is chosen in a drawing will receive | 
the $1,000 downpayment on the car| 
of his choice, said Harold Staal 
(Buick), director of the campaign 
committee. 

He said a similar two-week cam- 
paign last April boosted new-car 
sales in the area by 97 percent. 

A $500 door prize was offered by 
all 18 Little Rock (Ark.) dealers 
during their drive. Anyone who 
visited a dealership in the area 
could register for the prize, 

An outdoor auto show was held 


Prices Up $25 
On English Ford 


DETROIT.—English Ford prices 
have been increased $25 on all 
models except the Escort two-door 
station wagon, which rose $63 to 
$1,714. The Anglia two-door sedan 
now sells for $1,608 on the Hast 
Coast, and the Prefect four-door 
sedan is $1,686. 

New figures for other models are: 
Consul four-door sedan, $2,059; con- 
vertible, $2,398. Zephyr four-door 
sedan, $2,240; convertible, $2,599. 
Zodiac four-door sedan, $2,412; con- 
vertible, $2,890. 

Prices of Taunus 12-M and 17-M 
models are unchanged. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 





at the Village Shopping Center in 
connection with the promotion. 

More than 80 new-car dealers 
participated in a two-week cam- 
paign which was supported by 
the Motor Car Dealers Assn, of 
San Diego (‘Calif.) County, The 
Evening Tribune carried special 
promotion advertising and fea- 
tures on dealerships. 


Each dealer in Oxnard, Calif., 
had his new models in a parade 
which opened the two-week cam- 
paign. 

The St. Louis Globe-Democrat 
published two special automotive 
sections during the city’s campaign, 
which also ran for two weeks, 

Dealers in Durham, N. C., held 
two auto shows during their 12-day 
campaign. One was held at a shop- 
ping center and the other at a city 
parking lot. The drive closed Sat- 
urday (April 16). 

In Toledo, dealers launched their 
spring sale with the theme, “Put 
Spring in Your Drive with a New 
Car.” The Toledo Blade published 
a special section to boost the pro- 
motion. 


The third annual Sale-O-Rama, 
held early in March, helped Sum- 
mit County (Akron) set a new-car 
sales record for the month despite 
the worst March weather in his- 
tory, according to a spokesman for 
the Akron Automobile Dealers 
Assn, He said 2,706 cars were sold, 
compared with 2,193 in March, 1955, 
the best previous March, 


1960 





Long-Time Owners 


Honored by Pontiac 


PONTIAC.—More than 30,000 
long-time Pontiac owners with a 
combined driving total in excess 
of three billion miles have been 
recognized under the division’s 
new Distinguished Owner Pro- 
gram, according to S. E. Knud- 
sen, general manager. 

The program honors owners 
who have driven over 100,000 
cumulative Pontiac miles, The 
owners receive a letter from 
Knudsen, a Distinguished Owner 
recognition card and one gold- 





finished crest—to be affixed to the 
instrument panel—for each 100,- 
000 miles driven. 





hind the national rate, the Minne- 
apolis FRB reported. 


Total employment in the na- 


tion showed a gain of 1.6 percent | 
in a year that saw the employ- | 


ment pickup in the Upper Mid- 
west limited to 0.5 percent, Non- 
farm employment is not doing so 
badly in the district but the num- 
ber of farm workers continues to 
slip. 

The prospects of the districts ex- 
tensive ore-mining industries are 
good. The steel strike cut demand 
for iron ore just after the industry 
suffered a recession setback, Recent 
years have seen strikes and weak 
demand for nonferrous metals in- 
dustries. The outlook for this year: 
A pickup in mining and mine em- 


ployment. 
* * * 


St. Louis 


HE St. Louis FRB looked at 

complaints that the money sup- 
ply is not growing fast enough and 
found that the problem is not as 
simple as some see it. 

The complaint is that the 
money supply has shown little 
growth in the postwar years, de- 





75 


spite the huge increase in total 
economic activity. Some feel that 
the slow growth of the money 
supply is hampering overall eco- 
nomic growth. 

The St. Louis bank said that the 
size of the money supply and its 
growth rate are not the only con- 
siderations, Turnover of checking 
accounts—the speed with which the 
money supply is being used—has 
| gone up since World War II, show- 
| ing that the nation is making more 
efficient use of the money supply 
on hand. 

* * * 


Kansas City 


TS Plains States served by the 
Kansas City FRB are not faring 
| $0 well as other sections of the na- 
tion. 
The district leans heavily on 
farming, an industry which is in 
something of a slump at present. 





| While prices received by farmers 
| have been slipping, the prices 
| paid by farmers have continued 
| to inch upward, 
| Bank deposits in key cities, a 
| measure of district liquid wealth, 
are below the year-ago totals, the 
drop ranging up to as much as 6 
| percent in Kansas, Department 
| store sales are running one percent 


| behind the 1959 figures. 


* * * 


Southwest 
WINTER sales have met with 
more-than-usual success in 
the Southwest and the winter slump 
in employment has been no worse 
than usual, the Dallas FRB said. 
Oil production and refining 
have turned upward. Inventories 
of crude oil, frequently a problem, 
were reported in line with re- 
quirements but the bank said the 
| stock of refined products remains 
| excessive. ; 
The winter weather has been 
short of ideal for farming and work 
on some crops has been delayed. 





REPUBLIC PARTS BINS 
and PLANNED STORAGE 


...controls parts inventory 


Inventory control is easy with Republic’s Planned 
Storage. Factory-trained experts use Republic Flexi-Bilt 
Parts Bins to plan a place for everything, with every- 
thing in its place. You speed parts service and improve 


customer relations, 


Easy shelf adjustment permits complete flexibility to 
meet any stock storage problems. Shelves can be 
re-arranged in seconds, Simply lift, pull, and re-position. 
For planned storage scientifically designed for maxi- 
mum efficiency, call, or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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Minneapolis Talks Continue .. . 








St. Paul Mechanics OK Pact 


By Frank Gawronski 
Staff Writer 
— activities in dealerships 
around the country were high- 
lighted by contract negotiations in 
Minneapolis and a new three-year 
pact in St. Paul. 

Mechanics employed by 46 new- 
car dealers in Min- 
neapolis are building 
a strike fund for 
possible use in a 
contract dispute 
with the dealers, ac- 
cording to Howard Fortier sr., sec- 
retary-treasurer of Teamsters Lo- 
cal 974. 

The dealers are members of the 
Minneapolis Automobile Dealers 
Assn. which is bargaining with the 
union on behalf of 1,200 garage em- 
ployes. 

Under terms of the contract, 
which was to expire last Friday 
(April 15), the union must give the 
dealer a 30-day notice before it 
can call a strike. 

While the Minneapolis dealers 
continued to negotiate in an effort 
to head off a strike, the St, Paul 
Automobile Dealers Assn. and 


LABOR 
FRONT 


contract covering some 800 em- 
A similar pact was ratified 
100 union members in South 

St, Paul. 

The St. Paul agreement calls for 
increases of 10 cents each year in 
the guaranteed hourly rates for 
mechanics and bodymen who are 
paid percentages of the customer’s 
labor charge, raising the current 
guarantee to $2.43 an hour, 

Mechanics and bodymen on 
straight time rates will get a 17- 
cent hike the first year and 10-cent 
increases the next two years. Lesser 
skilled employes will get 5-cent 
hikes each year. The pact also 
includes improved welfare and 
fringe benefits, including “tool in- 
surance.” 

Teamsters members have reject- 
ed the Minneapolis dealers’ three- 
year contract calling for 5-cent 
hourly pay increases for journey- 
men mechanics in each of the three 
years, Other employes were offered 
increases of 3.3 and 4 cents for the 
three-year pact, 

* * * 


Mechanics Contribute $5 
ION members voted to con- 
tribute $5 each to the strike 
fund, which will be added to money 
in a similar fund established four 
years ago. 
Fortier said mechanics “are de- 


three years.” The contract gave 
the mechanics five-cent increases 
in each of the last three years. 

Fortier said mechanics have an 
option of 46% percent of the labor 
charge the customer pays, or a 
minimum hourly rate of $2.18, He 
said they also furnish tools, costing 
from $1,000 to $3,000, for work on 
transmissions and such things as 
air conditioning equipment. 

Fortier said the union has had 
no strike against the dealers since 
1940, and its members continued to 
work in 1958 when the Retail Clerks 
Union picketed the garages in an 
attempt to organize salesmen. 

In Lansing, mechanics at Eng- 
land-Cook Co, (Chevrolet) have 
voted 28-to-18 against representa- 
tion by Teamsters Local 580, The 
election wag conducted by the Na- 
tional Labor Relations Board. 


* * * 


Consumer Boycotts Upheld 
United States Supreme 
Court has granted labor unions 
the weapons to exert economic 
pressures to gain recognition in a 
plant where they claim none, or 

only a minority of the workers. 
In two separate cases, the 
court approved the “don’t buy” 
campaign, and refused to disturb 
a lower court action holding that 
the publication of an “unfair list” 
was protected by the Constitu- 

tion’s guarantee of free speech. 
Without issuing a forma] opinion, 
the Supreme Court overthrew a 
NLRB ban on consumer boycotts 
by minority unions. The court re- 
lied on its previous ruling which 





upheld peaceful picketing by such 
unions. 

However, union boycotting and 
picketing must conform to the 1959 
Labor Reform Law, according to 
the court’s decisions, 

Minority unions are free to urge 
buyers to ignore a company’s prod- 
uct as long as this activity doesn’t 
prevent pickup and delivery of 
goods at the company’s plant or 
store. This is the only condition im- 
posed by the 1959 labor law, 

* 


* * 


Chevrolet Strike Ends 


THE factory front, a strike 
by 1,700 workers at Chevrolet’s 
Tonawanda (N, Y.) foundry ended 
when agreement was reached in a 
wage rate dispute over a new job. 
Officials of the United Auto 
Workers Local 1173 said the com- 
pany agreed to a rate of $2.52 for 
the job which affects 12 employes. 
It is 8 cents more than had been 


demanding $2.54, 

Local President Eugene Harris 
said the pay increase will be retro- 
active to the date the job was cre- 
ated. The job involves a new proc- 
ess for the production of cylinders 
for Corvair aluminum engines. 

The foundry strike resulted in 
Chevrolet’s closing its Corvair plant 
in Willow Run, Mich, 

A work stoppage at another Gen- 
eral Motors Corp. unit, the Fisher 
Body plant at Cincinnati, also has 
been settled. 

The unauthorized walkout at the 
Fisher plant also halted operations 
at the nearby Chevrolet assembly 
plant. About 4,000 workers were 
idled at both plants. 


* * * 


Fisher Tieup Continues 


A UNION spokesman said the 
walkout, involving 30 workers 
on the trim line, was a result of 
work standards. Work was resum- 
ed after members of UAW Local 
647 decided to a strike vote. 

A strike at the Fisher Body 
plant in Kansas City entered its 
third week as negotiations con- 
tinued over a dispute involving 
work loads. 

The strike has idled 2,200 Fisher 
workers and another 1,000 at the 
Chevrolet-Corvair assembly plant 
in Kansas City, 

At issue is a union request that 
Fisher put another 138 men on the 
job to handle current schedules. 
Fisher has offered to hire 119 work- 
ers. 

Chrysler Corp. last week settled 
a week-long strike of 4,500 workers 
at its Plymouth-Dart-Valiant as- 
sembly plant in Newark, Del. A 
Chrysler spokesman said the dis- 
pute involved minor work rules. 

Meanwhile, Ford Motor Co. an- 
nounced it laid off 300 more work- 
ers indefinitely at its Sharonville 
(O.) automatic transmission plant 
due to production cutbacks, 

* a 


+ 
Rail Talks Deadlocked 
[Te layoff is the third in two 
months affecting Ford automa- 
tic transmissions. Ford cut the 
work force at its Fairfax (O.) plant 


laid off 500 workers at both Shar- 
onville and Fairfax, 

Ford also said 300 workers at 
its Buffalo stamping plant were 
laid off last week. It is not known 
when they will return to work, a 
Ford spokesman said. 

The National Mediation Board 
dropped its efforts to settle a rail- 
way wage dispute, opening the way 
for a nationwide strike May 5 
unless President Eisenhower inter- 
venes. 

The board temporarily abandoned 
its mediation efforts to break a pro- 
longed deadlock in negotiations be- 
tween the carriers and 11 nonop- 
erating unions. 


The board’s action frees the 
unions, composed of telegraphers, 
shop craftsmen, signalmen and 
others who do not actually operate 
trains, to strike. 

The President can delay a strike 
another 60 days by naming an 
emergency board to investigate the 
dispute and make settlement rec- 
ommendations. 

* 7 * 


UAW Steps Up Pressure 


For More Rouge Jobs 


DEARBORN. — Walter P. Reu- 
ther, president of the United Auto 
Workers, last week joined Local 600 
in seeking more jobs for workers 
at Ford Motor Co.’s Rouge’ plant. 
Local 600 has been opposed to place- 
ment of compact-car production 
facilities outside this area. 

Reuther informed Carl Stellato, 
Local 600 president, he would try 
to arrange a meeting to discuss 
the problem with Henry Ford II, 
company president, and Ernest R. 
Breech, board chairman. Ford is 
in Europe and not expected back 
for several weeks. 

Stellato said Rouge employment 
had fallen from a peak of 36,000 
last fall to about 29,000. The Rouge 
plant assembles standard Fords but 
does not produce Falcons or Com- 
ets, and Stellato said he would like 
to see the rumored four-cylinder 
Ford built here. 

“Sales of the big Ford are down 
34 percent while Falcon and Comet 
sales are climbing,” Stellato said. 
“That’s the big reason we're in 
trouble.” 

Stellato said the layoff problem 
is particularly acute in the foun- 
dry and engine plant, where a 
worker needs 26 years seniority to 
hold some jobs. 

“We not only need more work 
but we want to persuade the com- 
pany to balance out available jobs,” 
he said. 

“At some Detroit-area plants, 
instance, they are working six 
and seven days a week while 
high-seniority people at the 
Rouge, who could do the same 
work, are laid off,” Stellato said. 

Stellato and other local officials 
have met with K. D. Cassidy, Ford 
industria] relations vice-president, 
and Malcolm Denise, labor relations 
vice-president. 

“The problem is complicated by 
the fact that Denise told us that 
talking about more jobs is not a 
proper matter for negotiations,” 


by 100 in February and last month Stellato said. “We think it is.” 











Datsun Unveils Bluebird— 





Designed for the American market, the Datsun Bluebird is powered by a 1,200-c.c., 
overhead-valve, four-cylinder motor and boasts a top speed of 77 m.p.h. The car 


weighs 1,916 pounds. Gas consumption is rated at 38 m.p.g. The Bluebird’s classic 
lines and ample trunk have made the car one of the best selling vehicles in the Far 


East since its introduction. in the U. S. the Bluebird retails for $1,616 p.c.e. It is 


manufactured by the Nissan Metor Car Co., 


ltd., Tekye. 





Dodge Cites Dealer— 

When Mike DiNovo, right, owner, Pietro 
DiNovo & Son (Dodge), Steubenville, O., 
could not get all the Darts he wanted, he 
instructed his sales staff to ‘‘sell’ the special breakfast for those not at- 


Dodge Matador and Polara. Result: Of 109 
new-car sales in the current model year, 
44 have been Matadors and Polaras. Here, 
DiNovo receives the Dodge Quality Dealer 
Award from Lee F. Desmond, left, execu- 
tive assistant to the Dodge general man- 
ager, while A. T. Jones, Dodge Pittsburgh 
assistant manager, looks on. 





Michigan Dealers 
To Convene on 


Mackinac Island 


LANSING. — “High Cost of Dry 
Rot on Your Payroll” will be dis- 
cussed by Herb Estes, Ann Arbor 
Ford Dealer, at the Michigan Auto- 
mobile Dealers Assn. convention 
June 23-25 on Mackinac Island. 

Birkett L. Williams, president of 
the National Automobile Dealers 
Assn., also will speak, and the 
agenda includes a panel on labor 
relations and a report from the 
president, Bud Kouts (Chevrolet), 
Lansing. 

On the social side, the conven- 
tion has scheduled a get-acquainted 
dinner, an old timers’ breakfast, a 


tending the old timers’ breakfast, 
a “Roaring ’20s Party,” scenic boat 
trips, outings around the island, 
special entertainment for the ladies 
and the annual banquet. 

Al Rice (Chevrolet), Mason, is 
convention chairman. 





Wilthie Views... 





They Called Him ‘Boss’ 


(Continued from Page 6) 


ficult,” he replied. “It’s just the 
problem of finding out how na- 
ture does things.” He admitted 
that wasn’t exactly easy. 

“Boss Ket” once remarked that 
“there are two concepts of research 
men, First that they are highbrows 
and, second, that they are nuts, I 
try to strike about halfway between 
the two.” 

He didn’t think much about his- 
tory or about text books. “Things 
that happened yesterday or the day 
before yesterday or 100 years ago 
are done, I want to study the fu- 
ture,” he said. 

“Book learning is all right, but 
by the time we have absorbed what 
the books teach, better ways have 
been found to do exactly the things 
taught in the books.” 

* * * 

TALL, BALD and gangling, 
“Boss Ket” had a desk and a title, 
but he rarely used the desk and 
thought little of the title. “I have 
never done anything at a desk in 
my life, because I found out that 
whatever I could do there wouldn’t 
work at the bench,” he said. 

He liked to refer to himself as a 
screwdriver and pliers scientist. 
__Ket had » long list of honorary 


Dealer Council 
Meets at Buick 


FLINT.—The fifth annual meet- 
ing of the National Buick Dealer 
Council will be held April 19-20, 
here, it was announced by Edward 
D. Rollert, general manager. 

National council members are: 
Eastern Region: Harold Lang, Me- 
tuchen, N. J., and Edward Kamm- 
ler jr., Elizabeth, N. J.; Central 
Region: Thomas O. Jennings, Cin- 
cinnati, and H. P. Lammerts jr., 
Niagara Falls, N. Y.; Southeast 
Region: W. R. Stephens jr., Minne- 
apolis, and Clayton Stockwell, 
Janesville, Wis.; Southwest Region: 
Curtice Norton, Tulsa, and J. V. 
Nance, El Paso, Tex.; Pacific Re- 
gion: Rex Garrison, Vancouver, 
Wash. and J. T. Wessen, Los An- 
geles. 


NADA’s Cooper to Speak 
At Ohio Convention 


COLUMBUS, O.—Walter B. Coop- 
er, National Automobile Dealers 
Assn, first vice-president, will be 
the speaker at the banquet winding 
up the 27th annual meeting of the 
Ohio Automobile Dealers Assn. May 
1-3 at the Netherland-Hilton Hotel, 
Cincinnati. 

At the initial business session 
May 2, the keynote address will be 
given by Roger L, Downing, execu- 
tive vice-president, Ohio Consumer 
Loan Assn, Association reports also 
will be made. 

D, O. Wiggins, assistant district 
sales manager, Ford Motor Co., will 
talk at a session on sales May 3. 
Another speaker will be announced 
later, according to M. J. Birzer jr., 
OADA secretary. 


degrees, citations and awards. 
Many of them recognized his tre- 
mendous contributions to the na- 
tion’s war effort, One of these 
contributions was his develop- 
ment of a device for balancing 
gyroscopic compasses. 

Chrysler Corp. had been given a 
contract for building the com- 
passes, but K. T. Keller, then 
Chrysler president, was told only 
three men in the world knew how 
to balance them. 

“I encountered Ket in the diner 
of a train,” Keller relates, “and I 
asked him if he thought he could 
design a machine to balance the 
compass.” 

“‘It just happens we have been 
building a machine to balance car 
crank shafts,’ he said; ‘I think it 
could be refined for the compass 
job.’ 

“In four months Ket had built us 
two machines, We had a crew of 
girls balancing the complicated 
mechanism soon afterward.” 

* cd * 


A FEW YEARS before his death, 
I came upon an interview I had 
with “Boss Ket” in 1929. It quoted 
him: “Within the next 10 years we 
will be able to drive from Detroit 
to St. Louis on a gallon of gaso- 
line.” 

I called it to his attention at a 
breakfast with him shortly after- 
ward. “Gee, Dave, I sure messed 
up that one, didn’t I?” he com- 
mented. 

Future generations will come 
across the name of Charles F. Ket- 
tering. They will read about him in 
the same chapters that tell of the 
achievements of Leonardo daVinci, 
Benjamin Franklin, Thomas Edi- 
son, the Wright brothers and others 
in that select group of great sci- 
entists and inventors, 


AMC Promotes 


Browder, Tracy 


DETROIT. — American Motors 
has promoted George R. Browder 
and A. E. Tracy to assistant sales 
manager. Browder will be respon- 


G. R. Browder A. E, Tracy 


sible for the Western half of the 
United States and Tracy for the 
Eastern half. 

Tracy, Eastern regional manager 
since 1956, entered the auto indus- 
try as a retail salesman in Boston 
and later was general manager of 
a dealership there. 

Browder has been Western re- 
gional manager for AMC since 1967. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week = 1 — 1 
Ended Same Ended Output, 
April 16, Week, April 9, April, ages, 18, Apel: 16, 
1960 1960* 1960* To Date 1960* 1960 
AMERICAN MOTORS 
Rambler. ..............:00000+ 11,300 9,441 11,342 26,031 124,652 158,690 
CHECKER MOTORS 225 167 199 466 1,665 2,223 
CHRYSLER CORP. .... 22,975 23,198 17,536 45,466 238,508 364,201 
CHP YBE  .......c.scccsseeeeees 1,500 2,115 1,479 3,290 24,577 30,830 
DD +. siscccnstbbrevecsesssneese 175 1,311 191 397 «= 18,866 §= 13,166 
Seitieitsieslesvesetebsosee 9,200 5,139 6,613 17,720 55,363 129,055 
BOAO © ainsi. convcsescagdvasins 400 a 481 7,413 6,343 
Plymouth Total .......... 11,700 14,106 9,253 23,578 132,289 184,807 
Plymouth. .................. 5,000 14,106 3,359 9,595 132,289 99,238 
Valiant _..............000 6,700 ........5 5,894 13,983 .......... 85,569 
FORD MOTOR** .......... 35,030 36,488 81,268 561,203 620,354 
Ford Division .............. 28,035 32,381 28,038 63,717 482,981 522,705 
BRICOM ...0002:000ecsseseeseere 12,300 ...esseee 11,242 27,028 _.......... 153,161 
Ford (Standard) .... 14,100 30,695 14,727 32,570 460,677 342,694 
Thunderbird. ............. 1,635 1,636 2,069 4,119 22,304 26,850 
L-M Division................ 6,995 3,067 8,450 17,551 62,035 97,649 
CR cscs sccssicsccnssoyere BPR5 ossessssee 4,404 OTR © hescinscss 27,404 
RABOOE, ceccrcecesesscssssvers 325 728 393 799 «10,668 8,333 
PROB OGEY. .o..esossesierrecesee 2,445 2,339 3,653 6,881 51,367 61,912 
GENERAL MOTORS .. 71,499 63,629 65,061 150,329 68,865 1,127,454 
TER, scenic etonzeenvoserperccegyies 5,534 4,649 12,066 99,798 101,184 
CaO .o...ceeccecceeieeee 3,360 3,392 3,373 7,410 54,908 57,540 
Chevrolet Division .... 43,000 36,107 38,839 89,818 533,658 684,257 
OOP VEEE | carciicveisserrionss. STD ss cigensie 3,853 BTEB——srasereaes 102,636 
Chevrolet (Stand.).. 39,200 36,107 34,986 81,062 533,658 581,621 
Oldsmobile ..................-. 8,560 9,324 7,267 17,584 138,995 133,230 
OND cs ccvvsinscsecesveenniees 11,045 10,157 10,275 23,451 141,506 151,243 
S-P CORP. 
Studebaker .................. 2,656 3,302 2,673 5,329 59,335 39,964 
Total Cars, U, S.**....143,685 136,101 133,299 308,889 1,954,228 2,312,886 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 




















dan. 1 Jan. 1 
To Te 
April 18, April 16, 
1959* 1960 
123,218 155,527 
2,074 925 
979 1,383 
26,825 26,243 
100,994 119,595 
27,467 36,613 
41,679 42,743 
5,294 4,278 
4,869 4,160 
5,736 5,836 
Ys 35,648 39,908 
MISCELLANEOUS ...... 718 86 182 1,211 1,399 
Total Trucks, U. S..... 25,345 26,447 27,740 58,813 375,994 438,610 
Total Cars, Tracks, 
iy ehoaincceda Adana 169,030 162,548 161,039 367,702 2,330,222 2,751,496 
Total Cars, Trucks, 
AID ces iccscsicsisaceass 8,285 10,341 9,959 19,863 139,261 144,746 
Grand Total, 
Cars and Trucks, 
U. S, and Canada....177,315 172,889 170,998 387,565 2,469,483 2,896,242 
*Revised. 


Week’s 


Output Recovers from Year’s Low ... 





Compact Production 
Scores New Record 


(Continued from Page 1) 


high of an estimated 12,300 units 
last week, compared with 11,242 
units a week earlier. The record 
topped the previous high of 11,509 
assemblies during the week ended 
Jan. 30. 

An output of an estimated 
11,300 Ramblers last week just 
missed topping Rambler’s alltime 
high of 11,342 assemblies a week 
earlier. Its previous high wag the 


Kentucky Dealers 
Elect Four New 
Board Members 


LOUISVILLE.—Four new direc- 
tors were among eight elected to 
three-year terms with the Ken- 
tucky Automobile Dealers Assn. 
They are: 

C. E. Brents, Lebanon, Fourth 
District; Edward Weber jr., New- 
port, Fifth District; H. C. Harmon, 
Danville, Sixth District, and W. E. 
Venters, Pikeville, Seventh District. 


Reelected were Curt Phillips, 
Benton, First District; Earl 
Mooney, Henderson, Second; C, F. 
Smith sr., Louisville, Third, and 
Cc. H. Stinson, Manchester, Eighth, 


A president, two vice-presidents 
and a treasurer will be elected by 
these eight directors and 16 hold- 
over members at the KADA 
board’s annual meeting here April 
27-28. 

The holdover members are: 

Charles B. Wilson, Paducah; C. 
M. Williamson, Hopkinsville; C. L. 
Blancett, Calhoun; Harry Holder 
jr.; Ben F. Long and Cliff F. Byerly, 
Louisville; Howard Pearce, Shelby- 
ville; H. M, McCloy, Elizabethtown. 

Dallas Queen, Maysville; Robert 
J. Kelly, Covington; Maurice Can- 
field, Richmond; Fred Bryant, Lex- 
ington; J. T. Hughes, Prestonburg; 
Stanley Nickell, Ashland; Robert L. 
Marcum, Stearns, and C. Y. Blake- 
man, Middlesboro. 


Russell-Specht Closes 
GENEVA, N. Y.—Russell-Specht 
Chevrolet, Inc., 604 S, Exchange St., 
has gone out of business, The firm 
had been operated by Russell M. 
Specht and F. Dean Russell III for 
five years. 


Compact-Standard Gap Thins 


(Continued from Page 1) 


two-way price squeeze, Their own 
compacts are applying pressure 
at the lower end of the line, while 


their offers. Lynch-Davidson quoted 
Fairlanes at $1,661 after one-eighth 
down, and Duval Motors’ price was 
$1,680 after one-seventh down. 


the medium-priced makes are 
courting the Galaxie-Impala-Fury 
prospects. 

In Syracuse, 
said Mercury prices start at $2,283, 
while Tindall Pontiac, San An- 
tonio, mentioned a figure of $2,346 
and Fred Schneider Pontiac, adver- 
tised ’60s at $2,395. 

Schoen Pontiac, Rochester, N. Y., 
said it would sell a new model for 
$2,471 with heater, and Williamson- 
Willey Pontiac, Birmingham, Ala., 
included automatic transmission, 
radio, heater, whitewalls and other 
extras and advertised “cars 
equipped as you would normally 
buy them” for $2,788, 


* * * 


At THE top of the ladder, Valley 
Cadillac, also in Rochester, 
aimed an ad at the buyer of me- 
dium-priced cars. 

Valley quoted a price of $4,978 
and reminded readers that Hydra- 
Matic, power brakes and steering, 
clock, backup lights, wheel covers 
and other items are standard 
equipment, 

In Jacksonville, Fla., J. C, Car- 
ter Co, (Rambler) quoted a new 
car at $1,499.50 plus freight, but 
the cash buyer was out of luck. 
The offer was “available only 
with company-furnished. :fmanc- 
ing.” 

Two Jacksonville Ford dealers 
forced prospects to become mathe- 


Bob Barth, Inc., 


The full prices of the cars ap- 
parently were $1,898 and $1,960, re- 
spectively. 

a + 


THER “fine-print” ads appeared 
in Tennessee. Herff Ford, Mem- 


FTC Complaint 


Names Purolator 


WASHINGTON. — Charges that 
Purolator Products, Inc., Rahway, 
N. J., uses a discriminatory pricing 
system in the sale of its automotive 
replacement filters were announced 
last week by the Federal Trade 
Commission. 

According to the FTC complaint, 
the company has classified selected 
large-volume direct-franchise di s- 
tributors as “warehouse distribu- 
tors.” It also has a large number 
of associate distributors, called 
“jobbers,” who purchase from ware- 
house distributors. 

The complaint alleges that Puro- 
lator grants some warehouse dis- 
tributorsg “redistribution allow- 
ances” ranging from 4 to 158 
percent on sales of its products to 
dealers and users, but withholds 
these allowances from competing 
warehouse distributors and from 
competing jobbers. A further alle- 
gation is that all warehouse dis- 
tributors are given a 5 to 9 percent 
discount which Purolator does not 
make available to their jobber 


maticians in order to understand | competitors. 


Club. 


phis, mentioned a Fairlane 500 at 
$1,555, and the small type added, 
“with your ’54 Ford, Chev. or 
Plym, in good condition.” Hull- 
Dobbs, Knoxville, had Fairlanes for 
$1,500 with the stipulation. 

Magic City Motor Corp., Roanoke, 
Va., invited residents to shop by 
the pound at its Ford Supermarket. 

Fairlanes were listed at 57 
cents per pound, Galaxies at 73 
cents, Falcon sedans at 85 cents 
and “U, S. Prime” Thunderbirds 
at 99 cents. 

At Pendergrass Chevrolet, Louis- 
ville, 25,000 trading stamps went 
with every new car or truck, and 
Southern Motors, Savannah, Ga., 
gave a car radio with every ’60 
Rambler or English Ford. 

Leo Adler, Toledo, advertised 75 
Renaults that were used as Officials’ 
cars at the Winter Olympics in 
Squaw Valley, Calif., and six Chev- 
rolet dealers in Rochester, N, Y., 
offered a TV set, pocket radios and 
U. S. Savings Bonds as prizes in a 
Corvair “econo-test” drive. 

It was “steak or beans” at Na- 
vajo Chevrolet (Cadillac- Pontiac- 
Chevrolet), Gallup, N. M. Salesmen 
were divided into teamg for a 
spring sales drive, with the win- 
ners enjoying the tastier menu at 
a post-contest party. 


Day on the Links 
PHILADELPHIA.—The Philadel- 
phia Automobile Trade Assn. will 
hold its annual golf tournament 
May 26 at the Overbrook Country 


11,322 cars produced during the 
week ended March 12, 
Among the other compacts, 


Comet was off its alltime high of | G 


4,404 assemblies a week earlier to 
an estimated 4,225 units last week. 

Corvair, with its Kansas City 
plant still down due to a strike and 
its Willow Run plants on three 
days, was off from 3,853 to 3,800 
units. Valiant, getting only four 
days production at Newark, climb- 
ed from 5,894 to 6,700, and Stude- 
baker Lark, down iday, dipped 
from 2,673 to 2,656. 


AMoue the standard-sized car 
makers, Chevrolet was on top 
with an estimated 39,200 assemblies 


77 


last week, compared with 34,986 
units a week earlier. 

The standard-sized Ford, still 
being produced at a rate far 
under the January-February 
level, took only 14,100 assemblies 
last week, — with 14,727 
units a week earlier. 

The big cars as a whole took 71.5 
percent on 102,704 assemblies last 
week, compared with 70.4 percent 
on 93,891 cars a week earlier. 

* * od 
HORT workweeks due to inven- 
tory adjustments as well as 
ood Friday observances cut into 
truck production last week, Only 
25,345 commercial vehicles were 
built. 

That compared with the 27,740 
trucks turned out a week earlier, 
and 26,447 units rolled from U. S. 
assembly lines during the week 
ended April 18 a year ago, 

Canadian makers, closed all day 
Friday in observance of Good Fri- 
day, turned out 8,285 cars and 
trucks last week, compared with 

9,959 vehicles turned out a week 
earlier, and 10,341 cars and trucks 
produced during the week ended 
April 18 last year. 


SELF-SERVICE REPAIR ORDER 


Now you can speed up your service to customers and eliminate smoldering 
resentment caused by unnecessary waiting to be served. Our new SELF- 
SERVICE REPAIR ORDER does all of this for you. At the same time it sells 
service and merchandise items that no service salesman could possibly re- 
member to suggest without it. Helps customer to remember services he 
wanted, as well as many he never thought about. See sample of form in 


article by Robert J. Young on Page 32 of the NADA MAGAZINE for Feb- 
rvary. Order 1,000 now and try it out at a cost of only $9.75 without im- 
print —OR WRITE IN FOR FURTHER DETAILS. 


Clilomolive, Sriltjtiites. 


P. ©. Box 5 





1100 N. Woodward 


Birmingham, Michigan 











Republic Flexi-Bile Parts Bins are 
designed and installed so that you 
can tell at a glance when to order, 
what to order. Republic will help 
you with your storage planning. 


OAKLAND 1, CALIF. 


ATLANTA 8, GEORGIA 


CHICAGO, ILLINOIS 


INDIANAPOLIS, IND. 





CALL YOUR REPUBLIC REPRESENTATIVE FOR 


REPUBLIC PARTS BINS 


LOS ANGELES 22, CALIF. 


Petley, Inc. 
5424 E. Slauson Avenue 


Petiey, inc. 
899 73rd Avenue 


Geo. E. Kinney Bin Co. 


333% Peachtree St. N.E. Service Co. 


S. W. Lemon 
5050 S. Austin Avenue 


Modern Equipment Co. 
1140 North College 


MINNEAPOLIS 1, MINN. 
Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Stee! Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 
Gardner — & 


Route #38 & Church Rd. 


LONG ISLAND CITY 1,N. Y. 
Automotive Parts Dept. Serv. 
48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 


C. B. McMillan Company 
1745 West Grand Street 


PORTLAND 9, OREGON 
D. R. Munro, Jr. 
1801 N.W. Northrup St. 
PITTSBURGH 12, PA. 


L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 


Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 


The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 


L. B. Clark 
2790 East 3000 South 


SOUTH WEYMOUTH, MASS. BRUNSWICK, OHIO ALEXANDRIA, VIRGINIA 
Shepard & La Plante Accurate Inventory Service A. T. Watson 
72 Pond Avenue Grafton Road, Eas 219 Lioyd Lane 


REPUBLIC STEEL 


BERGER DIVISION 


1078 BELDEN AVENUE — CANTON 5, 





O72, 512 








if 
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ADMINISTRATIVE ASSISTANT—Experi- 


MANAGER, leading import, Jersey Shore 
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HELP WANTED 


MEN WANTED: 
$20,000 per year? 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car. Instrument costs dealer $159.00 
complete. Write for details to J. Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


WANTED: MALE OFFICE MANAGER 
with GM experience preferred. Apply 
Ernie Grissom Chevrolet, 166 South Gra- 
tiot, Mt. Clemens, Michigan. 








PARTS MANAGER required by imported 
car manufacturer located in New York. 
Experience in all phases of stock control 
and distribution necessary, Knowledge of 
IBM control and invoicing helpful, Send 
full resume to Box 1383, c/o Automotive 
News, Detroit 7. 


EXECUTIVE 
handle Imperial, Chrysler and DeSoto 
lines for one of the Southwest's largest 
Chrysler Corporation dealers, Prefer ex- 
dealer or sales manager thoroughly fa- 
miliar with these makes, Attractive com- 
pensation plan and will furnish a large, 
brick home in an exclusive residential 
section free of rent for six months to 
facilitate moving family, Phone or write: 
Mr. Claude Holley, Holley Motor Com- 
pany, Tyler, Texas. LYric 4-6321. 





USED CAR SALES MANAGER for Chev- 


rolet dealership in North Carolina, 500 
new, 1,100 used, excellent opportunity. 
Please mail complete resume in _ first 
letter, All replies held strictly confiden- 
tial, Box 1372, c/o Automotive News, 
Detroit 7. 





Business 
Management 


Representatives 


Excellent opportunity with 
major Automotive Company 
for experienced men with 
accounting background. 


State in detail qualifications, 
location preference and sal- 
ary desired. 


Box 1394, c/o Automotive 
News, Detroit 7. 


ence and background must include all 


pair 

in New York City, Directly assist busy 
executive, All replies confidential, Send 
resume to 1384, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER, 
man shop, Ford dealership, dry, 


shop foreman, five 
mild 


Eastern . Balary and percentage. 
Box gon, c/o Automotive News, De- 
troit 7. 


dealership, profit-s h a rin g opportunity. 
Box . c/o Automotive News, De- 
troit 7. 


Advertise in 


Automotive News 
Classified Ad 


Section 


CALIBRE SALESMAN to 

















HELP WANTED 


DISTRICT MANAGER-—leading imported 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 
surance and hospitalization, Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 


Replies confidential. Box 1373, c/o Auto- 
motive News, Detroit 7. | 










EXECUTIVE PLACEMENT has available 
for immediate interview, a general man- 
ager with the following qualifications: Age 
39, married, one child, college graduate, 
former dealer with dynamic personality 
who understands completely every phase 
of dealership operation—parts, service, 
office procedure. Has remarkable and 
outstanding flair for sound promotion 
and sales, tremendously successful rec- 
ord of sales team organization, very 
profit minded in every department, For- 
mer manager of $250,000 per year profit 
dealership, and has perfect reason for 
change, Background check and former 
employer have highest praise for ability, 
honesty, integrity and work habits. 
States he fits in perfectly and could 
assume complete control without upset- 
ting present employes and policies, Can 
invest, but prefers to remain a worker. 
If you want a terrific assistant, who 
would be an asset to your organization, 
wire or write for complete resume and 
recommendations, No obligation to you. 
All replies confidential, Executive Place- 
ment Co., 312-A Euclid 8t., St. Louis 8, 
Missouri. 

GENERAL MANAGER — Sales Manager; 
20 years successful new and used car 
salesman, sales manager, general man- 
ager, top factory sales executive. Now 
general manager large ‘‘Big 3’’ dealer- 
ship in metropolitan area, Have know- 
how to find, train and supervise all de- 
partment employes and through them re- 
tail new and used cars at a profit. Well 
paid for successfully performing these 
duties now but desire change. Friendly 
relations with boss. Replies confidential. 
Box 1398, c/o Automotive News, De- 
troit 7. 


EXECUTIVE PLACEMENT has available | 


for immediate interview, record break- 
ing, profit minded general sales manager. 
Knows used car values, merchandising, 
trading practices of quality type. Former 
employer, says he’s one of the best and 
has ability plus. Has excellent reason for 
change. Good team man, and will accept 
direction without question, Age 39, mar- 
ried, college. Wire or write for complete 
resume, No obligation to you, Executive 
Placement Co., 312-A Euclid S8t., St. 
Louis 8, Missouri. 


GENERAL SALES MANAGER available 
for large dealership that needs a top 
level manager, Will build a large, hard- 
hitting sales force, supervise recondition- 
ing, increase gross profit—in short— 
manage your complete sales operation 
and put it on a money making basis, If 
you are not looking for top management, 
don’t answer this ad. Box 1361, c/o 
Automotive News, Detroit 7. 

SERVICE MANAGER—24 years’ experi- 
ence in General Motors and Ford serv- 
icing—service manager past 14 years. 
Excellent customer and factory relations, 
good service promoter. Will relocate— 
immediately, Box 1351, c/o Automotive 
News, Detroit 7. 


GENERAL OR SALES MANAGEMENT, 


preferably small town, Want small deal- 
ership that needs hard work and con- 
centrated selling effort. Have ability and 
energy, 15 years’ varied selling experi- 
ence, five years’ automobile, now with 
small dealer, Starting salary secondary 
to opportunity, Box 1357, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER, capable of operat- 
ing and managing complete operation of 
larger dealerships, Are you in need of a 
qualified manager who can meet all your 
requirements as to character and ability 
and run your agency to make money? 
Will relocate, Box 1358, c/o Automotive 
News, Detroit 7. 





DEALERSHIPS AVAILABLE 


DEALERS NOW BEING APPOINTED 


By Foreign Cars Corporation, America's oldest importers for the German Borg- 
ward group economy LLOYD and the new 4-cylinder ARABELLA in the states of: 


FLORIDA 
MISSISSIPPI 


ALABAMA 
LOUISIANA 


For three years we have served as National Parts Depot for LLOYD, carrying 
$150,000 stock of genuine Lloyd parts, serving the entire nation. This insures 


adequote parts supply at all times. 


FOREIGN CARS CORPORATION 
LLOYD — importers — ARABELLA 
1812 $0. ANDREWS AVE. — JA 2-9942 — FORT LAUDERDALE, FLA. 





POSITION WANTED 


VOLKSWAGEN PARTS MANAGER—ex- 
perienced in all phases in operation of 
parts management, Accurate and reli- 
able, excellent recommendations, Desires 
opportunity for advancement, Box 1401, 
c/o Automotive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER, age 
34, 12 years’ GM experience, desires 


change. South or Southwest preferred. 
Box 1386, c/o Automotive News, De- 
troit 7. 


ASSISTANT TO OWNER—Prefer West— 
experience automotive and general busi- 


ness. Box 1397, c/o Automotive News, 
Detroit 7. 
AGE 34, FAMILY MAN, wholesale and 


retail experience, would like to start as 
salesman or sales manager and effect 
buy-out over five year period, Southwest 
or West. Small town okay, GM or Ford 
deal, Box 1387, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER — Qualified top 
management available for the dealer who 
needs strong, mature thinking, planning 
and direction, My ability and reputation 
will pass the acid test. I am fully bond- 
able and qualified to assume the duties 
of a vice-president and general manager 
for a quality dealer. Box 1388, c/o Auto- 
motive News, Detroit 7. 


GENERAL SALES MANAGER, Interested 
in operating large dealership that wants 
to build a hard-hitting sales force, If 
your sales are below quota, gross profit 
low, inventories jigh, reconditioning too 
costly—in short—do you want a qualified 
executive who can get the job done? Box 
1390, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FLORIDA—Central—handling Buick, Opel. 
Established dealership ten years, Good 
building—Used car lot—ample parking 
area, Potential 100 cars, good service 
absorption—money maker, Factory ap- 
proval, $25,000.00 cash, Assume small 
mortgage, low monthly payments. Inter- 
view arranged, Box 1389, c/o Automo- 
tive News, Detroit 7. 


UNUSUAL OPPORTUNITY—For Sal e— 
largest and finest automobile retail loca- 
tion in Southwest. Covers entire city 
block, 240’ frontage. 250’ depth. Most 
modern and attractive facilities avail- 
able. Over $75,000.00 in improvements. 
This location has been under same suc- 
cessful management for 10 years and has 
exceeded 1% million annual gross. 10,000 
customers located right in the heart of 
Southwest's largest retail market. Fifth 
largest in the world. Write for particulars 
and photographs, Box 1399, c/o Automo- 
tive News, Detroit 7. 


ARABELLA FRANCHISES 


IN PENNSYLVANIA 
NOW AVAILABLE 


The car with ideal engineering, com- 
pletely equipped. A flat four, 42 HP, water 
cooled, front wheel drive, family sports 
car. Will dual with established dealers or 
aggressive used car dealers. Write or 
phone: 


THE ARABELLA COMPANY 
P. O. Box 630, Butler, Pennsylvania. 
Phone: 7-4258 


VERY SUCCESSFUL DEAL handling 
RAMBLER in Wisconsin, Business es- 
tablished over 20 years—Excellent year 
around business in steady income area— 
selling 150-200 new Ramblers and 400 
used cars yearly, Exceptional service and 
parts volume, Will lease or sell good 
building with ample service area, mod- 
ern showroom and large adjoining used 
car lot in excellent location, You can 
step into a highly profitable deal with 
a Hot Line if you have some capital 
and can qualify for factory approval. 
Present owner will agree to stay on to 
help new owner get established. Write 
Box 1391, c/o Automotive News, De- 
troit 7. 


DEALERSHIP handling the leading com- 
pacts, Rambler, Volvo and Triumph. 
Suburb of Chicago on main U. 8. high- 
way. Wonderful location, Facilities only 
four years old. A very profitable deal 
with very good service absorption, Lots 
of parking plus large used car lot. Money 
back in less than one year, Write for 
further information. Box 1400, c/o Au- 
tomotive News, Detroit 7. 





OPPORTUNITY PLUS! 


norm | forelep car franchise for sale 
—nine years o Two popular makes of cars. 
Full complement of tools, parts, equipment 
and two factory trained mechanics. Very small 
investment. Contact Bromley Imports, Glens 
Falls, N. Y. 2-7680. 


Small, 





DEALERSHIP handling 
Pontiac and Rambler, Midwest city 10,- 
000, Excellent farm area, Finest sales 
and service building in city, Terms. 
Write: Broker, Box 1392, c/o Automotive 
News, Detroit 7. 

FOR SALE: Agency handling Austin- 
Healey, exclusive dealership in city of 
over 500,000 population. May be had for 
inventory of parts, tools and new cars. 
Write or wire Earl Daniels, Earl Daniels 
Austin-Healey, 3570 SW Military Drive, 
San Antonio, Texas. 


ESTABLISHED 
























DEALERSHIPS AVAILABLE 


AGENCY 


HANDLING 
PONTIAC 


Metropolitan Midwest Location 
600 CARS PER YEAR 


$35,000 Will Handle 


No used cars, no accounts receivable. 


MODERN SERVICE FACILITIES 


Must sell immediately because of 
heart attack, 


Box 1404, c/o Automotive News, 
Detroit 7. 





WELL ESTABLISHED DEALERSHIP, 


franchised by Ford Motor Company, sell- 
ing the imported English Ford line cars 
and trucks. Seventh largest dealership in 
the U. 8S. A., ultra-modern facilities. Will 
sell at a fair price. Large parts and 
service department, also no problem with 
used cars, they sell as fast as traded. 
Long established and good, fine clientele. 
Located in Delaware Valley, Central New 
Jersey. Reason for selling, health. Write 
Box 1376, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS WANTED 





YOUNG MAN (under 40) wants Chevro- 


let, Ford or GM dual in California or 
Arizona, 350 units per year or more. 
Will consider buying part interest on 
buy-out basis. All replies confidential. 
Box 1393, c/o Automotive News, De- 
troit 7. 





GM, FORD, RAMBLER — Midwest, Pay 


your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1344, c/o Automotive News, 
Detroit 7, 


Dealership Wanted 


GM or FORD FRANCHISE 


California - Oregon - Washington 
Dear Mr. Dealer: 


Do you have a franchise selling 250-750 


cars per year? Would you like to retire 
soon? Then contact me now! | have cash 
in the bank and | don't expect to steal 


a sound deal. Factory approval assured. 
All replies will be kept confidential. 
G. A. MILLER, JR. 
551 Colorado Ave., Palo Alto, Calif. 





AUTOMOBILE ACCOUNTANT, capable 
general or sales manager, wishes to buy 
up to 50% ownership in agency, Con- 
necticut only, Fully experienced all oper- 
ations. Box 1368, c/o Automotive News, 
Detroit 7. 


PONTIAC-F O R D-CHEVROLET-OLDS or 


Buick, in or near Los Angeles, medium 
or large. Have cash, Box 1402, c/o Auto- 
motive News, Detroit 7. 


DEALER SERVICES 


DEALERS: Increase your profit with a 
revolutionary pay plan for salesmen. Pay 
them to create profit (not deliver units) 
with a plan designed for maximum profit 
incentive. Order our Pay Plan Bulletin 
now, Only $5.00, We'll bill you. Box 1403, 
c/o Automotive News, Detroit 7, 





MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
Sen Antonio, Texas—CApitol 5-6756 


trucks, 
dealers and banks nationwide. 











DEALER SERVICES 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
and all their equipment. Used by 
Order your 
‘60 edition today for only $l0—three year 


subscription $18 (including all supplements). 
AUTO COSTS, s 


ncer Publishing Company, 
berty, N. Y. : , 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 
WEbste 


Detroit 27, Michigan 
r 





DISTRIBUTORS WANTED 


WANTED 


Our products are priced at $400 and $800 
and have excellent acceptance with and 
are greatly needed by the Automobile 
Dealers, Service Station and Garage oper- 
ators. We are interested in a person cap- 
able of hiring and training a Retail Sales 
force of about 10 people in each State, 
and who has $25,000 available for inven- 
tory and working capital. Inventory re- 
purchased should you ever give up dis- 
tributorship. 


This is a sound lucrative opportunity for 


izational 
ity and yeu Should net 
from $25,000 to $100,000 per year. 


Although we might prefer someone with 
no other interests, we would consider an 
Automobile Dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate Company and Manage- 

ment was set up for this operation. Write, 


Box 1355 c/o Automotive News, Detroit 7 


BUSINESS OPPORTUNITIES 


Auto Leasing Co. 
MIAMI, FLORIDA 


For Sale—Approximately 325 units 
on excellent two-year leases, 90% 
Chevys. No large fleet — majority 
business and professional people. 


For information contact 


MR. CLARK BEECHER, 
1900 RED ROAD, MIAMI, FLORIDA 
Phone: MOHAWK 1-7671 


CARS FOR SALE 


1958-"59-"60 
VOLKSWAGENS 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 
Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 


Agencies GmbH. 
Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 











CARS FOR SALE 


FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAKXI- 
CAB DEALER offers for sale 
used taxicabs at prices that 
must interest you. 

We make available to you 
large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
m s. 
We put you in direct touch 
with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out of service rusting away 
on a lot. They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will find this 

terest! 


offer of in 
Write, Wire or Phone 


King Ford Motors, Inc. 


AKRON OHIO 


1959 and 1960 
CHEVROLETS 


Corvairs, Station Wagons, Hardtops, 
2-Doors, 4-Doors, Convertibles. Some 
have less than 3,000 miles. 


1957 and 1958 
CHEVROLETS 


Hardtops, Station Wagons, 2-Doors, 
4-Doors, Convertibles. 


1955 and 1956 
CHEVROLETS 


Station Wagons, Hardtops, 2-Doors, 
4-Doors, Convertibles. 


SOME USED TRUCKS 


National Auto Leasing Corp. 
KAR PLAN Corp. 


400 W. Market St. Akron 3, Ohio 
Call Jack Kerns—JE 5-2121 


3 
1960’s 
Most makes and models — 
mileage on most below 4,500. 


1959's 


Limited number of following: 
Cadillac Sedan de Ville and 
convertibles, Olds Super 88, 
Holiday hardtop with air, 
Ford convertible and wagons. 
Rambler Super 4-door sedan, 
Renault Dauphine Sedan. 


Olin's U. Drive 


2830 N. E. 2nd Avenue 
Gene Brett FRanklin 1-6591 





BUY IN MIAMI 


1959 and 1960 Models 


RAMBLERS © CORVAIRS © FALCONS 
FORDS @ CHEVROLETS @ BUICKS 
PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 
ranged. 


Morse Auto Rentals, Inc. 


7726 WN. E. Second Ave. Miami 38, Florida 
Plaze 7-2425 








AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 
Ri 8-701! 
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CARS FOR SALE 






got the 
customer? 


HERTZ 


has the 
used car! 









All are in fast-selling 
colors and fully equipped 
with power steering, 
R & H, automatic trans- 
mission, many with 
power brakes—the works! 










Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 
bell ringers! 










1959 models are now 
available at Hertz offices 
across the country. 








CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 
Chicago 4, Ill. 
Tel. DE 2-0420 
















1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TODD TRADING CORP. 


ALL AMERICANIZED 
* 


On Hand at Twe Locations: 
1417 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 


DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 
WE NEED FOR RETAIL 
1954-"55-"56-"57-"58 
VOLKSWAGENS 


Will Pay Top $— Any Quantity — Anywhere 
WaAverly 7-3500, Philadelphia 





coo ee 





SEE PAGE 50 
for the nation's 
TOP AUTO AUCTIONS 





























CARS FOR SALE 


ee 
1960 
VOLKSWAGENS 


Equipped with leatherette interiors, tool 
kits, mileage speedometers, heaters, 
ASI windshields, turn signals, bumper 
rails, outside mirrors, wired for sealed 
beams. 


DIRECT SHIPMENT TO 


ANY U. S. A. PORT 


Our prices will be quoted to you in- 
cluding cost, freight, insurance, customs 
duty and excise taxes paid. 


For Best Prices and Details 
Write, wire, phone 


U. N. COMMERCIAL CORP. 


277 Clinton Ave. Newark, New Jersey 
ESsex 1-2880 








AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas RI 8-701! 





CARS WANTED 


: 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories— 
= the largest import dealer in the Midwest. 

No stock too small or too large for us to 
handle. Write or call Bernie Gay, 


CONTINENTAL MOTORS OF READING, LTD. 


1701 Reading Road Cincinnati 15, Ohio 
VAlley 1-6115 


WANTED—ROLLS-ROYCE and BENTLEY 

motor cars—Any yous or type—‘‘Largest 
Schaler & Waters, 2000 North Meridian 
St., Indianapolis 2, Indiana, WA 6-1334. 


LIMOUSINES—8 passe! 
Dennis Distributor, 4804 N, Saginaw S8St., 
Flint 5, Michigan. 
PARTS FOR SALE 
LLOYD PARTS NEEDED? Available for 


Official retailer in S. A.’’ Messrs. 


nger—new and used 


tors, Inc., Authorized Lloyd Parts Dis- 
tributor, 5069 Broadway, New York 34, 
N. Y, Williams 2-5000. 


AUTOMOTIVE BULB #1034, price $14.00 


to box. Postage prepaid. Acme Sales 
Box 949, Camden 5, New Jersey. 
CHEVROLET PARTS, antique or classic. 
Louis = aa Box 51, Thompsonville, 
Connect: 
LLOYD PARTS complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


LLOYD PARTS—Orders shipped promptly 

Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 

NSU PRINZ and Sport Prinz parts and 
accessories, Contact your nearest distrib- 
utor or sole U, 8. 


TRafalgar 6-7010. 

HAVE A CHEVROLET ‘‘tied up’’ for 
parts? Try Fuller-White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 

PARTS WANTED 

WANTED—CHRYSLER product power 
steering pumps to be rebuilt. 1955 to 
1960 models. Any quantity. Wallace L. 
Buck Co., Inc., 1829 Randolph 8t., Los 
Angeles 1, California. 


ACOESSORIES FOR SALE 


DUAL AUXILIARY ACCELERATOR. 
Completely adjustable for the speed you 
want and releases automatically, Guar- 
anteed, Fits all cars, pickups and most 
trucks, List $8.95, Lehner Co., Ness 
City, Kansas. 


NEW LINES WANTED 


WANTED 
Good Automotive Line 


or service to sell in Washington and Ore- 
gon. Former dealer offers high grade rep- 
resentation and volume sales. Box 1395, 
c/o Automotive News, Detroit 7. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—One automobile turn table 


used for approximately three years—in 
excellent condition with 12 portable posts 
in chrome with 80 feet of Black Velour 
rope in order to rope off display. All of 
this equipment is in excellent condition— 
original cost $1,252.00, may be purchased 
for $500.00 FOB point of origin. If in- 
terested write to Box 1377, c/o Auto- 
motive News, Detroit 7, Mi 


listing 
your telephone number and you will be 
contacted. 








WHAT'S YOUR IMAGE QUOTIENT? Let 


SHOP EQUIPMENT FOR SALE 


DEALERS WANTED 


We Are a Manufacturer of Truck Hoists 
Since 1945 


We no longer sell through distributors, 


but direct to dealers. ideal for Chey- 
rolet, Ford, GMC, International and 
Dodge truck dealers. Buy direct from 
the factory. For complete information 
write: The LOADMOR Company, Box 
125, Sioux City, lowa, 





SRE ORE SR RS 
ANTIQUE, CLASSIO CARS FOR SALE 


OLD TIMER 
FORD 4 Cyl. 
Model S 


1907 Roadster with Jump Seat—Museum 
or Show Piece. Runs—New 30x3 tires. 
Come see or make offer. 


CORLETTE-MANAGUN 
MOTORS, INC. 
Johnstown, N. Y. 


1929 WHIPPET OVERLAND COACH, 24,- 
800 actual miles, new rubber, Very good 


cloth top, running 
Make offer. Q. M. Decker, 
Huron, South Dakota. 


Box 


1916 BRASS MODEL T FORD, Restored. 
Picture 10 cents. 
Jerry Smith, 1027 Waverly Drive, Wichi- 


$1,150 or best offer, 
ta 18, Kansas. 


IDEAS 


image, your biggest asset. Write: Ed- 
ward Fiske Co., 2 Depot Plaza, White 
Plains, N, Y. 

MISCELLANEOUS 


The “ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incidg. BRAKE HOOK-UP 

Assures Full Floating Tow 
No Strain on — or Car 
chp 
TowKinG ¥j.ci'c;, $45°° 


TRAIL aaa $3750 


KING Hook-up 
YOUR 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles CHOICE 


BROWNIE CARRY-ALL ~ Only 
BAG Mounted ON 
Rubber-Tired WHEELS $13.95 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .3 payee, 
40 So. Clinton St., Chic 6, iil. 








condition in and out, Green and black, 
condition ee 


| Factory Sales Division 





The NEW and 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price...... sees $69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


lus 2 Large Ada Cla 
re deed tecke' ter iecmened 


€ 
THE FAMOUS 
MOTO-MATIC 
TOW . GUIDE 
With Universal Swivel 
Action 
Four Clamp Hook-Up 
Weelers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 
Dealers‘-Net with 4 Standard 
plus 2 cdorye Ade Adopter Gomes. $44.85 
Liberal Geentity Sussaneds 
To Distributors 
Write for Illustrated Catalog 

























PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
Western: 









1,000 BUSINESS CARDS—Raised letters, 


$3.49 P. P. D, Samples available, L-D 
Press, 534 State, Hammond, Indiana, 





TUCKER AUTOMOBILE FACTORY LIT- 


ERATURE, pictures, etc, Collectors 
items, $1.00 bill id. Moore's 
inichiene 16 W. Fulton, Grand Rapids, 





$100.00 REWARD — 1959 Ford L.W.B. 
F100 Styleside pickup, Motor #F10J9- 
K22747, color white. Last known tag 
1959 Kansas LBT-3032. Driver known as 
Norman J. Walsh, works as a carpenter. 
Notify McKinney Motor Co., Oswego, 
Kansas. 





————— | 


TRADE CONNECTION: 
Truck Dealer (] 


Car Dealer [) 
Jobber [] 


Make of Car.... 


Insurance [] 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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New Subscription Order: 


Send Automotive News.to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





Manufacturer [] 
Supplier C) 


. 
. 
. 
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Financial [] 
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“‘We’re very well satisfied .. . 
the Color Eye operation is a 


big time and money saver.” 


“Before we switched to Acme’s Color Eye 
System in June, 1959, we were writing off 
$1,200 a month in wasted paint materials. 
In the first three months of operation, Acme 
cut our paint material costs 30%. Costly 
delays for delivery were completely elimi- 
nated, and our inventory cost is 60% lower.” 


This is the report from North Brothers Ford, which 


operates one of the country’s largest and most 
modern service departments. 


Any paint shop—large: or small—can save time and 
get more profit from every job, with Acme’s Color Eye! 





PAINTING PAY 





ACME QUALITY PAINTS, INC. 


ACME 


come AUTOMOTIVE FINISHES 


8250 St. Aubin ¢ Detroit 11, Michigan » TRinity 2-4800 








1. Saves inventory costs, because you stock only 
basic colors. 


2. Saves material costs, because there’s no wasted 
paint—you mix only the amount you need. 


3. Saves time, because there are no costly delays 
waiting for paint delivery or hunting for colors. 

4, Color matching is perfect—you mix all colors 
quickly with ‘‘laboratory accuracy’’. 

5. Helps you meet promised delivery of paint jobs. 
Insures customer satisfaction. 


For the full story, see your nearest Acme automotive 


jobber or write Acme Quality Paints, Inc., 8250 
St. Aubin, Detroit 11, Michigan, or call any of 
these numbers: 





Atlante biviks icine tives TRinity 5-8676 
Burbank, Calif........... THornwall 2-7158 
CN IEG oe ses ce ee had Victory 2-0264 
POON OBE. 5.08. eee BRoadway 8-2158 
Kansas City, Mo..........WEstport 1-7879 
Long Island City, N.Y...... STillwell 6-7010 
Los Angeles, Calif.......... Victoria 9-2405 
Minneapolis, Minn..........FEderal 6-4667 
Renita We. 6 eS EAst 2-2215 











